BRIDGING  THE  INFO  GAP 

A  White  House  adviser  says  the  world’s  richest  nations  have 
much  to  do  to  close  the  global  “digital  divide.”  Page  33 


WIRELESS  WORRIES 

Security  for  wireless  transactions  is  a  major 
concern  for  e-commerce  companies.  Page  72 


WIN  95  LOSES 

The  next  version  of  the  Office  suite  will  be  in 
compatible  with  the  widely  used  OS.  Page  6 
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MORE  USERS 
SLAM  SUN  FOR 
MEMORY  ISSUE 


Hardware  maker’s  handling  of  problem, 
frequency  of  crashes  are  major  complaints 


BY  JAIKUMAR  VIJAYAN 

More  users  affected  by  a  long¬ 
standing  cache  memory  prob¬ 
lem  on  Sun  Microsystems 
Inc.’s  Ultra  Enterprise  servers 
are  slamming  Sun’s  handling  of 
the  issue  and  its  attempt  to 
keep  users  quiet  about  it. 

Sun  officials  didn’t  return  re¬ 
peated  calls  last  week  seeking 
comment  for  this  story. 

Since  Computerworld  first 
reported  the  problem  last 
week,  additional  users  have 


LINUX  LEAPS  TO 
SUPERCOMPUTER 


OS  used  for  seismic 
data  a  second  time 


BY  JULIA  KING 

Houston-based  Conoco  Inc. 
announced  last  Wednesday 
that  it  has  built  and  deployed  a 
huge,  new  Linux-based  super¬ 
computer  to  analyze  massive 
amounts  of  seismic  data  gath¬ 
ered  in  the  process  of  explor¬ 
ing  for  oil  and  gas. 

The  Intel-based  geophysical 
computer  —  which  boasts 
enough  storage  capacity  to 
Supercomputer,  page  14 


come  forward  to  recount  simi¬ 
lar  experiences.  Topping  their 
list  of  complaints  are  the  fre¬ 
quency  of  server  crashes 
caused  by  the  problem,  fixes 
Sun  Slammed,  page  16 


QUIETLY,  PRIVATE 
E-MARKETS  RULE 

E-commerce  driven  by 
links  to  known  suppliers 


BY  JULIA  KING 

ASPEN,  COLO. 

Public  and  industry-sponsored 
business-to-business  market¬ 
places  that  boast  access  to 
thousands  of  new  buyers  and 
sellers  are  grab¬ 
bing  all  the  head¬ 
lines.  But  behind 
the  scenes,  tens 
of  thousands  of 


MIKE 

MacKENTY 
of  Nypro 


companies  are 
opting  for  private 
digital  exchanges 
to  electronically 
link  a  deliberately  reduced 
number  of  key  suppliers. 

Take  Nypro  Inc.  The  $600 
million  injection  molding  com¬ 
pany  buys  the  bulk  of  its  raw 
B2B  Exchanges,  page  16 
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COMPENSATION  FOR  IT  PROFESSIONALS  IS  RISING  BY 
double  digits  again,  as  companies  pander  to  workers 
who  have  become  much  bolder  with  their  demands. 
CIO  salaries  spiked  up  to  an  average  of  $133,000  — 
plus  $31,000  in  bonus  money  —  and  paychecks  are 
fatter  in  the  IT  cubicles,  too.  But  stock  options  are 
starting  to  lose  their  luster.  Report  begins  on  page  48. 
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IKE  BIG  LAN  ON  CAMPUS  IS  WIRELESS 


Ethernet  cards,  laptops 
greet  this  fall’s  students 

BY  BOB  BREWIN 
AND  JAMES  COPE 

(First  in  a  two-part  series) 

As  students  head  back  to 
school,  many  are  tapping  into  a 
new  network  environment  that 
supports  the  shift  of  comput¬ 
ers  from  the  lab  to  the  class¬ 
room:  wireless. 

Wireless  LAN  technology 
now  provides  ubiquitous  com¬ 
puting  for  students  ranging 


from  first-graders  in  Kansas 
City,  Kan.,  to  graduate  students 
at  Wake  Forest  University  in 
Winston-Salem,  N.C. 

At  the  college  level,  the  tech- 


WAKE  FOREST  gave  wireless 
Ethernet  cards  to  650  freshmen 


nology  allows  students  in  the 
cafeteria  to  access  course  doc¬ 
uments  housed  on  university 
servers  or  to  e-mail  papers  to 
professors  in  between  classes. 
It  lets  administrators  reclaim 
real  estate  that  once  housed 
computer  labs,  and  it  means 
the  schools  don’t  have  to  deal 
with  wiring  old  buildings  to 
support  new  technologies. 

And  although  wireless  LANs 
can  cost  more  than  wired  ones 
—  the  cost  of  a  single  access 
point  runs  between  $1,000  and 
$2,000  —  they  can  be  worth¬ 
while  where  utility,  applica¬ 
tions  and  ease  of  use  overcome 
Wireless  LANs,  page  93 
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ENTERPRISE  INTEGRATION  DOESN’T  HAVE  TO  BE  A  BAD  SCENE.  THE  RELATIONAL 
PEOPLE  CAN  WORK  WITH  THE  NON-RELATIONAL.  THE  PDA’S  CAN  JUST  ACCEPT 
MAINFRAME  DATA.  CRM  CAN  REACH  AN  UNDERSTANDING  WITH  ERP  IN  DAYS, 
NOT  YEARS.  FIGHT  THE  E-STABLISHMENT.  BELIEVE  IN  SAGAVISTA.  IT  MEANS 
PEACE  BETWEEN  YOUR  SYSTEMS.  PEACE  FOR  YOUR  I.T.  STAFF. 

AND  PEACE  OF  MIND  FOR  YOU.  GROOVY. 
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IT’S-NftT  WHAT  YOU  KNOW,  IT’S  WHO 

AT&T  Labs  resegd^rfroreua^rking  on  new  software  that  aims  to  use  the  human 
to  help  you  traclwyour  “socialnStwork”  -  the  people  who  really  help  you  do  your  j 
and  could  help  you  find  your  next  one.  Page  74 


ROBOTS  TO 
THE  RESCUE 

Robots  are  being  developed 
with  the  sensory  and  decision¬ 
making  functions  that  will  allow 
them  to  perform  successful 
search-and-rescue  missions 
at  disaster  scenes.  Page  70 
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NEWS 


4  CIOS  FAIL  because  they  don’t 
develop  ways  to  improve  the 
business  through  IT  —  accord¬ 
ing  to  CEOs,  anyway. 

6  MICROSOFT  OFFICE  aban¬ 
dons  Windows  95  and  its  65 
million  users,  though  they  say 
they  like  the  Office  97-compat- 
ible  file  formats. 

8  CIRCUIT  CITY  outsources 

e-mail  for  online  training; 
others  are  following  suit. 

10  RUSSIANS  FLOCK  to  the 

Internet  to  make  up  for  lack  of 
news  after  TV  tower  burns  out. 

12  CONGRESS  FACES  pres¬ 
sure  to  raise  H-1B  cap  and  ad¬ 
dress  other  hot  issues  facing  IT. 

14  GM  WILL  SHUTTER  its  site 

for  selling  vehicles  over  the 
Web,  after  battling  Texas  laws 
restricting  online  sales. 

20  SONY  LAUNCHES  a  PDA 

based  on  the  Palm  OS;  Palm  is 
hit  by  its  first  Trojan  horse. 

24  MICROSOFT  WINS  a  series 

of  judgements,  getting  class- 
action  lawsuits  thrown  out. 

93  ONLINE  UNIVERSITIES 

proliferate,  with  the  accredita¬ 
tion  of  Harcourt  U.  But  does 
an  online  diploma  carry  any 
weight? 
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BUSINESS 


40  COMPANIES  FIND  low-cost 

customer  management  ser¬ 
vices  with  new  Web-based 
offerings. 

41  CAR  DEALERS  SPEED 

into  online  sales  but  may  be 
outpaced  by  manufacturers. 

WORKSTYLES 

42  WEBER  GRILL  MAKER 

gears  up  for  Labor  Day  the  way 
other  firms  do  for  Christmas. 

44  IT  LEADERS  NEED  to  be  at 

the  planning  table  during  cor¬ 
porate  divestitures,  warn  ana¬ 
lysts  and  experts. 

46  RESPECT  REMAINS  the 

most  important  ingredient  in 
retaining  employees,  according 
to  a  recent  Computer-world. 
survey  of  the  rank-and-file. 

QUICKSTUDY 

54  AGGREGATORS  LOOK 

beyond  just  their  own  sites  for 
information.  Now  they’re  gath¬ 
ering  information  from  various 
sources  and  putting  it  all  on 
one  page. 


TECHNOftOGY  4 


61  INTERNET  LEADERS  form 

an  alliance  to  establish  a  con¬ 
nection  between  Web  content 
providers  and  access  providers. 

SECURITY  JOURNAL 

64  A  COMPLEX  DESIGN  that  s 

too  expensive  to  implement 
gives  our  security  manager’s 
group  a  black  eye,  but  manage¬ 
ment  approves  Jude’s  smart- 
card  security  project. 

66  MICROSOFT  USES  copy 

protection  to  impose  unprece¬ 
dented  restrictions  on  which 
computers  you  can  use  to  read 
books  with  its  new  electronic- 
book  reader  software,  says 
reviews  editor  Russell  Kay. 

QUICKSTUDY 

68  SIMPLE  OBJECT  ACCESS 

Protocol,  the  glue  that  holds 
XML-based  applications 
together,  is  the  topic  of  this 
week’s  tutorial. 

72  WIRELESS  ENDANGERS 

e-commerce  transactions  as 
vendors  struggle  with  encryp¬ 
tion  and  authentication. 


ONLINE 


■  Are  IT  salaries 
soaring  too  quick¬ 
ly?  Or  not  quickly 
enough?  Is  the 
shortage  of  IT 
workers  getting 
worse?  Or  is 
it  overblown? 

Post  your  opinion  on  our  new 
Careers/Salary  Forum,  moderated  by 
careers  editor  David  B.  Weldon,  at 
www.computerworld.com/forums/. 

■  On  our  Careers  page,  see  an  inter¬ 
view  with  IT  job  placement  board 
Dice.com’s  Jeff  Dickey-Chasins,  who 
discusses  trends  spotted  from  his 
company’s  survey  of  10,000  employ¬ 
ers  and  job  hunters. 
www.computerworld.com/careers/ 

■  On  our  Security  Watch  page,  read 
Deborah  Radcliff’s  report  from  the 
latest  Critical  Infrastructure  Assur¬ 
ance  Summit,  including  a  list  of  ques¬ 
tions  to  ask  yourself  about  your  com¬ 
pany’s  security  capabilities. 
www.computerworld.com/careers/ 


OPINIONS 


32  PATRICIA  KEEFE  says  sun 

is  about  to  find  out  how  hard 
it  will  be  to  regain  the  trust 
of  the  customers  it  wanted  to 
keep  quiet  about  problems 
with  its  Ultra  Enterprise 
servers . . . 

94  ...  AND  FRANK  HAYES 

asks:  What  was  Sun  thinking 


when  it  swore  its  customers 
to  secrecy? 

32  JOHN  GANTZ  offers  ways  to 

get  the  best  possible  results  out 
of  Web  site  evaluations. 

33  ERNEST  J.  WILSON  III  out 

lines  the  next  steps  to  closing 
the  global  “digital  divide.” 

36  BILL  LABERIS  says  IT  man¬ 
agers  have  three  things  to  con¬ 
sider  to  help  them  get  into  an 


e-business  frame  of  mind. 

36  TOM  REILLY  ,  attorney  gen¬ 
eral  of  Massachusetts,  says  the 
dispute  over  Toysmart.com’s 
customer  information  can  set 
the  bar  for  online  privacy. 

42  PAUL  A.  STRASSMANN 

looks  past  an  insurer’s  hype 
of  its  knowledge  management 
efforts  and  sees  a  financial 
performance  that  doesn’t 
match  up. 


www.computerworld.com 
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Judge:  Microsoft  to 
Pay  Bristol  $1M 


A  federal  judge  last  week  said  Bris¬ 
tol  Technology  Inc.  deserves  SI  mil¬ 
lion  in  punitive  damages  from  Mi¬ 
crosoft  Corp.,  not  the  SI  a  jury  origi¬ 
nally  awarded  in  the  case.  Danbury, 
Conn. -based  Bristol  had  charged 
that  Microsoft  sought  to  end  access 
to  Windows  programming  interfaces 
and  source  code,  which  Bristol  used 
to  create  Wind/U,  a  product  that  al¬ 
lows  porting  of  Windows  to  other 
operating  systems.  In  July  1999,  a 
jury  cleared  Microsoft  of  antitrust 
violations  but  found  that  the  compa¬ 
ny  had  violated  Connecticut's  Unfair 
Trade  Practices  Act.  Microsoft  will 
“likely  appeal,”  said  a  company 
spokesman. 


Online  Sales 
Hit  $5.5B  in  Q2 

The  U.S.  Census  Bureau’s  most  re¬ 
cent  quarterly  survey  of  online  retail 
sales  in  the  U.S.  showed  a  5.3%  in¬ 
crease  over  the  estimate  for  the 
previous  quarter.  Online  retail  sales 
in  the  second  quarter  totaled  S5.52 
billion,  or  about  0.68%  of  the  value 
of  all  retail  sales  in  the  U.S. 


Amazon  Posts  New 
Privacy  Policy 

Amazon.com  Inc.  last  week  posted 
a  new  privacy  policy  on  its  Web  site 
and  will  e-mail  all  of  its  customers 
to  inform  them  of  it.  One  key  modifi¬ 
cation  is  a  promise  that  Seattle- 
based  Amazon  won’t  trade  personal 
data  to  other  companies  without 
first  getting  permission  from  indi¬ 
vidual  customers.  The  company 
previously  reserved  the  right  to  buy, 
sell  and  trade  such  information  at 
will,  although  a  spokeswoman  said 
it  never  actually  did  so. 

Short  fakes 

To  regain  profitability,  MERISEL 
INC.,  a  technology  products  distrib¬ 
utor  in  El  Segundo,  Calif.,  said  it  is 
cutting  700  jobs  in  the  U.S.  and 
Canada. . . .  DELTA  AIR  LINES  INC. 
announced  an  internal  e-commerce 
business  unit  to  coordinate  all  busi¬ 
ness  to-business.  business-to-con- 
sumer  anri  Lasiress-to-employee 
activity  v,  )  the  company. 
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CEOs  to  CIOs:  Get 
Strategic  or  Get  the  Boot 


But  IT  duties  may  be  too  varied 

for  one  person,  analyst  says 


BY  SAMI  LAIS 

hree  chief  execu¬ 
tives  of  U.S.  orga¬ 
nizations  attend¬ 
ing  a  recent  con¬ 
ference  said  that 
in  the  past  few  months,  they 
have  either  redefined  the  roles 
of  their  CIOs  or  just  given 
them  the  boot  for  not  embrac¬ 
ing  a  more  business-oriented 
strategy. 

“We  replaced  our  CIO  yes¬ 
terday,”  said  one  CEO,  consult¬ 
ing  his  watch.  “The  axe  should 
have  dropped  on  the  old  one, 
and  the  new  one  should  have 
started  by  now.” 

The  former  CIO  “kept  talk¬ 
ing  technology,”  the  CEO  com¬ 
plained.  “He  wasn’t  focused  on 
how  the  technology  could 
serve  the  business.” 

That  scenario  highlights  a 
growing  problem,  said  Giga  In¬ 
formation  Group  Inc.  analyst 
Peter  McAteer,  who  sparked 
the  comments  with  his  presen¬ 
tation  at  Computer  Associates 
International  Inc.’s  recent  CEO 
retreat  in  Colorado  Springs.  In¬ 
formation  technology  has  be¬ 
come  so  fundamental  to  a  busi¬ 
ness  that  IT  management  is¬ 
sues  are  too  numerous  and  var¬ 
ied  to  be  defined  in  a  single 
role,  he  said. 

“It’s  illogical  to  look  for  a 
knowledge  expert  with  phe¬ 
nomenal  communication 
skills,”  he  said.  “You  want  Su¬ 
perman,  and  he  doesn’t  exist.” 

At  emergency  medical  ser¬ 
vices  supplier  American  Med- 


Correction 

Transportation  exchange  Celar- 
ix  Inc.  in  Cambridge,  Mass.,  al¬ 
lows  customers  to  communi¬ 
cate  with  one  another  any  way 
they  choose,  including  via  the 
Internet,  and  not  just  by  tele¬ 
phone,  as  reported  in  “Freight 
Logistics  Company  Takes  IM 
Route"  [News,  Aug.  7], 


ical  Pathways  in  Aurora,  Colo., 
primary  IT  responsibilities  are 
divided  between  two  posi¬ 
tions,  said  CEO  Steve  Murphy. 

A  technologist  balances  be¬ 
tween  managing  IT  and  an¬ 
swering  technology  questions, 
while  a  strategist  ensures 
“we’re  asking  the  right  tech¬ 
nology  questions  to  meet  our 
big  objectives,”  Murphy  said. 

At  Montana  State  Fund,  a 
workers’  compensation  insur¬ 
ance  broker  in  Helena,  CEO 
and  President  Carl  Swanson 
has  instituted  a  reorganization. 

“With  200  employees,  we’re 
too  small  to  have  separate  CIO, 
CTO  and  COO  positions,” 
Swanson  said. 

The  restructuring  involved  a 
split  of  the  company’s  IT  re¬ 
sponsibilities,  he  said.  Two  se¬ 
nior  vice  presidents,  one  con¬ 
cerned  with  running  IT  sys¬ 
tems,  the  other  responsible  for 
integrating  IT  with  business 
objectives,  will  report  to  Swan¬ 
son  when  the  reorganization  is 
complete  Nov.  8. 

“We  need  to  work  closely 
with  the  IT  people,”  said  Mark 
Barry,  who  will  be  Montana 
State  Fund’s  new  corporate 
support  vice  president,  the 


Bank  will  reinvest 
savings  from  layoffs 

BY  MARIA  TROMBLY  ' 

Wachovia  Corp.  announced 
plans  to  eliminate  1,800  jobs 
last  week,  including  100  infor¬ 
mation  technology  positions, 
in  a  bid  to  save  $100  million  in 
annual  expenses. 

But  Jean  Davis,  senior  exec¬ 
utive  vice  president  for  opera¬ 
tions  at  the  Winston-Salem, 
N.C.-based  bank,  said  that 
overall,  the  company  won’t  be 
decreasing  the  total  number  of 


man  charged  with  business  in¬ 
tegration.  “But  we  need  to  un¬ 
derstand  the  business,  not  just 
the  technology.” 

“Role-splitting  is  only  part  of 
the  issue,”  McAteer  said. 
“CEOs  need  to  become  more 
technically  literate.  Ultimately, 
they’re  the  ones  who  make  the 
[CIO  hiring]  decisions,  and  if 
they  make  poor  selections, 
which  is  suggested  by  the  high 
turnover  rate  for  CIOs,  they 
have  to  take  responsibility. 
Managing  the  culture  is  part  of 
the  CEO’s  job.” 


people  working  in  IT.  “We’re 
refocusing,”  she  explained. 

That’s  because  the  savings 
gained  from  the  layoffs  will  be 
reinvested  in  other  areas,  in¬ 
cluding  asset  and  wealth  man¬ 
agement,  corporate  services 
and  retail  banking  —  which 
may  lead  to  the  creation  of  new 
IT  jobs. 

Beefing  Up  Net  Initiatives 

“The  Internet  side  of  all  of 
these  is  absolutely  an  area  that 
we  will  be  beefing  up,”  said 
Davis. 

She  said  displaced  IT  em¬ 
ployees  will  have  first  dibs  on 


The  best  way  to  manage  the 
culture  and  structure  IT  re¬ 
sponsibility  is  different  at  every 
organization,  McAteer  said. 

At  a  new  dot-com,  for  exam¬ 
ple,  growth  is  often  so  rapid 
that  it  makes  static  role  defini¬ 
tions  useless,  he  said. 

When  a  brick-and-mortar 
company  sets  up  a  dot-com  as 
a  subsidiary,  the  subsidiary’s 
hierarchy  often  mirrors  the 
parent’s,  he  said.  Duplicating 
the  parent’s  division  of  respon¬ 
sibility  is  unlikely  to  suit  the 
smaller  organization,  he  said.  I 


other  IT  jobs  in  the  company, 
which  has  21,300  employees. 

While  Wachovia  wouldn’t 
disclose  its  total  IT  spending, 
Davis  said  that  the  Internet  ini¬ 
tiative  is  the  company’s  largest 
technology  project,  and  spend¬ 
ing  in  this  area  has  been  in¬ 
creasing  each  year. 

Wachovia  is  a  financial  hold¬ 
ing  company  with  dual  head¬ 
quarters  in  Atlanta  and  Win¬ 
ston-Salem. 

Wachovia  Bank,  NA,  the 
principal  subsidiary,  has  nearly 
700  offices  in  Florida,  Georgia, 
North  Carolina,  South  Caroli¬ 
na  and  Virginia.  > 


Tragic  Flaws:  Why  CIOs  Fail 


In  the  new  CIO  or  chief  technolo¬ 
gy  officer  role,  technologists  are 
more  likely  to  fail  than  strategists, 
says  a  new  study  from  Giga  Infor¬ 
mation  Group. 

Peter  McAteer,  an  analyst  at 
the  Stamford,  Conn.-based  con¬ 
sultancy,  said  technologists  who 
fail  have  much  in  common: 

■  They  overmanage.  "They  feel 
they  know  all  the  answers, "said 
McAteer. 

■  “They  are  not  good  at  making 
strategic  decisions,”  he  said. 
“CEOs  talking  about  them  say,  ‘Fie 
kept  talking  technology,  not  prof¬ 
itability  of  the  business.’  ” 

■  They  are  inflexible,  “They  are 


unable  to  adapt  to  working  for  a 
new  boss,"  he  said. 

■  They  don’t  spend  time  develop¬ 
ing  their  management  skills. 

McAteer  said  strategist  CIOs 
fail  for  the  same  reasons  that 
CEOs  fail: 

■  They  don’t  have  a  broad  enough 
vision  of  their  business. 

■  They  get  bogged  down  in  tech¬ 
nical  issues. 

■  They’re  arrogant.  “You  see  this  a 
lot  in  external  consultants,”  said 
McAteer.  It’s  somewhat  a  matter 
of  perception,  he  added.  “If  you’re 
successful  enough,  it’s  seen  as 
self-confidence.” 

-Sami  Lais 


Wachovia  to  Cut  100  IT  Jobs,  1,000  Total 
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Latest  Microsoft  Office  Suite 
Sparks  Modest  User  Interest 


But  new  suite  won't 
run  on  Windows  95 


BY  DOMINIQUE  DECKMYN 

HE  next  version  of 
Microsoft  Corp.’s 
Office  suite  will 
leave  millions  of 
Windows  users  be¬ 
hind  when  it  arrives  next  year, 
because  it  won’t  be  able  to  run 
on  Windows  95.  Some  65  mil¬ 
lion  copies  of  that  operating 
system  may  still  be  in  use  then, 
according  to  one  estimate. 

However,  corporate  users 
and  analysts  last  week  seemed 
less  worried  about  that  incom¬ 
patibility  than  about  the  pros¬ 
pect  of  upgrading  from  Office 
2000  so  soon.  They  also 
praised  the  fact  that  the  new 
suite  —  called  Office  10  —  will 
keep  file  compatibility  for  all 
applications.  Office  10  will  of¬ 
fer  expanded  XML  support, 
built-in  speech  recognition, 
some  user-interface  enhance¬ 
ments  and  new  Web-based 
group  collaboration  features. 

Rick  Nolle,  vice  president  of 
systems  at  Reinsurance  Group 
of  America  Inc.  in  Chester¬ 
field,  Mo.,  said  he’s  unim¬ 
pressed  with  the  features  list. 
“We’ll  have  to  balance  the  urge 


to  jump  forward  with  the  fi¬ 
nancial  considerations  of  an¬ 
other  upgrade  so  soon  [after 
Office  2000],”  said  Nolle. 

Jim  Prevo,  vice  president 
and  CIO  at  Green  Mountain 
Coffee  Inc.  in  Waterbury,  Vt., 
said  his  company  experienced 
file  compatibility  problems 
when  it  continued  to  use  Office 
95  after  Microsoft  changed  the 
file  formats  in  Office  97.  Green 
Mountain  has  since  decided  to 
roll  out  Office  2000. 

“Our  main  reason  to  up¬ 
grade  to  Office  2000  was  file 
compatibility.  We  really  didn’t 
use  a  lot  of  the  new  features,” 
said  Prevo.  He  added  that  if  Of¬ 
fice  10  supports  the  same  file 
formats  as  Office  2000,  he 
won’t  do  a  wholesale  upgrade 
of  his  company’s  desktops  but 
will  instead  let  the  new  suite 
enter  on  new  machines  in  a 
rolling  upgrade. 

While  Office  10  won’t  break 
file  compatibility,  it  may  cause 
other  compatibility  problems. 
To  improve  the  installation 
procedure,  Microsoft  won’t  of¬ 
fer  support  for  Windows  95.  By 
the  time  Office  10  ships  in  the 
first  half  of  next  year,  the  “vast 
majority”  of  users  will  be  on 
Windows  98,  Windows  NT  4.0 
or  later  operating  systems,  a 
Microsoft  spokesman  said. 


What’s  Next?  Office  .Net 


While  Office  10  includes  several 
new  features  that  are  related  to 
Microsoft’s  .Net  strategy,  such  as 
support  for  speech  recognition 
and  XML,  the  company  has  al¬ 
ready  started  to  discuss  a  succes¬ 
sor  to  the  product,  called  Office 
.Net,  slated  for  2002  or  later. 

In  line  with  Microsoft’s  .Net 
design,  Office  .Net  will  consist  of 
smart  clients  that  consume  Inter¬ 
net-based  “services."  A  key  fea- 
turfi  will  be  the  Universal  Canvas  - 
a  workspace  that  combines  com¬ 
munication,  browsing  and  docu¬ 
ment  authoring. 

Sun  Microsystems  is  working 
on  a  similar,  servet-baseo  version 
o!  its  StarOrtice  suite,  called  Star- 
Porta! 

Users  have  expressed  skepti¬ 
cism  Michra!  Brown,  director  of 
tecfr  c  a:  Yellow  Transporta¬ 


tion  LLC  in  Denver,  said  he  sees 
little  benefit.  “Unless  bandwidth  is 
suddenly  no  longer  an  issue,  I’d 
be  very  concerned  about  running 
a  server-based  suite,”  he  said. 

Tim  Talbot,  vice  president  of  in¬ 
formation  technology  services  at 
PHH  Vehicle  Management  Ser¬ 
vices  LLC  in  Hunt  Valley,  Md„  said 
tools  like  Novell  Inc.’s  NDS  and 
ZENworks  already  allow  him  to 
roll  out  a  new  Office  version  to 
desktops  in  less  than  a  day,  so  a 
server-based  solution  would  offer 
little  additional  benefit. 

One  user  said  he  believes  the 
approach  has  merit.  “It  would  be 
very  useful  not  to  have  to  deploy 
[office  productivity]  software  on 
every  desktop,”  said  Jim  Prevo, 
vice  president  and  CIO  at  Green 
Mountain  Coffee  Roasters. 

-  Dominique  Deckmyn 


But,  analysts  said,  a  huge 
number  of  Windows  users  will 
be  left  out  in  the  cold.  “There 
will  be  a  lot  of  Windows  95  still 
around  in  2001,”  said  A1  Gillen, 
an  analyst  at  International  Data 
Corp.  in  Framingham,  Mass. 
But,  he  said,  companies  that 
are  still  on  Windows  95  are 
likely  to  stick  with  older  ver¬ 
sions  of  Office,  too. 


Despite  their  doubts  about 
whether  Office  10  will  be  worth 
the  upgrade,  few  users  are  con¬ 
sidering  a  switching  to  alterna¬ 
tive  products. 

“The  various  [Office]  appli¬ 
cations  integrate  well.  Our 
users  are  trained  and  comfort¬ 
able  with  those  tools,”  said  Bud¬ 
dy  Fiume,  vice  president  of  en¬ 
terprise  technology  at  Nabisco 
Holdings  Corp.  in  Parsippany, 
N.J.  “They  work  well,  and  I  see 


no  reason  to  consider  alterna¬ 
tive  products  at  this  time.” 

Microsoft  competitors  Corel 
Corp.  and  Lotus  Development 
Corp.  “are  not  exactly  burning 
down  the  road,”  said  Chris  Le 
Tocq,  an  analyst  at  Gartner 
Group  Inc.  in  Stamford,  Conn. 
But  new  players  are  offering 
free  productivity  suites  with 
support  for  Office  file  formats, 
and  some  users  said  they  might 
consider  them  if  Microsoft’s 
pricing  for  Office  10  is  too  high. 

Microsoft  hasn’t  yet  re¬ 
vealed  pricing  for  the  suite. 

Nolle  said  he  has  assigned  a 
review  of  the  effects  of  a  po¬ 
tential  upgrade.  As  a  result,  he 
added,  he  may  soon  advise  his 
users  to  run  Sun  Microsystems 
Inc.’s  StarOffice  at  home  to 
save  money.  “Microsoft  re¬ 
quires  purchasing  a  separate  li¬ 
cense  for  each  PC,”  said  Nolle. 
“If  a  user  does  95%  of  his  word 


Printer  Maker's  Bankruptcy 
Causing  Parts  Shortage 


BY  TODD  R.  WEISS 

A  bankruptcy  filing  in  March 
by  former  printer  manufactur¬ 
er  Genicom  Corp.  is  still  hav¬ 
ing  a  ripple  effect  on  some 
users  and  resellers  that  are 
having  trouble  finding  parts 
and  supplies  for  printers  sold 
under  the  Compaq  Computer 
Corp.  and  Genicom  brand 
names. 

Chantilly,  Va. -based  Geni¬ 
com  filed  for  Chapter  11  pro¬ 
tection  March  10.  That  contin¬ 
ues  to  cause  major  headaches 
for  users  such  as  Kurt  Huddle¬ 
ston,  MIS  manager  at  The  In¬ 
land  Group  Inc.,  a  property 
management  business  in  Oak 
Brook,  Ill. 

Huddleston  last  week  said 
he  has  been  having  problems 
getting  a  new  printing  drum 
for  an  eight-month-old  Com¬ 
paq-branded  laser  printer  that 
was  made  by  Genicom  and  is 
still  under  warranty.  He  was 
also  unable  to  get  toner  and  de¬ 
veloper  solutions  for  a  differ¬ 
ent  Compaq-branded  model 


made  by  Genicom,  a  situation 
that  eventually  forced  him  to 
resort  to  using  substitute  prod¬ 
ucts  from  Hewlett-Packard  Co. 

“We’ve  been  calling  Geni¬ 
com  [about  getting  a  new 
printing  drum],  and  they  can’t 
provide  the  part,”  Huddleston 
said.  “They  just  say  they  don’t 
have  any  and  they  don’t  antici¬ 
pate  getting  any  in.”  Huddle¬ 
ston  added  that  he  also  tried 
pursuing  the  matter  with  Com¬ 
paq’s  field  service  organization 
but  was  unsuccessful  in  find¬ 
ing  the  needed  part. 

Last  month,  Genicom’s  print¬ 
er  unit  was  sold  to  Genicom 
Acquisition  LLC,  a  newly  cre¬ 
ated  affiliate  of  Sun  Capital 
Partners  in  Boca  Raton,  Fla. 
Richard  Marks,  senior  vice 
president  for  product  and  busi¬ 
ness  development  at  Genicom, 
said  the  company  is  aware  of 
users’  concerns  and  is  turning 
itself  around  following  the 
bankruptcy  and  sale. 

“We’re  working  very  closely 
with  Compaq  to  take  care  of 


What’s  New 
In  Office  10 

Some  key  features  of 
Microsoft  Office  10: 

■  XML  support  added 

for  Excel  and  Access  (as 

well  as  Word) 

■  Speech  recognition  built  in 

■  Smart  tags  automatically 
link  related  pieces  of  infor¬ 
mation,  such  as  a  company 
name  and  a  stock  quote 

■  Improved  document 
recovery 

■  Team  workspaces  and 
other  Web  collaboration 
features 

■  Security  improvements, 
including  a  central  security 
panel  and  the  option  to  not 
install  Visual  Basic  for 
Applications  support 

■  Same  file  formats  as  in 

Office  2000 


processing  at  work,  maybe 
StarOffice  makes  sense  for 
home.  It’s  free  and  file-com¬ 
patible.”  I 


their  customer  base,”  Marks 
said.  Neither  company  will 
walk  away  from  serving  those 
users,  he  added. 

Randy  Schatz,  a  Genicom 
sales  vice  president,  said  the 
situation  should  be  drastically 
improved  by  the  end  of  next 
month. 

Two  resellers  that  deal  with 
Genicom  confirmed  that  parts 
availability  has  been  difficult 
since  March. 

“Everyone  is  having  prob¬ 
lems,”  said  Kirt  Southerland,  a 
spokesman  for  Vital  Analysis 
Consulting  Services  Inc.  in 
Shorewood,  Ill.  “Nobody  can 
get  these  parts  right  now.”  He 
added  that  Genicom’s  bank¬ 
ruptcy  is  also  affecting  ship¬ 
ments  of  parts  for  the  printer 
business  of  the  former  Digital 
Equipment  Corp.,  which  Geni¬ 
com  bought  three  years  ago. 

Les  Brown,  printer  division 
sales  manager  at  American 
Computer  Hardware  Corp.  in 
Santa  Ana,  Calif.,  said  the  parts 
shortage  has  been  frustrating 
for  his  customers.  “The  whole 
Genicom  marketplace  is  in  dis¬ 
array,”  he  said. 

Officials  at  Compaq  weren’t 
available  for  comment  on  the 
Genicom  situation  at  press 
time.  I 


With  the  demand  for  ware¬ 
housing  skyrocketing, 
you’re  juggling  immediate 
eBusiness  needs  while 
creating  an  environment  that 
can  scale  for  future  growth. 

DecisionBase™  is  a  complete 
software  suite  that  gives  you 
CA’s  smartest  technologies 
for  designing,  deploying, 
managing,  and  leveraging 
your  warehouse  and  other 
eBusiness  applications.  Its 
foundation  is  the  industry¬ 
leading  PLATINUM®  Repository, 
ensuring  a  central,  shared  source  of  metadata  for  rapid  deploy¬ 
ment  and  better  management  of  your  warehouse  and  eBusiness 

applications. 

What’s  more, 


DecisionBase  exploits 
CA’s  patented,  self¬ 
learning  Neugents™  to 
mine  complex  data 
patterns,  predict  busi¬ 
ness  problems,  and 
suggest  courses  of 
action.  Now,  you  can 


capitalize  on  opportunities 
before  they  happen  —  a 
huge  competitive  advantage. 

DecisionBase  also  pro¬ 
vides  everything  you  need 
to  help  your  knowledge 
workers  make  faster,  better 
business  decisions  —  from 
interactive  Bl  dashboards  to 
advanced  visualization  and 
portal  technology.  Plus,  our 
CA  Services™  team  has 
the  resources,  knowledge, 
and  experience  you  need 
to  succeed. 

Remember  the  name:  DecisionBase  from  CA.  It’s  the  indus¬ 
try’s  most  intelligent  solution  for  building  your  warehouse  now. 
Building  it  right.  And,  best  of  all,  building  it  smart. 


Call  1-800-890-7528  for  more  information  on 
DecisionBase.  or  visit  www.ca.com/decisionbase 


- 

Call  us  today  to  receive  a  FREE  copy  of  the  White 
Paper,  “Putting  Metadata  to  Work  in  the  Warehouse,” 
sponsored  by  Computer  Associates  and  published 
by  techguide.com.  Mention  ad  code:  AD  DW  0153  Dl 
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Software  superior  by  design. 
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intelligent  Answers  Here 
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Microsoft  Adds  Cookie 
Features  to  IE  5.5 


Microsoft  Corp.  last  week  said  it’s 
ready  to  ship  a  promised  set  of 
cookie-management  features  for  In¬ 
ternet  Explorer  5.5  that  give  users 
of  the  Web  browser  the  option  of 
deleting  the  files  as  an  added  form 
of  privacy.  The  new  cookie  controls 
were  released  to  about  2,000  users 
for  beta-testing  in  July.  The  con¬ 
trols  are  available  for  download 
from  Microsoft’s  Web  site. 


California  Eyes  Net  Tax 

The  California  Senate  last  week 
passed  a  bill  that,  if  approved  by  the 
state  assembly  and  signed  by  the 
governor,  would  require  all  Califor¬ 
nia-based  companies  to  charge  a 
sales  tax  on  Internet  purchases. 
Aimed  at  the  ambiguous  area  of 
e-commerce  taxation,  the  bill  targets 
firms  that  have  an  online  presence. 
Although  there  has  been  widespread 
debate  about  how  to  apply  sales  tax¬ 
es  to  online  purchases,  no  other 
state  has  passed  such  legislation. 


NTT  Completes  $5.5B 
Acquisition  of  Verio 

Capping  a  tender  offer  that  has  last¬ 
ed  four  months  and  been  scruti¬ 
nized  by  the  U.S.  government  be¬ 
cause  of  national  security  concerns, 
Japan’s  NTT  Communications  Corp. 
announced  that  it  has  completed  its 
acquisition  of  Englewood,  Colo.- 
based  Internet  backbone  operator 
and  Web-hosting  provider  Verio  Inc. 


Californian  Arrested 

For  Emulex  Hoax 

Federal  authorities  last  week 
arrested  a  California  man  suspected 
of  creating  a  hoax  press  release 
about  Costa  Mesa,  Calif.-based 
Emuisx  Corp.  The  release  was  dis- 
miiuted  through  internet  Wire  and 
sard  shares  of  Emulex.  stock  down 
m  thru:  60%.  Officials  arrested 
fe"k  Jakob,  23.  a  former  Internet 
vV  ?  r.  ..  sioyee,  who  allegedly  post- 
■  ‘  the  rwh««e  and  made  nearly 

t»y  selling  the  stock  short, 
nc.  sfasrehsldsrs  have  filed  a 

«* '  vjd  against  Internet 

V. .  •-  ■  3hwstb®rsj  LP,  which  wrote 

sto, 


Outsourcing  Web-Based 
E-Mail  Gains  Steam 


Circuit  City,  others  cite  savings,  simplicity 


BY  JENNIFER  DlSABATINO 

ircuit  City  Stores 
Inc.  last  week  said 
it  has  signed  a 
deal  to  outsource 
its  e-mail  require¬ 
ments  for  the  Web-based  train¬ 
ing  of  60,000  sales  associates 
at  its  600-plus  stores. 

The  deal  between  the  elec¬ 
tronics  retailer  and  San  Francis¬ 
co-based  outsourcer  Critical 
Path  Inc.  is  by  far  the  largest 
e-mail  outsourcing  deal  imple¬ 
mented  to  date,  said  Dave  Nel¬ 
son,  a  senior  industry  analyst  at 
Giga  Information  Group  Inc.  in 
Cambridge,  Mass.  But  Circuit 
City  is  by  no  means  alone. 

Increasing  numbers  of  large 
corporations  are  turning  to 
outsourced,  Web-based  e-mail 
to  get  new  groups  within  the 
companies  online  quickly  and 
cheaply,  or  to  communicate 
with  partners. 

Insurance  Firm  AFLAC  Inc. 
in  Columbus,  Ga.,  for  example, 
signed  an  agreement  last  week 
with  WorldCom  Inc.  in  Clinton, 
Miss.  Under  the  deal,  World¬ 
Com,  acting  as  a  reseller  for 
Critical  Path,  will  host  Web- 
based  e-mail  for  more  than 
28,000  independent  agents. 

In  the  case  of  Richmond,  Va.- 
based  Circuit  City,  the  retailer 
will  keep  its  internal  e-mail  on 
Lotus  Notes  software,  said  CIO 
Dennis  Bowman. 

The  ability  to  use  Notes  off¬ 
line  is  “a  huge  advantage  for  our 
mobile  sales  force,”  Bowman 
said,  but  he  added  that  the  Lo¬ 
tus  software  is  “too  robust”  for 
Circuit  City’s  training  program. 

When  the  firm  sourced  an 
e-mail  system  for  the  program, 
it  “almost  staked  out  a  position 
that  was  at  the  other  extreme 
from  Notes,”  Bowman  said.  He 
noted  that  the  training  pro¬ 
gram  doesn’t  require  add-ons 
like  calendars  and  knowledge 
management  tools  that  are  in¬ 
corporated  in  Notes  and  Mi¬ 
crosoft  Corp.’s  Exchange. 

Cost  was  another  factor,  he 
said  —  and  for  good  reason. 
According  to  a  recent  study 
conducted  by  The  Radicati 
Group  Inc.  in  Palo  Alto,  Calif., 


Exchange  costs  $30  to  $40  per 
user  for  Fortune  500  compa¬ 
nies  that  install  it  in-house.  Us¬ 
ing  Exchange  through  an  appli¬ 
cation  service  provider  (ASP) 
drops  the  cost  to  $20  per  user, 
said  Radicati  President  and 
CEO  Sara  Radicati. 

ASP  services  “usually  pro¬ 
vide  access  to  a  great  deal 
more  applications  and  func¬ 
tionality  than  just  a  Web 
client,”  she  noted.  Web  e-mail 
only  costs  around  $5  per  user, 
but  the  service  it  provides  is 
very  basic. 

In  late  July,  Bank  One  Corp. 
in  Chicago  contracted  with 
MessageReach,  a  subsidiary  of 


UCLA  hopes  all  files 
can  go  electronic 

BY  JULEKHA  DASH 

The  University  of  California  at 
Los  Angeles  (UCLA)  Medical 
Center  has  signed  a  novel 
three-year,  $15  million  agree¬ 
ment  with  Irvine,  Calif. -based 
Certus  Corp.  to  manage  its 
medical  records  operations. 

Although  health  care  organi¬ 
zations  have  been  outsourcing 
portions  of  their  medical  re¬ 
cord  keeping  for  years,  UCLA’s 
decision  to  outsource  all  of  its 
records  operations  is  some¬ 
what  unique,  said  Simmi  Singh, 
a  vice  president  of  the  health 
care  division  at  Edison,  N.J.- 
based  Internet  services  firm 
SeraNova  Inc. 

In  fact,  Singh  said,  UCLA’s 
move  may  become  a  trend  as 
the  task  of  managing  health  in¬ 
formation  becomes  more  com¬ 
plex  under  the  Health  Insur¬ 
ance  Portability  and  Privacy 
Act.  The  act  mandates  that 
health  care  organizations  pro¬ 
tect  the  privacy  and  security  of 
patient  information. 

Under  the  deal,  which  was 
announced  last  week,  Certus 
will  manage  medical  records 


Xpedite  in  Eatontown,  N.J.,  to 
handle  Bank  One’s  outgoing 
business  account  information 
via  e-mail. 

Lor  Bank  One,  the  savings 
gained  through  outsourcing 
e-mail  stem  from  the  fact  that 
it  only  has  to  pay  for  what  it 
uses  on  MessageReach  servers 
rather  than  having  to  buy  and 
install  the  equipment  internal¬ 
ly.  “It  really  wasn’t  economical 
for  us  to  make  that  kind  of  in¬ 
vestment,”  said  Len  Goodman, 
first  vice  president  at  Bank 
One,  adding  that  the  system 
can  scale  up  as  needed. 

“E-mail  outsourcers  have  be¬ 
gun  to  prove  themselves,”  said 
Nelson.  “With  major  upgrades 
coming  along  like  Exchange 
2000,  [firms  are]  looking  at  out¬ 
sourcing  instead  of  updating.” 


operations  at  several  UCLA 
facilities,  including  the  Santa 
Monica  Medical  Center  and  its 
outpatient  clinics.  Though  Cer¬ 
tus  has  already  begun  maintain¬ 
ing  UCLA’s  medical  records, 
the  medical  facilities  won’t 
completely  transfer  all  of  the 
approximately  100  employees 
in  the  medical  records  division 
to  Certus  until  next  summer. 


Terms  of  the  UCLA/Certus 
deal: 

■  $15  million  over  three 
years 

■  About  100  employees  will 
be  transferred  to  Certus 

■  Contract  includes  goal 
of  capturing  all  patient 
information  online 

One  of  UCLA’s  goals  is  to  put 
all  of  its  medical  information 
online,  said  Dr.  Mike  McCoy, 
CIO  at  UCLA.  While  the  ma¬ 
jority  of  its  3  million  patient 
charts  are  stored  online,  about 
20%  of  the  patient  information, 
such  as  doctors’  handwritten 
notes,  are  still  in  paper  format. 

UCLA  said  it  also  hopes  Cer¬ 
tus  can  transform  its  records  op- 


Medical  Records  Outsourced  in 


Price  Is  Right 

Why  outsource  your  e-mail? 

►  It’s  cheap:  It’s  about 
one-quarter  the  cost  of 
keeping  it  in-house. 

►  It’s  fast:  Rollout  takes 
about  a  month. 

►  It’s  easy:  Your  ASP 
handles  the  upgrades. 


WHO’S  DOING  IT? 

►Circuit  City  Stores  Inc. 


►ALLAC  Inc. 

►Bechtel  Enterprises 
Holdings  Inc. 

►Bank  One  Corp. 

►United  Air  Lines  Inc. 


►McDonald’s  Corp. 


Other  big  corporations  that 
have  outsourced  some  e-mail 
requirements  in  the  past  year 
include  United  Air  Lines  Inc., 
working  with  USA.net  Inc.,  and 
McDonald’s  Corp.,  whose  part¬ 
ner  is  United  Messaging  Inc.  I 


$15M  Deal 

erations  to  support  online  pro¬ 
cesses  so  charts,  for  example, 
can  be  delivered  electronically 
rather  than  in  paper  format. 

“Now,  we  literally  have  100 
people  filing  papers  and  wheel¬ 
ing  charts  around  clinics,”  said 
McCoy,  who  added  that  the 
decision  to  outsource  wasn’t 
driven  by  cost. 

Information  technology  out¬ 
sourcing  in  health  care  is  on 
the  rise.  Currently,  45%  of  all 
integrated  delivery  networks 
(IDN)  are  outsourcing  at  least 
one  IT  function,  such  as  data 
center  or  desktop  support. 
That  percentage  is  expected  to 
almost  double  by  2004,  said  an¬ 
alyst  Matt  Duncan  at  Gartner 
Group  Inc.  in  Stamford,  Conn. 

One  reason  health  care  exec¬ 
utives  are  turning  to  outsourc¬ 
ing  is  the  complexity  of  the  IT 
environment  among  industry 
players,  said  Duncan.  A  typical 
IDN  may  have  more  than  100 
applications  that  aren’t  inte¬ 
grated,  he  said. 

In  addition,  Duncan  said, 
health  care  organizations  are 
having  difficulty  competing 
with  the  private  sector  for  IT 
skills  because  providers  don’t 
“want  to  disrupt  the  salary 
structure”  by  paying  a  program¬ 
mer  twice  as  much  as  a  nurse.  ► 


This  is  no  way  to  treat  an  Internet  customer. 


A  lot  of  people  are  spending  a  lot  of  time  online 


these  days.  That  can  put  a  strain  on  your  systems.  And  your  customers'  nerves.  Call  Sprint.  We  promise  99%  busy-free  dial-up  and 
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(SLAs)  in  the  industry.  Furthermore,  Sprint  connects  your  customers  to  an  all-digital  Internet  backbone.  The  only  one  with  self-healing 


SONET  technology.  The  Sprint  network  is  so  fast  and  reliable,  we  guarantee  that  roundtrip  backbone  delays 
will  not  exceed  70  milliseconds.  This  is  exactly  the  kind  of  service  and  speed  that  Internet  customers 
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want  and  expect.  So  call  1  877  294-7669  and  speak  with  one  of  our  data  specialists.  They  can  help  you  configure  a  robust,  scalable 
Internet  access  solution  right  on  the  phone.  Call  today.  Your  customers  are  waiting. 
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IV  Tower  Fire  Sparks  Net  Use  in  Russia 


BY  MARIA  TROMBLY 

When  a  broadcast  tower  fire 
threw  several  Moscow  TV  sta¬ 
tions  off  the  air  last  week, 


many  would-be  TV  viewers 
turned  to  the  Internet.  In  some 
cases,  traffic  to  news  sites  dou¬ 
bled  from  usual  levels. 


The  sites  reported  few  per¬ 
formance  problems  as  a  result, 
though  one,  Gazeta.ru,  had  to 
add  a  second  server  to  handle 


the  traffic,  said  Editor  in  Chief 
Vladislav  Borodulin.  Last 
Monday,  85,000  users  visited 
the  Gazeta.ru  site.  This  was 
more  than  double  the  typical 
40,000  daily  average. 

But  Borodulin  said  he  wasn’t 
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sure  that  the  increase  was  be¬ 
cause  people  couldn’t  watch 
television  or  simply  because 
they  were  hungry  for  news. 
Site  visits  had  also  spiked  dur¬ 
ing  the  Kursk  submarine  crisis 
the  previous  week. 

Turning  to  the  Web  first  for 
information  about  major  news 
events  is  becoming  more  com¬ 
mon  in  Russia,  according  to 
Tom  Adshead,  an  analyst  at 
Troika  Dialog,  a  Moscow- 
based  bank.  “I  think  there’s  a 
sense  that  the  Internet  news 
providers  give  more  immedi¬ 
ate  coverage,”  he  said. 

Either  way,  said  Borodulin, 
spikes  increase  the  total  num¬ 
ber  of  regular  visitors.  “Each 
such  crisis  adds  new  perma¬ 
nent  readers,”  he  said.  “There’s 
a  spike  for  a  day  or  two,  and 
then  the  audience  stabilizes 
again  but  on  a  higher  level  — 
usually  around  10%  higher.  It 
shows  readers  that  the  Internet 
is  a  reliable  and  high-quality 
method  of  communication.” 

According  to  Russian  media 
reports,  state-owned  ORT  and 
RTR,  as  well  as  independent 
TV  channel  NTV,  all  went  off 
the  air  Monday  night  in  the 
Moscow  area.  They  started  to 
return  Wednesday  night. 

NTV’s  Web  site  saw  a  three¬ 
fold  increase  in  traffic  the  day 
the  network  went  off  the  air. 
Visits  increased  from  a  typical 
10,000  to  a  high  of  30,000  dur¬ 
ing  the  crisis. 

But  NTV  webmaster  Olga 
Melnikova  said  she  wasn’t  sure 
how  much  of  the  increase  to  at¬ 
tribute  to  the  outage.  “We  have 
a  new  site  and  a  new  design, 
and  people  could  be  coming 
because  it’s  been  advertised  on 
TV,”  she  said. 

One-third  to  one-half  of  Rus¬ 
sia’s  estimated  2  million  regu¬ 
lar  Internet  users  live  in 
Moscow,  said  Adshead.  ► 


How.ru? 

Internet  use  in  Russia  is 
growing: 

■  1.8  million  Russians  spend 
more  than  one  hour  per 
week  online. 

■  Almost  10  million  Rus¬ 
sians  —  8.3%  of  the  popula¬ 
tion  —  have  used  the  Inter¬ 
net  at  least  once  —  com¬ 
pared  with  only  5.4  million 
last  November. 

SOURCE-  MONITORING.RU.  A  MOSCOW 
COMPANY  THAT  RUNS  WEEKLY  SURVEYS 
(3.000  RESPONDENTS  1N.220  CITIES  AND 
TOWNS)  TO  DETERMINE  INTERNET  USE 
IN  RUSSIA, 
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Congress  Pressured  to 
Raise  H-1B  Visa  Cap 

Short  pre-election  session  this  week  also 
puts  information  security  high  on  agenda 


BY  PATRICK  THIBODEAU 

ongress  returns 
this  week  for  a  fast 
and  furious  pre¬ 
election  session 
under  big  pres¬ 
sure  from  high-tech  groups  to 
raise  the  H-1B  visa  cap. 

All  of  the  115,000  H-1B  visas 
allotted  for  fiscal  2000  were  is¬ 
sued  by  March,  and  all  of  the 
visas  allotted  for  the  coming 
fiscal  year,  which  begins  Oct.  1, 
will  likely  run  out  by  early  next 
year  unless  Congress  raises  the 
cap  beyond  its  new  reduced 
limit  of  107,500  visas.  The  visas 
allow  skilled  foreign  workers 
to  take  jobs  in  the  U.S.  for  up  to 
six  years. 


“It’s  absolutely  essential  that 
this  get  done  now,  and  the 
sooner  the  better,”  said  Lowell 
Sachs,  manager  of  federal  gov¬ 
ernment  affairs  at  Sun  Micro¬ 
systems  Inc.  “It’s  not  a  ques¬ 
tion  of,  ‘Gee,  it  would  be  great 
if  they  could  do  this.’  They 
have  got  to  get  this  done.” 

Observers  note  that  uncer¬ 
tainty  about  the  likelihood  of 
an  agreement  to  raise  the  cap 
prevails,  especially  since  this  is 
an  election  year.  Congress  is 
set  to  recess  for  the  year  early 
next  month. 

Sun  has  about  3,500  employ¬ 
ment  openings,  about  half  of 
which  are  information  tech¬ 
nology-related  positions,  said 


Sachs,  and  the  firm  has  plans 
to  increase  its  hiring  next  year. 

Another  firm  that  wants  the 
cap  raised  is  TRW  Inc.,  an  au¬ 
tomotive  supplier  in  Cleve¬ 
land.  TRW  has  about  1,200  va¬ 
cancies,  about  half  of  them  in 
engineering,  said  Kathy  Ott,  a 
lobbyist  for  TRW.  It  has  also 
started  a  program  under  which 
it  will  pay  for  education  costs 
of  employees  seeking  advanced 
degrees,  as  well  as  provide 
stipends  and  health  insurance. 
“We’re  still  trying  to  re-edu¬ 
cate  our  own  workforce,  but 
that  is  going  to  take  a  few  years 
to  bear  fruit,”  said  Ott. 

Legislation  that  would  hike 
the  cap  to  200,000  visas  has 
been  held  up  over  other  unre¬ 
lated  immigration  issues  that 
have  been  attached  to  it. 

Information  security  will 
also  get  attention  when  law¬ 


makers  return.  The  congres¬ 
sional  committee  that  released 
letter  grades  on  the  year  2000 
compliance  of  federal  agencies 
now  intends  to  issue  similar 
grades  on  the  information  se¬ 
curity  readiness  of  54  federal 
agencies  and  departments. 

The  U.S.  House  Subcommit¬ 
tee  on  Government  Manage¬ 
ment,  Information  and  Tech¬ 
nology,  led  by  Rep.  Stephen 
Horn  (R-Calif.),  plans  to  re¬ 
lease  its  security  report  cards 
at  a  Sept.  11  hearing.  Roger  Bak¬ 
er,  CIO  at  the  U.S.  Department 
of  Commerce,  said  the  effort 
may  produce  results.  “The 
very  senior  management  did 
not  like  seeing  themselves  as 
not  doing  well  and  [having  to] 
focus  on  it  more,”  he  said. 
“A  key  to  getting  these  things 
done  is  having  that  senior 
management  focus.” 

But  Mark  Gembecki,  presi¬ 
dent  of  information  security 
firm  WarRoom  Research  Inc. 
in  Linthicum,  Md.,  said  the 
committee’s  effort  has  limits. 

“From  an  embarrassment 
standpoint,  it  will  probably  be 
very  effective,”  he  said.  “But 


Maryland’s  UCITA  May  Have  National  Reach 


UCITA:  A  Work 
In  Progress 

Virginia  and  Maryland,  the  two 
states  that  have  moved  the 
fastest  to  adopt  UCITA,  have  also 
left  the  door  open  to  changing  it. 

Although  the  law  will  take 
effect  in  Maryland  Oct.  1,  the 
state  has  formed  a  working 
group  to  study  UCITA’s  imple¬ 
mentation,  and  the  group  may 
recommend  amendments.  Mary¬ 
land  formed  the  group,  in  part,  to 
respond  to  the  concerns  of  crit¬ 
ics  that  the  legislation  is  flawed. 

Virginia,  the  first  state  to 
adopt  UCITA,  has  delayed  its  im¬ 
plementation  until  July  of  next 
year,  pending  a  study  by  the 
state’s  legislative  Joint  Commis¬ 
sion  on  Technology  and  Science. 

John  Rudin,  who  represents 
the  Virginia  Manufacturers  Asso¬ 
ciation  in  the  UCiTA  study  group, 
wants  to  limit  the  "self-help"  pro¬ 
visions,  which  would  allow  ven¬ 
dors  to  remotely  shut  down  a 
system  during  a  contract  dispute, 
requiting  court  intervention  be- 
fore  a  firm  can  take  action. 

'!  dsink  if  we  can  get  the  right 
oi erections  in  there,  then  we  can 
at  ;  !  water  down  the  risk  of  a 

:oS! -help  mechanism,”  he  said.  j 
-  ^trick  Thibodeau  1 


Vendor  contracts 
may  cite  state’s  law 

BY  PATRICK  THIBODEAU 

In  less  than  a  month,  the  con¬ 
troversial  software  licensing 
measure  UCITA  will  become 
law  for  the  first  time,  in  Mary¬ 
land.  And  it’s  an  event  with 
potential  national  implications 
for  all  end-user  companies. 

Peoria,  Ill.,  where  Caterpil¬ 
lar  Inc.  is  based,  is  a  long  way 
from  Maryland,  but  Gordon 
Pence,  an  intellectual  property 
counsel  at  the  company,  is  get¬ 
ting  ready  to  provide  his  infor¬ 
mation  system  managers  with 
some  new  rules  about  software 
licensing. 

“The  first  advice  I’m  going 
to  have  to  give  them  is  they 
no  longer  accept  [boilerplate] 
‘shrink-wrap’  or  ‘click-wrap’ 
agreements  without  [those 
agreements]  being  reviewed” 
by  legal  staff,  said  Pence. 

After  Oct.  1,  when  Mary¬ 
land’s  law  takes  effect,  if  infor¬ 
mation  managers  aren’t  paying 
attention  to  the  fine  print  when 
they  buy  shrink-wrapped  soft¬ 


ware  or  click  “I  accept”  for  on¬ 
line  agreements,  they  may  be 
committing  their  companies  to 
contract  terms  based  on  Mary¬ 
land’s  version  of  the  Uniform 
Computer  Information  Trans¬ 
action  Act  (UCITA). 

Despite  that  potential,  legal 
experts  aren’t  expecting  li¬ 
censers,  in  landgrab  style,  to  be¬ 
gin  citing  Maryland  law  in  their 
contracts.  UCITA  is  still  very 
new,  complex  and  legally  unset¬ 
tled.  Years  of  court 
challenges  doubtless¬ 
ly  lie  ahead. 

But  vendors  can 
still  cite  Maryland 
law  as  their  “choice  of 
law”  in  a  licensing 
contract,  no  matter 
where  the  vendor  and 
licensee  are  located, 
said  Jean  Braucher,  a 
University  of  Arizona 
law  professor  in  Tucson  and 
critic  of  the  measure.  “The  key 
point  is,  you  don’t  need  any 
connection  with  Maryland,  at 
least  under  UCITA,”  she  said. 

One  exception  may  be  Iowa, 
which  recently  passed  legisla¬ 
tion  to  protect  in-state  firms 
and  residents  from  UCITA. 


UCITA,  which  the  Chicago- 
based  National  Conference  of 
Commissioners  on  Uniform 
State  Laws  sent  to  legislatures 
of  all  U.S.  states  and  territories 
for  consideration  last  year,  is 
intended  to  bring  a  consistent 
set  of  rules  to  licensing  agree¬ 
ments.  Critics  —  including 
many  corporate  information 
technology  managers  —  say 
the  law  would  give  vendors  too 
much  control,  such  as  the  abili¬ 
ty  to  limit  their  own 
liability  or  remotely 
turn  off  an  end 
user’s  system  in  a 
contract  dispute. 

Stephanie  Reel, 
CIO  at  Johns  Hop¬ 
kins  University  in 
Baltimore,  said  her 
main  concern  with 
UCITA  “is  the  abil¬ 
ity  of  software  ven¬ 
dors  to  reach  in  and  disable 
software  that  they  believe  is  in¬ 
appropriately  being  managed 
or  licensed.” 

But  some  businesses  are  wel¬ 
coming  UCITA.  The  Nasdaq 
Stock  Market  Inc.  is  consider¬ 
ing  citing  the  Maryland  law  in 
its  online  contracts.  The  Wash¬ 


STEPHANIE  REEL: 
Supports  limits  on 
software  disabling 


Session  Wish  List 

Congress  is  due  to  wrap  up 
for  the  year  early  next  month. 
High-tech  groups  would  like 
lawmakers  to  address  several 
issues  when  Congress  returns 
for  a  short  session  this  week: 

Unless  Con¬ 
gress  raises  the  107,500-visa 
cap  that  will  take  effect  next 
month,  the  quota  may  be 
reached  by  early  next  year. 

The  House  ap¬ 
proved  normal  trade  rela¬ 
tions  in  May.  The  Senate  is 
on  deck. 

A  push  will  be 
made  to  extend  the  Internet 
tax  moratorium,  which  pro- 
hibits  new  Internet  taxes. 

It  expires  in  October  next 
year.  High-tech  groups 
would  also  like  to  see  the 
research  and  development 
tax  credit  made  permanent. 

[Horn  and  other  subcommittee 
members]  are  sending  a  ter¬ 
ribly  misconfigured  message: 
That  they  would  rather  police 
than  create  awareness.”  I 


ington-based  stock  market  has 
a  major  computer  operation  in 
Maryland. 

UCITA  “gives  me  rules  be¬ 
yond  anything  that  exist  right 
now,”  said  Joel  R.  Wolfson, 
Nasdaq’s  vice  president  and 
general  counsel.  UCITA  will 
bring  certainty  to  Nasdaq’s  on¬ 
line  contracting  by  providing  a 
clear  set  of  guidelines,  such  as 
when  to  require  a  double  click 
on  an  online  contract  and  what 
terms  to  make  conspicuous. 

Proponents  say  UCITA  lets 
end  users  and  vendors  agree  to 
any  contract  terms  they  want. 

But  large  vendors  “will  be 
able  to  flex  their  muscles,  and 
you’ll  have  to  cave  on  some  of 
these  issues,”  said  Scott  John¬ 
son,  an  attorney  at  Crews  and 
Hancock  PLC  in  Richmond,  Va. 

Only  Virginia  and  Maryland 
have  adopted  UCITA  so  far. 
Virginia  has  delayed  imple¬ 
mentation  until  next  July. 

Meanwhile,  end  users  won¬ 
der  just  what  UCITA  will 
bring.  Don  Riley,  CIO  at  the 
University  of  Maryland  in  Col¬ 
lege  Park,  said  he  believes  that 
Maryland  will  be  responsive  to 
any  problems  raised  by  UCITA. 
“I  don’t  think  any  state  wants  to 
be  on  record  as  having  done 
something  that  clearly  disad¬ 
vantages  the  citizens,”  he  said.  I 
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GM  Shuts  Doors  on 
GMDriverSite.com 

Company  blames  restrictive  legislation 


BY  LEE  COPELAND 

ENERAL  MOTORS 

Corp.  plans  to 
quietly  pull  the 
plug  on  its  GM- 
DriverSite  brick- 
and-click  used-vehicle  store, 
which  the  automaker  launched 
in  Texas  last  year. 

After  losing  a  protracted  le¬ 
gal  battle  to  operate  a  Web- 
based  used-car  business  in 


Texas  in  July  last  year,  Detroit- 
based  GM  licensed  the  rights 
to  the  online  store  and  the  Web 
front  end  to  a  local  dealer  in 
Houston.  GM  now  plans  to 
shut  the  Web  site  down,  close 
the  retail  store  and  lay  off  the 
store’s  five  employees. 

Officials  at  the  world’s 
largest  automaker  said  that  the 
electronic  store  pilot  offered 
valuable  experience  in  how  to 


operate  a  dot-com  business  but 
that  restrictive  laws  prohibit¬ 
ing  online  vehicle  sales  by  au¬ 
tomakers  accelerated  the 
store’s  closing. 

“The  laws  just  aren’t  con¬ 
ducive  to  e-stores  right  now 
in  Texas,”  said  Roy  Pikus,  GM’s 
brand  director  for  Certified 
Used  Vehicles.  “We’ve  learned 
all  that  we  need  to  know  about 
an  e-store  after  one  year  of  op¬ 
eration.” 

GM  isn’t  the  only  automaker 
that  has  recently  gone  to  court 
in  Texas.  In  late  July,  Ford  Mo¬ 


tor  Co.  lost  a  legal  fight  to  sell 
cars  online  to  consumers  in 
Texas.  The  U.S.  District  Court 
upheld  a  law  barring  automak¬ 
ers  from  selling  vehicles  “by 
mail,  phone  calls,  leafleting, 
skywriting  or  drum  signals.” 

Pikus  said  that  ruling  “has¬ 
tened  [GM’s]  departure  out  of 
Texas.”  But  he  added  that  GM 
“had  not  lost  confidence  in  the 
concept”  of  an  e-store. 

The  online  store  had  both  a 
Web  front  end  at  www.gm 
driversite.com  and  a  physical 
4,000-square-foot  shop  in  a  lo¬ 
cal  Houston  strip  mall.  Con¬ 
sumers  could  search  through 
an  inventory  of  about  300  used 
vehicles  and  then  schedule  ap¬ 
pointments  to  test-drive  a  ve¬ 
hicle  at  the  mall.  Sales  aver¬ 
aged  30  vehicles  per  month. 

GM  had  planned  to  operate 
the  GMDriverSite  store  itself. 


Ford,  Dealers  Launch  Online 
Pricing,  Purchasing  Venture 


Hope  to  tackle 

haggling  problem 

BY  LEE  COPELAND 

Following  the  lead  of  rival 
General  Motors  Corp.,  Ford 
Motor  Co.  last  week  unveiled  a 
copycat  dot-com  venture  with 
its  dealers  to  offer  vehicle  pric¬ 
ing  and  purchasing  online. 

Ford,  the  world’s  No.  2  auto¬ 
maker,  and  its  dealers  hope  to 
curtail  the  growing  popularity 
of  online  vehicle  brokers,  such 
as  Autobytel.com  Inc.,  which 
often  offer  more  competitive 
pricing  than  dealers.  Analysts 
said  the  dot-com  pushes  by 
GM  and  Ford  reflect  the  grow¬ 
ing  importance  of  the  Web  as  a 
purchasing  option  for  car 
shoppers. 

“In  the  past,  the  major  issue 
has  been  the  battleground  be¬ 
tween  dealers  and  the  au¬ 
tomakers  about  Internet  sales,” 
said  Chris  Houseman,  an  ana¬ 
lyst  at  The  Automotive  Con¬ 
sulting  Group  Inc.  in  Ann  Ar¬ 
bor,  Mich.  But  dealers  and  au¬ 
tomakers  are  burying  the 
hatchet,  he  said,  in  order  to  re¬ 
tain  good  relations  with  con¬ 
sumers,  who  are  increasingly 
turning  to  Internet  middlemen 
like  Autobytel  to  avoid  hag¬ 
gling  with  dealers. 


Through  a  new  Web  site 
called  FordDirect.com,  the  au¬ 
tomaker  and  its  dealers  aim 
to  tackle  the  pricing  problem 
by  offering  car  shoppers  an 
“e-price”  on  vehicles.  The 
e-price  is  aimed  at  eliminating 
haggling  and  will  vary  based 
on  vehicle  pricing  in  regional 
markets.  Ford  officials  esti¬ 
mate  that  the  e-price  will  fall 
somewhere  between  the  man- 
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Supercomputer 

house  the  entire  U.S.  Library  of 
Congress  —  was  built  during 
the  past  two  years,  primarily 
by  an  80-person  internal  infor¬ 
mation  technology  and  engi¬ 
neering  team  headed  by  Alan 
Huffman,  manager  of  the  $27 
billion  energy  company’s  Seis¬ 
mic  Imaging  Technology  Cen¬ 
ter.  The  Linux-based  system 
cost  one-tenth  the  price  of  a 
conventional  supercomputer. 

The  system  has  already  been 
used  to  analyze  seismic  data 
from  the  North  Sea  and  the 
Gulf  of  Mexico,  where  Conoco 
recently  discovered  oil  and  is 
drilling  two  deepwater  wells. 

Conoco  isn’t  the  First  oil  and 
gas  company  to  implement  its 


ufacturer’s  suggested  retail 
price  (MSRP)  and  the  invoice 
price. 

Before  the  launch  of  FordDi- 
rect.com,  the  carmaker  had  of¬ 
fered  MSRP  quotes  over  its 
Web  sites  but  hadn’t  offered 
customers  online  purchasing 
capabilities. 

Officials  at  Dearborn,  Mich.- 
based  Ford  said  the  company’s 
Ford  Division  Dealer  Council, 
which  represents  4,200  of  the 
automaker’s  5,500  dealers, 
originally  broached  the  dot¬ 
com  plan  late  last  year.  Lin- 
coln-Mercury,  Volvo  and  Ja¬ 
guar  dealers  aren’t  part  of  the 
new  dot-com  initiative. 


Going  Direct 

Taking  aim  at  online  brokers , 
Ford  last  week  launched  a 
dot-com  venture  with  dealers. 

»  New  Web  site  at  www.fora 
direct.com 

a  First  pilot  set  to  launch  in 
California  next  month 

®  Dealers  hold  80%  voting 
rights,  but  the  equity  stake 
wasn’t  disclosed 

Trilogy  Software  Inc.  in 
Austin,  Texas,  will  provide  the 
technology  infrastructure  for 
the  new  site.  I 


seismic  software  on  Linux,  ac¬ 
cording  to  Stacey  Quandt,  an 
analyst  at  Cambridge,  Mass.- 
based  Giga  Information  Group 
Inc.  New  York-based  competi¬ 
tor  Amerada  Hess  Corp.  also 
implemented  a  Linux-based 
seismic  research  system  on  a 
64-computer  system  from 
Round  Rock,  Texas-based  Dell 
Computer  Corp. 

Still,  the  Conoco  implemen¬ 
tation  is  very  significant  in  that 
it  signals  a  “continuation  of  the 
trend”  within  the  oil  and  gas 
industry  of  companies  willing 
to  run  mission-critical  super¬ 
computing  applications  on  “a 
commodity  operating  system,” 
Quandt  said. 

The  new  supercomputing 
system  integrates  Linux  and 
Intel  Corp.’s  cluster  chip  archi¬ 
tecture  with  advanced  tape  ro¬ 
botics,  10  terabytes  of  massive 


hard-disk  storage  and  its  own 
proprietary  seismic  software. 

The  new  system  has  been 
designed  so  that  it’s  accessible 
from  almost  any  Conoco  sub¬ 
station  via  a  company  intranet. 
This  task  involved  re-engi¬ 
neering  Conoco’s  proprietary 
seismic  software  to  operate  in 
Linux  with  an  XML-compati- 
ble,  Java-based  user  interface. 

“We  jumped  on  Linux  be¬ 
cause  it  had  the  flexibility  to 
customize  to  our  needs.  The 
software  re-engineering  is 
quite  a  significant  component 
to  switching  over  [from  a  con¬ 
ventional  supercomputing  sys¬ 
tem],”  Huffman  said. 

“We’ve  also  designed  the 
hardware  so  we  can  break 
away  a  minicluster  of  43  or  64 
CPUs,  so  a  geophysicist  can 
process  data  on-site,”  Huffman 
added.  “If  a  scientist  is  sitting 
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Dead  End 

Highlights  of  the  short-lived 
used-vehicle  brick-and-click: 

■  Physical  e-store  (with  Web  site  at 
www.gmdriversite)  commanded  4,000 
square  feet  of  retail  space 

■  It  sold  an  average  of  30  used  vehicles 
per  month 

■  It  had  an  inventory  of  more  than  300 

off-lease  late-model  vehicles 

■  It  was  licensed  by  local  GM  dealer 

George  DeMontrond 

■  It  opened  for  business  last  October 


But  the  automaker  was  denied 
a  license  to  do  that  by  the  state 
of  Texas.  George  DeMontrond, 
who  owns  several  dealerships 
in  Houston,  then  purchased 
and  operated  the  store  in  con¬ 
junction  with  GM.  DeMon¬ 
trond  couldn’t  be  reached  for 
comment. 

GM  has  run  into  dead  ends 
before  when  it  has  tried  to  cir¬ 
cumvent  dealers.  Last  sum¬ 
mer,  GM  launched  a  poorly  re¬ 
ceived  plan  to  buy  770  dealer¬ 
ships  and  compete  with  its 
dealers  in  most  U.S.  markets. 

Thilo  Koslowski,  an  auto¬ 
motive  analyst  at  Gartner 
Group  Inc.  in  Stamford,  Conn., 
said  the  loss  of  automaker- 
endorsed  used-vehicle  outlets 
such  as  GMDriverSite  will  ul¬ 
timately  hurt  consumers. 

“It  saves  time  to  give  con¬ 
sumers  access  to  huge  invento¬ 
ries  online,”  said  Koslowski. 
“They  don’t  have  to  go  and 
physically  visit  each  dealer.”  I 


in  central  Asia  and  has  a  bunch 
of  tapes  to  be  analyzed,  he  can 
bring  a  minicluster  and  pro¬ 
cess  it  right  there.” 

The  tapes  that  geophysicists 
analyze  contain  sound  waves 
recorded  in  the  field  and  used 
to  build  an  image  of  the  sub¬ 
surface  of  the  Earth,  similar  to 
the  way  physicians  use  ultra¬ 
sound  data  to  build  a  physical 
picture  of  a  body  part. 

“The  bottom  line  is  this:  We 
control  costs,  we  control  the 
data,  then  we  can  focus  the 
technical  efforts  of  our  geo¬ 
physical  team  on  developing 
the  best  imaging  software  nec¬ 
essary  to  make  the  very  best 
decisions,”  Huffman  said. 

Last  week,  Prudential  Secu¬ 
rities  Inc.  in  New  York  issued  a 
report  ranking  Conoco  first  in 
exploration  and  production  re¬ 
sults  for  last  year.  I 
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You  know  the  feeling  of  calm  you  get  when  you  can  rely  on  your  Web  host  for  anything: 
No?  Then  perhaps  you  should  work  with  us.  At  Genuity,  we  were  the  first  to  offer 
fully  managed  Web  hosting,  and  we've  leveraged  this  past  experience  to  become  the 
industry  leader  today  by  providing  secure  managed  hosting  to  some  of  the  world's  leading 
financial  services,  communications  and  manufacturing  companies.  So  if  you’d  like  to 
enjoy  the  kind  of  good  night’s  sleep  their  I.T.  managers  get,  call  I-800-GENUITY  or  visit 
our  Web  site  at  www.genuity.com/services/hosting.  Your  anxiety  level  will  thank  you  for  it 


GENUITY 

do  you  want  to  change  the  world? 


IS 
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Sun  Slammed 

that  don’t  work  and  Sun’s  ten¬ 
dency  to  initially  blame  the 
problem  on  other  factors  be¬ 
fore  acknowledging  it  —  often 
only  under  a  nondisclosure 
agreement. 

“They  treated  the  whole 
thing  like  a  cover-up,”  said  one 
user  at  a  large  utility  in  the 
Western  U.S.  who  asked  not  to 
be  named. 

Even  with  hardware  replace¬ 
ments,  the  utility  has  had  so 
many  crashes  on  its  Sun  6500 
servers  since  they  were  pur¬ 
chased  in  May  that  the  ma¬ 
chines  have  been  pulled  out 
of  production,  the  user  said. 
Now  the  company  is  consider¬ 
ing  returning  some  of  them  as 
defective. 

When  the  utility  first  in¬ 
formed  Sun  about  the  issues, 
“they  told  us  this  was  an  un¬ 
usual  problem  and  that  others 
did  not  have  it _ They  repeat¬ 

edly  said  this,”  the  user  said. 
“Poor  handling  of  this  case 
could  cost  Sun  millions  of  dol¬ 
lars  in  sales  as  well  as  a  high- 
profile  client.” 

Sun  recently  acknowledged 
a  problem  involving  an  exter¬ 
nal  memory  cache  on  its  Ultra¬ 
SPARC  II  microprocessor  mod¬ 
ule.  Under  certain  conditions, 
the  problem  has  been  trigger¬ 
ing  system  failures  and  fre¬ 
quent  server  reboots  at  cus¬ 
tomer  locations  over  the  past 
18  months. 

In  a  recent  interview  with 
Computerworld  on  the  subject, 
Sun  Executive  Vice  President 
John  Shoemaker  said  a  fix  —  in 
the  form  of  a  mirrored-cache 
technology  —  is  on  the  way. 
“We  are  close  to  declaring 
complete  victory  over  this,”  he 
said. 

Fix  Can’t  Come  Too  Soon 

That  won’t  come  a  moment 
too  soon  for  IQ4hire  Inc.,  a 
Chicago-based  start-up  that 
purchased  a  Sun  Enterprise 
420R  and  a  Sun  Enterprise  220 
server  in  May.  Since  then,  the 
420R  has  crashed  seven  times 
at  the  dot-com,  while  the  220R 
crashed  for  the  first  time  last 
week,  said  CIO  Eric  Durst. 

“Sun  came  out  at  least  four 
times  on  the  420.  They  talked 
about  the  heating,  the  air  con¬ 
ditioning,  the  static  electricity. 
. . .  They  replaced  hardware 
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System 

Failures 


How  long  has  it  been  going  on? 

At  least  18  months 


chief  operating  officer  at  Com¬ 
mercial  Open  Systems  Inc.,  an 
Internet  service  provider  in 
Kansas  City,  Mo. 

The  company  runs  a  variety 
of  Sun  servers  and  has  seen  no 
evidence  of  a  memory  glitch, 
despite  running  the  servers  “at 
70%  capacity  100%  of  the  time” 
during  the  past  three  years, 
Medlock  said. 

DiCarta  Inc.,  an  online  con¬ 
tract  management  service,  has 
also  had  no  problems  related 
to  the  memory  issue,  said  CEO 
Scott  Martin.  The  Redwood 
City,  Calif.-based  company  is  a 
member  of  a  Sun  program 
aimed  at  improving  overall 
service  delivery  of  Internet 
service  providers. 

“There’s  never  been  an  issue 
with  any  of  the  Sun  equipment 
with  regard  to  any  hardware 
failures,”  Martin  said.  “And 
that  includes  everything  from 
the  smallest  servers  all  the  way 
to  their  biggest  one.”  I 


so-called  standard  items. 

“There  are  very  rigid  speci¬ 
fications  and  huge  liabilities 
associated  with  aircraft  parts,” 
Welch  said.  “You  can’t  afford  to 
have  Radio  Shack  parts  you 
bought  online  show  up  in  an 
airplane.” 

Still  other  companies,  such 
as  Anheuser-Busch  Cos.,  have 
strict  specifications  on  even 
their  indirect  goods.  For  in¬ 
stance,  Anheuser-Busch  buys 
palettes,  which  must  be  of  a 
certain  size  and  contain  a  cer¬ 
tain  number  of  screws,  from 
prequalified  vendors. 

“We  have  unique  packaging 
requirements,  so  why  would 
we  want  to  put  them  on  a  [pub¬ 
lic]  exchange  when  we’ve  al¬ 
ready  [got]  qualified  suppli¬ 
ers?”  said  Jennifer  Coop,  direc¬ 
tor  of  e-commerce  at  the  St. 
Louis-based  beer  maker. 


and  generally  changed  every¬ 
thing  but  the  frame,”  Durst 
said.  “They  didn’t  appear  to 
know  how  to  fix  it.” 

“I’ve  had  cases  open  on  this 
problem  over  and  over  again,” 
said  Norman  Morrison,  an  in¬ 
dependent  project  consultant 
working  at  a  service  provider 
that  hosts  Web  sites  for  com¬ 
panies  that  sell  retail  goods. 
But,  he  added,  “I’ve  had  people 
at  Sun  tell  me  it  is  a  very  rare 
occurrence.” 

It  was  only  recently  that  Sun 
finally  told  him  about  the 
problem  and  the  planned  fix. 
“They  said  it  was  necessary  to 
sign  an  NDA  to  find  out  what 
fixes  they  had  in  the  works  for 
the  cache  problem.  Neither  I 
nor  my  company  has  signed 
such  an  agreement,”  Morrison 
said. 

Ken  Dort,  an  attorney  at 
Gordon  &  Glickson  LLC  in 
Chicago,  last  week  said  that 
such  nondisclosure  agreements 


Continued  from  page  1 

Exchanges 

materials  from  prequalified 
suppliers  it  has  brought  to¬ 
gether  over  a  private  digital  ex¬ 
change  built  with  software 
from  Commerx  in  Chicago. 

“I’m  clearly  on  the  side  of 
paring  down  and  creating  bet¬ 
ter  relationships  with  my  exist¬ 
ing  suppliers,  because  it’s  by 
integrating  with  your  suppliers 
and  sharing  forecasts  that  you 
can  get  the  economies  every¬ 
one  is  talking  about,”  said  Mike 
MacKenty,  director  of  informa¬ 
tion  technology  at  the  Clinton, 
Mass.-based  manufacturer.  “I 
think  that’s  where  the  move¬ 
ment  will  be  long  term.” 

So  does  Gartner  Group  Inc. 
in  Stamford,  Conn.,  which  esti¬ 
mates  that  some  30,000  private 
exchanges  are  in  various  stages 
of  development,  compared 
with  some  600  public  ex¬ 
changes  now  in  operation. 

Public  exchanges,  however, 
won’t  disappear  altogether,  ex¬ 
perts  say.  Instead,  they  will 
likely  be  tapped  by  users  for 
spot  buys  and  commodity  pur¬ 
chases. 

But  not  all  of  them,  accord¬ 
ing  to  Tom  Koulopoulos,  an 
analyst  at  The  Delphi  Group  in 
Boston.  “Right  now,  B2B  is  an 
incredibly  convoluted  market¬ 
place,”  he  said  at  Delphi’s  busi- 


(NDA),  though  highly  unusual, 
are  legally  enforceable  as  long 
as  they  aren’t  signed  under 
duress. 

“If  there’s  bad  news  to  be 
distributed,  these  NDAs  can 
slow  down  the  propagation  of 
the  information  and  give  the 
[vendor]  more  time  to  fix  the 
problem,”  Dort  said. 

In  cases  where  users  rely 
heavily  on  a  vendor’s  product, 
they  are  more  willing  to  sign 
such  agreements,  he  added. 

“It’s  not  illegal  or  even  coer¬ 
cive,”  said  Esther  Roditti,  an  in¬ 
dependent  computer  and  In¬ 
ternet  law  specialist  in  New 
York.  On  the  other  hand,  she 
said,  “I’ve  never  heard  of  this 
happening  before.” 

Many  Users  Unaffected 

Despite  the  frequency  with 
which  the  problem  appears  to 
hit  some  Sun  users,  there  are 
clearly  many  others  who  aren’t 
affected  by  it. 


ness-to-business  executive  sum¬ 
mit  last  week.  “One-half  of  the 
B2B  exchanges  out  there  will 
go  under  in  six  months.” 

Meanwhile,  eMarketer  Inc., 
a  New  York-based  Internet  re¬ 
search  firm,  reports  that  93% 
of  all  business-to-business 
commerce  is  currently  trans- 


Right  now,  B2B 
is  an  incredibly 
convoluted 
marketplace. 
One-half  of  the 
B2B  exchanges 
out  there  will 
go  under  in  six 
months. 

TOM  KOULOPOULOS,  ANALYST; 
THE  DELPHI  GROUP 

acted  through  private  or  so- 
called  proprietary  exchanges, 
many  of  which  have  generated 
huge  and  well-documented 
supply-chain  efficiencies. 

Think  Bentonville,  Ark.- 
based  Wal-Mart  Stores  Inc. 
and  Round  Rock,  Texas-based 
Dell  Computer  Corp. 


What’s  the  issue?  A  problem  involving  an 
external  memory  cache  on  Sun’s  Ultra¬ 
SPARC  II  microprocessor  module  has  been 
triggering  system  failures  and  frequent 
server  reboots. 

What  causes  the  problem?  Sun  claims 
that  it  isn’t  sure,  but  it  points  to  a  number  of 
possible  reasons,  including  defective  com¬ 
ponents  and  faulty  operating  conditions. 


What’s  Sun’s  fix?  Replacing  CPU  mod¬ 
ules,  working  with  customers  to  tweak  the 
operating  and  environmental  conditions 
under  which  the  systems  operate. 

Is  there  a  permanent  fix?  Sun  says  it’s 
working  on  a  mirrored-cache  technology 
that  should  become  available  by  year’s  end. 


“We  have  seen  zero  prob¬ 
lems  of  this  nature  on  our  ma¬ 
chines,”  said  Scott  Medlock, 


Even  some  public  business- 
to-business  marketplaces  are 
embedding  private  exchanges 
within  their  Web  sites. 

GoFish.com  Inc.,  a  seafood 
exchange  based  in  Portland, 
Maine,  has  what  it  calls  a 
pipeline  feature.  The  feature 
lets  big  corporate  buyers  like 
the  Pleasanton,  Calif.-based 
Safeway  Inc.  grocery  chain  do 
business  privately  on  the  site 
with  preferred  suppliers. 

“Safeway  doesn’t  wake  up 
wondering  where  they’ll  buy 
shrimp,”  said  GoFish  CEO 
Neal  Workman.  “What  our 
model  starts  to  morph  into  is 
what  their  business  relation¬ 
ships  already  look  like.” 

Several  managers  at  last 
week’s  executive  summit  said 
they  agreed  that  what’s  driving 
the  explosion  in  proprietary 
exchanges  is  companies’  long¬ 
standing  preference  to  do  busi¬ 
ness  with  tried-and-true  sup¬ 
pliers. 

Public  exchanges,  they  said, 
may  be  a  good  place  to  make 
spot  purchases  or  to  buy  com¬ 
modity  items,  like  paper  or  jan¬ 
itorial  services,  on  the  cheap. 
But  commodity  items  aren’t 
what  most  companies  are  look¬ 
ing  for  to  keep  their  produc¬ 
tion  lines  rolling. 

J.  Tyler  Welch,  a  materials 
director  at  Northrup  Grum¬ 
man  Corp.  in  El  Segundo, 
Calif.,  estimates  that  less  than 
10%  of  the  direct  goods  the  air¬ 
plane  manufacturer  buys  are 


Wary  of  Consortia 

For  now,  Welch  said  he’s 
equally  leery  of  doing  business 
on  any  of  the  aircraft  industry 
consortia  exchanges.  He  said 
Northrup  Grumman  has 
looked  into  MyAircraft.com 
and  another  exchange  an¬ 
nounced  by  The  Boeing  Co.  in 
Seattle. 

“But  there  are  costs,  such  as 
transaction  costs,  involved  in 
participating,”  Welch  said.  Af¬ 
ter  poking  into  these  things  at 
Northrup  Grumman,  “we’re 
not  finding  a  lot  of  substance, 
at  least  in  our  industry.”  I 


The  experts  who  brought  you  1,000,000  hours  MTBF  UPS  reliability  have  found  a 
way  to  reduce  the  price  you’d  expect  to  pay  for  a  small-scale  UPS  by  up  to  20  percent. 
How  do  we  do  it?  It’s  simple  -  we  allow  you  to  buy  manufacturer-direct  through  the  Liebert  website. 

And  while  the  pricetag  is  low,  the  quality  is  not.  The  expertise  that  has  made  Liebert  an  industry  leader  in 
3-phase  power  protection  for  over  30  years  has  been  engineered  into  our  300-2200  VA  PowerSure  UPSs.  You 
can  get  a  full-featured  UPS,  with  12  minutes  back-up  battery  at  typical  load,  buck  and  boost  voltage  circuit, 
and  multiple  outlets  for  clustered  equipment.  You're  also  backed  by  Liebert's  worldwide  support  and  service. 

That’s  how  we  put  the  wow  in  each  PowerSure  UPS.  Visit  www.liebert.com  for  complete  product  specification 
and  ordering  information. 

e  2000  Uebert  Corporation.  All  rights  reserved  throughout  the  world.  Specifications  subject  to  change  without  notice. 

All  names  referred  to  are  trademarks  or  registered  trademarks  of  their  respective  owners. 
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Robin  Hensley  leads 
Compaq’s  Datacenter 
Program 


As  director,  Industry  Standard 
Servers  at  Compaq,  Robin  Hensley  is 
leading  a  team  charged  with  develop¬ 
ing  Compaq’s  Datacenter  program, 
which  was  created  to  ensure  that  when 
Microsoft  releases  Datacenter  Server 
late  this  summer,  Compaq  servers  will 
be  optimized  to  run  on  it.  The  Datacen¬ 
ter  program  has 
involved  the  kind  of 
close  collaboration 
between  Compaq  and 
Microsoft  that  has 
marked  their  relation¬ 
ship  since  the  earliest 
days  of  Windows  NT. 

Windows  2000  Advan¬ 
tage  news  editor,  Bruce 
Hoard,  recently  inter¬ 
viewed  Hensley  in 
Houston. 

Q:  What  is  the  focus 
of  Compaq’s  Datacen¬ 
ter  program? 

Hensley:  The  Datacenter  program  is 
moving  industry  standard  products  — 
in  our  case  ProLiant  and  StorageWorks 
—  into  the  data  center  space.  Last 
year,  Compaq  and  Microsoft  proved 
that  these  products  could  scale,  and 
that  they  belong  in  data  centers.  Peo¬ 
ple  are  running  business-critical  appli¬ 
cations  on  these  products. 


have  a  lot  of  integrators  who  are 
pulling  together  ali  of  the  different 
industry  standard  components,  includ¬ 
ing  the  operating  system,  hardware, 
applications  and  tools.  They  are  testing 
to  make  sure  these  components  work 
in  their  environments.  Then,  they  are 
deploying,  but  it  doesn’t  end  there 

because  they  have  to 
keep  up  with  all  of  the 
changes  and  upgrades. 

Q:  So  how  is  Compaq 
helping? 

Hensley:  Compaq  is 
taking  the  customer  out 
of  the  integration 
process.  We  are  doing 
the  integration  for  them. 
Specifically,  we  are  sup¬ 
porting  very  specific 
SKUs  or  models.  We 
are  targeting  very  spe¬ 
cific  products  and  in  our  case,  we  are 
doing  the  ProLiant  8500  700-MHz 
model,  and  the  ProLiant  32-way  server. 
We  are  also  providing  very  specific 
storage  options  for  StorageWorks  that 
will  go  along  with  these  products.  And 
then,  we  are  pulling  together  a  great 
change  management  program  with 
which  we  will  be  updating  the  systems 
once  every  six  months. 


Q:  Describe  the  testing  process. 


Hensley:  Initially,  we  tested  Compaq 
8-way  servers  and  Windows  NT  4.0 
Enterprise  Edition,  and  then  we  moved 
onto  Windows  2000  and  ProLiant  32- 
ways  servers,  which  will  debut  later 
this  year.  Given  that  we’ve  proved  the 
scalability  of  the  products,  what  we 
needed  in  the  Datacenter  space  was  a 
higher  level  of  reliability  and  business 
processes  built  around  change  man¬ 
agement  and  service.  Today,  IT  shops 


Q:  Regarding  the  32-way  servers, 
how  are  you  preparing  for  their 
introduction? 


Hensley:  We  did  the  first  demonstra¬ 
tion  in  early  August  at  the  Technical 
Reviewers  Workshop  in  Redmond, 
Wash.  Also,  we  have  beta  users  lined 
up  right  now  and  we  will  be  installing 
ProLiant  32-way  servers  in  competen¬ 
cy  centers  shortly  to  allow  customers 
to  test  their  applications  for  scalability. 

For  the  full  text,  visit 

www.Windows2000Advantaqe.com. 


Online  This  Week 


Microsoft  Ships  Windows  2000  Data¬ 
center  Server  to  Program  Partners 

Microsoft  announced  the  release  to  manufacturing  of  the 
Microsoft  Windows  2000  Datacenter  Server,  completing  the 
product  family  for  the  Windows  2000  operating  system. 


The  Inside  Story  on  Windows  2000 

The  Ultimate  Windows  2000  System  Administrator's  Guide  is 
appropriately  named.  It  is  the  definitive  reference  for  adminis¬ 
trators  and  IT  managers  charged  with  Windows  2000  deploy¬ 
ment  and  management.  However,  this  book  is  also  recom¬ 
mended  to  a  much  wider  audience.  Anyone  needing  to 
understand  how  to  use  Windows  2000  basic  and  advanced 
features  will  find  this  a  valuable  resource. 


Making  Administrative  Life  Easier: 
Win2K  Resource  Kits 

Microsoft  has  made  available  two  sets  of  resources  that  are 
indispensable  to  Windows  2000  administrators.  First,  the 
Resource  Kit  Support  Tools  comes  bundled  with  the  standard 
distribution  of  Windows  2000  Server  versions.  Second,  the 
supplemental  set  of  manuals  and  utilities  marketed  as  the 
Windows  2000  Server  Resource  Kit  is  sold  separately,  but  is 
weil  worth  the  investment. 
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k  Are  you  more  likely  to  migrate 
JP  to  Windows  2000  now  that 
Service  Pack  1  (SP1)  has  been 
released? 

Cast  your  vote  now  at 

wvvw.Windows2000Advantaae.com. 
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I  What  is  Windows  2000  Advantage? 

Windows  2000  Advantage  is  the  partnership  among  Microsoft, 
Compaq  and  Computerworld  Enterprise  Business  Solutions  to 
inform  IT  leaders  about  Windows  NT  and  Windows  2000  technol¬ 
ogy  by  providing  timely,  useful  information  —  in  print  and  online 
—  for  planning  and  deploying  Windows  NT  and  Windows  2000 
with  Compaq  services  and  solutions. 
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►  Story 

Upgraded  SQL  Server  2000 
facilitates  Web-based 
applications,  offers 
increased  reliability 


By  David  Strom 

With  the  upcoming  release  of  SQL  Server 
2000,  Microsoft  has  an  opportunity  to  play  in 
the  major  leagues  when  it  comes  to  enterprise- 
grade  database  servers.  The  new  version  — 
scheduled  to  ship  this  fall  —  has  improvements 
in  four  areas:  Web  applications,  reliability,  seal- 
ability  and  data  analysis.  The  most  noticeable 
changes  deal  with  how  Web-based  applications 
are  constructed  with  SQL  2000. 

“We  designed  SQL  2000  to  be  accessible  to 
both  database  and  Web  developers  by  being 
able  to  get  Web-based  data  into  and  out  of 
SQL  tables.  We  added  XML  keywords  to  our 
SQL  language  and  also  parse  and  store  XML 
documents  in  the  tables,”  says  Jeff  Ressler,  the 
lead  project  manager  from  Microsoft. 

It  marries  the  best  of  both  worlds:  having  a 
standards-based  system  that  can  manipulate 
XML  data  but  take  advantage  of  the  SQL  appli¬ 
cations.  “XML  is  mapped  into  the  server's  rela¬ 
tional  tables,  so  you  get  the  benefits  of  the 
table  query  and  reporting  and  manipulation  fea¬ 
tures.”  says  Ressler. 

“Our  goal  was  for  a  Web  developer  not  to 
know  they  are  talking  to  a  relational  database 
but  that  they  could  just  produce  an  XML  docu¬ 
ment,”  Ressler  notes. 

This  doesn't  mean  that  developers  won't 
require  any  third-party  middleware  programs 
to  build  their  database/Web  applications.  But 
developers  might  have  an  easier  time  marrying 
their  Web  sites  to  their  databases,  and  may  be 
able  to  develop  some  of  their  applications 
entirely  within  Microsoft  products. 

Bulking  up  SQL  Server  with  more  capabili¬ 
ties  is  a  good  plan.  “One-stop  shopping  is  very 
appealing  for  a  lot  of  customers,”  says  Terilyn 
Palanca,  analyst,  Giga  Information  Group. 

“These  customers  want  to  invest  in  the  larg¬ 
er  database  vendors  and  also  want  fewer 
pieces  to  manage.  The  design  center  used  to 


be  solely  what  database  server  am  I  using, 
now  it  is  a  combination  of  what  database  and 
what  application  server  am  I  using,”  she  says. 

Besides  the  Web-related  improvements, 
SQL  2000  includes  advances  in  reliability  and 
scalability,  a  welcomed  addition  for  existing 
SQL  Server  customers.  “We  had  major  prob¬ 
lems  with  earlier  versions  of  SQL  Server,”  says 
Lee  Fromson,  the  CFO  of  Cascade  Designs, 
an  outdoor  equipment  manufacturer  in  Seattle. 
“We  use  JD  Edwards  One  World  applications, 
and  we  would  constantly  have  row-locking  and 
performance  issues.  All  of  these  problems  dis¬ 
appeared  with  SQL  2000,  and  systems  are 
operating  the  way  they  should.” 

The  reaction  by  the  analyst  community  to 
the  reliability  and  scalability  improvements  has 
so  far  been  positive.  “Microsoft  has  added  the 
features  that  could  get  them  to  the  high-end 
scalable  level,  and  it  will  be  interesting  to  see 
how  their  competition  responds,”  says  Palanca. 

Finally,  there  is  a  suite  of  analytical  tools 
that  are  now  part  of  the  SQL  2000  package. 
There  are  tools  to  build  data  warehouses,  to 
automate  various  tasks,  perform  error  checking 
and  take  data  from  different  sources  and  clean 
in  up  to  import  it  into  SQL  databases. 

“These  were  called  OLAP  services  in  SQL 
Server  7.0.  These  services  are  now  part  of  the 
package  with  SQL  2000  and  allow  people  to 
use  algorithms  to  make  predictions  about  their 
data,  including  data  transformation  tools,  ele¬ 
mentary  modeling  tools  and  various  wizards  to 
create  them, ’’notes  Ressler.  “This  is  a  very 
important  set  of  features  to  us  and  we  are 
investing  heavily  in  this  area  for  the  long  term.” 

“It’s  a  very  compelling  version  of  the  prod¬ 
uct,”  says  Palanca.  “It  might  pleasantly  surprise 
people  who  have  in  the  past  discounted 
Microsoft.” 

For  the  full  text,  visit 
www.Windows2000Advantaqe.com. 


Compaq-Microsoft  Relationship 
Driving  Windows  2000  Success 


By  Mary  Ryan  Garcia 

One  of  the  key  factors 
behind  the  strong  debut 
of  Windows  2000  is  the 
Compaq-Microsoft  Front¬ 
line  Partnership.  Com¬ 
paq  was  the  primary 
supplier  of  platforms 
upon  which  the  Win¬ 
dows  2000  operating 
system  was  developed. 

“The  Windows  2000 
Frontline  Partnership  is 
actually  one  of  the 
longest  standing  coali¬ 
tions  in  the  industry,” 
says  Urs  Renggli,  Com¬ 
paq’s  manager, 

Microsoft  Software  Mar¬ 
keting.  Some  benefits  of 
the  Frontline  Partnership 
are  lower  total  cost  of 
ownership  of  the  joint 
platform  based  on 
price/performance,  plus 
reliability,  availability  and 
manageability. 

Microsoft’s  Bruce 
Olson,  account  manag¬ 
er,  high-end  servers  for 
Compaq,  says  cus¬ 
tomers  want  the  reassur¬ 
ance  of  knowing  the  two 
companies  are  working 
hand-in-hand  to  bring 
Windows  2000-based 
solutions  to  market. 

Key  to  the  Windows 
2000  Frontline  Partner¬ 
ship  is  that  Windows 
2000  was  developed  on 
Compaq  platforms.  “This 
means  as  our  customers 
go  to  deploy  Windows 
2000,  it  is  going  to  work 
extremely  well,  have  the 
highest  degree  of  com¬ 


patibility,  and  operability 
with  the  ProLiant, 
Deskpro,  iPAQ  and 
Armada  platforms,”  says 
Renggli. 

But  the  Windows 
2000  Frontline  Partner¬ 
ship  faces  challenges.  “I 
think  the  biggest  chal¬ 
lenge  is  getting  people 
to  move  out  of  evalua¬ 
tion  and  into  deploy¬ 
ment,”  says  Renggli. 

“We  are  working  to 
jointly  improve  our  serv¬ 
ice  delivery  capability," 
adds  Olson.  “We  are 
sharing  technology  ideas 
on  how  to  build  the  best 
tuning  and  optimizing  for 
our  joint  platforms.  Infor¬ 
mation  learned  from  pro¬ 
grams  like  Windows 
2000  Datacenter  will  be 
shared  throughout  the 
Microsoft  family.” 

In  addition  to  Win¬ 
dows  2000  Datacenter, 
future  innovations  for  the 
Windows  2000  Frontline 
Partnership  include  the 
64-bit  version  of  Win¬ 
dows  2000  and  the  next 
generation  of  Windows 
2000.  “Compaq  contin¬ 
ues  to  work  hand-in- 
hand  with  Microsoft’s 
engineering  and  market¬ 
ing  teams  to  ensure  the 
highest  reliability  and 
performance  of  these 
new  operating  environ¬ 
ments  on  Compaq  hard¬ 
ware,”  Renggli  notes. 

For  the  full  text,  visit 
www.Windows20Q0 
Advantaqe.com. 


www.Windows2000Advantage.com 


For  more  inside,  hands- osv 


Windows  2000  iWBrmitlasi,  go  to 

iifilliil 


\.v 


20 


NEWS 


C0MPUTERW0RLD  September  4, 2000 


Developer  Unleashes  Palm 
Trojan  Horse  Program 

Company  downplays  potential  impact, 
but  analysts  predict  increase  in  attacks 


BY  BOB  BREW1N 

N  INDEPENDENT 
software  devel¬ 
oper  for  Palm  Inc. 
computers  has 
created  a  Trojan 
horse  program  that  can  wipe 
all  the  files  off  the  handheld 
device. 

Julia  Rodriguez,  a  spokes¬ 
woman  for  Santa  Clara,  Calif.- 
based  Palm,  acknowledged  the 
existence  of  the  program, 
which  first  surfaced  two  weeks 
ago,  and  said  the  company 
doesn’t  know  of  any  “reports 
that  any  Palm  user  has  been  af¬ 
fected”  by  the  program. 

The  developer,  who  goes  by 
the  name  “Ardiri”  on  a  Palm  user 


site  ( www.palmstation.com ), 
said  he  designed  the  program 
to  “clean  up  any  redundant 
data  files.”  Instead,  according 
to  the  discussion  thread  on  the 
Web  site,  the  Trojan  horse, 
which  masquerades  as  a  game 
called  “Liberty,”  can  wipe  out 
all  the  files  on  the  infected 
device,  once  executed.  Ardiri 
said  he  had  no  intention  of 
widely  releasing  the  program 
but  did  provide  copies  to  “a 
few  friends.” 

After  that,  Ardiri  wrote  in  a 
posting  on  the  site,  the  Trojan 
horse  started  to  proliferate 
throughout  the  Palm  under¬ 
ground.  Ardiri  wrote  that  after 
realizing  the  potential  extent  of 


that  distribution  —  the  Palm 
developer  community  numbers 
more  than  80,000  —  he  posted 
warnings  about  it  on  PalmSta- 
tion.com  and  PalmGear.com. 

“After  many  hours  of  think¬ 
ing,  I  regret  even  considering 
what  could  be  done  with  this 
application,”  Ardiri  wrote,  “and 
giving  it  to  anybody  on  Palm- 
chat  was  a  big  mistake.” 

Rodriguez  dismissed  any  im¬ 
pact  the  program  might  have 
on  Palm  users.  “All  you  have  to 
do  to  get  rid  of  it  is  a  ‘hot  reset’ 
and  resync  with  your  PC”  to 
remove  the  program  from  an 
infected  handheld  device,  Ro¬ 
driguez  said. 

She  added  that  Palm  is  well 
aware  “that  any  electronic  de¬ 
vice  is  susceptible”  to  hacking 
and  that  the  company  is  “work¬ 
ing  to  make  sure  any  such  at¬ 
tempts  are  detected  and  inter¬ 


cepted  and  avoided.”  Ro¬ 
driguez  declined  to  provide 
specific  details. 

Network  Associates  Inc.,  an 
antivirus  software  company  in 
Santa  Clara,  said  it  has  devel¬ 
oped  and  is  distributing  a  new 
line  of  VirusScan  Wireless  se¬ 
curity  products  that  should 
provide  protection  for  Palm 
computers  and  handheld  de¬ 
vices  running  Microsoft  Corp.’s 
Windows  CE  or  Symbian  Ltd.’s 
Epoc  operating  system. 

IDefense  Intelligence  Ser¬ 
vices,  an  Internet  security  firm 
in  Fairfax,  Va.,  said  in  an  analy¬ 
sis  of  the  Palm  Trojan  horse 
that  security  will  be  needed  as 
attacks  on  handheld  devices 
proliferate. 

In  its  analysis,  iDefense  said 
the  appearance  of  the  Liberty 
Trojan  horse  “fulfills  experts’ 
predictions  that  the  Palms  .  .  . 


JUST  THE  FACTS 


An  Attack 
On  the  Palm 

■  The  Liberty  Trojan  horse  is  disguised 
as  a  game  and  can  wipe  out  all  programs 
on  a  handheld. 

■  It  was  created  by  an  independent  devel¬ 
oper,  who  claimed  it  was  designed  to  clean 
up  redundant  data  files. 

■  Palm  acknowledges  the  threat  from  the 
Trojan  horse  but  says  it  doesn’t  know  of  any 
users  hit  by  the  program. 

■  Analysts  are  predicting  copycat  attacks 
and  are  suggesting  that  users  obtain  anti¬ 
virus  software. 


would  soon  be  hit  by  a  virus  or 
a  Trojan.  . . .  Either  virus  writ¬ 
ers  will  simply  change  the 
name  and  icon,  disguising  the 
Trojan,  or  they  will  borrow  ele¬ 
ments  of  its  code  to  create  a 
more  dangerous  program.” 

The  statement  continued, 
“Owners  of  [personal  digital 
assistants]  and  other  handheld 
devices  are  urged  to  exercise 
extreme  caution  and  explore 
the  feasibility  of  employing  an¬ 
tivirus  software  as  it  becomes 
available.”  ► 


Sony  Prepared  to  Launch 
Palm-Compatible  Handheld 


Device  to  debut  in 
monochrome  in  US. 


BY  MARTYN  WILLIAMS 

Aiming  squarely  at  handheld 
market  leader  Palm  Inc.,  Sony 
Corp.  last  week  announced 
plans  for  a  late-month  launch 
of  its  promised  personal  digital 
assistant  (PDA)  based  on  the 
Palm  OS. 

Called  the  Clie  Handheld, 
Sony’s  PDA  will  cost  $399  — 
just  like  the  Palm  Vx  and  col¬ 
or  Palm  IIIc  models  sold  by 
Santa  Clara,  Calif.-based  Palm. 
Despite  being  available  in  col¬ 
or  in  Japan,  the  Clie  will  debut 
in  the  U.S.  as  a  monochrome- 
only  device  —  a  move  that  in¬ 
dicates  Tokyo-based  Sony  is 
aiming  at  style-conscious  Palm 
Vx  users  rather  than  at  Palm 
IIIc  buyers. 

Explaining  the  decision  to 
market  only  the  monochrome 
version  in  the  U.S.,  Sony  spokes¬ 
man  Ted  Kanno  said  such  de¬ 


vices  are  “dominant  and  taking 
root”  in  the  PDA  market  here. 
U.S.  buyers  are  also  more  fo¬ 
cused  on  using  handhelds  as  a 
work  tool  than  Japanese  custo¬ 
mers  are,  Kanno  said,  but  Sony 
isn’t  ruling  out  the  possibility 
of  offering  the  color  version  in 
the  U.S.  at  a  later  date. 

Sony’s  hardware,  which  was 
first  detailed  at  the  PC  Expo  in 
June,  has  little  to 
differentiate  it 


THE  CLIE 
sports  the 
same  look  - 
and  price  -  as 
the  Palm  Vx 


from  the  Palm  Vx,  analysts  said. 
The  Clie  (pronounced  “klee- 
ay”)  sports  the  same  8MB  of  in¬ 
ternal  memory  as  the  Palm  and 
is  about  the  same  size,  although 
it  weighs  almost  7%  more  than 
the  Palm  Vx. 

The  largest  difference  be¬ 
tween  the  two  handhelds  in¬ 
volves  support  built  into  the 
Clie  for  Sony’s  Memory  Stick 
technology,  which  enables 
users  to  add  up  to  64MB  of  ad¬ 
ditional  memory  through  an 
expansion  slot.  A 128MB  Mem¬ 
ory  Stick  is  due  next  year,  Sony 
said,  and  future  development 
plans  call  for  the  expansion 
technology  to  act  as  a  connec¬ 
tor  for  digital  cameras,  Global 
Positioning  System  trackers 
and  other  add-on  peripherals. 

Another  feature  of  the  Clie 
is  a  Jog  Dial  navigator  that 
Sony  said  will  let  users  move 
through  menus  via  single-hand 
scroll-and-select  techniques. 

And  unlike  Palm  devices,  the 
Clie  has  video  software  that 
can  display  images  at  four 
to  10  frames  per  second, 
according  to  Sony.  I 


Williams  is  Tokyo 
correspondent  for 
the  IDG  News 
Service. 


Online  Bank 
To  Offer 
Broadband 

BY  MARIA  TROMBLY 

USABancShares.com  Inc.  plans 
to  officially  launch  its  broad¬ 
band  service  within  the  next 
few  weeks  as  a  means  of  differ¬ 
entiating  itself  from  other  In¬ 
ternet  banks. 

The  service,  which  has  been 
live  for  a  month,  offers  custo¬ 
mers  all  the  usual  bank  func¬ 
tions  —  plus  sound  and  video. 

“The  quality  of  information 
we  can  provide  is  more  exten¬ 
sive  and  much  more  customiz¬ 
able  than  in  a  narrowband  plat¬ 
form,”  said  bank  President  and 
CEO  Ken  Tepper. 

The  Philadelphia-based  bank 
will  seek  partnerships  with 
broadband  providers,  Tepper 
added.  “We’re  the  only  alterna¬ 
tive,”  he  said.  “We’re  the  only 
bank  to  offer  a  broadband  ex¬ 
perience.” 

USABancShares.com  has  al¬ 
ready  struck  a  deal  with  Santa 
Clara,  Calif.-based  Yahoo  Inc. 


that  gives  the  bank  access  to 
the  portal  company’s  broad¬ 
band  customers.  The  agree¬ 
ment  also  gives  USABanc- 
Shares  customers  access  to 
Yahoo’s  Finance  Vision,  an  in¬ 
teractive  financial  network 
based  in  Silicon  Valley. 

Broadband  has  high  poten¬ 
tial  as  a  vehicle  to  provide  cus¬ 
tomer  service  and  sell  complex 
financial  products,  said  Rich¬ 
ard  Bell,  an  analyst  at  Tower- 
Group  in  Needham,  Mass. 

USABancShares’  broadband 
service  puts  more  technologi¬ 
cal  pressures  on  the  banking 
industry.  This  summer,  a  few 
banks  began  rolling  out  wire¬ 
less  banking  services.  Now, 
they’ll  have  to  go  to  broadband 
to  keep  up. 

“I  think  eventually,  virtually 
all  banks  with  Internet  func¬ 
tionality  will  follow  suit,”  Bell 
said. 

There  are  almost  3  million 
broadband  subscribers  in  the 
U.S.,  according  to  Telecommu¬ 
nications  Reports  Internation¬ 
al  Inc.  in  Washington. 

“We  see  a  sizable  market  for 
us,”  said  Tepper,  who  added 
that  he’d  be  happy  with  a  cou¬ 
ple  million  customers.  Howev¬ 
er,  he  said  the  bank  isn’t  bet¬ 
ting  the  farm  on  broadband.  • 


02000  PricewaterhouseCoopers  LLP.  PricewaterhouseCoopers  refers  to  the  U.S.  film  of  PricewaterhouseCoopers  LLP  and  other  members  of  the  worldwide  PricewaterhouseCoopers  organization. 


LAST  YEAR, 
HACKERS 
COST  BUSINESS 
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A  WARM  UR 


Introducing  beTRUSTed 


Securing  the  Internet  is  no  longer  an  impossibility. 
With  advanced  levels  of  security  and  verification, 
people  all  across  the  European  Union  have  been 
sending  and  securing  everything  from  multi-million 
dollar  transactions  to  single  e-mails.  It’s  your  turn  now, 

Get  the  full  story  at  www.beTRUSTed.com 


PrICEWATeRHOU i 


Join  us.  Together  we  can  change 


Boom!  Just  when  you  thought  that  your  company’s 
information  systems  couldn’t  get  any  more  com 
plicated,  along  comes  the  e-commerce  revolution. 
And,  with  it,  an  explosion  of  new  data.  Facts  about 
online  customers  and  their  buying  habits.  About 
suppliers  and  global  supply  chains.  As  the  world 
leader  in  data  warehousing  and  e-Intelligence,  SAS 
transforms  this  data  into  the  knowledge  you  need. 
To  optimize  customer  and  supplier  relationships. 
To  reveal  unseen  opportunities  for  cross-selling 
and  for  enhancing  customer  loyalty.  To  turn  your 
e-commerce  operation  into  an  e-profit  machine. 
For  more  details  on  e-Intelligence  solutions  from 
SAS,  call  1-9 19-677-8200  or  stop  by  www. sas.com 


T he  Power  to  Know, 


e-lntelligence 
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Industry  Giants  Back 
Laboratory  for  Linux  R&D 


Goal  is  to  speed  up  open-source  growth 


BY  TODD  R.  WEISS 

IN  A  multimillion-dollar 
deal  that  backers  hope 
will  help  bring  Linux 
firmly  into  the  world  of 
enterprise  computing, 
four  industry  heavyweights 
announced  last  week  that  they 
and  other  companies  are  creat¬ 
ing  the  first  independent,  non¬ 
profit  development  laboratory 
for  Linux. 

The  Open  Source  Develop¬ 
ment  Lab,  to  be  based  near 
Portland,  Ore.,  is  being  built 


IBM  Offers  AFS 
To  Open-Source 

IBM  last  week  announced  that 
it  will  release  the  source  code 
to  its  Andrew  File  System 
(AFS).  The  technology  could 
help  Linux  gain  enterprise 
acceptance. 

AFS  is  similar  to  the  more 
widely  used  Network  File  Sys¬ 
tem  but  is  considered  more  ro¬ 
bust  and  secure,  said  Tony 
lams,  an  analyst  at  D.  H.  Brown 
Associates  Inc.  in  Port  Chester, 
N.Y.  AFS  is  used  mainly  in  aca¬ 
demic  and  government  mar¬ 
kets  but  also  has  users  in  the  fi¬ 
nancial  industry.  The  system 
will  work  with  most  versions  of 
Unix  and  with  Microsoft  Corp.’s 
Windows  NT. 

"We  did  this  because  the 
AFS  community  wanted  this  to 
be  open-source,"  said  Dan 
Frye,  program  director  at  IBM’s 
Linux  Technology  Center. 

According  to  lams,  AFS  is 
“technologically  really  quite 
beautiful,  but  it  never  caught  on 
commercially.  IBM  is  not  giving 
up  all  that  much  by  turning  this 
over  [to  open-source].’’ 

lams  said  AFS  could  help 
Lumjx  compete  in  the  enter¬ 
prise  but  the  Linux  communi¬ 
ty  must  first  decide  to  accept  it. 
IBM  has  previously  committed 
:■  -<:•  v  abiding  some  of  its  jour- 
,:Y  eg  me  .system technology 

:  i  open-source  effort. 

•  C:  rninique  Deckmyn 


by  Hewlett-Packard  Co.,  Intel 
Corp.,  IBM  and  NEC  Corp.  The 
laboratory  is  expected  to  open 
by  the  end  of  the  year. 

Other  companies  sponsor¬ 
ing  the  lab  are  Caldera  Systems 
Inc.,  Dell  Computer  Corp.,  Lin- 
uxCare  Inc.,  LynuxWorks  Inc., 
Red  Hat  Inc.,  Silicon  Graphics 
Inc.,  SuSE  Linux  AG,  Turbo- 
Linux  Inc.  and  VA  Linux  Sys¬ 
tems  Inc. 

The  idea  of  the  lab,  accord¬ 
ing  to  the  backers,  isn’t  to  cre¬ 
ate  new  projects.  Instead,  the 
focus  will  be  on  accelerating 
projects  being  developed  by 
the  open-source  community. 

“This  will  be  the  first  of 
many  labs  we  hope  to  open,” 
said  an  IBM  spokeswoman. 
Each  of  the  four  key  partner 


companies  is  providing  seed 
money  for  the  project,  as  well 
as  the  personnel  necessary  to 
move  it  forward,  she  said. 

A  mix  of  servers  and  equip¬ 
ment  will  be  in  the  lab  to  give 
developers  the  tools  to  pro¬ 
duce  applications  for  a  wide 
range  of  environments,  the 
spokeswoman  said.  The  equip¬ 
ment  will  be  accessible  on-site 
or  over  the  Internet,  she  added, 
with  personnel  ready  to  assist. 

But  in  a  world  where  Linux 
development  has  largely  been 
accomplished  by  individuals  in 
the  field  collaborating  with 
one  another  in  a  sort  of  com¬ 
puter  underworld,  some  ob¬ 
servers  wonder  how  the  Linux 
development  community  will 
respond  to  a  group  of  big  guns 
getting  involved. 

“They  have  the  buy-in  from 
most  of  the  bigwigs  in  open- 
source,”  said  Bill  Claybrook,  an 


AT  A  GLANCE 


Group  Effort 

The  nonprofit  lab  will: 

■  Provide  state-of-the-art  hardware  and 
support  to  allow  the  independent  open- 
source  community  to  move  development  to 
more  complicated  and  costly  servers. 

■  Be  accessible  on-site  near  Portland,  Ore., 
or  via  the  Internet  for  developers  to  test  and 
create  their  applications  and  code. 

■  Be  operational  by  the  end  of  the  year. 


analyst  at  Aberdeen  Group  Inc. 
in  Boston.  “The  idea  is  that 
some  of  those  folks  from  the 
open-source  community  will 
be  on  the  board”  of  the  new 
lab,  helping  shape  its  direction 
and  future. 

For  IBM,  NEC,  HP  and  Intel, 
the  motivation  for  helping  to 
push  the  development  of  Linux 
is  clear,  Claybrook  said. 


“It  is  to  their  advantage  to 
see  Linux  move  up  the  food 
chain,”  he  said.  “Some  of  these 
companies  are  kind  of  fed  up 
dealing  with  Microsoft  [as  the 
major  operating  system  pro¬ 
vider]  all  the  time  and  being 
bullied.” 

Linux  has  plenty  of  promise 
and  lots  of  open-source  devel¬ 
opment  already  being  carried 
out  by  others,  saving  the  part¬ 
ner  companies  millions  of  dol¬ 
lars  in  development  costs, 
Claybrook  said.  In  addition, 
IBM  and  the  other  companies 
see  the  continued  develop¬ 
ment  of  Linux  as  a  way  to  reju¬ 
venate  their  hardware  sales. 

Dan  Kusnetzky,  an  analyst  at 
International  Data  Corp.  in 
Framingham,  Mass.,  said  the 
only  way  Linux  will  be  ported 
to  large-scale  hardware  will  be 
through  the  creation  of  such  a 
lab,  where  independent  devel¬ 
opers  will  have  hands-on  ac¬ 
cess  to  leading-edge  machines. 

“It  makes  perfectly  good 
sense  for  the  companies  who 
want  this  to  happen  to  make 
the  lab  available,”  Kusnetzky 
said.  “If  they  want  the  software 
development,  they  have  to 
make  it  possible.”  I 


Class-Action  Suit  Against 
Microsoft  Not  Dismissed 


BY  JENNIFER  DlSABATINO 

Microsoft  Corp.  last  week  lost 
a  bid  to  have  a  class-action  suit 
thrown  out  in  California,  de¬ 
spite  prior  victories  at  getting 
similar  class  actions  dismissed 
in  other  states. 

Like  more  than  130  other 
suits  filed  around  the  country, 
the  California  class-action 
charges  that  users  were  forced 
to  overpay  for  Windows  and 
other  Microsoft  products  be¬ 
cause  of  what  a  U.S.  District 
Court  judge  in  Washington 
ruled  to  be  anticompetitive  be¬ 
havior  by  the  company. 

Courts  in  Hawaii,  Iowa,  Ken¬ 
tucky,  Nevada,  Oregon,  Rhode 
Island  and  Texas  have  dis¬ 
missed  similar  lawsuits. 

Some  judges  who  dismissed 
the  suits  cited  a  legal  prece¬ 
dent  from  a  1977  Supreme 
Court  ruling  that  said  a  compa¬ 
ny  can’t  be  sued  for  inflated 
pricing  if  customers  didn’t  buy 
the  product  in  question  direct¬ 
ly  from  the  manufacturer  —  a 


situation  that  the  judges  said 
fits  Microsoft’s  selling  model. 

But  San  Francisco  County 
Superior  Court  Judge  Stuart  R. 
Poliak  denied  Microsoft’s  mo¬ 
tion  to  dismiss  the  case  in  Cali¬ 
fornia,  which  is  a  consolidated 
case  of  27  state  cases.  His  deci¬ 
sion  cited  U.S.  District  Court 
Judge  Thomas  Penfield  Jack¬ 
son’s  “detailed  findings  of  vari¬ 
ous  forms  of  anticompetitive 
conduct  by  Microsoft”  in  the 
case  brought  by  the  U.S. 
Department  of  Justice  (DOJ) 
against  the  company.  The  DOJ 
is  seeking  to  bring  the  case  be; 
fore  the  Supreme  Court  to  pre¬ 
clude  a  lengthy  appeals  process. 

One  lawyer  said  some  states, 
such  as  California,  have  looser 
regulations  than  other  states 
and  may  be  more  willing  to 
hear  the  class-action  suits. 
“We’re  seeing  a  case  study  of 
one  of  the  few  states  that  will 
recognize  indirect  purchaser 
actions,”  said  Hillard  Sterling, 
an  attorney  at  Gordon  &  Glick- 


son  LLC  in  Chicago. 

But,  Sterling  noted,  there  are 
contradictions  between  the 
class-action  complaints  of  high 
pricing  and  the  federal  govern¬ 
ment’s  claim  that  Microsoft 
used  aggressive  pricing  poli¬ 
cies  to  stifle  its  competition. 

Microsoft  spokesman  Jim 
Cullinan  said  that,  considering 


California  law,  “the  ruling  was 
not  surprising  to  Microsoft.” 
However,  he  added,  “the  plain¬ 
tiffs  have  a  huge  burden,  which 
we  don’t  think  they  could  pos¬ 
sibly  meet.” 

He  also  noted  that  there 
were  only  two  class-action 
suits  filed  before  Jackson  ruled 
on  the  DOJ  case.  I 


Oracle  Sales  Software  Is  Free 


BY  MATT  HAMBLEN 

Oracle  Corp.  last  week  an¬ 
nounced  a  free  online  service 
to  provide  businesses  with  ac¬ 
cess  to  Oracle  sales  automa¬ 
tion  products. 

The  company  said  in  a  state¬ 
ment  that  more  than  400  medi¬ 
um-size  and  large  companies 
in  15  countries  are  managing 
their  sales  activities  with  Ora- 
cleSalesOnline.com. 

The  service  can  help  a  busi¬ 
ness  get  a  sales  force  with  as 
many  as  500  representatives 
up  and  running,  enabling  the 
forecasting  and  tracking  of 
customer  information,  Oracle 
said. 

Analyst  Sheryl  Kingstone  at 
The  Yankee  Group  in  Boston 


said  the  offering  is  the  first  in  a 
series  of  applications  from  Or¬ 
acle’s  E-Business  Suite  Hi  that 
will  be  online. 

Kingston  described  Oracle’s 
move  as  a  direct  attack  on 
Siebel  Systems  Inc.  in  San  Ma¬ 
teo,  Calif.,  the  leader  in  cus¬ 
tomer  relationship  manage¬ 
ment  applications.  But,  she 
added,  while  the  plain-vanilla 
version  of  Oracle’s  applica¬ 
tions  will  be  free  and  easy  to 
install,  “nothing  is  ever  free  in 
the  software  world.” 

Kingston  explained  that  a 
user  will  incur  costs  if  the 
product  is  customized.  And, 
she  warned,  certain  companies 
might  find  that  a  one-size-fits- 
all  approach  isn’t  suitable.  I 


Check  out  IT  opportunities  with  the  world's  #1  airline,  United  Airlines. 

Featured  today  in  ITcareers. 

Starts  on  page  79. 


careers 


IIP 


-  : yPSfci <?g 
W'^'.  v...'- 


/  #JF 

«Vk  •>,> 

iSSSlSiSilK  " 

‘\a|||iap 
/  . v#  *  / 


SERVER  FOR 


WITH  NO 
ROOM  at 


pentium®/// 


Finally,  a  server  that  not  only  fits  your  company's  needs,  but  also  fits  in  your  company.  The  Dell™  PowerEdge™  2450, 
with  its  ultrathin  2U  form  factor,  allows  up  to  21  servers  and  42  processors  in  a  42U  Dell  rack.  But  don't  let  its  size 
fool  you.  Like  Dell's  complete  line  of  servers,  it  packs  a  lot  of  power.  With  dual  Intel®  Pentium®  III  processor  capability 
at  up  to  933MHz  and  133MHz  Front  Side  Bus,  the  PowerEdge  2450  will  give  your  company  all  the  computing  power 
(and  elbowroom)  it  needs. 


DELL™  SERVERS: 


DELL™  POWEREDGE™  1300 

■ 

DELL™  POWEREDGE™  2450 

Affordable  Entry  Level  Server 

■  Intel®  Pentium®  III  Processor  at  700MHz  (up  to  800MHz) 

■  Dual  Processor/RAID  Capable 

■  64MB  100MHz  ECC  SDRAM  (up  to  1GB) 

■  9GB5  7200  RPM  Ultra-2/LVD  SCSI  HD  (up  to  36GB5) 

■  144GB  Internal  Storage  Capacity 

■  NIC  &  Integrated  SCSI  Controllers;  48X  Max  CD-ROM 

■  Dell’"  OpenManage™  Server  Management  Solutions 

■  3-Yr  NBD  On-site  Service3;  7x24  Phone  Support 


$13990 


E-VALUE  CODE 
31344-290913 

BUSINESS  LEASE:  $39/MO.,48  MOS." 

i  Small  Business  Upgrade  Bundle,  add  $1877 
i  2nd  Intel®  Pentium®  III  Processor  at  700MHz,  add  $699 


DELL™  POWEREDGE™  2450 


Ultra-Slim  (2U)  Rack-Optimized  Server 

■  Intel®  Pentium®  III  Processor  at  733MHz  (up  to  933MHz) 

■  Dual  Processor  Capable 

■  128MB  133MHz  ECC  SDRAM  (up  to  2GB) 

■  9GB5 10K  RPM  Ultra3  SCSI  HD  (up  to  36GB5) 

■  Up  to  180GB  Hot-swappable  Internal  Storage  Capacity 

■  Integrated  NIC/SCSI  Controllers;  24X  Max  CD-ROM 

■  Dell'"  OpenManage™  Server  Management  Solutions 

■  3-Yr  NBD  On-site  Service3;  7x24  Phone  Support 


$29390 


E-VALUE  CODE 
31344-290929 


BUSINESS  LEASE:  S81/M0..48  MOS." 

■  Single-channel  RAID  with  64MB  Cache,  add  $299 

■  MS®  Windows®  2000  Server,  add  $799 


DELL™  POWEREDGE™  4400 


Ultra-Slim  (2U)  Rack-Optimized  Server 

■  Intel®  Pentium®  III  Processor  at  733MHz  (up  to  933MHz) 

■  Dual  Processor  Capable 

■  128MB  133MHz  ECC  SDRAM  (up  to  2GB) 

■  9GB5 10K  RPM  Ultra3  SCSI  HD  (up  to  36GB5) 

■  Up  to  180GB  Hot-swappable  Internal  Storage  Capacity 

■  Embedded  Single-channel  RAID  with  64MB  Cache 

■  Redundant  Hot-swappable  Power  Supplies 

■  Integrated  NIC/SCSI  Controllers;  24X  Max  CD-ROM 

■  3-Yr  NBD  On-site  Service3;  7x24  Phone  Support 

<1*0  4  AO  E-VALUE  CODE 

OHrO  if  31344-290934 

BUSINESS  LEASE:  $96/MO.,48  MOS." 

■  Red  Hat®  Linux™  6.2,  add  $1)©  $0 


Departmental  Server 

■  Intel®  Pentium®  III  Xeon™  Processor  at  800MHz 
(up  to  933MHz) 

■  Dual  Processor/RAID  Capable 

■  128MB  133MHz  ECC  SDRAM  (up  to  4GB) 

■  9GB5  7200  RPM  Ultra3  SCSI  HD  (up  to  73GB  10K  RPM) 

■  Up  to  510GB  Hot-swappable  Internal  Storage  Capacity 

■  Integrated  NIC/SCSI  Controllers;  40X  Max  CD-ROM 

■  Dell™  OpenManage™  Server  Management  Solutions 

■  1-Yr  DirectLine®  Network  Operating  System  Support 

■  3-Yr  NBD  On-site  Service3;  7x24  Phone  Support 

<t  A  JL  OQ  E-VALUE  CODE 

400  /  KJ?  31344-290946 

BUSINESS  LEASE:  $128/MO.,48  MOS." 

■  Dual-channel  RAID  with  64MB  Cache,  add  $899 


D^LLOCOM 


USE  THE  E-VALUE  CODE  TO  GET  EXACTLY  WHAT  YOU  WANT 


800.241.5853 


WWW.DELL.COM 


0 

USE  THE  POWER  OF 
THE  E-VALUE  CODE. 

Match  our  latest  technol¬ 
ogy  with  our  latest  prices. 
Enter  the  E*VALUE  code 

online  or  give  it  to  your 

VALUE 

sales  rep  over  the  phone. 

www.dell.com/evalue 

Call:  M-F  7a-9p  I  Sat  10a-6p  i  Sun  12p-5p  CT !  Canada:  800-839-0148 !  Mexico:  001-877-269-3379  i  GSA  Contract  #GS-35F-4076D 

Prices,  specifications,  and  availability  may  change  without  notice.  Taxes  and  shipping  charges  extra,  and  vary.  Cannot  be  combined  with  other  offers  or  discounts.  U.S.  only  For  a  copy  of  our  Guarantees  or  Limned  Warranties 
write  Dell  USA  LP,  Attn:  Warranties,  One  Dell  Way,  Round  Rock,  Texas  78682.  Service  may  be  provided  by  third  party.  Availability  varies.  Technician  will  be  dispatched,  if  necessary,  following  phone  b.-» sod  troubleshoot  r.g 
‘For  hard  drives,  GB  means  1  billion  bytes;  accessible  capacity  varies  with  operating  environment.  ’’Business  leasing  arranged  by  Dell  Financial  Services  L.P.,  an  independert  entity,  to  qualified  customers  Lease  payrn-  -  is  Das>: 
on  48-month  10%  purchase  option  lease  and  do  not  include  taxes,  fees  and  shipping  charges.  Subject  to  credit  approval  and  availability.  Lease  terms  and  pricing  subject  to  change  without  i  Intel,  the  ini«:  <  s  iW  ;go.  j  "> 
Pentium  are  registered  trademarks  and  Intel  SpeedStep,  Pentium  III  Xeon.  and  Celeron  are  trademarks  of  Intel  Corporation.  MS,  Microsoft.  BackOffice,  IntelliMouse,  Windows  NT.  ar*d  Wmdc  ws  arc  registered  uaoei 
Microsoft  Corporation.  ©2000  Dell  Computer  Corporation.  All  rights  reserved 
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Choose  the  learning  approach  that’s  best  for  you 


New  Horizons  Computer  Learning  Centers 
help  you  keep  up  with  technology  and 
improve  efficiency  and  productivity. 

Exceptional  classroom  training. 

Students  learn  from  qualified  instructors. 
Classes  are  conducted  in  comfortable, 
welLequipped  classrooms  with  one  com¬ 
puter  per  student. 

Convenient  technology-based  training.  Stimulating, 
interactive  learning  using  the  Web  or  CD.  Students  set 
schedules  and  pace. 

Accommodating  on-site  training.  You  set  the  time 
and  class  size.  We  come  to  your  location  with  an  instructor 
and  computers. 

More  courses  at  more  times.  All  the  applications  and 
technical  certification  courses  you  need— days,  evenings 
and  weekends.  We  do  more  Microsoft  technical  training 
and  certification  than  any  other  company. 


More  centers.  Conveniently  located  across  the  country 
and  around  the  world. 

Telephone  assistance  24  hours  a  day,  7  days  a  week. 

For  60  days  following  applications  courses. 

Guaranteed  results.  Students  may  retake  applications 
courses  free  of  charge  within  six  months.  Ask  about  our 
technical  certification  test-pass  guarantee. 

For  a  center  near  you,  call  1-800-PC-LEARN  today. 
Or  visit  newhorizons.com  on  the  Web. 


New  Horizons’ 

Computer  Learning  Centers 

World  leader  in  computer  training. 

©2000  New  Horizons  Computer  Learning  Centers,  Inc. 

New  Horizons  is  a  registered  trademark  of  New  Horizons  Education  Corporation. 
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Sabre  said  the  job  cuts  would 
occur  through  attrition  and 
layoffs  and  are  expected  to 
save  the  company  $100  million 
annually  beginning  next  year. 
The  new  entity  will  retain  Get- 
There’s  name,  and  GetThere 
President  and  CEO  Gadi  Maier 
will  head  Sabre’s  Business  Trav¬ 
el  Solutions  (BTS)  division. 

This  past  spring,  GetThere 
announced  plans  to  launch  a 
supplier-direct  network  that 
would  put  corporate  buyers  in 
direct  contact  with  airlines,  ho¬ 
tels  and  car  rental  agencies,  by¬ 
passing  traditional  computer 
reservations  system  like  Sabre. 

Rob  Wald,  director  of  prod¬ 
uct  marketing  at  e-Travel  Inc. 
in  Waltham,  Mass.,  said  Get¬ 
There  may  not  be  able  to  build 
systems  that  don’t  rely  on 
Sabre’s  travel  architecture.  “I 
think  it’s  questionable  as  to 
whether  Sabre  will  ultimately 
commit  to  that  business  mod¬ 
el,”  Wald  said.  E-Travel,  an  Ora¬ 
cle  Corp.  subsidiary  that  oper¬ 
ates  a  supplier-direct  network, 
has  placed  third  in  the  busi- 
ness-to-business  travel  race. 

Some  Doubts 

Peter  Stevens,  Sabre  BTS’s 
vice  president  of  business  and 
product  development,  ques¬ 
tioned  the  supplier-direct  con¬ 
cept  this  past  spring.  Last  week, 
Stevens  said  he  still  had  ques¬ 
tions  but  added  that  Sabre 
“wants  to  be  there  if  this  is  the 
market  that’s  going  to  break.” 

GetThere  Chief  Operating 
Officer  Ken  Pelowski  said 
many  merger  details,  such  as 
which  company’s  customers 
will  be  migrated  to  new  sys¬ 
tems  and  whether  more  of 
GetThere’s  systems  will  use 
Sabre’s  technology,  will  be  dis¬ 
closed  after  the  deal  is  final¬ 
ized  in  the  next  few  months. 

Analysts  said  they  don’t 
foresee  any  antitrust  concerns 
arising  in  the  business-to-busi- 
ness  arena,  though  efforts  in 
other  industries  have  drawn 
regulators’  attention.  “There 
isn’t  enough  of  a  market  to  cor¬ 
ner  yet,”  said  Melissa  Shore,  a 
senior  analyst  at  Jupiter  Com¬ 
munications  Inc.  in  New  York. 

Shore  said  that  she  expects 
the  business-to-business  travel 
market  to  far  exceed  the  con¬ 
sumer  market  once  companies 
begin  to  fully  use  the  offerings 
of  Sabre/GetThere,  e-Travel 
and  Amadeus  Global  Travel 
Distribution  LLP,  which  has 
partnered  to  build  a  business- 
to-business  offering  with  Lotus 
Development  Corp.  I 


Look  Beyond  The  Valley 

If  you  pick  up  most  magazines  these  days,  whether 
business,  technology  or  new  economy,  you'd  think 
the  only  technology  out  there  was  the  Internet. 

But  Internet  technology  is  just  one  of  many  exciting 
technologies  that  business  executives  need  to 
know  about. 

Business  Executives  Must  Evolve 

Today's  Global  2000  CXOs  are  on  the  frontline,  making 
technology  decisions.  As  partners  in  the  IT  process,  you 
must  not  only  understand  enterprise  technologies,  but 
adapt  to  rapid  advances  in  the  tech-centric 
business  environment.  And  we're  not  just  talking 
Internet.  You  have  to  know  about  CRM,  ERP,  applica¬ 
tion  software,  datamining,  knowledge  management 
and  the  list  goes  on. 


Broaden  Your  Horizons 

Darwin  magazine  and  darwinmagazine.com  provide 
an  information  source  with  the  best  ideas  in  technology 
from  your  peers  who  have  had  real-life  success  and 
failures.  No  acronyms.  No  technobabble.  No  jargon. 

Just  straight  talk  about  how  technology  can  take 
business  executives  to  a  higher  order  of  business. 


To  subscribe , 
call  1-800-788-4605. 


To  subscribe,  visit 

www.darwinmagazine.com/subscribe/print_form.html 
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Sun  Goes  Open-Source 
With  Solaris  Code 


Sun  Microsystems  Inc.  has  an¬ 
nounced  plans  to  release  the  inter¬ 
nationalization  source  code  for  its 
Solaris  operating  system  to  open- 
source  software  developers.  The 
open  source  code  will  make  it  easy 
for  developers  to  create  applica¬ 
tions  running  in  multiple  national 
languages  under  Unix  and  Linux, 
Sun  said.  Until  now,  programmers 
have  had  to  write  separate  code  for 
each  language  they  want  to  support 
in  an  application.  Sun  will  release 
the  code  Sept.  15  to  X.org,  the  non¬ 
profit  consortium  for  X  Window 
System  operating  standards. 

Ericsson,  Partners 
Form  S300M  VC  Fund 

LM  Ericsson  Telephone  Co.  in 
Stockholm  has  partnered  with  a 
group  of  investment  companies  to 
form  a  S300  million  venture  capital 
fund  targeted  primarily  at  mobile  In¬ 
ternet  ventures  and  technologies. 
Merrill  Lynch  &  Co.,  AB  Industrivar- 
den  and  Investor  AB  are  the  other 
founding  members  of  the  fund.  The 
four  partners  will  each  contribute 
$75  million  to  the  fund,  named 
Ericsson  Venture  Partners,  which  is 
scheduled  to  be  operational  by  next 
month.  With  a  focus  on  Europe  and 
North  America,  the  fund  aims  to 
spread  its  investments  across  a 
broad  range  of  mobile  Internet  tech¬ 
nologies,  including  applications, 
network  infrastructure  and  services. 


Short  Takes 

SONY  CORP.  plans  to  invest  $940 
million  over  the  next  five  years  to 
construct  and  later  expand  a  semi¬ 
conductor  factory  in  western  Japan. 
. . .  ADVANCED  MICRO  DEVICES 
!NC.  in  Sunnyvale,  Calif.,  an¬ 
nounced  the  resignation  of  Larry 
Hollatz,  group  vice  president  in 
charge  of  its  PC  processor  busi¬ 
ness - The  public  beta  for  APPLE 

COMPUTER  INC.’s  Mac  OS  X  is  slat¬ 
ed  to  be  rolled  out  Sept.  13  at  the 
Apple  Expo  in  Paris. . . .  POPCAST 
COMMUNICATIONS  CORP.,  a 
provider  of  business-to-business 
streaming  media  software  and  ser¬ 
vices  in  Los  Angeles,  said  it  has  re¬ 
ceived  investments  totaling  $10.8 
million  from  INTEL  CAPITAL  and 
TELESYSTEM  LTD. 


NEWSINDUSTRY 


MicroStrategy  Lays 
Off  234,  Restructures 

Financial  efforts  include  management 

shuffle  and  new  partners,  investors 


BY  TODD  R.  WEISS 

usiness  manage¬ 
ment  software  ven¬ 
dor  MicroStrategy 
Inc.  will  lay  off 
workers  for  the  first 
time  since  its  creation  in  1989 
as  part  of  a  restructuring  plan 
that  aims  to  turn  around  the 
company’s  financial  future. 

The  Vienna,  Va. -based  com¬ 
pany,  which  has  watched  its 
stock  price  drop  from  $333  per 
share  March  10  to  $27.50  re¬ 
cently,  announced  the  restruc¬ 
turing  plans  last  week. 

“Our  year-to-date  financial 
performance  has  been  unac¬ 
ceptable,  and  we  are  firmly 
committed  to  strengthening 
our  business,”  said  CEO  and 
President  Michael  J.  Saylor. 
“Reducing  head  count  was  a 
very  difficult  decision  for  us  to 
make.  However,  this  reduction 
was  a  necessary  step  in  our 
plan  to  improve  operating  re¬ 
sults,”  he  explained. 

The  layoffs  of  234  people  — 
10%  of  the  company’s  work¬ 
force  —  will  be  completed  lat¬ 
er  this  month. 

While  the  markets  for  Mi- 
croStrategy’s  data  mining  and 
customer  relationship  man¬ 
agement  software  remain 
healthy,  the  firm  was  hard-hit 
economically  earlier  this  year 
when  it  had  to  restate  its  earn¬ 
ings  from  1997  to  1999  to  ac¬ 
commodate  new  federal  rev¬ 
enue-reporting  guidelines, 
said  company  spokeswoman 
Ivy  Eckerman.  The  restate¬ 
ments  lowered  the  company’s 
revenue  figures  for  the  past 
three  years,  sending  it  into  a 
tailspin  on  Wall  Street. 

“With  the  restatement,  there 
was  some  hesitancy  to  close 
deals”  among  some  customers, 
said  Eckerman.  “MicroStrate¬ 
gy  is  trying  to  aggressively  get 
back  on  track.  We  have 
tremendous  technologies,  and 
we’re  trying  to  address  any 
concerns  people  have  with  our 
business.” 

The  company  did  get  some 
good  news  in  June,  when  it  re¬ 


ceived  $125  million  in  new  fi¬ 
nancing  from  an  investors’ 
group.  Since  then,  it  has  signed 
up  new  partners  and  launched 
an  online  store  where  cus¬ 
tomers  can  evaluate  and  pur¬ 
chase  the  company’s  electron¬ 
ic-business  software  applica¬ 
tions.  The  company  is  also  ex¬ 
panding  its  target  audience  to 
woo  small  and  midsize  busi¬ 
nesses,  which  it  hasn’t  tapped 
in  the  past. 

Early  last  month,  Micro- 
Strategy  juggled  its  manage¬ 
ment  team,  naming  Eric 
Brown,  former  chief  financial 
officer  of  subsidiary  Strategy.- 
com,  as  the  new  MicroStrategy 
chief  financial  officer. 


Updated  version 

supports  euro 

BY  JULIA  KING 

Ariba  Inc.  last  week  released 
an  updated  version  of  its  Ariba 
Buyer  electronic-procurement 
software.  Version  7.0  supports 
seven  languages  and  multiple 
currencies,  including  the  euro. 

Analysts  described  the 
multinational  functionality  as 
absolutely  vital  for  the  Moun¬ 
tain  View,  Calif.-based  soft¬ 
ware  maker  to  sell  to  large 
Global  2000  companies,  which 
increasingly  are  looking  to 
source  goods  worldwide. 

Global  Software  Execution 

“Right  now,  rollouts  [of  Ari- 
ba’s  software]  are  based  pri¬ 
marily  in  the  U.S.  This  will  def¬ 
initely  add  to  their  ability  to 
execute  globally,”  said  Carl 
Lenz,  an  analyst  at  Gartner 
Group  Inc.  in  Stamford,  Conn. 

Tom  Conarty,  CIO  at  Bethle¬ 
hem  Steel  Corp.  in  Bethlehem, 


Analysts  say  the  restructur¬ 
ing  is  good  for  the  company. 

“Wall  Street  will  respond  fa¬ 
vorably  to  the  move,  to  see  that 
executives  know  where  to  go 
to  trim  the  fat,”  said  Bob 
Moran,  an  analyst  at  Aberdeen 
Group  Inc.  in  Boston. 

“I  have  not  heard  one  rum¬ 
bling  from  [MicroStrategy] 
clients  —  those  who  have 
bought  their  systems  —  losing 
confidence  in  the  company,” 
Moran  added. 


“Make  no  mistake,  they  have 
a  fight  in  front  of  them”  to  re¬ 
turn  to  a  healthy  financial  state 
and  to  continue  as  one  of  the 
market  leaders,  Moran  said. 
“But  they  didn’t  get  to  where 
they  were  without  stellar  tech¬ 
nology  and  marketing.” 

Dan  Vesset,  an  analyst  at  In- 


Pa.,  said  the  $4  billion  compa¬ 
ny  will  tap  the  multilanguage 
version  of  the  software  to  elec¬ 
tronically  purchase  raw  mate¬ 
rials  from  suppliers  world¬ 
wide. 

Users  at  Bethlehem’s  corpo¬ 
rate  headquarters  are  now  us¬ 
ing  a  previous  version  of  Ari- 
ba’s  software  to  electronically 
buy  indirect  goods  and  mainte¬ 
nance,  repair  and 
operating  (MRO) 
goods. 

Approved  pur¬ 
chase  items  and 
suppliers  are  listed 
in  the  company’s 
electronic  catalog, 
which  employees 
reach  over  a  corpo¬ 
rate  intranet. 

During  the  next 
three  months, 

Conarty  said,  the 
software  will  be  de¬ 
ployed  to  all  of  Bethlehem’s 
business  units,  which  will  then 
start  buying  direct  goods  on¬ 
line  as  well. 

“The  initial  forays  with  Ari- 


AT  A  GLANCE 


New  Plan  for 
MicroStrategy 

As  part  of  its  plan  to  reduce 
costs  and  reshape  its  customer 
base,  the  software  maker  will: 

m  Lay  off  234  administrative  and  general 
staff  workers  across  North  America,  or 
10%  of  its  staff,  saving  $25  million. 

■  Incur  restructuring  charges  of  $4  million 
to  $8  million  this  quarter  for  reorganization. 


■  Reach  out  to  smaller  and  midsize  compa¬ 
nies  in  an  effort  to  widen  its  customer  base 
beyond  large  firms. 


ternational  Data  Corp.  in 
Framingham,  Mass.,  said  that  if 
MicroStrategy  follows  through 
with  the  staff  reductions  in  ad¬ 
ministration  and  doesn’t  touch 
the  research  and  development 
staff,  the  restructuring  won’t 
hurt  the  continued  develop¬ 
ment  of  its  products. 

“They  are  strong  enough  to 
get  through”  the  tough  finan¬ 
cial  times,  Vesset  said,  “as  long 
as  they  keep  their  technology 
strong.”  I 


ba  [companywide]  will  be  in 
the  areas  of  indirect  and  MRO 
procurement.  After  that,  we’ll 
move  into  direct  procure¬ 
ment,”  Conarty  said.  “From  a 
supply  base,  this  is  where  we 
can  get  into  a  global  situation 
with  buys  of  coal,  coke  and 
other  raw  materials.” 

Conarty  noted  that  savings 
will  accrue  from  streamlining 
the  purchasing  processes  for 
direct  and  indirect  goods,  al¬ 
though  he  had  no  specific  cost- 
savings  figures. 

Ariba  officials  said  other  fea¬ 
tures  in  Buyer  Version  7.0  in¬ 
clude  a  simpler,  more  intuitive 
user  interface  and 
an  option  that  en¬ 
ables  a  company  to 
deploy  a  single  in¬ 
stance  of  the  pro¬ 
curement  software 
in  a  central  location 
but  lets  company 
users  worldwide 
tap  into  the  system 
in  their  preferred 
languages. 

Ariba  said  its 
user  base  compris¬ 
es  more  than  200 
global  companies,  including 
Chevron  Corp.,  Texaco  Inc. 
and  Hewlett-Packard  Co., 
where  some  20,000  employees 
use  the  software.  I 


Ariba  Takes  Steps  to  Make 
Its  Software  Multinational 


BETHLEHEM  STEEL’S 
Conarty  says  software 
will  streamline  buying 
of  raw  materials 


ANNOUNCING  A  SERVER 


POWERFUL  ENOUGH 
TO  SERVE  UP  FOUR 
#1  BENCHMARKS 

THE  NEW  IBM  AS/400e™  MODEL  840 


With  over  700,000  systems  shipped  to 
customers  in  over  150  countries,  the  IBM 
AS/400e  is  already  the  world’s  most  popular 
multiuser,  midrange  business  computer. 

And  now,  the  new  Model  270  and  800  family 
brings  a  new  level  of  performance  to  AS/400e  transaction 
servers  -  along  with  new  levels  of  speed,  availability  and 
scalability,  setting  new  standards  across  the  industry. 

#1  TPC-C™  BENCHMARK  RATING.  From  its  inception,  the 
AS/400®  was  designed  to  handle  the  most  important 
transactions  in  your  business  -  taking  orders.  And  the 
new  AS/400e  Model  840  has  achieved  the  #1  TPC-C 
benchmark  rating  for  single-server  processing  (the 
standard  for  transactions).* 

This  means  faster  performance  (3.6  times  faster  than  the 
previous  AS/400e). 

#1  BENCHMARK  RATING  FOR  VOLANOMARK.  The  AS/400e 
is  designed  for  e-business  and  the  Web  -  and  the  new  800 
series  earned  the  #1  benchmark  rating  for  VolanoMark 
(a  100  Percent  Pure  Java  "  benchmark).  That  means  faster 
Java  performance.  It’s  the  first  server  to  achieve  a  6-digit 
score  on  Volano  LLC’s  2.1.2  benchmark. 


#1  RANKING  FOR  SPECJBB2000.  The  AS/400e 
Model  840  achieved  a  #1  ranking  for  the 
SPECjbb2000  benchmark  rating  (measures 
transaction  performance  for  Java-based  appli¬ 
cations).  The  result  is  faster  e-business  per¬ 
formance,  online,  over  the  Web,  to  thousands 
of  users  simultaneously. 

#1  notesbench  benchmark.  The  AS/400e  Model  840 
sets  a  new  world  record  for  Lotus®  Domino®  scalability 
and  performance,  successfully  handling  75,000  concurrent 
NotesBench  R5  mail  and  calendaring  users  with  an  average 
response  time  of  just  276  milliseconds.  The  result  is  faster 
e-mail  performance  for  online  users. 

PERFORMANCE  POWERED  BY  INNOVATIVE  TECHNOLOGY. 

The  AS/400e  Model  270  and  800  family  is  powered  by 
the  world’s  first  production  microchips  incorporating 
IBM’s  leading  silicon-on-insulator  and  copper  wiring 
technologies.  The  addition  of  SOI  alone  can  increase  per¬ 
formance  up  to  20%  to  30%  beyond  the  use  of  copper 
chip  technology. 

For  more  information  on  the  new  AS/400e  270  and  800 
family,  go  to  ibm.com/as400/henehmarks5 


”AS/400e  840  TPC-C  result  has  a  price  performance  of  $59.35/tpmC  and  an  availability  date  of  9/15/00.  Performance  claims  based  on,  respectively.  TPC-C  benchmarking 
(see  www.tpc.org  for  details),  VolanoMark,  (see  www.volano.com/benchmarks.html  for  details),  Specjbb2000  benchmark  (see  www.spec.org  for  details),  and  NotesBench 
benchmark  (see  www.notesbench.org  for  details).  All  claims  are  current  as  of  7/26/00.  IBM,  AS/400,  AS/400e  and  the  e-business  logo  are  trademarks  oi  registered  trademarks 
of  International  Business  Machines  Corporation  in  the  United  States  and/br  other  countries.  Lotus,  Domino  and  NotesBench  are  trademarks  or  registered  trademarks  of  Lotus 
Development  Corporation.  TPC  is  a  trademark  of  Transaction  Processing  Council,  Inc.  Java  and  all  Java-based  trademarks  are  trademarks  of  Sun  Microsystems ,  Inc.  in  the  United 
States  and  other  countries.  All  other  trademarks,  registered  trademarks  and  service  marks  are  the  property  of  their  respective  owners.  ©2000  IBM  Corp.  All  rights  reserved 
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Sun’s  Pentium  moment 


AST  WEEK’S  REVELATION  that  Sun  Microsystems  extract¬ 
ed  nondisclosure  agreements  from  aggrieved  customers  in 
the  wake  of  memory  caching  problems  with  its  Ultra  En¬ 
terprise  series  is  an  outrageous  violation  of  IT  trust  and 
goodwill.  It’s  embarrassing  enough  for  Sun  to  have  to  admit 


that  after  a  year  or  more  of  trying,  it 
still  can’t  fix  a  problem  plaguing  its 
top-selling  product  line  [Page  One, 

Aug.  28].  Even  worse,  the  company’s 
statements  downplaying  the  impact 
of  the  problem  were  contradicted  by 
analysts  and  angry  users,  who  say 
the  issue  has  affected  a  lot  more 
sites  for  a  lot  longer  than  Sun 
claims.  But  getting  caught  gagging 
customers  in  return  for  speedy  ser¬ 
vice  and  full  disclosure  is  the  real 
public  relations  nightmare. 

This  is  truly  Sun’s  “Pentium  mo¬ 
ment,”  the  point  when  vendor  arro¬ 
gance  and  mistreatment  of  customers  backfires 
in  a  painfully  public  way,  as  it  did  when  Intel 
tried  to  shrug  off  problems  with  a  new  batch  of 
Pentium  chips.  It’s  all  so  unnecessary. 

IT  leaders  understand  that  technology  isn’t  in¬ 
fallible.  They  know  products  can  be  fixed,  re¬ 
placed  or  superceded.  Given  Sun’s  engineering 
prowess,  most  users  would  expect  one  or  the 
other  to  eventually  happen.  But  in  the  meantime, 
they  expect  to  be  treated  with  respect  as  part¬ 
ners  in  solving  the  problem.  Sun  Chairman  Scott 
McNealy  and  CEO  Ed  Zander  should  apologize 
to  every  customer  forced  to  sign  a  nondisclo¬ 
sure  agreement  and  then  fire  the  executive  who 
dreamed  up  this  exercise  in  paranoia. 


They  need  to  realize  how  they 
have  shortchanged  these  enterprise 
customers  by  conspiring  to  keep 
other  Ultra  Enterprise  users  in  the 
dark  and  by  suggesting  that  affected 
sites  weren’t  entitled  to  Sun’s  full  at¬ 
tention  unless  they  signed  on  as  ac¬ 
complices. 

As  one  user  told  us  last  week,  Sun 
“treated  the  whole  thing  like  a 

cover-up _ Our  lawyers  did  not 

like  the  NDA,  and  Sun  became  very 
hostile.  They  wanted  us  to  sign  an 
NDA  that  we  would  not  talk  to  any¬ 
one  else  about  the  problem.  That 
absolutely  is  a  red  flag  that  there  is  a  major  sys¬ 
tem  problem.” 

These  nondisclosure  agreements  were 
signed  under  duress,  and  it’s  clear  that  users 
deeply  resented  it. 

If  vendors  want  to  strike  up  mutually  sup¬ 
portive  partnerships  with  their  users,  they  have 
to  stop  treating  them  like  enemies. 

Having  violated  its  pact  with  customers,  Sun 
is  about  to  find  out  how  hard  it  will  be  to  re¬ 
gain  their  trust.  Restoring  customer  faith  is  lot 
more  complicated  than  fixing  a  server,  and  a 
much  less  certain  endeavor.  I 

What  do  you  think?  Post  your  opinion  on  our  Community  Forum  online,  at 

www.computerworld.com/forums 


PATRICIA  KEEFE  IS 

Computerworld's 
editorial  director.  Contact 

her  at  patricia.keefe® 
computerworld.com. 


Get  the  most 
out  of  Web  site 
evaluations 

There  are  some  very  good  ser¬ 
vices  out  there  for  testing  Web 
sites,  and  I  used  to  think  they  were 
the  answer  to  a  lot  of  Web  site  ills.  Now  I 
know  better.  I  have  gotten  close  to  a  cou¬ 
ple  of  companies  that  have  conducted  the 
tests  and  have  seen  them  struggle  to  use 
the  information  they  paid  for. 

It’s  not  that  the  tests  don’t  work.  It’s 
that  companies  aren’t  able  to  mobilize 
around  the  results.  I’ve  seen  Web  site 
improvements  stymied  for  reasons  ranging  from 
the  need  for  a  new  worldwide  WAN  to  the  lack  of 
common  authoring  sys¬ 
tems  inside  the  company. 

Often,  the  changes  most 
called  for  require  a  level  of 
commitment  —  money, 
time  and  attention  —  that 
companies  weren’t  expect¬ 
ing  when  they  initiated 
their  evaluations. 

The  following  are  some 
tips  for  those  of  you  con¬ 
templating  the  use  of  a 
Web  site  testing  service: 

1.  Do  the  test  when  you’re 
heading  into  a  major  redesign. 

You’ll  be  spending  money  anyway,  and  the  test 
will  help  you  prioritize  features  to  test.  If  you  do 
the  test  and  aren’t  committed  to  making  the 
changes  indicated,  you’ve  wasted  the  test.  If  you 
wait  six  months  to  implement  the  results,  they’ll 
probably  be  invalid. 

2.  Do  lots  of  internal  public  relations  before  the  test.  In 

many  cases,  you  already  know  what  you  need  to 
fix  or  redesign  in  your  Web  site,  but  a  redesign 
effort  will  get  more  commitment  if  there  is  cor¬ 
roboration  from  outside  the  IT  organization. 
Management  will  feel  better  about  spending  mon¬ 
ey  on  a  Web  site  redesign  or  upgrade  if  an 
“authority”  outside  IT  makes  it  clear  where  the 
work  is  needed. 

3.  Pay  attention  to  the  test  routine  itself.  Like  anything 
else,  the  more  time  and  effort  spent  at  the  front 
end,  the  more  useful  the  results  will  likely  be. 
Consider  hiring  an  outside  consultant  to  help  you 
decide  what  aspects  of  your  Web  site  to  test. 

4.  Test  competitors.  Having  your  Web  site  evaluat¬ 
ed  can  tell  you  lots  about  where  to  fix  it,  but  test¬ 
ing  your  competitors  can  tell  you  how  urgent  the 
need  to  fix  it  is.  This  can  help  secure  funds.  The 
results  can  be  invaluable  in  helping  you  prioritize 
improvements. 

5.  Do  lots  of  internal  PR  after  the  test.  If  you’re  going 
to  go  through  a  major  Web  site  redesign,  you’re 


JOHN  gantz  is  a  senior 
vice  president  at  Interna¬ 
tional  Data  Corp.  in 
Framingham,  Mass.  Con¬ 
tact  him  at  jgantz@idc.com. 
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Enterprise  Management  Paves 
the  Way  for  Successful  E-Business 


As  if  managing  a  company’s  IT 
infrastructure  was  not  difficult 
enough  already,  the  onset  of 
E-business  practices  brings  a 
wealth  of  new  enterprise  management 
challenges.  In  an  effort  to  increase  rev¬ 
enues  and  remain  competitive,  many  cor¬ 
porations  have  recently  deployed  e-busi¬ 
ness  applications  only  to  discover  that  their 
customers  become  quickly  disenchanted 
with  the  overall  level  of  service  provided. 

Unfortunately,  service  levels  of  e-busi¬ 
ness  applications  degrade  with  the  expo¬ 
nential  growth  of  users.  The  internal  IT 
infrastructure,  on  which 
the  e-business  applications 
rely,  is  negatively  impacted 
by  the  additional  transac¬ 
tion  load.  With  competi¬ 
tors  only  a  click  away, 
poor  service  levels  will 
quickly  lead  to  customer 
dissatisfaction  and  lost  business. 

So  businesses  are  finding  that  imple¬ 
menting  best  practices  in  enterprise  man¬ 
agement  has  become  critically  important 
for  managing  the  service  levels  of  their 
e-business  applications.  Without  sufficient 
enterprise  management  in  place  to  detect 
and  address  these  issues,  a  company’s  early 
success  with  e-business  can  quickly  turn 
against  it. 

Virtually  every  company  embarked 
upon  its  e-business  strategy  with  the  pri¬ 


With  competitors  only  a 
click  away,  poor  service 
levels  will  quickly  lead  to 
customer  dissatisfaction 
and  lost  business. 


mary  objective  of  increasing  its  overall 
revenues  (the  "top  line”).  The  general  idea 
was  that  an  e-business  can  more  effectively 
service  its  customers  because  it’s  open  24 
hours  a  day  and  can  be  accessed  from  any 
point  on  the  Internet.  Customers  no 
longer  required  direct  interaction  with  a 
company’s  sales  force  in  order  to  get  prod¬ 
uct  information  or  make  purchases.  And  a 
company’s  increased  effectiveness  in  reach¬ 
ing  customers  typically  translates  to  in¬ 
creased  revenues. 

A  great  example  of  this  type  of  e-busi- 
ness  is  Worldspan.  Worldspan  is  one  of 
this  year’s  gold  award 
winners  in  the  BMC  Soft¬ 
ware  Best  Practices  in  En¬ 
terprise  Management  pro¬ 
gram.  As  it’s  responsible 
for  more  than  50%  of  all 
online  travel  reservations 
(air,  car,  hotel,  etc.), 

Worldspan  quickly  recognized  the  need  to 
establish  premium  service  levels  for  its  e- 
business  applications.  The  company  has 
been  so  successful  at  managing  its  own  IT 
that  it  has  recently  entered  into  a  new 
business  —  hosting  Web  sites  for  other  e- 
businesses.  In  this  case,  the  IT  department 
has  excelled  at  its  own  function  and  turned 
what  is  a  cost-center  for  most  businesses 
into  a  new  business  opportunity.  Congrat¬ 
ulations  to  Worldspan  for  using  its  best 
practices  in  enterprise  management  to  ef- 
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fectively  increase  its  revenues. 

The  second  wave  of  e-business  strate¬ 
gies  has  been  focused  on  increasing  an  or¬ 
ganization’s  efficiency  by  cutting  costs, 
thereby  increasing  the  profit  margin  (or 
“bottom  line”).  In  response  to  the  in¬ 
creased  workload  resulting  from  doing 
business  over  the  Internet,  many  corpora¬ 
tions  have  begun  to  decentralize  the  IT 
function.  But  this  approach  quickly  leads 
to  redundant  staffing  and  higher  costs. 

In  this  supplement  Worldspan  and  the 
other  winners,  including  Mirage  Resorts, 
Bank  of  America,  Burlington  Northern 
Santa  Fe  and  Pacific  Gas  &  Electric,  show 
you  their  best  practices  in  other  areas,  in¬ 
cluding  hospitality,  the  shipping  industry 
and  the  utility  industry.^ 


STEVE  FOOTE,  president  &CEO  of 
Enswers.com,  works  closely  with  his  customers’ 
executive  management  teams  designing, 
building  and  implementing  e-business  strate¬ 
gies.  Prior  to  co-founding  Enswers.com,  his 
business  experience  included  management  par¬ 
ticipation  in  two  IPOs,  two  private  placements, 
one  merger  and  29  acquisitions.  His  technical 
background  includes  developing  applications, 
running  large-scale  IT  management  depart¬ 
ments,  managing  growing  software  companies 
and  analyzing  high-tech  markets. 
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Mirage  Resorts 
saves  millions  and 
boosts  quality  by 
mnotely  monitoring 
computer  rooms 


When  Mirage  Resorts,  In¬ 
corporated  unveiled  the 
Bellagio  hotel  in  Las  Ve¬ 
gas  and  the  Beau  Rivage 
resort  in  Biloxi,  Miss.,  it  was  time  for  a 
fresh  approach  to  enterprise  management. 
After  all,  another  1 50  hosts  were  being 
folded  into  the  company’s  IT  environment. 
The  number  of  Mirage  employees  had 
jumped  from  18,000  to  30,000.  The  com¬ 
pany  was  supporting  106  applications,  and 
its  mix  of  host,  client  and  storage  devices 
was  only  growing  more  diverse. 

Under  the  company’s  former  distributed 
management  model,  these  circumstances 
would  have  required  hiring  an  additional 
33  IT  employees.  But  the  $2.6  billion 
leader  in  the  hospitality  and  gaming  indus¬ 
try  was  reluctant  to  add  increasingly 
scarce  and  expensive  IT  employee  re¬ 
sources  to  accommodate  new  properties. 
The  handwriting  was  on  the  wall  that  this 
method  of  supporting  its  IT  environment 
was  not  going  to  scale  well,  from  a  budget 
or  a  service-quality  perspective,  explains 


Laura  May,  director  of  systems 
engineering  in  Mirage  Resorts'  in- 
formation  systems  group. 

“We  wanted  to  run  a  lean  shop 
and  get  the  most  from  the  people  we 
already  had,”  she  explains.  “In  addition, 
human  error  had  begun  creating  some 
quality  issues.”  As  the  company  grew,  so 
did  the  service-quality  challenges  associat¬ 
ed  with  having  too  many  manual  IT 
processes.  The  company  had  established 
service-level  agreements  (SLAs)  with  its 
user  base  but  was  having  trouble  deliver¬ 
ing  on  them  consistently,  May  says. 

There  were  also  training  hurdles  to 
overcome.  IT  technicians  needed  to  under¬ 
stand  multiple  management  systems  from 


PATROL  provides  us  with 
centralized  management  of 
our  computing  environment. 

GLENN  BONNER 


a  potpourri  of  vendors,  which  slowed 
down  troubleshooting  and  problem  resolu¬ 
tion.  The  company  was  facing  the  support 
of  13,000  networked  nodes,  including 
Windows-based  terminals,  PCs  and  cash 
registers.  These  were  spread  across  five  lo¬ 
cations  in  Las  Vegas,  connected  by  a  lG 
bit/sec.  backbone  metropolitan  area  net¬ 
work  and  the  Beau  Rivage  property  con¬ 
nected  by  an  ATM  WAN  link. 

Taking  a  new  tack 

In  1997,  Mirage  Resorts  began  investi¬ 
gating  centralized  management  alterna¬ 
tives.  Its  product  evaluation  criteria  includ¬ 
ed  multi-platform  support  for  clients,  ease 
of  implementation,  a  cost-effective  pricing 
model,  top-quality  vendor  support  and 
product  scalability,  says  May.  Mirage  nar¬ 
rowed  its  vendor  candidates  down  to  BMC 
Software  (then  Boole  &  Babbage)  and  two 
others.  During  the  review  process,  Boole  & 
Babbage  purchased  one  of  the  other  final¬ 
ists.  The  remaining  competitor’s  pricing 
model  did  not  scale  well,  says  May.  It  also 
required  two  platforms  to  support  the  mix 
of  Mirage  Resorts’  computing  environ¬ 
ments,  where  the  Boole  &  Babbage  COM¬ 
MAND/POST®  product  could  fill  the  bill 
with  one. 

The  impact  of  the  COMMAND/POST, 
which  was  renamed  PATROL®  Enterprise 
Manager,  installation  two  years  ago  has 
been  dramatic.  The  company  now  fulfills 
its  user  SLAs  91%  of  the  time  on  average 
—  up  from  76%  —  “and  we’re  still  climb¬ 
ing,”  May  notes  proudly.  The  benefit  has 
been  not  only  to  Mirage  Resorts’  internal 
but  also  external  customers.  Mirage  Re¬ 
sorts’  IT  staff  are  measured  against  their 
ability  to  deliver  on  IT  SLAs,  so  the  instal¬ 
lation  has  been  a  professional  win  for  them, 
as  well. 

Finally,  Mirage  Resorts  estimates  that  it 
has  saved  $3  million  in  IT  staff  compensa¬ 
tion  alone  over  the  past  two  years.  The  sav¬ 
ings  come  on  a  $500,000  investment  in  the 
PATROL  Enterprise  Manager  system  and 
related  modular  tools  from  BMC  Software. 

The  installation  of  PATROL  Enter¬ 
prise  Manager  kicked  off  an  all-out  IT 
best  practices  effort  at  Mirage  Resorts.  Be¬ 
cause  the  installation  was  so  successful,  it 
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rMax  Watson,  CEO,  BMC 
Software,  Inc.  (left); 
Glenn  Bonner,  CIO,  Mirage 
Resorts,  Inc.  (right) 


is  being  used  as  a  management  model 
throughout  the  company.  For  instance,  Mi¬ 
rage  Resorts  has  since  centralized  its  PC 
software  installations  and  troubleshooting 
and  has  closed  four  computer  rooms.  In 
addition,  systems  in  the  Bellagio  and  Beau 
Rivage  sites  were  the  first  in  the  compa¬ 
ny’s  history  to  go  live  with  computer 
rooms  that  are  managed  remotely.  'This 
was  enabled  completely  by  PATROL  En¬ 
terprise  Manager,"  says  May. 

PATROL  Enterprise  Manager’s  consol¬ 
idation  of  multiple  system  views  onto  a 
single  screen  with  a  common  interface  has 
eliminated  the  training  headaches  of  the 
multi-vendor  management  environment. 
Mirage  Resorts  is  also  realizing  its  goal  of 
making  the  most  of  each  employee’s  tal¬ 
ents.  “Since  they  are  no  longer  spending  all 


their  time  fire-fighting,  our  technicians  are 
becoming  platform  specialists  and  are  per¬ 
forming  more  analysis,  making  their  jobs 
more  interesting  and  aiding  in  staff  reten¬ 
tion,”  May  says. 

The  scripting  capabilities  in  PATROL 
Enterprise  Manager  have  automated  2,500 
of  Mirage  Resorts’  10,000  manual  tasks, 
including  nightly  hotel  system  pre  and 
post  audits  and  point-of-sale  audits.  This 
has  reduced  manual  operations  by  approxi¬ 
mately  400  hours  per  week.  It  has  freed  up 
technicians  from  clerical  duties  and  has 
vastly  reduced  human  error.  May  says. 

The  company  says  there  are  user  re¬ 
quests  that  it  once  could  not  satisfy  but 
now  can  because  of  PATROL  Enterprise 
Manager.  For  example,  the  software’s 
scripting  capabilities  have  allowed  the  com¬ 


pany’s  payroll  manager  to  be  automatically 
notified  when  certain  events  take  place. 

May  says  that  PATROL  Enterprise 
Manager  has  reduced  service  downtime 
because  of  its  ability  to  quickly  correlate 
events,  which  enhances  troubleshooting, 
and  because  of  its  automation  strengths. 
For  example,  Mirage  Resorts  established 
alerts  so  that  when  server  disk  space 
reaches  a  specific  percentage  consumed, 
PATROL  automatically  logs  onto  the  sys¬ 
tem  and  expands  the  file  space  capacity. 
Also,  the  product  has  been  customized  to 
identify  certain  SQL  errors  and  fix  them 
before  they  affect  users. 

The  resulting  boost  in  uptime  of  Mi¬ 
rage  Resorts’  systems  —  including  the 
company’s  Casino,  Credit  and  Marketing; 
Slot  Marketing;  Hotel,  Food  &  Beverage; 
Ticketing;  Retail  and  other  key  applica¬ 
tions  —  translates  into  benefits  for  Mirage 
Resorts’  customers.  “With  PATROL  we 
have  less  downtime  of  our  system,  which 
translates  into  a  better  experience  for  the 
customer,”  May  says. 

For  others  who  may  embark  on  central¬ 
ized  enterprise  management  processes  and 
automation,  May  advises  dedicating  staff 
resources  to  implementing  the  system. 
When  Mirage  Resorts  got  started,  its  ap¬ 
proach  was  to  have  staff  already  immersed 
in  daily  operations  find  the  time  to  handle 
the  implementation  project.  Mirage  Resorts 
discovered,  though,  that  already-busy  staff 
did  not  have  the  luxury  to  focus  strategical¬ 
ly  on  the  PATROL  Enterprise  Manager  im¬ 
plementation  and  future  impact. 

At  press  time,  Mirage  Resorts  was  in 
the  process  of  merging  with  MGM 
Grand,  Inc.,  which  owns  another  nine  casi¬ 
no  properties.  May  says  that  at  this  junc¬ 
ture,  the  existing  command  center  is  slated 
to  go  right  on  monitoring  and  automating 
the  MGM  properties,  too.  “Now  that  we’ve 
found  it,  we  don't  expect  our  best  practices 
model  to  change,”  she  says,  v 
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Worldspan 


The  travel  services  giant  grows  its  customer  base 
and  service  portfolio  without  adding  IT  staff 


Worldspan,  Inc.  is  no 

stranger  to  the  stringent 
system  uptime  demands 
now  becoming  common 
amid  the  e-commerce  frenzy.  I -'or  many 
years,  Worldspan  and  its  brethren 
in  the  travel  services  industry 
have  relied  on  fault-tolerant  com¬ 
puter  reservation  systems  (CRSs) 
to  host  mission-critical  travel-re¬ 
lated  applications,  which  must  be 
kept  running  around  the  clock. 

Still,  as  business  processes  across  all  in¬ 
dustries  grow  increasingly  automated, 
service-level  expectations  continue  to  rise 


GOLD 

AWARD 

WINNER 


at  Worldspan,  one  of  the  world’s  largest 
CRSs.  Its  bottom-line  mission  is  to  deliver 
new  levels  of  service  to  a  growing  base  of 
worldwide  subscriber  organizations  and  to 
launch  new  e-commerce  services  —  all 
with  little  or  no  additional  IT  head- 
count,  says  David  Anderson,  proj¬ 
ect  manager  at  the  $722.5  million, 
Atlanta-based  company.  These 
goals  are  being  met  by  an  ongoing, 
company-wide  IT  automation  project 
that  has  been  designed  around  BMC  Soft¬ 
ware’s  PATROL  Enterprise  Manager,  for¬ 
merly  called  CQMMAND/POST,  central¬ 
ized  event  management  system. 


Raising  the  availability  bar 

Worldspan  is  committed  to  providing 
nearly  nonstop  access  to  airline,  hotel 
room,  rental  car  and  other  travel-related 
data  from  hundreds  of  providers,  as  well 
as  transaction  processing,  reservations, 
and  ticketing  capabilities  to  the  18,500 
worldwide  travel  agencies  that  subscribe 
to  their  services. 

Delivering  on  its  ambitious  customer 
commitments  requires  that  Worldspan 
monitor  some  10,000  devices  and  an  intri¬ 
cate  web  of  worldwide  frame-relay  links. 
And  action  on  problems  must  be  taken  fast. 

“We  deliver  management  information  to 
our  help  desks  within  five  minutes  of  a 
system  or  network  occurrence,”  Anderson 
says.  “Achieving  that  means  we  must  now 
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be  100%  proactive  in  troubleshooting.” 

The  five-minute  notification  standard 
compares  with  a  pre-automation  scenario 
of  up  to  45  minutes  for  a  help  desk  to  be 
alerted.  The  reason  was  that  at  the  time,  it 
was  not  uncommon  for  users  to  be  inform¬ 
ing  IT  staff'  of  problems  or  outages, 
rather  than  the  other  way  around. 

Eight-fold  drop  in  repair  time 

Because  it  consolidates  a  comprehensive 
view  of  system  and  network  events  and 
alarms  on  to  a  single  display  with  a  com¬ 
mon  interface,  BMC  Software’s  PATROL 
Enterprise  Manager  enterprise  manage¬ 
ment  system  has  helped  Worldspan  slash 
its  IT  problem  resolution  time  by  nearly 
eight-fold.  For  one  thing,  the  software  en¬ 
ables  technicians  to  make  associations 
among  separate  alerts.  Instead  of  opening 
individual  trouble  tickets  for  each  problem, 
technicians  can  determine  that  there  is 
likely  a  bigger-picture  issue  at  hand. 

All  Worldspan  subscriber  companies 
are  linked  to  a  sprawling  frame-relay  net¬ 
work  supplied  by  AT&T,  which  connects 
them  to  Worldspan  host  services  at  vary¬ 
ing  speeds.  “If  we  have  fully  populated  an 
AT&T  circuit  in  Denver  with  travel 
agency  customers,  and  we  start  seeing  that 
a  certain  percentage  of  these  connections 
are  failing,  we  can  determine  that  the  cause 
is  likely  the  carrier’s  facility,  rather  than, 
say,  an  individual  host  interface  some¬ 
where,”  Anderson  explains.  “We  can  alert 
AT&T  that  there  is  a  Tl  down  in  Denver.” 

Generating  such  information  quickly 
in  the  automated  fashion  enabled  by 
PATROL  has  dramatically  reduced 
Worldspan’s  mean  time  to  repair  (MTTR). 
In  March  of  1 998,  Worldspan  implement¬ 
ed  automated  trouble  ticket  generation 
based  on  PATROL  Enterprise  Manager 
event  correlation,  and  in  the  third  quarter 
began  publishing  the  tickets  to  its  intranet 
Web  site  to  alert  help  desks  and  manage¬ 
ment.  The  intranet  trouble  ticket  page  is 
updated  every  minute  and  provides  a  real¬ 
time  display  of  the  open  issues  as  well  as  a 
work  list  for  technicians. 

Initially,  MTTR  at  Worldspan  dropped 
from  446  minutes  to  123  minutes  on  aver¬ 
age  per  trouble  ticket  (well  below  a  corpo¬ 


rate  goal  of  240  minutes).  In  the  fourth 
quarter  of  1998,  it  fell  further  to  a  60- 
minute  average.  "We  feel  that  this  drastic 
improvement  is  due  to  the  automated  ticket 
generation,  which  requires  less  paperwork 
and  time,  and  the  fact  that  all  problems  in 
excess  of  five  minutes  are  tracked  and 
placed  in  public  view  [via  the  intranet],” 
Anderson  says. 

Doing  more  with  less 

The  centralized  automation  monitoring 
capabilities  of  PATROL  Enterprise  Man¬ 
ager  are  also  enabling  Worldspan  to  do 
more  with  less.  Before  the  PATROL  instal¬ 
lation,  Worldspan  had  to  expand  its  IT 
staff  incrementally  as  it  added  new  cus- 


Now,  we  can  add  less  incre¬ 
mental  headcount  to  take 
on  new  business,  which  is 
the  bottom  line. 

DAVID  ANDERSON 

tomers  and  services.  “For  example,  if  we 
gained  three  customers,  we  had  to  add  two 
technicians  for  monitoring,”  says  Ander¬ 
son.  “Now,  we  can  add  less  incremental 
headcount  to  take  on  new  business,  which 
is,  of  course,  the  bottom  line.” 

For  example,  in  early  2000,  Worldspan 
took  on  a  new  business  venture:  hosting 
Web  services  for  non- Worldspan  partici¬ 
pants.  Because  of  the  automation  enabled 
by  PATROL  Enterprise  Manager,  the 
company  launched  and  maintained  this 
new  service  with  no  new  staff  hires,  An¬ 
derson  notes. 

Overall,  the  number  of  remote  sites  a 
single  technician  can  support  has  increased 
dramatically.  A  technician  can  now  support 


500  sites,  up  from  1 50  sites  supported  per 
technician  in  the  pre-PATROL  Enterprise 
Manager  era,  says  Anderson.  Feedback  the 
IT  group  has  received  from  the  sales  force 
reinforces  this  finding.  According  to  An¬ 
derson,  the  Worldspan  field  is  reporting 
that  time  it  once  spent  responding  to  trou¬ 
ble  calls  is  now  being  used  to  serve  addi¬ 
tional  subscribers. 

Proof  in  the  pudding 

In  1999,  Worldspan  contracted  with 
GartnerGroup  to  analyze  and  benchmark 
its  data  center  operations  against  the  in¬ 
dustry  and  to  identify  areas  for  improve¬ 
ments.  Gartner  reported  that  Worldspan 
was  outperforming  most  of  its  peers. 
Worldspan’s  IT  costs  were  42%  lower 
than  the  average  of  peer  companies  and 
1 1%  lower  than  the  average  of  Gartner- 
identified  top  10  performers. 

Because  of  the  value  it  has  added  to 
managing  the  Worldspan  business,  PA¬ 
TROL  Enterprise  Manager  was  among  a 
few  projects  not  subjected  to  cutbacks  in 
Worldspan’s  1 999  budget  review  meet¬ 
ings.  Additional  funding  was  obtained  in 
1999  for  expansion  and,  late  last  year, 
Worldspan  extended  its  PATROL  Enter¬ 
prise  Manager  installation  by  adding  back¬ 
up  servers  with  added  redundancy.  The 
company  was  clever  about  its  implementa¬ 
tion,  having  the  backup  network  do  double 
duty  as  a  development  network  and  as  a 
backup  network. 

Anderson  anticipates  that  Worldspan’s 
next  IT  automation  milestone  will  be  to 
install  the  remainder  of  BMC  Software’s 
PATROL  2000  software  for  cross-platform 
application  management.  “That  will  enable 
us  to  look  at  processes  and  components 
within  our  data  center  and  further  confirm 
or  eliminate  additional  failure  sources,”  he 
says.  “We  hope  to  be  getting  rid  of  our 
current  manual  systems  for  inboard  sys¬ 
tems  monitoring  and  outboard  systems 
processing.” 
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Bank  of  America 

Using  PATROL  Enterprise  Manager,  this 
financial  institution  has  vastly  improved  cus¬ 
tomer  service,  availability  ana  reliability 


How  would  you  like  to  be  respon¬ 
sible  for  the  safe  passage  of  $300 
billion  every  day?  That's  the 
amount  the  international  pay¬ 
ment  delivery  systems  handle  daily  at  Bank 
of  America.  “Whether  the  transaction  is  as 
small  as  a  few  dollars  or  as  large  as  several 
million,  we  must  treat  them  as  though  they 
are  all  worth  a  billion  dollars,”  says 
Mervyn  Gutteridge,  senior  vice 
president,  based  at  the  bank's  data 
center  in  Croydon,  England. 

Bank  of  America  has  dramatical¬ 
ly  improved  its  service  levels  to  meet 
that  goal  with  PATROL  Enterprise 
Manager  (formerly  called 
COMMAND/POST)  from  BMC  Software. 
With  solutions  based  on  PATROL,  the 
global  financial  institution  has  been  able  to 
consolidate  operations  platforms  and  imple¬ 
ment  message  management  and  automation. 

The  bank  has  two  other  data  centers  in 
Bromley  and  London,  England,  and  a 


fourth  in  Kuala  Lumpur,  Malaysia.  The 
centers  operate  global  wholesale  banking 
and  global  cash  management  systems; 
trading  floor  systems  for  34  dealer  loca¬ 
tions;  and  payments  and  clearing  interfaces 
for  all  major  currencies  and  central  banks. 
The  challenge  facing  Gutteridge  and  his 
colleague,  Paul  Marshall,  was  to  efficiently 
monitor  these  critical  systems  in  a 
user-friendly  environment. 

The  answer  was  to  consolidate 
the  key  systems  into  an  enterprise 
management  automation  system 
and  a  single  monitoring  platform  via 
PATROL  Enterprise  Manager.  Now, 
personnel  log  into  one  of  the  15  worksta¬ 
tions  in  the  Croydon  service  center,  and 
their  workstations  are  configured  to  their 
specific  skill  sets.  As  technicians  complete 
more  training,  functionality  is  added  to 
their  software  profiles.  In  essence,  they  are 
technical  support  analysts  and  a  first-level 
technical  help  desk. 


“We  have  an  environment  in  which  peo¬ 
ple  can  learn  and  progress,”  says  Marshall, 
vice  president  and  systems  manager  for 
Bank  of  America.  “We  have  a  highly  moti¬ 
vated  staff  and  our  attrition  rate  is  lower.” 

Without  PATROL  and  automated  man¬ 
agement,  Gutteridge  says  the  bank  would 
have  needed  350  monitors  and  the  person¬ 
nel  to  watch  them.  “It  would  be  an  unpleas¬ 
ant,  ineffective  and  expensive  environment, 
and  we  couldn't  possibly  have  provided  the 
quality  of  service  we  do  today,”  he  says. 

His  internal  customers  asked  that  their 
monthly  service-level  meetings  be  reduced 
to  once  a  quarter  because  of  lack  of  prob¬ 
lems  to  discuss.  In  addition,  while  the  de¬ 
partment's  workload  increased  by  approxi¬ 
mately  100%  over  three  years,  its  head- 
count  decreased  by  about  30%  in  the  same 
timeframe  —  and  technology  incidents 
resulting  in  financial  losses  have  decreased 
from  several  each  month  to  about  one  in 
every  quarter. 

Quality  is  so  superior  that  the  automat¬ 
ed  management  benefits  are  part  of  the 
bank's  sales  message.  ‘We  frequently  bring 
clients  into  the  data  center  and  demon¬ 
strate  the  automation  system  capabilities,” 
Gutteridge  explains.  “Clients  are  clued  to 
the  fact  that  the  products  we  deliver  to 
them  are  only  as  good  as  the  systems  that 
run  them.” 

Gutteridge  and  Marshall  continue  to 
bring  new  systems  under  their  PATROL 
automation  umbrella,  a  process  they  view 
as  simply  adding  a  connection  to  a  system 
that  is  flexible  and  scalable  enough  to  meet 
whatever  the  future  holds. 

“Automation  management  is  a  culture,  a 
way  of  life,  a  way  of  thinking,”  says  Gut¬ 
teridge.  “The  project  never  has  an  end;  it's 
always  evolving.”  41 
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Rob  Talley,  manager, 
systems  management, 
BNSF  Railway 


"We  wanted  to  give  everyone  the  same 
view  of  the  alerts,  whether  the  issue  was 
in  a  mainframe,  the  network,  a  server,  or 
an  application,”  he  says. 

BMC  Software's  PATROL  Enterprise 
Manager  (formerly  called 
COMMAND/POST)  was  chosen  because 
of  its  ability  to  provide  an  enterprise  view 
of  events  from  a  system. 

Talley  and  his  team  succeeded,  a  fact  he 
attributes  to  the  people,  processes  and  pro¬ 
cedures  as  much  as  technology.  “The  BMC 
Software  Silver  Award  represents  not  just 
what  my  team  has  done,  but  the  entire  ef¬ 
forts  of  our  IS  staff,”  he  says.  “The  Award 
recognizes  the  dedication  of  BNSF’s  IT 
professionals  to  making  the  system  work.” 

Talley's  team  quickly  identified  the 
most  critical  systems  to  manage.  “That 
gave  us  a  direction  for  our  initial  imple¬ 
mentation,  so  we  could  get  the  biggest 
bang  for  our  bucks  and  show  management 
we  were  making  progress,”  Talley  says. 

A  key  feature  is  the  system's  ability  to 
consolidate  alerts  from  multiple  systems 
into  one  monitor.  For  example,  Talley  uses 
BMC  Software's  MAINVIEW®  line  of 
products  in  his  mainframe  environment, 
with  MAINVIEW  forwarding  alerts  to 
PATROL  Enterprise  Manager,  which  his 
team  has  customized  with  additional  help 
functions  and  system  maps.  That  enables 
operators  to  quickly  identify  conditions 
that  might  lead  to  an  outage  and  rectify  the 
situation  before  any  downtime  occurs. 

For  1999,  BNSF  established  goals  of 
98%  to  99%  availability  for  key  business 
systems,  applications  and  servers.  With  help 
from  the  solution  built  on  PATROL  Enter¬ 
prise  Manager,  all  1999  availability  goals 
were  achieved. 

If  a  major  problem  ever  occurs,  there's  a 
Critical  Problem  Review  to  identify  and 
rectify  the  root  cause. 

“We  have  a  continuing  cycle  for  im¬ 
provement,”  Talley  notes.  “The  ultimate 
winners  are  the  BNSF  Railway  customers 
who  ship  with  us.” 
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about  their  shipments,  wherever  their  loca¬ 
tion  in  the  vast  railway  system. 

“We  never  forget  our  big  C,  the  cus¬ 
tomer  is  the  shipper,”  says  Rob  Talley,  man¬ 
ager,  systems  management,  BNSF  Railway. 
To  keep  shippers  happy,  BNSF  Railway 
business  units  access  data  about  shipments, 
train  operations,  efficient  routes,  available 
locomotives  and  rail  maintenance  —  all 
through  the  systems  Talley  monitors. 

The  challenge  was  to  provide  a  single 
view  of  those  systems,  instead  of  looking 
at  individual  segments  —  an  inefficient  ap¬ 
proach  requiring  an  operator  to  talk  with 
operations  personnel  manning  other  ter¬ 
minals  to  pinpoint  a  problem,  Talley  says. 


PATROL  helps  keep 
the  trains  rolling , 
meeting  98%  to  99% 
system  availability 

Whether  they're  moving 
coal  or  cardboard,  cars 
or  containers,  the  ship¬ 
pers  that  rely  on  The 
Burlington  Northern  and  Santa  Fe  Rail¬ 
way  Company  (BNSF)  to  transport  their 
goods  from  one  end  of  the  United  States 
to  the  other  want  up-to-the-minute  data 


THE  BURLINGTON  NORTHERN 
AND  SANTA  FE  RAILWAY 
COMPANY 

http://www.bnsf.com 
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PATROL  helps  utility  save  money,  streamline 
operations  and  improve  service  and  reliability 


Most  utility  company  cus¬ 
tomers  never  know  what  ef¬ 
forts  are  required  to  keep 
their  refrigerators  humming 
and  their  computer  cursors  blinking. 

But  at  Pacific  Gas  &  Electric 
(PG&E),  internal  customers  hear 
a  lot  about  what  it  takes  to  keep 
the  systems  working  smoothly. 

“You  must  constantly  tell  people 
what  you're  doing,”  says  Joseph  Soldev- 
ila,  automation  project  manager  for  the 
Fairfield,  Calif.-based  company.  “If  you 
prevent  problems  and  people  don't  under¬ 
stand  how  you're  doing  that,  they  wonder 
if  they're  getting  their  money's  worth.” 

That's  why  Soldevila  has  explained  the 
benefits  of  PG&E's  enterprise  automation 
solution  in  more  than  30  presentations 
posted  on  the  company's  intranet.  The  so¬ 
lution  includes  BMC  Software’s  PATROL 
Enterprise  Manager  (formerly  COM¬ 
MAND/POST)  and  is  part  of  a  story 
that  led  to  a  Best  Practices  Silver  Award 
from  BMC  Software. 

“Our  ability  to  show  how  we  integrated 
our  automation  tools  to  provide  high  avail¬ 
ability  of  corporate  applications  across  the 
enterprise  was  one  of  the  key  metrics  that 
allowed  us  to  win  this  award,”  says  Dana 
McKibbin,  director  of  Fairfield  and  San 
Francisco  operations  at  PG&E. 

Before  his  group  implemented  the  auto¬ 
mated  enterprise  management  solution, 
the  end-user  groups  wanted  to  monitor 
critical  systems  using  their  own  tools  in¬ 
stead  of  his  group  doing  so.  That  was 
counter  to  the  IT  organization's  goals  of 
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consolidating,  automating  and  focusing  on 
enterprise  versus  platform  solutions. 

In  addition,  the  systems  under  Soldev- 
ila's  control  were  viewable  from  separate 
tools,  and  took  many  IT  operations 
personnel  to  monitor  them.  “No 
matter  how  good  you  are,  you're 
bound  to  miss  something  with 
that  volume,”  Soldevila  notes. 

His  goal:  Save  money,  streamline 
operations  and  improve  performance. 

It  will  be  accomplished  by  enhancing  his 
group's  services,  convincing  other  users  to 
let  him  monitor  their  systems  —  and 
bringing  his  department  into  alignment 
with  the  IT  organization's  objectives. 

To  accomplish  this,  Soldevila's  team  im¬ 
plemented  an  automatic  notification  en¬ 


gine  as  part  of  their  enterprise  manage¬ 
ment  solution,  which  incorporates  BMC 
Software’s  PATROL  Enterprise  Manager 
and  MAINVIEW  line.  The  engine  enables 
operations  personnel  to  quickly  see  and  ad¬ 
dress  high-priority  system  issues.  “Our 
systems  generate  more  than  two  million 
alarms  a  day  and  not  all  of  those  are  im¬ 
portant,”  Soldevila  explains.  “This  technol- 
ogy  suppresses  the  non-critical  issues,  so 
we  can  focus  on  the  big-ticket  items.” 

For  instance,  the  MAINVIEW  products 
used  in  PG&E's  mainframe  operations 
area  monitor  and  automate  that  area  so 
that  it's  rare  that  human  intervention  is  re¬ 
quired.  When  it  is,  alerts  go  up  to  PA¬ 
TROL  and  the  notification  engine.  The 
engine  automatically  sends  alerts  to  key 
operators  and  users  in  the  manner  they've 
requested. 

PATROL  Enterprise  Manager  has  en¬ 
abled  his  group  to  prevent  problems  from 
escalating  into  major  system  outages.  Fur¬ 
ther,  “As  we  add  new  applications  and  sys¬ 
tems,  I  don’t  have  to  add  staff.  I  plug  these 
things  into  the  enterprise  system  and 
work  with  the  client  to  find  what  they 
need  notification  on,”  says  Soldevila.^ 
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Getting  to  the  Winner's  Grde 


Awarding  BMC  Sofhuare’s 
customers  for  a  job  well  done 

BMC  SOFTWARE'S  fourth  annual  Best 
Practices  in  Enterprise  Management 
Awards  Program  culminated  at  the  Assur¬ 
ance  2000  (A2K)  user  group  with  the  an¬ 
nouncement  of  this  year’s  winners.  The 
A2K  conference  brings  IT  professionals 
from  around  the  world  together  to  learn 
how  to  optimize  BMC  Software  solutions 
to  get  the  most  from  their  own  people  and 
systems.  In  addition,  this  conference  gives 
participants  a  first  look  at  what  the  compa¬ 
ny  is  planning  for  the  future. 

And  the  winner  is 

The  awards  ceremony  was  held  on  May 
22,  2000  at  the  Venetian  Hotel  in  Las  Ve¬ 
gas,  along  with  the  A2K  conference.  This 
highly  coveted  award  has  become  an  in¬ 
dustry  hallmark  for  recognizing  excep¬ 
tional  IT  achievements.  This  year's  Gold 
Award  winners  are  Mirage  Resorts,  Incor¬ 
porated  and  Worldspan.  Silver  Award  win¬ 
ners  include  Bank  of  America,  The 
Burlington  Northern  and  Santa  Fe  Rail¬ 
way  Company  and  Pacific  Gas  &  Electric. 

This  year’s  program  was  a  great  success 
and  competition  was  intense  with  entries 
coming  in  from  around  the  world.  Indus¬ 
try  experts  frpm  The  Butler  Group, 
Enswers.com,  Enterprise  Management 
Associates,  GartnerGroup,  Giga  Informa¬ 
tion  Group,  Hurwitz  Group,  and  Interna¬ 
tional  Data  Corp.  carefully  reviewed  the 
entries  and  selected  the  Best  Practices  in 
Enterprise  Management  winners.  Each 
entrant  was  asked  to  communicate  how  its 
organization  has  linked  its  enterprise  man¬ 
agement  strategy  to  business  objectives, 
including  measurable  achievements.  En¬ 
tries  were  reviewed  and  judged  on  critical 
success  factors  such  as  the  planning  and 
evaluation  process,  the  scale,  creativity  and 
quality  of  the  implementation  and  the 
demonstrable  results  achieved  to  date. 

“The  fourth  annual  Best  Practices  in 
Enterprise  Management  Awards  Program 
truly  reflects  the  outstanding  accomplish- 


Max  Watson.CE 
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ments  of  BMC  Software's  customers,’’  said 
Wayne  Morris,  vice  president  of  corporate 
marketing,  BMC  Software,  Inc.  "We  are 
delighted  to  see  that  these  IT  groups  are 
maintaining  such  a  high  level  of  service 
for  their  respective  organizations.  Not  only 
does  this  award  program  reflect  that,  but  it 
also  validates  their  commitment  to  achieve 
the  critical  success  factors  that  are  so  nec¬ 
essary  in  today's  strategic  IT  environ¬ 
ments.”  Participants  highlighted  the  true 
value  and  efficiency  of  implementing  En¬ 
terprise  Management  strategies  and  tying 
them  to  business  processes  using  BMC 
Software  solutions. 

About  BMC  Software 

One  of  the  world's  largest  independent 
software  vendors,  BMC  Softw  are  delivers 
the  most  comprehensive  e-business  sys¬ 
tems  management  software  with  the 
fastest  guaranteed  implementation.  This 
Service  Assurance™  strategy  enhances 
the  availability,  performance  and  recover¬ 
ability  of  companies'  business-critical  ap¬ 
plications.  Companies  can  use  this  manage¬ 
ment  methodology  to  demonstrate  their 
ability  to  deliver  optimal  service  to  their 
customers  and  partners  by  joining  BMC 
Software  OnSite™,  a  certification  pro¬ 
gram  that  includes  solution  implementa¬ 
tion  and  regular  HealthChecks  performed 
by  BMC  Software  Professional  Services. 
BMC  Software  is  a  Forbes  500  company 
and  a  member  of  the  S&P  500,  with  fiscal 
year  2000  revenues  exceeding  $1.7  billion. 

The  company  is  headquartered  in  Hous¬ 
ton,  Texas,  with  offices  worldwide. 

Visit  us  at:  www.bmc.com.  ■0" 


Judging 
the  Contest 


Industry  experts  carefully 
reviewed  the  entries  and  select¬ 
ed  the  BMC  Software  Best 
Practices  in  Enterprise  Man¬ 
agement  winners  for  2000. 
The  distinguished  panel  of 
judges  included: 

Gary  Cooper 

IT  Research  Analyst 
The  Butler  Group 

Steve  Foote 

President  and  CEO 
Enswers.com 

Patrick  Dryden 

Industry  Analyst 
Giga  Information  Group 

Paul  Mason 

Vice  President 
International  Data  Corp. 

Ray  Paquet 

Vice  President/ 

Research  Director 
GartnerGroup 

Rich  Ptak 

Vice  President  Systems  and  Ap¬ 
plications  Management 
Hurwitz  Group 

Rick  Sturm 

President 

Enterprise  Management 
Associates 
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joing  to  need  to  build  support  for  the  changes 
vith  a  lot  of  internal  constituents.  A  dog-and- 
>ony  show  about  the  results  of  an  external  evalu¬ 
ation  is  an  excellent  forum  for  internal  education 
md  politicking. 

Getting  the  most  out  of  a  major  Web  site  evalu- 
ition  is  a  little  like  getting  the  most  out  of  a  mar¬ 
ket  study,  which  is  my  company’s  business.  If  you 
ict  on  the  results,  the  cost  of  the  test  or  study  can 
)e  insignificant  compared  to  the  value  of  the  in- 
ormation.  If  you  don’t,  you’ve  blown  the  cost  of 
he  study.  I 

ERNEST  J.  WILSON  III 

Take  next  steps 
to  narrow  the 
global  IT  gulf 

EADERS  OF  THE  world’s  eight  rich¬ 
est  nations  met  in  Japan  recently 
and  pledged  to  help  close  the  “digi- 
al  divide”  separating  them  from  the  rest 
if  the  world’s  3  billion  or  4  billion  un- 
vired  and  unconnected  people.  July’s  G8 
summit  produced  good  rhetorical  com- 
nitments;  but  will  they  really  help  close 
he  gap  with  the  “information  poor”? 

To  their  credit,  the  leading  economic  powers 
igreed  to  take  up  this  thorny,  yet  slightly  obscure 
ssue.  The  White  House  even  convened  a  private- 
sector  advisory  group  —  of  which  I  was  a  mem¬ 
ber  —  to  come  up  with  ideas  for  the  president  to 
ake  to  the  summit. 

Research  done  late  last  year  by  a  colleague  and 
ae  pinpointed  the  seriousness  of  this  digital  di- 

de.  We  found  that  rich  countries  are  increasing 
neir  use  of  IT  by  a  healthy  23%  annually.  Devel¬ 
oping  nations  grew,  too  —  but  only  by  18%.  This 

five-point  gap  is  substan¬ 
tial.  It’s  widening,  leaving 
worrisome  implications 
for  international  trade  and 
further  global  economic 
expansion. 

What  did  the  rich  na¬ 
tions  do  in  Japan  to  meet 
these  challenges?  Japan 
pledged  $15  billion  to  the 
cause  (though  it  isn’t  clear 
how  it  will  be  spent).  The 
U.S.  presented  a  “call  to 
action”  with  a  list  of  new 
programs  and  investments 
that  corporations  are  tak¬ 
ing  to  narrow  the  divide, 
along  with  initiatives  by  federal  agencies  such  as 
the  Overseas  Private  Investment  Corp.,  which 
promotes  trade. 

But  especially  interesting  were  the  collective 
commitments  of  the  G8,  including  an  agreement  to 
create  a  “Digital  Opportunities  Task  Force”  (or 
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“Dot.force”)  that  would  share  information  with  de¬ 
veloping  countries  on  how  to  solve  IT  problems. 

As  a  member  of  the  White  House  group,  I  was 
struck  by  the  insistence  of  corporate  representa¬ 
tives  to  substitute  the  more  upbeat  term  digital 
opportunity  for  digital  divide. 

Maybe  they’re  right.  But  in  Latin  America, 
there’s  only  one  PC  for  every  five  households. 
And  98%  of  Latin  Americans  and  99.5%  of 
Africans  are  unconnected  to  the  Internet.  Half  of 
the  world  has  never  made  a  telephone  call.  And 
very  few  people  are  trained  in  network  manage¬ 
ment  and  other  modern  IT  skills. 

And  the  gap  is  still  growing.  Seizing  the  genuine 
commercial  opportunities  available  in  poor  coun¬ 
tries  will  require  that  scarcest  of  global  resources: 
top-level  commitment  and  leadership  in  public- 
private  partnerships.  Market  reform  will  take  us 
much  of  the  way  toward  a  more  equitable  knowl¬ 
edge  society,  but  more  steps  —  such  as  the  follow¬ 


ing  —  are  needed  so  that  these  commitments  can 
bring  real  benefits  to  computer  and  Internet  users 
in  the  developing  world. 

■  The  next  president  must  assign  a  team  to  follow 
through  on  U.S.  commitments. 

■  The  new  administration  must  maintain  the 
partnerships  begun  involving  the  White  House, 
leading  IT  companies  and  relevant  nongovern¬ 
mental  organizations. 

■  The  Dot.force  should  pick  one  or  two  concrete 
projects  that  narrow  the  gap,  and  make  them 
work  well  before  embarking  on  others. 

■  A  clearinghouse  (possibly  a  nonprofit,  global- 
based  knowledge  “society”)  should  be  established 
to  allow  IT  enthusiasts  from  less-developed 
countries  to  learn  best  practices. 

Unless  these  steps  are  taken,  the  U.S.  and  the 
rest  of  the  G8  will  have  missed  a  rare  and  tremen¬ 
dous  opportunity  to  do  good  while  doing  well.  All 
that’s  required  is  leadership.  > 
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IT  auditors  need 
more  than  courses 

Suggesting  that  IT 
auditors  take  cours¬ 
es  to  stay  current 
with  technology  is  a 
simplistic  solution  to  a 
complex  problem  [“The 
IT  ‘Police,’  ”  Business, 
July  17].  An  IT  auditor 
can’t  be  expert  in  all 
technologies  he  may  en¬ 
counter,  and  trying  to  do 
so  creates  more  prob¬ 
lems,  like  providing  false 
assurance. 

The  auditor  must  de¬ 
cide  whether  the  prima¬ 
ry  goal  is  to  improve 
business  processes  or 
write  reports  for  senior 
management  and  regula¬ 
tors.  If  it  is  improvement, 
acting  as  the  IT  police  is 
counterproductive.  A  far 
better  process  would  be 
what  I  call  “coactive  au¬ 
diting,”  a  partnering  ap¬ 
proach  that  focuses  di¬ 
rectly  on  improvement. 
John  D.  Tongren 
Managing  partner 
Tongren  &  Associates 
Phoenix 


Analyst  off  the  mark 

IN  YOUR  Aug.  14  is¬ 
sue,  analyst  Joseph 
Marino  implies  that 
HNC  Software  has  given 
VeriSign  preferential 
pricing  on  eFalcon  and 
says  HNC’s  other  distri¬ 


bution  partners  should 
“renegotiate  their  con¬ 
tracts”  [“VeriSign 
Launches  Flat-Fee  Fraud- 
Screening  Service,” 
News]. 

Mr.  Marino’s  remarks 
are  pure  conjecture  and, 
in  fact,  incorrect.  He  has 
no  knowledge  of  HNC’s 
list  pricing  for  its  part¬ 
ners  and  has  apparently 
leapt  to  his  own  conclu¬ 
sions  about  the  reasons 
for  VeriSign’s  pricing.  His 
unsophisticated  view  that 
VeriSign’s  prices  to  its 
customers  are  necessarily 
cost-plus-based  would  be 
amusing  if  Computer- 
world’  s  publishing  of  his 
uninformed  remarks 
weren’t  potentially  dam¬ 
aging  to  HNC’s  relation¬ 
ship  with  its  partners. 
Patricia  D.  Campbell 
Executive  director,  marketing 
HNC  Software  Inc. 

San  Diego 
pdc@hnc.com 

MCSEs  and  MCPs 
have  time  to  recertify 

THE  article  “Mi¬ 
crosoft  Under  the 
Win  2k  Gun” 

[Page  One,  Aug.  7]  was 
somewhat  misleading.  It 
is  true  that  Microsoft  will 
be  discontinuing  the 
Windows  NT  4.0  certifi¬ 
cation  track  as  of  Dec.  31, 
2000. 1  agree  that  this  is  a 
bit  premature  and  that 


Microsoft  is  probably  us¬ 
ing  this  to  push  users 
and  companies  toward 
Windows  2000.  The  test 
expirations  will  make  it 
impossible  to  get  a  new 
NT  4  certification  after 
the  end  of  the  year. 

However,  NT  4  certifi¬ 
cations  do  not  expire  un¬ 
til  Dec.  31,  2001.  Current 
Microsoft  Certified  Pro¬ 
fessionals  and  Microsoft 
Certified  Systems  Engi¬ 
neers  have  until  then  to 
recertify  on  Windows 
2000.  Also  —  based  on 
my  own  experience  with 
several  major  companies 
—  it  is  most  often  the 
employer,  not  the  em¬ 
ployee,  who  pays  for  the 
classes  and  certification 
tests. 

Brian  Rapp,  MCSE 

Network  consultant 
Xerox  Connect 


The  need  for  PCs 

ARK  HALL  sug¬ 
gested  that  a 
Pentium  II  is 
sufficient  in  an  office  to¬ 
day  [“Moore’s  Buying 
Cycle,”  News  Opinion, 
July  31].  That  is  probably 
true  for  dedicated  appli¬ 
cations  such  as  data  en¬ 
try.  But  for  general-pur¬ 
pose  machines,  I  don’t 
think  so. 

Fifteen  years  ago,  one 
could  use  a  spreadsheet 
on  a  2-MHz  machine 
with  512KB  of  memory,  a 


10MB  hard  disk  and  a 
720KB  floppy.  No  chance 
of  that  today;  you 
couldn’t  even  load  to¬ 
day’s  spreadsheets.  Ap¬ 
plications  are  growing 
with  their  own  form  of 
Moore’s  Law,  and  I  see 
no  evidence  of  abate¬ 
ment  in  that  growth. 

A  more  insidious 
problem  is  the  changing 
architecture  of  applica¬ 
tions,  along  with  operat¬ 
ing  system  support  for 
those  changes.  Inter¬ 
operability  is  becoming 
much  more  common¬ 
place,  but  the  infrastruc¬ 
ture  for  that  interoper¬ 
ability  sucks  up  CPU  cy¬ 
cles  relentlessly.  A  corol¬ 
lary  is  that  GUIs,  starting 
at  the  desktop,  are  be¬ 
coming  much  more  so¬ 
phisticated,  and  that  also 
sucks  up  cycles  in  the 
CPU. 

H.  S.  Lahman 

Teradyne  Inc./Assembly  Test 
Division 

North  Reading,  Mass. 
Iahman@atb.teradyne.com 

C0MPUTERW0RLD  welcomes 
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Letters  will  be  edited  for  brevity 
and  clarity.  They  should  be  ad¬ 
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9171, 500  Old  Connecticut  Path. 
Framingham,  Mass.  01701. 

Fax:  (508)  879-4843.  Internet: 
letters@computerworld.com. 
Include  an  address  and  phone 
number  for  immediate  verification. 


rnmfmm 


Cv  •**'  -A, 


You're  the  CEO,  the  CFO,  the  COO,  and  the  dog-walker  all  in  one.  You're  more  than  an 
independent  professional,  you’re  a  guru.  And  whether  you're  a  CPA,  database  engineer, 
or  anything  in  between,  now  you  have  a  resource  on  the  web.  A  helpful  place  to  choose 
from  a  variety  of  contract  projects,  as  well  as  to  market  yourself  to  lots  of  great  companies. 


Power  for  the  independent  professional 


OL^/T*  i/*  t 


NEWSMON 


COMPUTERWORLD  September  4, 2000 


BILL  LABERIS 

The  e-busiiiess 
frame  of  mind 

YOU’VE  HAD  ABSOLUTELY  no 

shortage  of  advice  and  informa¬ 
tion  detailing  what  you  need  to  do 
to  prepare  your  IT  organization  for  the 
e-business  era.  But  what  about  preparing 
your  own  psyche  for  the  sea  changes 
e-business  will  usher  in? 

Those  changes  are  radical  departures  from  the 
time-tested  ways  CIOs  have  thought  about  their 
organizations,  their  staffs  and  their  whole  ap¬ 
proach  to  their  jobs.  History  has  shown  repeat¬ 
edly*  that  when  managers  aren’t  fully  prepared  for 
—  if  not  accepting  of —  major  change,  they  tend 
to  resist  it.  Recall  the  fortresslike  resistance  of 
many  IT  managers  of  the  1980s  to  accepting  the 

PC  as  a  serious  business 
tool.  You  may  also  recall 
that  many7  of  those  same 
managers  were  eventually 
replaced. 

Preparing  your  psy7che 
for  e-business  is  far  more 
subtle  than  acknowledg¬ 
ing  the  validity7  of  a  vital 
piece  of  computer  hard¬ 
ware  but  no  less  impor¬ 
tant.  You  will  have  to  do 
a  complete  about-face  in 
thinking  about  some 
things  and  do  so  in  Inter¬ 
net  time. 

For  IT  people,  who  tend  to  be  among  the  more 
conservative  organizational  people,  this  psyche 
adjustment  may7  not  come  easily.  Here  are  three 
psyche-altering  areas  to  consider: 

B  Who  are  your  lead  Yendors?  For  at  least  10  years, 
most  IT  managers  have  listed  Microsoft,  IBM,  Or¬ 
acle  and  Sun  when  asked  who  their  most  impor¬ 
tant  vendors  are.  They7  have  derived  comfort  from 
long-standing  relationships  with  their  sales,  sup¬ 
port  and  development  staffs.  In  the  e-business 
world,  your  list  of  mission-critical  vendors  will 
include  the  likes  of  BroadVision,  Commerce  One, 
Ariba  and  Exodus  —  companies  that  will  use  the 
products  of  the  IBMs  and  Microsofts  to  deliver 
packaged  e-business  solutions.  You’ll  need  to  in¬ 
vest  in  these  e-business  vendors  a  level  of  trust 
that  you  developed  over  a  decade  or  more  with 
the  current  key  vendors.  Only  you’ll  have  months, 
not  years,  to  build  that  trust. 

&  Buy  vs.  build:  Pressure-packed  directives  from 
•  nanagement  to  deploy  e-business  systems, 
■  •  :  a  continuing  and  strangling  skills 
crunch,  have  worsened  the  deadline-driven  pres- 
•  many  IT  orj  nizations.  Mean- 
v  r "iQ  the  vendor  community,  a  new  gen- 
•  •  -c  companies  such  as  those  listed 

above  application  service  providers, 

n-  e  providers  and  even  storage  ser¬ 
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vice  providers,  offer  CIOs  increasing  opportuni¬ 
ties  to  purchase  or  lease  the  user  services  that  IT 
has  built  over  the  past  25  years.  Embracing  the 
concept  of  information  as  a  utility  may  be  among 
the  most  difficult  mental  shifts  for  IT  managers, 
as  well  as  the  most  vital  for  the  rapid  deployment 
of  e-business  applications, 
fl  From  Scrooge  to  Trump:  Perhaps  because  so  many 
senior  executives  have  continued  to  think  of  IT  as 
a  cost  center,  IT  budgets  have  historically  been 
tight,  making  CIOs  tight-minded  when  it  comes 
to  spending.  Gartner  Group  estimates  that  the  top 
U.S.  companies  today  spend  an  average  of  3.5%  of 
revenue  on  IT.  But  within  five  years,  Gartner 
maintains,  spending  will  top  10%  as  companies 
build  and  deploy  their  e-business  infrastructures. 
The  simple  fact  is  that  the  levels  of  spending  that 
supported  business  processes  in  the  years  just 
before  the  e-business  explosion  won’t  support 
e-business  processes. 

While  moving  from  tightwad  to  spendthrift 
may7  sound  enticing,  rapid-fire  IT  budget  increas¬ 
es  will  attract  more  attention  to  IT  activities  and 
outcomes.  Are  you  ready  for  life  under  a  far  more 
powerful  microscope?  > 


TOM  REILLY 

Toysmart  case 
can  set  bar  for 
online  privacy 

WE’RE  STILL  AT  THE  DAWN  of 
the  information  revolution. 
Every  day  brings  us  new  online 
opportunities.  And  with  those  opportuni¬ 
ties,  we’re  faced  with  new  and  often  de¬ 
manding  challenges. 

One  of  the  most  de¬ 
manding  challenges  creat¬ 
ed  by  the  Electronic  Age 
is  the  preservation  of  per¬ 
sonal  privacy.  A  case  my 
office  is  now  handling 
illustrates  the  emerging 
tension  between  e-com¬ 
merce  and  privacy. 

Toysmart.com,  an  on¬ 
line  toy  store  in  Waltham, 

Mass.,  posted  on  its  Web 
site  a  very  clear  privacy 

policy  that  stated  it  would  never  share  customer 
information  with  third  parties.  But  after  filing 
for  bankruptcy  protection,  Toysmart  sought  per¬ 
mission  to  sell  all  assets,  including  a  customer 
list  that  contained  not  only  consumers’  names, 
addresses,  billing  information  and  credit-card 
numbers,  but  also  their  browsing  and  purchasing 
histories. 

On  behalf  of  my  state  and  43  others,  plus  the 
District  of  Columbia  and  two  territories,  my 
office  registered  an  objection  to  the  sale  of  cus¬ 
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tomer  information  with  the  U.S.  Bankruptcy 
Court  for  Massachusetts.  We  argued  that  given 
Toysmart’s  explicit  privacy  policy,  the  sale  of  con¬ 
sumers’  personal  information  would  be  decep¬ 
tive.  Because  Toysmart  also  collected  “click- 
stream”  data  —  information  about  consumers’ 
buying  and  browsing  practices  on  the  site  —  we 
argued  that  the  sale  of  such  information,  which 
consumers  could  reasonably  expect  to  remain 
private,  would  also  be  unfair.  The  court  has  yet  to 
rule  on  that  issue,  but  for  now,  the  customer  list 
won’t  be  sold. 

Anyone  who  uses  the  Internet  should  be  able 
to  do  so  freely.  Instead,  we  find  ourselves  in  a 
world  where  personal  information  collected  on¬ 
line  has  become  a  commodity.  But  a  promise  is  a 
promise,  even  in  cyberspace.  The  bottom  line  is 
that  e-commerce  won’t  succeed  if  it  becomes  a 
mistrusted  or  uncertain  shopping  venue.  The 
Toysmart  case  is  one  of  the  first  to  raise  these 
issues  in  court.  And  with  many  other  e-commerce 
companies  having  similarly  troubled  finances,  it 
certainly  won’t  be  the  last.  That  gives  us  every 
reason  to  stand  firm  and  demand  that  we  hold 
these  companies  to  the  highest  possible  standards 
when  it  comes  to  privacy  rights  on  the  Internet. 

A  settlement  of  this  case,  proposed  by  the  Fed¬ 
eral  Trade  Commission  (FTC)  and  since  struck 
down  by  the  bankruptcy  court,  doesn’t  meet  this 
“highest  possible  standard.”  The  FTC  proposal 
would  allow  Toysmart’s  customer  list  to  be  sold 
but  only  to  a  buyer  in  a  related  market.  Another 
restriction  is  that  the  purchaser  must  keep  the  list 
confidential. 

Massachusetts  and  the  other  plaintiffs  object¬ 
ing  to  the  proposed  settlement  disagree.  The  deal 
with  the  FTC  simply  doesn’t  go  far  enough  to 
protect  consumers’  rights  and  reasonable  expec¬ 
tations.  Consumers  must  receive  notice  that  their 
personal  information  will  be  sold,  and  Toysmart 
should  receive  their  consent  (opt-in)  before  any 
sale  is  consummated.  Toysmart  made  an  explicit 
promise  to  its  customers,  and  neither  it  nor  any¬ 
one  standing  in  its  place  has  the  right  to  break 
that  promise  now. 

Consumers  on  the  Internet  must  be  able  to 
expect  that  personal  information,  particularly 
click-stream  data,  will  remain  private  except 
when  they’ve  given  their  informed  consent  to  dis¬ 
closure.  Without  informed  consent,  the  transfer 
of  personal  information  may  constitute  an  unfair 
or  deceptive  act  or  practice. 

The  Toysmart  matter  is  a  potentially  ground¬ 
breaking  case.  Will  the  court  enforce  a  promise  of 
privacy?  Will  it  recognize  consumers’  expecta¬ 
tions  in  personal  information  and  click-stream 
data?  If  it  does,  it  will  be  upholding  settled  legal 
principles  in  a  new  context,  protecting  the  pub¬ 
lic’s  reasonable  expectations  and  enforcing  a 
promise  on  which  Toysmart’s  customers  justifi¬ 
ably  relied.  Such  a  result  will  go  a  long  way  to  en¬ 
hance  consumer  confidence  that  Internet  compa¬ 
nies  are  willing  to  safeguard  information  that  in 
other  settings  would  unquestionably  remain  pri¬ 
vate.  And  enhanced  consumer  confidence  is  good 
not  only  for  the  public,  but  also  for  the  continued 
development  of  e-commerce.  ► 


my^TTcom 


ibut  a 
b-business 

to  solve  only 
part  of  the  problem 


With  so  many  options  to  make  your  business  an  e-business,  the  trick  is  separating  the  real 
solutions  from  the  incomplete.  To  that  end.  if  you’re  not  looking  at  the  big  picture,  it’s 
inevitable  that  what  you  choose  will  come  up  short.  With  mySARcom7  you  can  count  on  getting 
a  fully  integrated,  comprehensive  e-business  solution,  from  B2B  procurement  and  supply 
chain  management  to  customer  relationship  management.  We’ve  helped  more  than  22,000 
businesses  in  21  industries  to  be  successful.  And  we  can  help  yours,  too,  no  matter  what  size 
your  company  is.  Want  to  know  more  about  how  our  seamless,  fully  integrated,  real-time 
solution  can  turn  your  business  into  an  e-business?  Visit  us  at  www.mvsap.com  and  you'll  see. 
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<£>2000  SAP  AG.  SAP,  the  SAP  logo,  and  the  mySAP.com  logo  are  registered  tradema^s  of  SAP  AG  in  Germany  and  several  other  countries. 


High  availability  hosting. 
Put  your  Web  site  on  steroids. 

Face  it,  today  there's  no  room  for  wussies  on  the  Web.  Your  site  has  to  deliver  fast 
and  download  at  the  speed  of  light.  If  it  doesn't  your  customers  will  take  off  faster  than 
you  can  say  "lost  revenues"  The  quickness  and  dependability  of  a  dedicated  server 
are  critical  parts  of  any  e-business's  success.  So  pump  it  up,  and  call  Interland  today. 


Expertly  managed  and  engineered  Windows®  2000  and  UNIX®  dedicated  solutions  from  $799  -  $100,000  per  month. 
©Engineered  for  100%  uptime  ©High-speed  multicarrier  redundant  backbone  connections  ©Uninterrupted 
power  supply  with  back-up  generators  @  On-staff  engineers  i  nclude  MCSP,  CCIE,  Red  Hat  and  more  @  On-staff 
experts  in  Oracle,  SQL,  Real  Media,  Windows  Media  and  SANS  @24/7/365  state-of-the-art  technical  support 
and  Network  Operations  Center  ©Multiple  climate-controlled  Data  Centers  with  secure  entries 
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We  make  the  Web  work  for  your 
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CRM  ON  A 
SHOESTRING 

The  demand  for  Web- 
based  customer  relation¬ 
ship  management  soft¬ 
ware  from  small  and 
medium-size  businesses 
has  sparked  a  market  for 
services  that  cost  less 
than  $50  per  month  per 
user.  While  such  services 
aren’t  likely  to  attract 
large  companies,  they  are 
appealing  to  midsize 
companies  whose  sales 
forces  are  looking  for 
quick  access  to  customer 
data,  in  the  office  or  from 
the  road. » 40 


DRIVING  HOME 
ONLINE  DEALS 

The  number  of  car  deal¬ 
ers  that  do  business  on 
the  Web  has  jumped  al¬ 
most  10%  in  the  past 
year,  according  to  a  re¬ 
cent  survey  by  the  Na¬ 
tional  Automobile  Deal¬ 
ers  Association.  But  as 
more  dealers  and  manu¬ 
facturers  team  up  for 
joint  Web  initiatives, 
odds  are  that  solo  dealers 
won’t  be  able  to  compete 
—  even  with  the  most  so¬ 
phisticated  offerings. » 41 


KNOWLEDGE  AND 
SKANDIA’S  STORY 

Skandia  Insurance  may 
be  world-renowned  for 
its  knowledge  manage¬ 
ment  practices  and 
methodology,  writes 
Paul  A.  Strassmann,  but 
an  analysis  of  some  key 
financial  metrics  tells  a 
different  story. » 42 


LABORIOUS 
LABOR  DAY 

The  information  tech¬ 
nology  folks  at  Weber- 


Stephen  Products,  the 
maker  of  Weber  grills, 
have  been  gearing  up 
for  Labor  Day  the  way 
most  companies  do  for 
Christmas.  Find  out 
from  the  vice  president 
of  IT  what  it’s  like  to 
work  there  the  rest  of 
the  year. » 42 


R-E-S-P-E-C-T 

“Communicate,  train, 
empower”  —  advice 
straight  from  the  rank- 
and-file  on  how  to  hang 
on  to  your  employees. 
Companies  bend  over 
backward  to  keep  staff, 
offering  outrageous 
perks  and  high  salaries, 
but  it’s  not  uncommon 
for  a  Fortune  500  com¬ 
pany  to  have  more  than 
100  open  IT  positions  at 
any  given  time.  The 
trick,  say  respondents  to 
a  recent  Computerworld 
survey,  is  simple:  Just 
show  your  staff  some 
respect. » 46 


SALARY  SCENE 

IT  salaries  increased  by 
double  digits  last  year, 
as  companies  went  the 
extra  mile  to  attract  and 
retain  skilled  workers  in 
a  market  that  continues 
to  be  hot  and  where  IT 
professionals  have  be¬ 
come  wiser  and  bolder 
in  their  demands.  ►  48 


WISE  DEALINGS 


THE  DRAWBACKS 
OF  DIVESTITURE 


Frustrated  by  IT  col¬ 
leagues  who  don’t  both¬ 
er  negotiating  good  busi¬ 
ness  deals  when  buying 
expensive  products  and 
services?  Joe  Auer  rec¬ 
ommends  reminding 
IT  staffers  that  success¬ 
ful  projects  —  not  to 
mention  their  careers  — 
could  depend  on  good 
business  deals. » 56 

MORE 

QuickStudy . 54 


when  fortune  1,000  companies  spin  off  or  sell  a  business 
unit,  information  technology  leaders  rarely  have  a  seat 
at  the  planning  table.  But  that’s  a  big  mistake,  warn 
analysts  and  practitioners.  Management  needs  to  work 
through  dicey  issues  such  as  parsing  out  a  j 
IT  services,  reworking  software  licensing 
agreements  and  giving  IT  staffers  incen-  4_J| 

tives  to  support  an  entity  that’s  being 
cast  off. 
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Companies  Turn 
To  Low-Cost  CRM 


Web-based  customer  management 
packages  cost  $50  or  less  per  user  monthly 


BY  MATT  HAMBLEN 

EARTHCARS.COM  Inc., 
which  builds  Web 
sites  for  car  deal¬ 
ers  nationwide,  re¬ 
lies  on  a  service 
that  lets  its  sales  and  support 
personnel  consult  a  complete 
online  database  with  informa¬ 
tion  on  all  of  its  600  customers’ 
accounts  from  a  desktop  or 
wireless  laptop  or  a  handheld. 

And  the  service,  from  Ag- 
illion  Inc.  in  Austin,  Texas, 
costs  only  $29.95  per  user  each 
month. 

Agillion  is  among  a  group  of 
companies  —  including  Up- 
Shot.com  in  Mountain  View, 
Calif.,  and  Salesforce.com  Inc. 
in  San  Francisco  —  that  offer 
customer  relationship  man¬ 
agement  (CRM)  and  related 
software  services  over  the  Web 
at  less  than  $50  per  user  per 
month.  The  infant  CRM  Web- 
based  services  market  pro¬ 
vides  a  means  for  small  and 
medium-size  companies  to 
avoid  the  high  costs  of  in¬ 
stalling  CRM  software  on-site, 
said  analysts. 

“The  key  advantage  to  the 


Agillion  service  is  being  in 
sync  24  hours  a  day  with  cus¬ 
tomers  and  staff,”  said  Mark 
Bonfigli,  chief  operating  offi¬ 
cer  at  Burlington,  Vt.-based 
Earthcars.com.  “I’ll  get  con¬ 
tacted  at  10  p.m.  when  I’m 
not  in  front  of  a  computer, 
and  I  need  data.  We’re  in  a 
period  of  hypergrowth,  so  this 
is  valuable.” 


We’re  in  a 
period  of  hyper¬ 
growth,  so  this 
is  valuable. 

MARK  BONFIGLI,  COO, 
EARTHCARS.COM  INC. 

If  a  customer  wants  to  add  a 
new  feature  to  a  Web  site,  for 
example,  Bonfigli  said  he  or  his 
associates  can  quickly  collabo¬ 


rate  on  the  technical  demands 
on  the  customer’s  Web  site  and 
provide  a  price  quote  almost 
immediately. 

Through  Agillion’s  service, 
Earthcars.com  provides  a  Web 
page  for  each  customer  to  con¬ 
sult  with  questions  or  to  track 
problems  and  responses,  Bon¬ 
figli  said. 

All  the  data  on  Earthcars’ 
customers  is  kept  on  Agillion’s 
secure  Oracle8i  server,  which 
is  accessed  by  Earthcars  and  its 
customers  via  a  Web  interface. 

Earthcars  replaced  an  inter¬ 
nal  CRM  software  package 
from  Microsoft  Corp.  about  six 
months  ago  to  move  to  the  Ag¬ 
illion  service,  which  Bonfigli 
said  is  less  expensive  to  main¬ 
tain  than  an  in-house  system. 
In  the  past  month,  the  com¬ 
pany  began  accessing  the  data 
wirelessly,  Bonfigli  said. 

Arabianbiz.com  LLC  in  Du¬ 
bai,  United  Arab  Emirates,  also 
uses  Agillion’s  service  to  keep 
readers  informed  about  busi¬ 
ness  opportunities  in  the  Arab 
world,  said  Asghar  Shah,  a  di¬ 
rector  at  Arabianbiz.com. 

Agillion’s  service  gives  Ara- 
bianbiz.com  a  means  of  offer¬ 
ing  customized  information  to 
each  user  on  a  personal  page. 
As  a  means  of  communication, 
it  gives  Shah  and  his  site’s 


MARK  BONFIGLI,  chief  operating  officer  at  Earthcars.com,  uses  the 
Agillion  service,  which  allows  him  24-hour  access  to  600  accounts 


users  the  ability  to  discuss 
business  opportunities  over 
the  Web  instead  of  using  fax, 
phone  or  separate  e-mail,  Shah 
said. 

“The  service  is  much  faster 
and  the  interface  much  quicker 
than  other  products  we  tried,” 
Shah  said. 

Despite  his  positive  view, 
Shah  said  he  doesn’t  trust  the 
security  of  having  his  data  on  a 
server  owned  and  operated  by 
Agillion.  “I  don’t  put  my  most 
sensitive  business  plans  on 
there  or  financial  numbers,” 
Shah  said. 

But  analysts  described  Ag¬ 
illion’s  security  as  top-rate, 
adding  that  it  shouldn’t  pre¬ 
vent  a  business  from  signing 
up  for  the  service.  Agillion, 
uses  Secure  Socket  Layer  pro¬ 
tection,  and  it  is  “not  really 
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The  Power  to  Know „ 


,  e-Intelligence 


insecure,”  said  Ray  Boggs,  an 
analyst  at  International  Data 
Group  in  Framingham,  Mass. 

Analyst  Sheryl  Kingstone  at 
The  Yankee  Group  in  Boston 
said  large  companies  probably 
won’t  use  Agillion  or  other 
Web-based  services  because 
they  have  the  information  tech¬ 
nology  staff  to  install  CRM  or 
other  applications.  I 


ASPs  Find 
Help  Selling 
Services 

Traditional  channel 
aims  for  customers 


BY  MARK  HALL 

More  application  service  pro¬ 
viders  (ASP)  are  flying  in  the 
face  of  the  one-to-one  mantra 
of  Internet  supporters. 

They’re  using  value-added 
resellers  (VAR)  as  middlemen 
to  attract  information  technol¬ 
ogy  managers  who  already 
use  VARs  to  handle  admini¬ 
strative  services  or  application 
integration. 

ASP  in  a  Box 

Last  month,  Allegrix  Inc.  un¬ 
veiled  its  “ASP  in  a  Box”  pro¬ 
gram  exclusively  for  VARs. 
The  program  was  designed  to 
make  it  easier  for  VARs  to 
resell  ASP  services,  using.  Al¬ 
legrix  as  a  host  for  applications 
supplied  by  VARs  or  their 
clients. 

However,  according  to  Chris 
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U.S.  Car  Dealers  Speed  Into  Online  Sales  Market 


But  many  eclipsed  by 
dealer/maker  megasites 

BY  LEE  COPELAND 

The  number  of  U.S.  car  dealers  with 
Web  sites  has  grown  from  74%  to  83%  in 
the  past  year,  according  to  a  survey  of 
2,500  dealers  released  Aug.  25  by  the 
National  Automobile  Dealers  Associa¬ 
tion  (NADA). 

But  even  as  these  dealers  report  in¬ 
creased  sales  from  their  online  store¬ 
fronts,  analysts  said  more  technically 
sophisticated  dot-com  initiatives  joint¬ 
ly  spearheaded  in  the  past  few  weeks 
by  automakers  and  dealers  may  eclipse 
dealers’  solo  efforts. 

Until  recently,  automakers  and  deal¬ 
ers  ran  disparate  Internet  initiatives  in 
a  battle  to  control  access  to  customers. 
But  as  online  vehicle  brokers  have 
gained  credibility  with  consumers,  un¬ 
precedented  joint  efforts  have  sprung 
up  between  car  manufacturers  and 
their  retail  dealer  channels,  analysts 
said. 

Last  week,  Ford  Motor  Co.  unveiled 


FordDirect.com,  an  online  company 
owned  80%  by  dealers  and  20%  by  the 
Dearborn,  Mich.-based  automaker.  De¬ 
troit-based  General  Motors  Corp.  an¬ 
nounced  a  similar  dot-com  joint  ven¬ 
ture,  splitting  the  equity  stake  down  the 
middle  with  participating  dealers. 

Both  dot-com  ventures  plan  to  build 
megasites  where  consumers  can  con¬ 
figure,  price  and  purchase  vehicles 
through  participating  dealers.  Ford  and 
GM  expect  thousands  of  dealers  to  par¬ 
ticipate  in  and  help  fund  the  dot-com 
initiative. 

A  comprehensive  megasite  with  so¬ 
phisticated  functionality  that’s  backed 
by  the  deep  pockets  of  automakers  may 
eclipse  individually  created  dealer 
Web  sites,  said  Adam  Weiner,  an  ana¬ 
lyst  at  Gomez  Advisors  Inc.  in  Lincoln, 
Mass.  “Most  dealer  sites  are  more 
marketing-  and  promotions-oriented 
than  transactional,  and  they’ll  stay  that 
way,”  he  said.  “By  the  time  they  spend 
the  time  and  money  to  improve  their 
sites,  the  manufacturers  will  have  al¬ 
ready  built  the  type  of  sites  consumers 
really  want.” 

Still,  the  survey  conducted  by  NADA, 


Middleman  Muddle 

Do  you  need  a  VAR  to  run  your  ASP? 

PLUSES 

Established  relationship  with 
VAR 


Clabaugh,  CEO  of  Allegrix  in  Santa 
Clara,  Calif.,  VARs  need  to  be  taught 
about  things  such  as  service-level 
agreements  expected  by  IT  shops  that 
buy  outsourced  services. 

The  ASP  in  a  Box  program  includes  a 
menu-driven  cost-benefit  application 
that,  for  example,  helps  users  determine 
whether  persistent  staff  shortages  war¬ 
rant  off-loading  ap-  ^ 
plication  support 
to  an  ASP.  Labor- 
intensive  admin¬ 
istrative  tasks  such 
as  controlling  what 
applications  end 
users  can  launch 
on  their  PCs  and 
maintaining  net¬ 
work  directories 
are  ideal  for  out¬ 
sourcing,  said  ana¬ 
lyst  Garth  Gilmour 
at  SK  Consulting, 
the  San  Jose-based 
arm  of  IT  consul¬ 
tant  CBIZ  in  Cleve¬ 
land. 

Gilmour  said  SK 

Consulting  has  be-  - 

gun  to  offer  these 

services  through  Kaseya,  an  ASP  in  Mil¬ 
pitas,  Calif. 

“A  lot  of  good  IT  talent  has  gone  to 
dot-coms  and  elsewhere,”  he  said.  That 
leaves  a  big  hole  in  the  IT  department, 
which  Gilmour  hopes  his  desktop  man¬ 
agement  application  can  fill. 


VAR  can  manage  multiple  ASPs 
Time  savings 


VAR  is  local  when  geography 
matters 

MINUSES 

Can  add  to  ASP  cost 

VAR  can’t  support  all 
ASP  services 

VARs  need  ASP  training 


Kaseya  uses  a  client-based  agent  to 
communicate  with  server  software  lo¬ 
cated  at  the  VAR’s  data  center.  Kaseya’s 
central  server  keeps  all  the  VAR  servers 
current  on  software  upgrades  and 
patches. 

Sophisticated  ASP  service  like  Ka¬ 
seya’s  lets  Gilmour  increase  his  con¬ 
sulting  operations  and  save  money  for 

_  his  customers  by 

making  his  services 
more  efficient. 

Gilmour  said  the 
labor  pressure  has 
pushed  hourly  rates 
from  $125  to  $175  in 
the  past  five  years. 

Caryn  Gillooly, 
an  analyst  at  Hur- 
witz  Group  Inc.  in 
Framingham,  Mass., 
said  ASPs  are  smart 
to  use  VARs,  espe¬ 
cially  for  IT  admin¬ 
istrative  services. 
“It’s  a  great  idea  be¬ 
cause  the  VAR  has 
already  established 
a  relationship  with 
the  user,”  she  said. 

Benjamin  Sper¬ 
ling,  chief  operating  officer  at  Applica¬ 
tion  Park  Inc.,  an  ASP  in  San  Francisco 
that  also  uses  VARs,  said  for  sophisti¬ 
cated  IT  shops,  “ASPs  and  the  Internet 
do  cut  out  the  intermediary.  But  not  al¬ 
ways.  There  is  always  somebody  who 
needs  hand-holding.”  I 
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CAR  DEALERS’  Web  sites  are  now  being 
jointly  spearheaded  by  manufacturers 

a  nonprofit  dealer  lobbying,  mediation 
and  marketing  service  organization  in 
McLean,  Va.,  found  that  98%  of  dealers’ 
Web  sites  include  sophisticated  inter¬ 
active  content,  such  as  that  allowing  car 
shoppers  to  send  e-mail,  order  vehicles 


or  obtain  financing  online.  For  exam¬ 
ple,  82%  give  car  shoppers  access  to 
vehicle  inventories,  56%  provide  the 
manufacturer’s  suggested  retail  price 
on  vehicles  and  52%  give  car  owners 
the  ability  to  schedule  maintenance  ap¬ 
pointments  online. 

Rob  Robas,  the  parts  manager  at 
Raleigh,  N.C.-based  Thompson  Cadil- 
lac-Oldsmobile  Inc.,  said  his  company 
gets  some  vehicle  and  repair  services 
sales  through  its  Web  site  but  that  he  is¬ 
n’t  convinced  it’s  worth  the  cost  of 
maintaining  the  Web  site. 

“We  have  worked  with  a  lot  of  pro¬ 
viders  to  get  [our  Web  site]  working 
properly,  and  we’re  not  sure  whether 
we’re  getting  a  return  on  our  invest¬ 
ment,”  he  said. 

The  NADA  survey  also  showed  early 
investments  in  Web  sites  paid  off  for 
dealers.  Dealerships  that  have  operated 
Web  sites  since  1995  generate  an  aver¬ 
age  of  13  new  vehicle  sales  per  month 
on  their  sites;  dealers  that  launched 
Web  sites  last  year  generate  an  average 
of  five  sales  per  month.  Dealers  sell  750 
cars  per  year  on  average  at  an  average 
of  $24,450  each,  NADA  officials  said.  ► 


like  going 
to  work? 

Here’s  a  nutty  idea.  A  job  that  you  can 
enjoy,  prosper  from  and  grow  with,  at  a 
stable  company  with  great  benefits  and 

career  path. 


We  offer  competitive  salaries,  superior 
career  paths,  complete  insurance 
protection  (health,  dental,  life),  a  401K,  a 
tuition  reimbursement  program,  a  referral 
bonus  program  and  technical  training.  We 
also  throw  one  heck  of  a  holiday  party. 

All  we  ask  is  that  you  have  at  least  five 
years  experience  in  e-commerce 
technology.  We  d  like  you  to  be  familiar 
with  a  number  of  software  programs, 
including  client  server  (C,  C++,  UNIX, 
MQ  Series,  VB,  VC++,  Visual  J++),  web 
(JAVA,  HTML,  XML,  ASP,  JavaScript)  and 
database  systems  (SYBASE,  ORACLE, 
MS-SQL  Server,  IBM  UDB). 

So  give  yourself  a  chance  to  really  shine. 
Take  a  good  close  look  at  a  career  at  PCCI. 

It  just  might  be  the  place  for  you. 


Please  forward  a 

cover  letter  and  resume  to 

Pinkerton  Computer  Consultants 

140  Broadway  -  23rd  Floor 

New  York,  NY  10005 

Fax:  (212)425*1610 

Email:  CW@pccinet.com 

Visit  our  website  at: 

www.pcci.com 

Opportunities  in  New  York, 

New  Jersey,  New  England, 
Pennsylvania,  Virginia, 
and  Washington  DC 


Pinkerton 

COMPUTER 
CONSULTANTS,  INC. 


/  COMPl 
/  CONSL 


19 

tin 


BUSINESSOPINION 


COMPUTERWORLD  September  4, 


PAUL  A.  STRASSMANN 


What  It’s  Like  to  Work  at... 
Weber,  the  Bril  Maker 


Interviewee:  Bill  Krieger,  vice 
president  of  information 
services 

Company:  Weber-Stephen 
Products  Co.,  a  manufacturer  of 
barbecue  grills 
Location:  Palatine,  III. 

Tenure:  Since  1979 
Number  of  information 
technology  employees:  14 
Number  of  employees  (end 
users):  About  500  within  We¬ 
ber,  plus  manufacturers’  repre¬ 
sentatives  nationwide 
Major  IT  initiatives:  Getting 
the  representatives  online, 
bringing  up  a  corporate  intranet 
and  working  on  the  corporate 
Web  site.  "Weber  is  also  evalu¬ 
ating  e-commerce  as  a  means 
of  selling  low-volume  items  and 
other  merchandise  that  its  re¬ 
tailers  don’t  carry." 

Labor  Day  is  a  big  day  for 
grilling.  What  does  it  mean 
for  Weber’s  IT  department? 
“All  summer,  we  support  a  24- 
hour  800  line  -  the  Grill  Out  line 
-  and  it  closes  on  Labor  Day. 
Customers  can  call  in  and  ask 
real-time  cooking  questions 
about  recipes  or  why  their 
turkey  seems  too  rare  or  what  to 
do  when  a  thunderstorm  puts 
out  their  charcoal  grill. . . . 

After  Labor  Day  is  when  we 
release  software  upgrades  and 
prepare  for  the  physical  inven¬ 
tory  that  happens  in  late  Sep¬ 
tember.  This  is  a  time  to  sit 
back,  see  what  the  demands  of 
the  previous  season  were  and 
get  ourselves  ready  for  the  next 
coming  season.” 

IT  training  plans:  “We  work 
across  so  many  different  areas 
that  training  plans  are  handled 
on  an  individual  basis.  I  have 
someone  doing  Java  training, 
someone  doing  Web  design 
training  and  someone  doing 
FrontPage  training  so  they  can 
teach  users  to  write  their  own 
Web  pages." 

Bonus  programs:  "We  have  a 
companywide  program  called 
EVA  [Extra  Value-Added],  which 
is  an  incentive  for  people  to  go 
out  there  and  'work  for  the  bet¬ 
terment  of  the  company,  make 
sure  our  customers  are  well- 
serviced  and  hold  costs  down. 
We  give  out  bonuses  based  on 
how  well  the  company  is  doing 
on  the  EVA  plan,  and  we  have 
an  IS-specific  EVA  plan." 

Dress  code:  “Slacks  and  a 


golf  shirt.  And  we  have  dress- 
down  Fridays,  when  we  can 
wear  blue  jeans.  The  dress  code 
was  a  big  thing  for  me  when  I 
came  here  in  79  because  I 
came  from  a  three-piece-suit 
environment.  Even  on  Satur¬ 
days,  we  were  expected  to  wear 
a  tie.  So  here,  I  wore  a  tie  my 
first  three  days  on  the  job,  and 
the  company  chairman  [and 
founder],  George  Stephen,  said, 
‘Willy,  if  you  come  in  one  more 
day  with  that  tie,  I’ll  cut  it  off.’  ” 
Must  people  carry  beep¬ 
ers?  Cell  phones?  “Most  of 
our  critical,  on-call  people  have 
Nextel  phones  with  the  two-way 
radio  feature.  And  I  encourage 
them  to  keep  those  on  their  per¬ 
son  at  all  times.  The  cost  of  it  is 
nowhere  near  the  cost  of  a  user 
who  can’t  get  their  problem  re¬ 
solved.  After  all,  the  name  of 
our  department  is  information 
services.  We  have  to  be  there  to 
service  the  whole  company  or 
we’re  falling  down  on  the  job, 
end  of  story.” 

Percentage  of  staff  that 
telecommutes  on  a  given 
day:  “None.” 

Office  decor:  “The  outside 
offices  have  great  color  shots  of 
the  history  of  Weber  and  differ¬ 
ent  grills  and  how  manufactur¬ 
ing  works.” 

On-site  day  care  or  other 
amenities?  “Not  right  now.” 

Free  refreshments:  Coffee 
and  tea.  “Also,  we  have  a  chef 
who  tests  recipes  on  our  griils, 
and  that’s  a  fun  time  here  be¬ 
cause  you  can  smell  what’s 
cooking  all  throughout  the 
building.  Then  we  get  to  sample 
the  results,  and  it’s  a  feeding 
frenzy  -  like  a  shark  attack 
when  they  sense  blood  in  the 
water.” 

Favorite  item  in  candy  dish: 

M&Ms. 

The  one  thing  everyone 
complains  about:  “I  really 
don’t  know,  because  we  just  got 
brand-new  offices,  we’ve  got 
the  staff  we  need  to  handle  the 
job  in  a  professional  manner 
and  any  requests  I’ve  ever  made 
to  the  president  of  the  company 
for  new  equipment  or  person¬ 
nel.  he  says,  ‘Go  get  it.’  ” 

Would  employees  feel  com¬ 
fortable  e-mailing  CEO 
James  Stephen?  “Definitely.” 

-  Leslie  Goff 
(lgoff@ix.netcom.  com) 


Behind  the  hype 

Everything  eve  read  about  “knowledge  capital”  or 

“knowledge  management”  has  devoted  inordinate  atten¬ 
tion  to  the  accomplishments,  methods  and  reporting 
practices  of  Skandia  Insurance  Co. 

What  distinguishes  the  Swedish  firm  [Business,  March 
27]  is  its  approach  to  measuring  its  intellectual  capital.  Its  tech¬ 
niques  have  been  featured  in  its  annual  reports  since  1994,  with 


Sizing  Up  Skandia 


details  unmatched  by  any  other  firm.  Skandia’s 
image  as  a  proponent  of  innovative  ideas  has 
been  reinforced  by  extensive  publishing,  public 
speaking  and  promotions.  This  constitutes  the 
centerpiece  of  its  efforts  to  create  the  image 
that  it’s  one  of  the  most  sophisticated  firms  in 
advancing  new  concepts  of  how  to  increase  em¬ 
ployee  productivity. 

To  understand  what  Skandia  is  doing  requires 
an  immersion  in  philosophies,  metrics  and  clas¬ 
sifications.  One  must  become  acquainted  with 
the  fine  distinctions  of  how  to  partition  intel¬ 
lectual  capital  into  human  capital,  structural 
capital,  organizational 
capital,  customer  capi¬ 
tal,  innovation  capital 
and  process  capital.  To 
steer  through  such  sub¬ 
tleties,  you  must  be¬ 
come  proficient  in  us¬ 
ing  the  Skandia  Naviga¬ 
tor,  the  Skandia  value 
scheme,  flow-based 
models  (a  PC  software 
package  called  Dol¬ 
phin)  and,  most  impor¬ 
tant,  the  Skandia  Intel¬ 
lectual  Capital  Index, 
which  aggregates  more 
than  100  variables  into 
groupings  such  as  the 
relationship  capital  in¬ 
dex,  the  human  capital 
index,  the  infrastruc¬ 
ture  capital  index  and 
the  innovation  capital 
index.  A  sampling  of  this  collection  would  lead 
you  to  discover  just  about  every  conceivable 
metric,  such  as  employee  turnover,  average 
years  of  service,  change  in  the  company’s  IT  lit¬ 
eracy,  PCs  per  employee  and  IT  expense  per 
employee. 

All  the  inputs  are  then  passed  through  a  se¬ 
ries  of  equations  that  establish  such  relation¬ 
ships  as:  Human  Capital  Base  Value  =  Net  Pre¬ 
sent  Value  of  Five  Years’  Payroll  Costs. 

Unfortunately,  how  all  this  relates  to  com¬ 
pany  success  isn’t  explicit. 

After  having  satisfied  myself  with  Skandia’s 
intellectual  concepts,  I  became  curious  about 


Despite  the  hype  about  its  management  of  intel¬ 
lectual  capital,  Skandia  has  had  a  lower  return  on 
shareholder  equity  than  most  of  its  competitors. 
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their  effectiveness.  Does  all  of  this  inspirational 
thinking  produce  superior  results? 

One  way  of  judging  a  firm’s  performance  is  to 
compare  its  financial  record  with  those  of  its 
competitors.  That’s  easy;  analyzing  Skandia’s 
size,  revenue  and  industrial  classification  pro¬ 
duced  a  list  of  19  look-alike  firms  in  five  other 
countries.  I  settled  on  return  on  shareholder 
equity  (ROE)  as  the  measure  for  assessing  the 
productivity  of  people  and  how  well  their  tal¬ 
ents  were  deployed  for  shareholders’  benefit. 

The  top-ranking  firm  was  German  insurer 
Aachener  und  Muenchener,  with  a  1998  ROE  of 

48.4%.  At  the  bottom 
was  Victoria  Holdings, 
also  in  Germany,  with 
7.6%.  Skandia  ranked 
second  from  the  bot¬ 
tom,  with  a  meager 
8.2%  —  barely  above 
the  cost  of  capital. 

This  isn’t  an  impres¬ 
sive  performance  for  a 
firm  that  boasts  about 
its  leadership. 

I  then  took  a  closer 
look  at  Skandia’s  histo¬ 
ry  to  see  if  1998  stood 
out  as  a  bad  year.  It 
didn’t.  (See  chart.) 
Compared  with  half  its 
peer  group,  Skandia 
has  consistently  un¬ 
derperformed  in  deliv¬ 
ering  superior  results. 
Many  firms  let  their 
public  relations  enthusiasm  exceed  their  ac¬ 
complishments.  The  stock  market  often  re¬ 
wards  this  enthusiasm  with  share  valuations 
that  are  higher  than  what  their  plodding-but- 
profitable  competitors  get.  But  in  due  course, 
the  shortfalls  are  recognized  and  the  firms  are 
penalized  when  their  market  worth  nosedives. 

There’s  no  substitute  for  delivering  above- 
average  financial  results  as  proof  of  competitive 
excellence.  I 

Strassmann  (paul@strassmann.com)  worked  for  a 
company  that  for  many  years  enjoyed  exceptional 
stock-market  favor  largely  based  on  superb  publicity. 
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With  our  managed 
hosting  solution, 
millions  of 
Victoria's  Secret 
viewers  could 
do  more  than 
just  watch. 

They  could  buy,  too. 

The  Victoria's  Secret  Cannes 
2000  Fashion  Show  Webcast 
was  the  largest  event  in 
e-History.  To  entice  people  to 
buy,  Data  Return™  partnered 
with  Microsoft  to  deliver  a 
comprehensive  e-Commerce 
hosting  solution  built  on 
Windows®  2000  and  Microsoft® 
Internet  Servers  that  enabled 
millions  of  viewers  worldwide 
to  "shop  while  you  watch." 

So  how  can  we  make  you  look 
this  good?  Call  us  to  learn  more 
about  Data  Return  and  how 
we'll  put  our  managed  hosting 
solutions  for  the  Microsoft 
platform  to  work  for  you. 
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im  hatch  has  had  to  consolidate 
data  centers  28  times  in  his  life.  Last 
November,  he  finally  had  to  tear  one 
apart  when  Pactiv  Corp.,  where  he  is 
the  CIO,  split  off  from  Tenneco  Au¬ 
tomotive  Inc. 

Pactiv  makes  Hefty  trash  bags.  It 
has  no  connection  to  Tenneco, 
which  makes  automotive  and  emis¬ 
sion  controls  products.  That’s  why  the  two  Lake  For¬ 
est,  Ill.-based  companies  were  split,  Hatch  says. 

But  what  made  this  particular  divestiture  particu¬ 
larly  ironic  was  that  all  the  information  technology 
services  for  the  two  business  units  had  been  integrat¬ 
ed  only  three  years  earlier.  “A  lot  of  the  folks  who 
struggled  to  put  it  together  had  to  turn  it  around  and 
pull  it  apart,”  Hatch  says. 

Compared  with  bringing  two  companies  together, 
splitting  them  apart  is  a  “real  challenge,”  he  says. 

“During  the  ’90s,  there  was  a  big  move  toward 
shared  services,”  says  Eileen  Birge,  a  vice  president 
of  research  at  The  Concours  Group  Inc.  in  Kings- 
wood,  Texas.  The  goal  was  to  save  money,  but  shar¬ 
ing  services  could  be  very  expensive  during  a  di¬ 
vestiture.  Some  costs  are  obvious  —  the  unit  either 
continues  receiving  services  from  the  parent  compa¬ 
ny,  outsources  or  builds  its  own  IT  department. 

But  there  are  other  matters  that  have  to  be  dealt 
with,  Birge  says,  including  personnel  issues  such  as 
retention  or  transfer  of  IT  staff,  and  systems  issues 
such  as  software  licenses.  These  licenses  are  a  partic¬ 
ular  problem  for  Hatch  because  the  process  still  isn’t 
complete,  a  year  after  the  divestiture  was  initiated. 

“A  few  vendors  are  very  opportunistic  and  attempt 


to  use  these  occasions  [divestitures]  as  revenue-gen¬ 
erating  opportunities,”  he  says.  “They  like  to  slip  in 
new  terms  and  conditions  that  weren’t  part  of  the 
original  agreement.” 

Another  problem  for  Hatch  is  that  his  company  is 
busy  around  the  clock.  There  are  only  four  hours 
during  any  week  in  which  he  can  shut  down  systems. 
It’s  a  real  challenge  to  split  up  the  data  center  with¬ 
out  disrupting  the  business,  he  says:  “You  have  to 
plan  it  very  carefully.” 

Altogether,  he  spent  four  to  five  months  planning  a 
divestiture  that  was  originally  expected  to  take  two 
years  but  will  be  finished  ahead  of  schedule. 

That  planning  was  key  to  making  it  work,  and  it’s 
important  for  every  company  that  heads  into  a  di¬ 
vestiture,  analysts  say.  In  fact,  most  companies  don’t 
plan  enough. 

“There  are  very  few  successful  stories 
in  terms  of  spin-offs  because  typically  or¬ 
ganizations  do  not  deal  with  it  in  a  sys¬ 
tematic  way,”  says  Michael  Lloyd,  a  vice  president  at 
Chicago-based  Aon  Corp.  “Often  there  will  be  a  busi¬ 
ness  plan  and  there  will  be  an  integration  plan  for  a 
major  merger  or  acquisition.  But  when  there’s  a  di¬ 
vestiture,  there’s  usually  only  a  business  plan.” 

How  GM  Spun  Off  Delphi 

One  exception  is  General  Motors  Corp.,  which  was 
aware  of  the  challenges  it  faced  when  it  decided  to 
sell  off  its  Delphi  Automotive  Systems  Corp.  unit  in 
May  last  year. 

GM  created  17  task  teams  to  carry  out  the  divesti¬ 
ture,  covering  everything  from  human  resources  to 
legal  affairs  to  technology  issues. 


But  Tim  Reed,  GM’s  information  officer  for  fi¬ 
nance,  says  that,  in  hindsight,  he  would  have  pre¬ 
ferred  to  start  the  planning  process  earlier.  “I  don’t 
think  anyone’s  ever  adequately  prepared,”  he  says. 

Some  of  the  thornier  IT  issues  that  had  to  be  ad¬ 
dressed  included  dividing  the  infrastructure,  soft¬ 
ware  and  operating  system  licenses  and  service 
agreements,  Reed  says. 

In  some  cases,  Delphi  created  clones  of  GM  sys¬ 
tems.  Some  systems  were  migrated  and  some  were 
shut  down.  Financial  systems  were  a  prime  target  for 
elimination  because  there  had  been  a  lot  of  duplica¬ 
tion  of  effort  as  a  result  of  mergers  and  acquisitions. 

The  challenges  posed  by  divestitures  can  be  com¬ 
pounded  by  the  restructuring  that  occurs  when  busi¬ 
nesses  get  involved  in  e-commerce.  In  such  cases,  IT 
becomes  a  core  component,  analysts  say.  “There’s  a  big 
shift  in  how  a  lot  of  divestitures  happen,” 
says  Doug  Watters,  a  partner  specializing  in 
IT  management  services  at  New  York- 
based  PricewaterhouseCoopers.  “The  product  is  much 
more  dependent  on  technology  —  or  is  technology  — 
as  opposed  to  cases  where  technology  is  just  an  under¬ 
lying  support  capability  in  the  divested  business.” 

As  a  result,  he  says,  divestitures  have  become 
much  more  complicated  and  need  more  involvement 
from  the  IT  side,  something  that  not  every  company 
going  into  a  divestiture  appreciates. 

“It’s  very  rare  that  CIOs  are  asked  to  sit  at  the  table 
during  divestiture  discussions,”  says  John  Santos,  an 
analyst  at  Stamford,  Conn.-based  Meta  Group  Inc. 

The  most  immediate  effect  of  a  badly  planned  di¬ 
vestiture  is  the  loss  of  IT  staff. 

“The  good  ones  do  leave  first,”  Lloyd  says.  “They’re 


DIVESTITURES 


The  difficulty  of 
when  corporatic 
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Divestiture  Checklist 

Consider  the  following  items  when  determining  if  a 
divestiture  is  in  your  future: 


hurt.  They  feel  that  they’re  not  appreciated.  And  the 
demand  is  so  great  out  there  for  technological  skills 
that  people  with  IT  skills  can  get  a  job  just  like  that.” 

Reed  says  GM  dealt  with  that  problem  by  keeping 
IT  staffers  well  informed,  which  helped  to  keep  IT 
attrition  down.  GM  and  Delphi  used  e-mail  and  staff 
meetings  —  as  well  as  in-house  telecasts  —  to  com¬ 
municate  with  employees  during  the  divestiture,  GM 
spokesman  John  Ahearne  says. 

When  McGaw  Park,  Ill.-based  Baxter  Healthcare 
Corp.  spun  off  Allegiance  Corp.,  a  medical  products 
manufacturer,  in  1996,  Baxter  CIO  Kathy  Brittain 
White  says  she  was  worried  about  losing  key  staffers 
who  were  working  on  a  $100  million  SAP  project. 

“We  actually  had  not  more  turnover  than  average,” 
White  says.  But  keeping  people  focused  and  motivat¬ 
ed  was  a  challenge,  she  adds.  What  made  it  work,  she 
says,  was  weekly  communication  and  a  retention 
plan  that  included  “significant”  bonuses. 

White,  now  CIO  at  Dublin,  Ohio-based  Cardinal 
Health  Inc.,  says  that  although  she  would  have  pre¬ 
ferred  not  to  have  had  to  deal  with  the  SAP  project  at 


■  Analyze  the  impact  on  IT  assets:  software  licensing  agreements 
and  operating,  hardware  and  infrastructure  costs.  All  may  be  high¬ 
er  because  the  new  unit  won’t  have  the  same  buying  leverage. 

■  Ensure  that  dedicated  resources  are  in  place  on  both  sides,  that 
the  company  doing  the  divestiture  as  well  as  the  company  doing 
the  acquisition  have  the  resources  to  facilitate  a  quick  and  rapid 
movement  off  the  systems,  migrating  the  data  and  so  forth. 

■  Put  a  financial  incentive  system  in  place,  such  as  a  bonus  struc¬ 
ture,  that  makes  it  worthwhile  for  IT  staffers  to  stay. 


the  same  time  as  the  divestiture,  the  project  may 
have  actually  helped.  “Having  an  exciting  project 
keeps  people  focused  during  a  spin-off,”  she  says.  “I 
think  in  some  cases,  it  made  people  believe  that  IT 
was  going  to  continue  to  be  important.” 

Yet  when  a  divestiture  isn’t  handled  right,  the 
staffing  consequences  can  be  dramatic.  For  example, 
Joshua  Greenbaum,  a  partner  at  Berkeley,  Calif.-based 
Enterprise  Applications  Consulting,  recently  watched 
a  divested  unit  of  a  client,  an  electronics  manufactur¬ 
ing  company,  lose  its  entire  IT  staff. 

“They  were  both  divested  and  moved,”  he  says, 
and  the  stress  was  too  much  for  the  IT  department. 
“All  the  IT  staff  walked  to  greener  pastures.” 

Unwanted  Stepchildren? 

“Very  often,  and  with  divestitures  in  general,  the 
divested  company  becomes  a  stepchild,  and  an  un¬ 
wanted  one  at  that,”  Greenbaum  adds.  “There  are  of¬ 
ten  problems  with  competition  —  a  divestiture  may 
be  forced  by  a  regulatory  environment  and  a  divest¬ 
ed  company  may  be  sold  to  a  competitor.” 


IT  employees  in  the  divested  company  may  also 
feel  a  loss  of  status. 

“One  day,  you’re  running  an  IT  center  as  part  of  a 
Global  100  company  and  the  next  day  you’re  divested 
into  a  midsize  company,”  Greenbaum  says.  “There’s 
not  a  lot  of  glory  in  it,  and  by  the  time  the  divestiture 
is  over,  the  IT  staff  is  largely  gone.” 

But  there  are  exceptions. 

For  example,  at  New  York-based  Capital.com,  an 
online  capital  marketplace  spun  off  last  December 
from  Bethesda,  Md.-based  American  Capital  Strate¬ 
gies  Ltd.,  the  divestiture  worked  as  a  retention  tool 
for  IT  staffers.  “We’ve  been  able  to  offer  people  more 
opportunities,”  says  Mark  Opel,  Capital.com’s,  chief 
operating  officer.  “There  were  a  few  existing  em¬ 
ployees  of  American  Capital  Strategies  that  came 
over  because  they  saw  a  better  fit  at  the  subsidiary.” 

That’s  not  to  say  that  the  transition  has  been  per¬ 
fectly  smooth. 

“We’re  encountering  all  the  typical  problems  that 
you  have  in  establishing  separate  systems,  in  separat¬ 
ing  hardware,  software  and  particularly  people,”  he 
says.  “You  have  to  be  patient.  The  key  is  to  really 
work  at  developing  a  constructive  relationship  be¬ 
tween  the  two  companies  because  there  will  in¬ 
evitably  be  conflicts  over  where  people  spend  their 
time  —  at  the  parent  company  or  in  the  new  one.  It’s 
only  by  being  open  and  addressing  the  conflicts  that 
you’re  able  to  resolve  them.” 

But  despite  all  the  problems  divestitures  can  cause, 
there  are  some  positives  that  can  come  out  of  a  split. 

“Despite  the  difficulties  this  also  offers  an  oppor¬ 
tunity  to  improve  and  refocus  the  IS  function  and  the 
IT  strategy,”  Santos  says.  > 


■  How  tightly  coupled  are  the  organizations  that  are  going  to  be 
split?  If  it’s  not  a  stand-alone  business  unit,  how  do  you  pull  it  out? 

■  Look  at  the  spin-off's  magnitude  in  terms  of  the  effort,  planning 
and  funding  required  to  make  it  happen. 

SOURCE:  MICHAEL  MANGAN.  SENIOR  MANAGER  OF  BUSINESS  CONSULTING  AT  ARTHUR  ANDERSEN  LLP 


plitting  up  IT  functions  is  often  underestimated 
is  divest  some  of  their  units.  By  Maria  Trombly 
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; HINK  YOU  CAN  DO  A  BETTER  JOB  HOLDING  ONTO 

f|  your  information  technology  staff  by  upping 
salaries  and  sending  out  for  a  group  lunch  once 

H  a  week? 

That  would  sure  help.  But  you’d  better  be 
addressing  a  different  set  of  issues  if  you  really  want 
your  retention  strategy  to  work,  according  to  the 
rank-and-file  IT  professionals  we  heard  from. 

We  recently  asked  for  reader  advice  on  what  com¬ 
panies  could  do  to  keep  their  IT  staffers  from  jump¬ 
ing  ship  when  better  offers  come  floating  by. 

We  invited  IT  professionals  to  visit  our  Web  site 
( www.computerworld.com )  and  post  their  best  advice 
to  IT  managers. 

We  received  more  than  450  detailed  replies,  almost 
all  of  which  shared  three  common  themes,  summed 
up  in  this  quote  from  one  of  our  readers:  “Communi¬ 
cate,  train,  empower.” 

This  is  pretty  basic  stuff,  folks.  Yet  too  many  IT 
managers  are  failing  to  get  the  message  on  what  their 
staffers  really  want  from  them,  as  they  continue  to 
wrestle  with  double-digit  job  turnover. 

It  isn’t  uncommon  for  a  Fortune  500  company  to 
have  more  than  100  IT  positions  open  at  a  time. 

Joseph  Krafinski,  senior  technical  recruiter  at 
Datacom  Technology  Group  in  New  York,  says  he  is 
working  with  a  big-name  e-commerce  firm  that  has 
200  job  openings.  Keep  in  mind,  these  aren’t  just  new 
job  slots  that  need  filling  but  established  ones  vacat¬ 
ed  by  employees  who  have  moved  on. 

On  average,  Krafinski  says  he  is  filling  jobs  for  his 
clients  with  people  —  such  as  high-level  program¬ 
mers  and  developers  —  who  have  held  as  many  as 
three  jobs  in  five  years. 

Why  all  the  movement? 

“A  couple  of  years  ago,  people  were  moving  for 
money.  Now  they  are  moving  for  employers  who  will 
take  a  personal  interest  in  them,”  Krafinski  says. 

Based  on  what  we  heard  from  our  readers,  Krafin¬ 
ski  has  hit  the  nail  on  the  head. 

What  Have  They  Done  for  Me  Lately? 

If  we’ve  heard  it  once,  we’ve  heard  it  a  hundred 
times:  IT  professionals  say  they  want  to  feel  appreci¬ 
ated  for  the  job  they  do,  respected  for  their  thoughts 
and  ideas. 

They  say  they  need  to  feel  they  can  grow  at  the 
place  they  work  and  that  opportunities  for  training 
and  specialization  exist.  And,  no  surprise,  they  say 
they  want  to  feel  well  compensated  for  their  efforts. 

As  one  reader  wrote,  “Realize  that  it’s  not  just 
salary  that  keeps  people.  Career  development  and 
training  are  important  as  well.” 

It  makes  one  think  that,  in  the  push  to  fill  slots, 
employers  might  be  forgetting  not  only  the  faces,  but 
also  the  attributes  of  the  folks  working  right  under 
their  noses. 

As  another  reader  pointed  out,  “The  market  is  go¬ 
ing  crazy  for  head  count,  but  really  what  are 
[employers]  doing  to  keep  the  employees  they  do 

have  there?” 

Training  seminars.  Updated  computer  systems. 
Personal  days.  Quarterly  progress  reports.  These 
are  tangible  signs  that  an  employer  is  taking  an 
into  st  in  an  employee’s  professional  develop¬ 
ment,  And  they  can  work. 

“A  lot  of  applicants  feel  the  technology  is 
mi  v  faster  than  they  can  keep  up.  If  they 
stay  e  a  company  [that  doesn’t  offer  train- 
in:  ’;  :o;  .  tore  than  a  year,  they  feel  they  will 
be  left  behind,”  Krafinski  says. 

B<  ‘  ■  n  in.':  Employees  who  feel  left  be¬ 
hind,  '.'lien  leave  employers  behind. 


RESPECT! 

Too  many  IT  managers 
keep  throwing  fat  pay- 
checks  and  lean  lunches 
at  their  staffers  in  the 
hopes  of  keeping  them. 
But  IT  pros  we  heard 
from  say  it’s  still  respect 
they’re  lacking  most. 

By  Holly  Hubbard  Preston 


Compensate  and  Appreciate 


Making  an  employee  feel  like  a  valued  part  of  a 
team,  as  one  of  our  readers  pointed  out,  often  in¬ 
volves  lots  of  little  but  meaningful  gestures  that  add 
up  to  a  big  show  of  support,  as  the  following  excerpts 
from  the  messages  they  posted  online  indicate: 

Train  Me,  Keep  Me 

“More  training  and  better  systems.  My  6-year-old 
daughter  has  a  better  system  than  10%  of  my  users.” 

“Train  us,  we’ll  stay.” 

“Salary  is  one  factor,  but  training  and  using  the 
latest  technologies  are  at  the  top  of  the  list  for  keep¬ 
ing  people.” 

“Realize  the  benefits  of  training,  and  do  not  treat 
training  as  something  that  an  employee  takes  and 
leaves  the  company  with.” 

“Train  technical  managers  in  business  skills.” 

“Allow  the  ‘dinosaurs’  the  opportunity  to  work  on 
new  technology  to  keep  their  skills  marketable.” 

A  Common  Goal 

“Everyone  must  work  toward  a  goal.  Present  a  goal 
for  each  employee  to  work  toward.  Give  them  ample 
reward  as  they  achieve  and  become  better  citizens 
and  contributing  employees.” 

“Communicate  to  [IT  staff]  what  the  business 
goals  are  and  why  some  of  the  rapid  direction- 
changes  are  made.” 

“Quit  reorganizing  every  time  you  turn  around. 
People  . . .  aren’t  clear  about  company  goals  or  the 
parameters  of  their  own  positions  because  the  struc¬ 
ture  changes  every  few  months.” 

A  Little  Respect,  Lots  of  Loyalty 

“Pay  attention  to  their  needs  as  people.  Make  sure 
you  don’t  underpay,  but  not  overworking  is  even 
more  important.” 

“The  CEO  is  always  working  on  customer  relation¬ 
ships.  However,  there  is  a  major  problem  . . .  with 
management  skills  that  should  be  addressed.” 

“Companies  have  to  trust  their  IT  staff  to  do  their 
jobs.  Too  many  managers  are  trying  to 
control  details  that  should  be  left  to 
the  technical  people _ IT  man¬ 

agement  is  very  quick  to  punish 
mistakes  and  rarely  notices  the  ab¬ 
sence  of  problems.” 

‘Be  flexible  in  work  schedule.  If  I’m 
here  every  day  for  nine  hours,  and  one  day  I 
need  to  take  off  and  get  my  vehicle  fixed  or 
just  want  to  take  it,  they  should  allow  me.” 

“Find  out  what  the  person  wants  to  work  on,  and 
give  them  a  chance  to  do  it  instead  of  contracting  out 
all  the  fun,  new  stuff.” 


“Take  a  closer  look  at  your  veteran  employees. 
These  new  rookies  are  a  bunch  of  hackers  . . .  and 
they  destroy  systems  and  leave  for  another  job. . . . 
Invest  in  your  existing  IT  people  who  have  proven 
themselves  time  and  time  again.” 

“Better  pay,  keep  up  with  current . . .  trends  in  IT 
[perks  and  benefits]  and  stop  treating  developers  like 
unskilled  resources.” 

“Empower,  empower,  empower.  Reward  a  job  well 
done!  Promote  from  within  . . .  duh!” 

“Accept  the  fact  that  paying  average  salaries  will 
only  retain  average  people.  Paying  larger  salaries  for 
new  hires  without  adjusting  current  salaries  will 
alienate  your  entire  staff.”  > 

Hubbard  Preston  is  a  freelance  writer  in  St.  Helena, 
Calif 
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IT  salaries  are  rising  by  double  digits  again, 
as  companies  pander  to  workers  who  are 
much  wiser  about  their  worth  and  bolder 
with  their  demands.  By  Mary  Brandel 


TO  PEER  INTO  THE  HEART  OF 
the  information  technology 
hiring  scene  today,  look  no 
further  than  Applied  Signal 
Technology  Inc.  in  Sunnyvale,  Calif. 

At  this  manufacturer  of  signal  pro¬ 
cessing  equipment,  salaries  rose  by  as 
much  as  18%  for  existing  employees 
this  year,  while  new  hires’  salaries 
went  up  by  15%  to  25%.  That  doesn’t 
include  sign-on  bonuses  for  all  new  IT 
employees  and  stock  options  for  some 
existing  ones  in  key  positions. 


“That’s  what  they’ve  been  asking 
for,”  says  Eric  Nelson,  IT  manager  at 
the  firm.  “They’re  a  lot  braver  than 
they  used  to  be  —  they  know  they  can 
find  a  job  on  their  lunch  break.” 

In  addition,  “every  job  candidate 
usually  has  two  to  three  offers  in  hand 
before  we  even  see  them,  and  probably 
50%  are  no-shows,”  Nelson  adds.  “It’s 
really  competitive.” 

As  in  the  past  couple  of  years,  com¬ 
panies  are  going  to  great  lengths  to  at¬ 
tract,  keep  and  motivate  talented  IT 


workers.  At  Lisle,  Ill.-based  Tellabs  Op¬ 
erations  Inc.,  which  designs,  manufac¬ 
tures  and  supports  telecommunica¬ 
tions  equipment,  a  $1.8  million  pro¬ 
gram  gives  employees  a  chance  to  win 
$4,500  if  a  referral  gets  hired.  Just  for 
submitting  a  resume,  applicants  can 
win  a  DVD  player  or  new  car. 

Meanwhile  in  Dallas,  a  small  Inter¬ 
net  consulting  company  is  moving  to 
attract  employees.  “We’re  in  a  part  of 
town  that  we  have  been  told  recruits 
do  not  want  to  work  in,”  says  the  man- 
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ager  of  e-business,  who  asked  not  to  be 
identified.  “They  say,  ‘Why  should  I 
have  to  come  west  of  downtown?’  ” 

Call  it  pandering  to  prima  donnas, 
but  this  is  what  it  takes  to  hire  the  best 
and  brightest  IT  talent  today.  And 
these  moves  are  in  addition  to  double¬ 
digit  salary  increases  and  ever-more- 
generous  bonus  plans. 

But  there  are  a  couple  of  differences 
this  year.  For  one,  while  companies 
will  spend  what’s  necessary  to  attract 
IT  talent,  they’re  not  about  to  let  IT 
workers  lead  them  around  by  the  nose. 

“Some  people  are  making  outrageous 
demands  in  terms  of  looking  for  several 
hundred  thousand  for  two  years  out  of 
school,”  says  Cathie  Kozik,  vice  presi¬ 
dent  of  global  information  systems  at 
Tellabs.  “To  those  folks  we  say,  ‘Thanks 
very  much,  but  we’ll  move  on.’  Prior  to 
the  fallout  in  the  dot-com  sector,  I  think 
they  were  finding  it.  But  now  the  dot- 
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corns  don’t  have  money  to  throw  at 
them,  so  corporations  like  ourselves  are 
not  at  as  great  a  disadvantage.” 

“People  are  exploiting  the  situation 
right  now,”  agrees  Nelson.  “I’ve  seen 
junior-type  Unix  administrators  asking 
for  $80,000  to  $90,000  who  we’d  offer 
$65,000  to  $70,000  at  the  most  if  they 
were  pretty  good.” 

Tellabs  raised  salaries  among  IT 
workers  by  5%  to  15%  after  conducting 
its  annual  market  analysis.  Bonuses  are 
in  the  5%  to  35%  range,  compared  with 
last  year’s  5%  to  20%  range.  Some 
workers,  such  as  those  with  SAP  and 
Unix  administration  skills,  are  seeing 
50%  salary  increases.  New  IT  employ¬ 
ees  are  offered  sign-on  bonuses,  and 
current  employees  get  stock  options. 

Another  difference  is  that  stock  op¬ 
tions  are  starting  to  lose  their  luster. 
Instead,  companies  are  turning  to  in¬ 
novative  bonus  plans,  which  pose  a 


number  of  advantages:  They  can  at¬ 
tract,  retain  or  motivate  workers  and 
—  because  they  are  variable  —  can 
help  maintain  payrolls  through  good 
and  bad  times. 

“When  times  are  good,  the  bonuses 
are  great,  but  when  times  aren’t,  the 
company  isn’t  committed  to  paying 
high  salaries,”  says  the  e-business  man¬ 
ager.  Almost  one-third  of  his  own  com¬ 
pensation  is  based  on  a  performance 
bonus.  “It’s  also  a  good  way  to  keep 
people,  because  you  have  to  stay  a 
while  to  get  your  bonus,  so  it’s  easier 
to  turn  down  other  offers,”  he  says.  At 
the  consulting  company,  bonuses  range 
from  8%  to  15%  of  an  employee’s 
salary,  with  the  highest  ones  going  to 
people  with  project  management, 

XML,  Java  and  Wireless  Application 
Protocol/Wireless  Markup  Lan¬ 
guage  skills. 

The  basic  trend  in  bonuses  is  to 


Now  the  dot-coms 
don't  have  money 
to  throw  at  them, 
so  corporations 
like  ourselves  are 
not  at  as  great  a 
disadvantage. 

CATHIE  K0ZIK,  VICE  PRESIDENT  OF 
GLOBAL  INFORMATION  SYSTEMS, 
TELLABS  OPERATIONS  INC. 


ONCE  A  YEAR,  NEEDED  OR  NOT. 

90°/o  of  IT  managers  still  conduct  salary  re¬ 
views  for  their  employees  only  once  a  year, 
despite  the  wish  by  many  for  more  frequent 
salary  benchmarks. 

read  all  about  IT!  55%  of  IT  man¬ 
agers  say  published  salary  surveys  are  still 
the  primary  source  for  IT  salary  benchmarks, 
followed  by  networking  with  peers,  industry 
statistics  and  purchased  market  research. 


Job  Titles  and  Descriptions  Surveyed 


TOP  IT  MANAGEMENT 
ClO/vice  president  of  IS/IT:  Top 

IS/IT  executive  for  the  organiza¬ 
tion,  enterprisewide 
CTO:  Responsible  for  technology 
direction  in  organization 
Director  of  IS/MIS:  Top  IS/MIS 
executive  for  a  business  unit  or 
division 

Director  of  systems  develop¬ 
ment:  Top  systems  development 
executive;  directs  systems  man¬ 
agement/applications  pro¬ 
gramming  (large-scale  and 
desktop  machines) 

Director  of  networks:  Top 
networking  executive;  manages 
voice  and  data  communications 
Director  of  IS/IT  operations: 

Top  operations  executive;  directs 
the  data  center  and  systems  oper¬ 
ations  group 

Internet  technology  strategist: 

Oversees  integration  of  Web 
reporting,  workflow,  e-mail  track¬ 
ing,  streaming  media  content, 
integration  and  security  pro¬ 
cesses 

Web  architect:  Responsible  for 
the  development  of  customer  ap¬ 
plications  for  Internet  develop¬ 


ment,  maintaining  Web  servers 
and  back-office  infrastructure 
linkage 

SYSTEM  DEVELOPMENT 
AND  INTEGRATION 
Manager  of  Internet/intranet 
technology:  Manages  all  Internet 
or  intranet-related  activities,  in¬ 
cluding  development,  implemen¬ 
tation  and  operations 
Project  manager,  systems  and 
programming:  Defines  project 
system  requirements  and  the  pro¬ 
cedures  needed  to  complete  the 
projects 

Database  manager:  Directs  the 
group  responsible  for  database 
design,  programming  and  main¬ 
tenance 

Senior  systems  analyst: 

Designs  advanced  system  re¬ 
quirements  to  solve  business 
problems 

Database  analyst:  Develops 
both  physical  and  logical  data¬ 
base  functions 

Systems  analyst/administrator: 

Analyzes  business  processes  and 
designs  basic  system  require¬ 
ments 


Senior  systems  programmer: 

Responsible  for  system  software, 
operating  systems  and  related 
integration 

Senior  programmer/analyst: 

Develops,  tests  and  maintains 
advanced  application  programs 

Systems  programmer:  Performs 
basic  programming  tasks 
Programmer/analyst:  Develops, 
tests  and  maintains  basic  applica¬ 
tion  programs 

TECHNICAL  SERVICE 
AND  OPERATIONS 
Computer  operations/DP  man¬ 
ager:  Manages  computer  sys¬ 
tems,  data  processing  and  com¬ 
munications  groups 
Lead  computer  operator: 
Responsible  for  scheduling, 
processing,  distributing  and 
controlling  the  processing  of 
information 

Computer  operator:  Responsi¬ 
ble  for  daily  processing  and  back¬ 
up  of  information 
Technical  specialist:  Provides 
technical  support  for  operating 
systems  and  monitors  processing 
efficiencies 


PC  END-USER  SUPPORT 
Technology  support/help  desk 
manager:  Manages  end-user 
hardware  and  software  support 
PC  technology  support  special¬ 
ist:  Responsible  for  overall  main¬ 
tenance  of  PCs 
Help  desk  operator:  Answers 
user  support  questions 

NETWORKS 
Manager  of  voice  and  data 
communications:  Manages 
voice  and  data  communications 
LAN  manager:  Responsible  for 
planning,  designing  and  operating 
the  LAN  as  well  as  establishing  all 
procedures  relating  to  the  LAN 
environment 

E-commerce  network  adminis¬ 
trator:  Manages  Web-based  net¬ 
work  servers  and  monitors  vol¬ 
ume  of  e-commerce  transactions 
Network  administrator:  Admin¬ 
isters,  defines,  updates  and  main¬ 
tains  networks 

Information  security  specialist: 

Responsible  for  maintaining  the 
security  of  computer  systems, 
network  applications  and  data¬ 
bases 


KEEPING  WORKERS  PERK-Y.  When 
it  comes  to  noncash  perks,  managers  are 
most  likely  to  offer  their  IT  employees  more 
training  (79%),  conferences  (54%),  comp 
time  (51%),  enhanced  work  facilities  such  as 
a  gym  or  cafeteria  (25%)  and  stock  options 
(19%). 

BIG  BUCKS  FOR  THE  BIG  CHEESE. 

IT  executives  and  senior  managers  received 
huge  bonuses  in  the  past  year.  CIOs  and 
chief  technology  officers  did  especially  well, 
topping  $30,000  in  bonus  pay. 

SOMETHING  FOR  YOUR  TROUBLE. 

The  bonuses  paid  to  rank-and-file  IT  employ¬ 
ees  increased  anywhere  from  50%  to  132% 
last  year,  depending  on  job  title. 


drive  executive  compensation  princi¬ 
ples  down  into  the  ranks,  says  David 
Foote,  managing  partner  at  Foote  Part¬ 
ners  LLC  in  New  Canaan,  Conn. 

An  example  is  a  program  that 
gives  bonuses  for  perfor¬ 
mance  over  two  or  three 
years,  not  just  annually, 
with  a  big  bump  in  stock 
and  cash. 

“Companies  are  paying 
bonuses  in  creative  ways,  to 
contractors,  consultants  and  full- 
timers  to  get  the  work  done,”  Foote  says. 

San  Francisco-based  Embark.com  — 
a  Web  marketplace  for  students  to  in¬ 


teract  with  academic  institutions  and 
related  businesses  —  is  also  increasing 
its  bonus  pool. 

“It’s  a  change  in  our  compa¬ 
ny’s  policy  to  be  more  gener¬ 
ous  in  bonuses,  and  reten¬ 
tion  is  one  of  the  big  fac¬ 
tors,”  says  Philip  Joung,  di¬ 
rector  of  technology.  Over¬ 
all,  Embark  is  increasing  its 
performance  bonuses,  from 
approximately  5%  to  10%  of  in¬ 
dividual  workers’  salaries  to  about 
10%  to  15%.  This  is  in  addition  to  20% 
raises  for  most  positions  this  year. 

But  even  with  bonuses,  many  com¬ 


panies  are  careful  not  to  throw  their 
money  around.  “They  are  segmenting 
their  worker  populations  into  the  ‘will- 
performs’  and  ‘won’t-performs’  to  filter 
out  the  laggards,”  Foote  says. 

Certain  jobs  command  higher  bonus 
and  salary  increases  than  others.  At 
Embark,  the  hottest  positions  are  se¬ 
nior  developers,  senior  project  man¬ 
agers  and  database  architects,  Joung 
says.  The  most  dramatic  increase  was 
for  highly  skilled  database  architects, 
with  salaries  jumping  30%  to  40%. 

According  to  Foote,  the  biggest 
salary  increases  nationally  were  for  se¬ 
curity  managers  and  administrators, 
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^  14th 

a  JTtlJLI  a 

Annual 

SALARY 

SURVEY 


TOTAL  IT  COMPENSATION  (SALARY  PLUS  BONUSES)  BY  REGION 


CIO 

Director  of  IS/MIS 
Director  of  networks 
Project  manager 
Technology  support  manager 
Senior  systems  administrator 
Network  administrator 
Systems  programmer 
Programmer/analyst 
Heip  nesk  operator 


New 

Middle 

East-North 

West-North 

South 

East-South 

West-South 

England 

Atlantic 

Central 

Central 

Atlantic 

Central 

Central 

Mountain 

Pacific 

$124,100 

$165,000 

$142,595 

$149,435 

$194,012 

$141,333 

$146,759 

$154,700 

$178,810 

$81,750 

$113,727 

$88,162 

$100,561 

$108,829 

$103,333 

$95,632 

$102,292 

$130,684 

$74,500 

$87,906 

$87,500 

$96,048 

$120,380 

$82,800 

$88,711 

$106,900 

$120,481 

$65,563 

$77,417 

$75,768 

$77,908 

$91,710 

$92,600 

$75,813 

$90,313 

$94,779 

$68,042 

$59,750 

$63,550 

$67,896 

$71,930 

$65,000 

$60,000 

$70,444 

$76,968 

$59,133 

$66,609 

$66,848 

$69,236 

$77,930 

$63,786 

$60,267 

$65,167 

$74,763 

$50,557 

$51,548 

$56,026 

$55,965 

$57,929 

$50,000 

$52,075 

$53,444 

$63,462 

$53,000 

$52,773 

$59,400 

$55,441 

$67,870 

$58,143 

$56,393 

$56,650 

$62,609 

$45,625 

$53,977 

$55,241 

$49,433 

$61,400 

$55,875 

$49,987 

$60,936 

$63,402 

$36,136 

$33,725 

$40,210 

$36,429 

$44,061 

$35,714 

$31,972 

$34,258 

$42,189 

LOWS  NEW  ENGLAND  -  MAINE,  VERMONT.  NEW  HAMPSHIRE.  MASSACHUSETTS.  CONNECTICUT.  RHODE  ISLAND;  MIDDLE  ATLANTIC  -  NEW  YORK.  NEW  JERSEY.  PENNSYLVANIA:  SOUTH  ATLANTIC  •  DELAWARE.  DISTRICT  OF 
VIRGINIA  WEST  VIRGINIA  NORTH  CAROLINA.  SOUTH  CAROLINA.  GEORGIA.  FLORIDA.  PUERTO  RICO.  U  S.  VIRGIN  ISLANDS;  EAST-NORTH  CENTRAL  -  WISCONSIN.  MICHIGAN.  ILLINOIS.  INDIANA,  OHIO:  EAST-SOUTH  CENTRAL  - 
MISSISSIPPI.  ALABAMA.  WEST-NORTH  CENTRAL  *  NORTH  DAKOTA.  SOUTH  DAKOTA.  MINNESOTA.  NEBRASKA.  IOWA,  KANSAS.  MISSOURI:  WEST-SOUTH  CENTRAL  ■  OKLAHOMA.  ARKANSAS.  LOUISIANA,  TEXAS.  MOUNTAIN  • 
MING.  NEVADA.  UTAH.  COLORADO.  ARIZONA.  NEW  MEXICO;  PACIFIC  -  ALASKA,  WASHINGTON.  OREGON.  CALIFORNIA.  HAWAII,  GUAM 
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SENIOR  MANAGEMENT 

MIDDLE  MANAGEMENT 

ClO/vice 

president 

ofIS/IT 

Chief  technology 
officer 

Director  of 
IS/MIS 

Director  of 
systems 
development 

Director  of 
networks 

Director  of 

IS  operations 

Internet 

technology 

strategist 

Web 

architect 

Manager  of 
voice  and  data 
communications 

LAN  manager 

Average  salary: 

$132,798 

Bonus: 

$31,005 

Total: 

$163,803 

Average  salary: 

$132,790 

Bonus: 

$32,491 

Total: 

$165,281 

Average  salary: 

$91,789 

Bonus: 

$14,165 

Total: 

$105,954 

Average  salary: 

$96,803 

Bonus: 

$15,826 

Total: 

$112,629 

Average  salary: 

$86,789 

Bonus: 

$12,751 

Total: 

$99,540 

Average  salary: 

$88,702 

Bonus: 

$13,590 

Total: 

$102,292 

Average  salary: 

$87,368 

Bonus: 

$12,762 

Total: 

$100,130 

Average  salary: 

$71,513 

Bonus: 

$9,846 

Total: 

$81,359 

Average  salary: 

$70,723 

Bonus: 

$9,152 

Total: 

$79,875 

Average  salary: 

$65,963 

Bonus: 

$7,106 

Total: 

$73,069 

TOP  10  INDUSTRIES  FOR  IT  PAY  (BY  TOTAL  COMPENSATION) 

Business  services, 
consulting/sys.  integ. 

$351,905 

Business  services, 
consulting/sys.  integ. 

$271,263 

Computer  hardware/ 
software/peripherals 

$173,125 

Computer  hardware/ 
software/peripherals 

$154,300 

Computer  hardware/ 
software/peripherals 

$159,667 

Computer  hardware/ 
software/peripherals 

$138,600 

Financial 

$144,650 

Business  services, 
consulting/sys.  integ. 

$122,045 

Computer  hardware/ 
software/peripherals 

$137,000 

Computer  hardware/ 
software/peripherals 

$113,000 

Business 
services,  IT 

$286,500 

Computer  hardware/ 
software/peripherals 

$260,000 

Business  services, 
consulting/sys.  integ. 

$163,480 

Business  services, 
consulting/sys.  integ. 

$150,333 

Business  services, 
consulting/sys.  integ. 

$139,205 

Business  services, 
consulting/sys.integ. 

$136,727 

Business  services, 
consulting/sys.  integ. 

$137,143 

Financial 

$108,056 

Business  services, 
consulting/sys.  integ. 

$109,810 

Business  services, 
consulting/sys.  integ. 

$101,167 

Computer  hardware/ 
software/peripherals 

$281,000 

Insurance 

$210,333 

Petroleum  exploration/ 
production/refining 

$125,000 

Financial 

$147,036 

Financial 

$126,033 

Financial 

$136,059 

Computer  hardware/ 
software/peripherals 

$132,500 

Computer  hardware/ 
software/peripherals 

$105,667 

Financial 

$100,833 

Business 
services,  IT 

$83,200 

Apparel/ 

textile 

$214,929 

Business 
services,  IT 

$206,400 

Financial 

$124,806 

Telcommunications 

$122,000 

Insurance 

$113,750 

Business 
services,  IT 

$111,500 

Business 
services,  IT 

$119,000 

Business 
services,  IT 

$92,000 

Government 

$73,032 

Financial 

$78,882 

Retail 

$203,333 

Financial 

$189,600 

Business 
services,  IT 

$124,250 

Retail 

$121,167 

Business 
services,  IT 

$113,000 

Aerospace/defense 

$109,900 

Insurance 

$105,250 

Transportation 

$90,571 

Distribution/ 

wholesale 

$72,556 

Health  care 

$76,700 

Health  care 

$182,043 

Health  care 

$155,500 

Telecommunications 

$116,000 

Transportation 

$119,000 

Health  care 

$105,219 

Health  care 

$103,678 

Health  care 

$95,444 

Health  care 

$78,667 

Health  care 

$70,657 

Insurance 

$70,654 

Industrial 

equipment 

$177,200 

Media 

$146,667 

Utilities 

$112,800 

Health  care 

$116,357 

Retail 

$104,667 

Utilities 

$102,500 

Transportation 

$86,750 

Distribution/ 

wholesale 

$77,333 

Retail 

$64,800 

Government 

$69,220 

Financial 

$177,063 

Distributors/ 

wholesale 

$128,875 

Insurance 

$106,150 

Media 

$115,714 

Media 

$102,000 

Distribution/ 

wholesale 

$99,808 

Distribution/ 

wholesale 

$85,167 

Government 

$61,523 

Transportation 

$62,667 

Media 

$66,900 

Food/beverage/ 

tobacco 

$171,800 

Government 

$94,633 

Industrial 

equipment 

$104,938 

Insurance 

$106,938 

Transportation 

$98,750 

insurance 

$96,000 

Media 

$78,750 

Nonprofit 

$53,500 

Insurance 

$60,625 

Distribution/ 

wholesale 

$65,083 

Insurance 

$159,882 

Education 

$91,583 

Food/beverage/ 

tobacco 

$104,111 

Distribution/ 

wholesale 

$100,200 

Electronics/electrical 

equipment 

$85,667 

Retail 

$92,571 

Government 

$75,950 

Education 

$48,176 

Education 

$54,714 

Nonprofit 

$63,167 

TOTAL  COMPENSATION  BY  COMPANY  SIZE  (COMPANIES  RANKED  BY  REVENUE) 

Less  than  S100M: 

$130,825 

S110M  to  S499.9M: 

$115,767 

$500Mormore: 

$206,723 

Less  than  S100M: 

$137,500 

S110M  to  S499.9M: 

$110,800 

$500Mormore: 

$203,296 

Less  than  $100M: 

$86,568 

SIIOMto  S499.9M: 

$84,123 

S500M  or  more: 

$120,380 

Less  than  $100M: 

$108,036 

SIIOMto  S499.9M: 

$83,257 

$500Mormore: 

$120,938 

Less  than  S100M: 

$83,406 

$110M  to  S499.9M: 

$71,808 

$500Mormore: 

$111,578 

Less  than  $100M: 

$117,794 

S110M  to  S499.9M: 

$74,603 

$500Mormore: 

$106,628 

Less  than  $100M: 

$130,000 

SIIOMto  S499.9M: 

$70,500 

$500Mormore: 

$103,147 

Less  than  $100M: 

$73,714 

SIlOMto  $499. 9M: 

$71,879 

$500Mormore: 

$83,970 

Less  than  $100M: 

$68,808 

$110M  to  S499.9M: 

$64,411 

$500Mormore: 

$85,431 

Less  than  $100M: 

$63,167 

S110M  to  $499. 9M: 

$61,298 

$500 M  or  more: 

$79,774 

network  engineers  and  administrators, 
all  architecture  jobs,  cross-functional 
project  managers,  business  technolo¬ 
gists,  enterprise  infrastructure  workers 
and  business  analysts.  There  were  also 
significant  salary  increases  for  New 
Age  database  architects  who  can  blend 
database,  network,  systems  and  specif¬ 
ic  application  skills. 

But  simply  having  the  right  skill  at 
the  right  time  can  give  you  a  big  boost. 
At  the  Dallas  consulting  company,  a 
Web  developer  who  was  with  the  firm 
for  six  months  doubled  her  salary 
when  she  joined  another  company, 
thanks  to  the  experience  she  had 
gained  with  Austin,  Texas-based  Vi¬ 
gnette  Corp.’s  Story  Server.  As  a  result, 
the  e-business  manager  says,  the  com¬ 
pany  needs  to  conduct  twice-a-year 
salary  reviews.  “If  that’s  what  can  hap¬ 
pen  after  six  months  of  experience,  the 
salary  should  reflect  that,”  he  says. 


Perhaps  the  only  downside  for  IT 
workers  in  today’s  climate  is  the  profu¬ 
sion  of  job  offers  they  have  to  consider. 

“It’s  one  of  the  most  complex  times 
I’ve  ever  seen,  both  [as]  an  individual 
evaluating  job  offers  and  a  manager 
trying  to  retain  them,  because  of  the 
richness  of  offers  that  I’m  seeing,”  says 
Tom  Franklin,  a  vice  president  at  Con- 
cours  Group,  a  consultancy  in  Houston. 

For  example,  which  offer  would  you 
accept:  One  from  a  start-up  with  a  low 
salary  but  lots  of  stock  options;  one 
from  a  traditional  manufacturer  with  a 
decent  salary  but  not  much  upside 
growth;  or  one  from  a  public  software 
company  with  a  lower  salary  but  the 
opportunity  to  exercise  stock  options 
in  the  short  term?  “It’s  a  little  hard  to 
sort  those  out,”  Franklin  says. 

What’s  starting  to  happen  is  that 
people  look  beyond  the  monetary 
compensation  and  ask  themselves 


Life  is 
Good  at 
The  Bottom 


IT  SALARIES  FOR  ENTRY-LEVEL 
EMPLOYEES  IN  HIGH-DEMAND  JOBS 


Senior  systems  analyst 

$49,488 

Senior  systems  programmer 

$48,445 

Systems  analyst/administrator 

$44,507 

Information  security  specialist 

$44,439 

E-commerce 
network  administrator 

$42,571 

Systems  programmer 

$41,332 

Network  administrator 

$41,036 

BUSINESS  .ALARY  SURVEY 
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MIDDLE  MANAGEMENT  _ I _ STAFF  AND  ENTRY  LEVEL 


Manager  of 
inferrwt/intranet 
technology 

Project  manager, 
systems  and 
programming 

Database 

manager 

Computer 

operations 

manager 

Technical 

support 

manager 

Network 

administrator 

E-commerce 

network 

administrator 

Information 

security 

specialist 

Senior 

systems 

analyst 

Systems  analyst 
administrator 

Average  saiary: 

Average  salary: 

Average  salary: 

Average  salary: 

Average  salary: 

Average  salary: 

Average  salary: 

Average  salary: 

Average  salary: 

Average  salary: 

$73,716 

$73,804 

$71,178 

$65,719 

$61,109 

$52,735 

$58,741 

$62,013 

$63,711 

$57,766 

Bonus: 

Bonus: 

Bonus: 

Bonus: 

Bonus: 

Bonus: 

Bonus: 

Bonus: 

Bonus: 

Bonus: 

$9,264 

$8,684 

$7,747 

$7,891 

$6,507 

$4,277 

$5,446 

$4,268 

$5,362 

$5,194 

Total: 

Total: 

Total: 

Total: 

Total: 

Total: 

Total: 

Total: 

Total: 

Total: 

$82,980 

$82,488 

$78,925 

$73,610 

$67,616 

$57,012 

$64,187 

$66,281 

$69,073 

$62,960 

TOP  10  INDUSTRIES  FOR  IT  PAY  (BY  TOTAL  COMPENSATION) 


Business  services, 
consulting/sys.  integ. 

$120,632 

Apparel/textile 

$109,000 

Business  services, 
consulting/sys.  integ. 

$107,413 

Computer  hardware/ 
software/peripherals 

$112,500 

Business  services, 
consulting/sys.  integ. 

$86,120 

Computer  hardware/ 
software/peripherals 

$102,200 

Business  services, 
consulting/sys.  integ. 

$108,758 

Computer  hardware/ 
software/peripherals 

$102,500 

Business  services, 
consulting/sys.  integ. 

$96,739 

Computer  hardware/ 
software/peripherals 

$82,750 

— — — — — 

Insurance 

$101,250 

Computer  hardware/ 
software/peripherals 

$99,000 

Transportation 

$95,400 

Apparel/textile 

$96,200 

Financial 

$77,559 

Financial 

$99,250 

Financial 

$93,667 

Financial 

$90,700 

Automotive 

$84,800 

Business 
services,  IT 

$73,167 

Transportation 

$78,700 

Electronics/electrical 

equipment 

$90,100 

Insurance 

$79,278 

Transportation 

$84,000 

Transportation 

$71,000 

Aerospace/defense 

$76,375 

Transportation 

$88,571 

Business 
services,  IT 

$78,740 

Financial 

$79,406 

Healthcare 

$65,924 

Health  care 

$74,722 

Telecommunications 

$84,500 

Health  care 

$78,192 

Food/beverage/ 

tobacco 

$78,800 

Government 

$65,013 

Distribution/ 

wholesale 

$74,714 

Media 

$82,286 

Government 

$71,256 

Utilities 

$74,100 

Retail 

$64,045 

Government 

$73,778 

Insurance 

$80,292 

Distribution/ 

wholesale 

$66,444 

Health  care 

$72,138 

Media 

$63,500 

Education 

$48,750 

Nonprofit 

$79,333 

Education 

$60,861 

Government 

$69,778 

Insurance 

$63,417 

TOI 

» lO  INDUSTRIES  FOR  IT  PAY  (BY  TOTAL  COMPENSATION) 

Computer  hardware/ 
software/peripherals 

$81,111 

Business  services, 
consulting/sys.  integ. 

$76,250 

Business  services, 
consulting/sys.  integ. 

$84,548 

Business  services, 
consulting/sys.integ. 

$83,833 

Computer  hardware/ 
software/peripherals 

$77,000 

Aerospace/defense 

$69,429 

Business 
services,  IT 

$75,375 

Retail 

$67,750 

Computer  hardware/ 
software/peripherals 

$80,571 

Business  services, 
consulting/sys.  integ. 

$73,273 

Business  services, 
consulting/sys.  integ. 

$66,614 

Government 

$66,600 

Government 

$67,563 

Apparel/textile 

$77,357 

Insurance 

$70,750 

Apparel/textile 

$65,556 

Healthcare 

$58,400 

Insurance 

$62,600 

Consumer  products 

$76,375 

Electronics/electrical 

equipment 

$69,500 

Business 
services,  IT 

$64,583 

Distribution/ 

wholesale 

$55,500 

Health  care 

$62,500 

Industrial  equipment 

$73,000 

Health  care 

$65,407 

Construction 

$61,071 

Financial 

$55,125 

Financial 

$60,625 

Insurance 

$73,000 

Financial 

$62,833 

Utilities 

$59,600 

Education 

$45,000 

Distribution/ 

wholesale 

$53,571 

Electronics/electrical 

equipment 

$72,400 

Retail 

$62,250 

Government 

$59,426 

Education 

$44,133 

Business 
services,  IT 

$69,100 

Utilities 

$61,125 

Food/beverage/ 

tobacco 

$58,667 

Aerospace/defense 

$66,500 

Government 

$60,758 

Consumer  products 

$57,929 

Retail 

$66,429 

Transportation 

$60,250 

TOTAL  COMPENSATION  BY  COMPANY  SIZE  (COMPANIES  RANKED  BY  REVENUE) 


Less  than  $100M: 

Less  than  S100M: 

Less  than  $100M: 

Less  than  $100M: 

Less  than  S100M: 

Less  than  S100M: 

Less  than  S100M: 

Less  than  S100M: 

Less  than  S100M: 

Less  than  S100M: 

$70,600 

$75,975 

$69,000 

$64,853 

$59,750 

$55,537 

$58,500 

$69,227 

$69,893 

$68,692 

S110M  to  S499.9M: 

$110M  to  S499.9M: 

SIIOMto  S499.9M: 

SIIOMto  S499.9M: 

SIIOMto  S499.9M: 

SIIOMto  S499.9M: 

$110Mto$499.9M: 

SIIOMto  S499.9M: 

SIIOMto  $499. 9M: 

SIIOMto  S499.9M: 

$66,500 

$70,625 

$65,515 

$62,095 

$54,291 

$51,528 

$57,444 

$52,543 

$62,219 

$56,593 

S500M  or  more: 

$500Mormore: 

$500Mormore: 

$500Mormore: 

$500Mormore: 

$500Mormore: 

S500M  or  more: 

$500Mormore: 

$500Mormore: 

$500Mormore: 

$86,484 

$87,766 

$84,275 

$77,750 

$71,411 

$60,320 

$65,543 

$67,264 

$69,952 

$63,330 

[Dot-coms] 
don’t  have  the 
drawing  power 
with  stock 
options  they 
used  to  have. 

TOM  FRANKLIN,  VICE  PRESIDENT, 
CONCOURS  GROUP 


whether  the  work  looks  interesting 
and  exciting  in  the  short  term  and  how 
well  the  job  positions  them  for  the 
next  job  they  take,  Franklin  says. 

People  will  work  for  below-market 
salaries  if  other  things  are  in  place.  For 
instance,  in  addition  to  looking 
forward  to  Embark’s  initial 
public  offering,  “people  feel 
loyalty  toward  our  company 
because  they’re  working  in 
the  education  arena,  and 
they  feel  like  they’re  here  to 
make  a  contribution  to  that,” 

Joung  says. 

These  attitudes  are  encouraging 
companies  to  be  creative  about  the 
types  of  compensation  and  rewards 
they  offer,  including  “a  three-month 
sabbatical,  for  instance,”  Foote  says. 

Applied  Signal  has  managed  to  keep 
its  turnover  to  a  low  5%,  and  Nelson 
attributes  a  lot  of  that  to  its  emphasis 


on  training.  “We’ve  got  a  very  gener¬ 
ous  tuition-reimbursement  program, 
the  best  Eve  ever  seen.  We’re  also  real 
big  on  letting  people  move  around  in 
the  department  and  to  keep  them  chal¬ 
lenged  and  let  them  play  with  new  toys 
all  the  time.” 

Kozik  attributes  high  reten¬ 
tion  rates  to  Tellabs’  success 
in  its  market  and  the  growth 
opportunities  it  affords. 

“We  have  a  lot  of  cool 
things  going  on,”  she  says. 
We’re  coming  up  to  speed 
quickly  in  e-business,  so  we’re 
using  the  latest  technologies,  and 
we  just  finished  an  upgrade  to  SAP  4.6, 
so  there’s  an  opportunity  to  stay  ahead 
of  the  technology  curve.” 

Tellabs  also  runs  a  program  called 
Dreamquest,  in  which  supervisors 
work  with  employees  on  career  pro¬ 
grams.  “The  whole  focus  is  to  say, 
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STAFF  AND  ENTRY  LEVEL 


Senior  PC  technical 


Senior  systems 
programmer 

Senior 

programmer 

programmer/ 

analyst 

Programmer/ 

analyst 

Database 

analyst 

Lead  computer 
operator 

Computer 

operator 

Technical 

specialist 

Help  desk 
operator 

support 

specialist 

Average  salary: 

563,732 

Bonus: 

$5,293 

Total: 

569,025 

Average  salary: 

$54,383 

Bonus: 

$5,039 

Total: 

$59,422 

Average  salary: 

$61,803 

Bonus: 

$5,049 

Total: 

$66,852 

Average  salary: 

$51,623 

Bonus: 

$4,663 

Total: 

$56,286 

Average  salary: 

$60,919 

Bonus: 

$4,800 

Total: 

$65,719 

Average  salary: 

$40,804 

Bonus: 

$2,487 

Total: 

$43,291 

Average  salary: 

$33,917 

Bonus: 

$2,505 

Total: 

$36,422 

Average  salary: 

$46,732 

Bonus: 

$3,336 

Total: 

$50,068 

Average  salary: 

$36,421 

Bonus: 

$2,181 

Total: 

$38,602 

Average  salary: 

$39,751 

Bonus: 

$2,525 

Total: 

$42,276 

TOP  10  INDUSTRIES  FOR  IT  PAY  (BY  TOTAL  COMPENSATION) 

Computer  hardware/ 
software/peripherals 

590,000 

Computer  hardware/ 
software/peripherals 

$78,667 

Computer  hardware/ 
software/peripherals 

$82,143 

Apparel/textile 

$73,400 

Aerospace/defense 

$87,000 

Business  services, 
consulting/sys.  integ. 

$55,632 

Business  services, 
consulting/sys.  integ. 

$46,816 

Computer  hardware/ 
software/peripherals 

$69,056 

Computer  hardware/ 
software/peripherals 

$47,786 

Computer  hardware/ 
software/peripherals 

$48,389 

Business 
services,  IT 

583,000 

Business  services, 
consulting/sys.  integ. 

$71,544 

Business  services, 
consulting/sys.  integ. 

$78,896 

Business  services, 
consulting/sys.  integ. 

$68,321 

Media 

$85,143 

Business 
services,  IT 

$45,300 

Government 

$37,097 

Business  services, 
consulting/sys.  integ. 

$61,476 

Business  services, 
consulting/sys.  integ. 

$43,304 

Business  services, 
consulting/sys.  integ. 

$46,748 

Aerospace/defense 

580,800 

Financial 

$63,167 

Aerospace/defense 

$78,667 

Computer  hardware/ 
software/peripherals 

$68,143 

Computer  hardware/ 
software/peripherals 

$76,800 

Distribution/ 

wholesale 

$44,722 

Education 

$36,400 

Business 
services,  IT 

$61,000 

Apparel/textile 

$41,000 

Retail 

$45,909 

Business  services, 
consulting/sys.  integ. 

$79,609 

Distribution/ 

wholesale 

$58,000 

Apparel/textile 

$76,889 

Financial 

$67,304 

Retail 

$74,800 

Government 

$44,150 

Retail 

$36,000 

Financial 

$54,286 

Government 

$40,098 

Insurance 

$44,667 

Insurance 

$74,313 

Government 

$57,513 

Financial 

$76,235 

Consumer  products 

$60,750 

Business  services, 
consulting/sys.  integ. 

$72,923 

Health  care 

$43,591 

Insurance 

$35,455 

Food/beverage/ 

tobacco 

$51,375 

Business 
services,  IT 

$39,300 

Government 

$44,666 

Transportation 

$69,833 

Health  care 

$56,848 

Transportation 

$72,667 

Transportation 

$60,250 

Health  care 

$67,182 

Utilities 

$42,900 

Utilities 

$34,917 

Health  care 

$49,295 

Construction 

$38,600 

Petroleum  exploration/ 
production/refining 

$44,200 

Financial 

$68,788 

Insurance 

$54,700 

Utilities 

$68,333 

Distribution/ 

wholesale 

$59,444 

Utilities 

$65,900 

Retail 

$42,167 

Business 
services,  IT 

$34,667 

Government 

$44,22  4 

Plastics/rubber/ 

stone/glass 

$37,800 

Construction 

$43,167 

Distribution/ 

wholesale 

$68,500 

Transportation 

$54,600 

Health  care 

$66,310 

Utilities 

$57,250 

Government 

$60,548 

Plastic/rubber/ 

stone/glass 

$38,333 

Financial 

$34,433 

Distribution/ 

wholesale 

$44,000 

Financial 

$37,406 

Distribution/ 

wholesale 

$42,400 

Health  care 

$67,279 

Education 

$47,167 

Government 

$64,569 

Industrial  equipment 

$55,286 

Financial 

$60,188 

Insurance 

$37,500 

Health  care 

$34,000 

Education 

$37,458 

Distribution/ 

wholesale 

$36,231 

Financial 

$41,475 

Government 

$61,736 

Retail 

$46,600 

Insurance 

$64,208 

Government 

$54,329 

Insurance 

$59,778 

Financial 

$35,727 

Distribution/ 

wholesale 

$33,610 

Retail 

$35,400 

Education 

$35,056 

Plastic/rubber/ 

stone/glass 

$41,000 

TOTAL  COMPENSATION  BY  COMPANY  SIZE  (COMPANIES  RANKED  BY  REVENUE) 


Less  than  S100M: 

Less  thanSIOOM: 

Less  thanSIOOM: 

Less  thanSIOOM: 

Less  thanSIOOM: 

Less  thanSIOOM: 

Less  thanSIOOM: 

Less  thanSIOOM: 

Less  thanSIOOM: 

Less  thanSIOOM: 

$64,085 

$60,944 

$69,194 

$60,791 

$59,143 

$45,592 

$34,050 

$48,417 

$36,688 

$44,000 

SIIOMto  S499.9M: 

SIIOMto  S499.9M: 

S110M  to  S499.9M: 

SIIOMto  S499.9M: 

SIIOMto  S499.9M: 

SIIOMto  S499.9M: 

SIIOMto  S499.9M: 

SIIOMto  $499. 9M: 

SIIOMto  S499.9M: 

SIIOMto  S499.9M: 

$66,082 

$58,462 

$61,489 

$51,819 

$59,333 

$41,179 

$34,268 

$45,258 

$36,281 

$38,303 

S500Mormore: 

S500M  or  more: 

$500Mormore: 

$500Mormore: 

$500Mormore: 

S500Mormore: 

$500Mormore: 

$500Mormore: 

$500Mormore: 

$500Mormore: 

$70,205 

$59,538 

$67,997 

$57,134 

$67,978 

$43,604 

$37,991 

$51,364 

$40,034 

$44,004 

‘Where  do  you  want  to  go,  and  what 
are  the  competencies  to  get  you 
there?’  ”  Kozik  says. 

Analyzing  job  offers  is  only  going  to 
get  more  difficult,  especially  with  the 
shakeout  that  occurred  this  year  for 
dot-com  firms,  Franklin  says.  “They 
don’t  have  the  drawing  power  with 


stock  options  they  used  to  have,  but 
they  can’t  offer  bonuses  based  on  earn¬ 
ings  because  they  don’t  have  earnings 
in  their  early  plans,”  he  says.  New 
models  will  likely  emerge  among  start¬ 
ups,  such  as  offering  options  redeem¬ 
able  in  stock  if  the  company  goes  pub¬ 
lic,  and  if  it  doesn’t,  options  for  anoth¬ 


er  company’s  tradable  stock. 

But  one  thing  is  certain:  Salaries  and 
bonuses  will  continue  their  healthy  in¬ 
creases  throughout  this  year  and  well 
into  the  next,  as  companies  remain 
willing  to  pay  top  dollar  for  true  talent. 

“The  right  person  for  the  job  can  be 
more  effective  than  three  unsuitable 


candidates,”  Joung  says.  “So  even 
though  salaries  may  be  high,  there  is 
still  a  better  return  to  pay  one  very 
productive  individual  than  multiple 
poorly  performing  workers.”  I 


Brandel  is  a  freelance  writer 
in  Newton,  Mass. 


Methodology 

Computerworlcf  s  Annual  Salary  Sur¬ 
vey  was  mailed  to  14,846  IT  managers 
and  senior  executives  in  June  and 
July.  Our  survey  asked  about  annual 
salaries,  annual  salary  increases  and 
additional  compensation. 

A  total  of  758  companies,  employing 
788,320  IT  professionals,  provided  av¬ 
erage  IT  salaries  for  this  survey.  The 
number  of  companies  reporting  salary 
data  for  each  job  title  is  as  follows: 


SENIOR  MANAGEMENT: 

ClO/vice  president  of  IS/  IT:  322 
Chief  technology  officer:  107 
Director  of  IS/  MIS:  339 
Director  of  systems 
development:  218 
Director  of  networks:  209 
Director  of  IS  operations:  205 
Internet  technology  strategist:  125 
Web  architect:  153 

MIDDLE  MANAGEMENT: 

Manager  of  voice  and  data 
communications:  179 


LAN  manager:  246 
Manager  of  Internet/intranet 
technology:  148 
Project  manager,  systems 
and  programming:  294 
Database  manager:  199 
Computer  operations 
manager/  DP  manager:  244 
Technical  support  manager/ 
help  desk  manager:  244 
STAFF  AND  ENTRY  LEVEL: 
Network  administrator:  354 
E-commerce  network 


administrator:  83 
Information  security 
specialist:  122 
Senior  systems  analyst:  255 
Systems  analyst/ 
administration:  193 
Senior  systems  programmer:  199 
Systems  programmer:  168 
Senior  programmer/analyst:  246 
Programmer/analyst:  264 
Database  analyst:  170 
Lead  computer  operator:  186 
Computer  operator:  208 


Technical  specialist:  168 
Help  desk  operator:  248 
PC  technical  support 
specialist:  317 


Note:  Vertical  industry  salary  figures 
are  not  a  statisically  valid  measure  of 
average  salaries  for  those  industries 
and  should  be  used  for  comparative 
rankings  only.  Averages  by  title  and 
company  size  are  a  more  reliable  mea¬ 
sure  of  typical  salaries. 
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DEFINITION 

Aggregators  are  Web  companies  such  as  Yahoo  Inc. 
that  combine  content  or  applications  from  multiple 
online  sources.  Recently,  a  new  generation  of  ag¬ 
gregators  has  been  reselling  a  potpourri  of  informa¬ 
tion  to  other  Web  sites  and  to  corporations  that  op¬ 
erate  external  or  intranet  Web  sites.  Some  analysts 
call  this  reselling  process  “syndication.” 


BY  STEVE  ALEXANDER 

ased  ON  the  theory 
that  you  can’t  have 
too  much  of  a  good 
thing,  a  new  gener¬ 
ation  of  Web  aggre¬ 
gators  is  combining  content 
or  applications  from  many 
sources  and  service  providers 
into  single  Web  sites. 

These  firms  gather  content 
or  applications  and  market 
them  to  third-party  Web  sites. 
They  differ  from  traditional 
aggregators,  which  collect  in¬ 
formation  exclusively  for  their 
own  sites.  The  new  aggrega¬ 
tors  offer  everything  from  con¬ 
solidated  consumer  financial 
information  to  business  appli¬ 
cations  from  application  ser¬ 
vice  providers  (ASP).  They 
can  be  divided  into  two  cate¬ 
gories:  displayers  of  informa¬ 
tion  and  resellers. 

Displayers  collect  and  dis¬ 
play  specialty  information  from 
multiple  sources.  That  infor¬ 
mation  can  include  subjects 
such  as  skateboarding,  crafts 
and  women’s  sports.  This  is 
the  traditional  model  embod¬ 
ied  by  Web  sites  such  as  Santa 
Clara,  Calif.-based  Yahoo  Inc. 

Resellers  have  emerged  as  a 
type  of  aggregator.  They  col¬ 
lect  content  or  applications 
and  remarket  them  to  Web 
sites  operated  by  other  firms. 
Depending  on  their  focus, 
these  aggregators  market  to 
consumer-oriented  sites  and  to 
corporations  that  operate  ex¬ 
ternal  Web  sites  for  customers 
or  intranet  sites  for  employees. 

For  instance,  telecommuni¬ 
cations  equipment  firm  Nortel 
Networks  Corp.  in  Brampton, 
Ontario,  buys  general  news 
and  new  product  announce¬ 
ment  information  for  its  in¬ 
tranet  from  iSyndicate  Inc.,  an 
aggregator  and  reseller  in  San 
Francisco. 

“Aggregation  is  nothing  new, 
but  there  are  getting  to  be 
more  Web  aggregators  all  the 
time,”  says  Kathleen  Hall,  an 
analyst  at  Giga  Information 
Group  Inc.  in  Cambridge, 
Mass.  Aggregators  are  valu¬ 
able,  she  says,  because  the 
broad  array  of  content  and  ap¬ 
plications  they  provide  often 


helps  keep  visitors  at  a  Web 
site  longer  and  prompts  them 
to  return  more  often. 

In  addition,  says  Hall,  “work¬ 
ing  with  aggregators  is  easier 
for  a  corporation  because  it 
doesn’t  have  to  license  [con¬ 
tent  or  applications]  from  20 
different  providers.” 

For  example,  An¬ 
drew  Fritz,  president 
of  FringeGolf  Inc.  in 
San  Francisco,  which 
runs  a  Web  site  for 
young  golfers,  says 
he  found  he  could 
contract  for  sports 
news  and  statistics 
content  cheaper  and 
more  easily  through 
iSyndicate  than  if  he 
signed  multiple  con¬ 
tracts  with  other 
providers.  He  also 
says  it  helped  that 
iSyndicate  would 
host  some  of  the 
content  he  licensed 
on  its  own  server. 

Jeff  Thomas,  iSyn- 
dicate’s  vice  presi¬ 
dent  of  marketing, 
says  aggregators  like 
his  company  aren’t 
interested  in  driving 
traffic  to  their  own 
Web  sites.  “Our  rev¬ 
enue  model  involves 
licensing  fees  or  oth¬ 
er  fees.  We  don’t 
really  care  whether 
or  not  there  are  mil¬ 
lions  of  eyeballs  on 
our  dot-com  site,”  he 
says. 

Another  aggrega¬ 
tor/reseller  is  Verti- 
calOne  Corp.  in  At¬ 


lanta,  which  resells  aggregated 
personal  data  such  as  financial 
information,  online  bill-paying 
services  and  accumulated  in¬ 
centives  like  frequent-flier  ben¬ 
efits  to  consumer-oriented 
Web  sites  such  as  CNBC.com. 

“Our  service  creates  ‘sticki¬ 
ness’  for  Web  sites  by  giving 


people  more  reasons  to  be 
there,”  explains  Sandra  Dunn, 
VerticalOne’s  marketing  vice 
president.  Her  company  gets 
personal  information  by  log¬ 
ging  into  servers  at  banks  and 
other  institutions,  using  user 
identifications  and  passwords 
provided  by  individual  con¬ 
sumers. 

Thomas  says  it 
may  not  always  be 
cheaper  for  a  dot¬ 
com  customer  to 
buy  content  via  an 
aggregator,  but  it’s 
easier  than  con¬ 
tracting  with  mul¬ 
tiple  sources.  This 
reselling  of  con¬ 
tent  for  a  fee, 
sometimes  called 
“syndication,”  “is 
emerging  as  an  or¬ 
ganizational  prin¬ 
ciple  for  all  of  e- 
business,”  he  says. 

Daniel  O’Brien, 
an  analyst  at  For¬ 
rester  Research 
Inc.  in  Cambridge, 
Mass.,  says  he 
agrees  that  syndi¬ 
cation  will  be  big 
on  the  Web.  “Dis¬ 
persed  digital  au¬ 
diences  will  cre¬ 
ate  a  need  for  ‘hy¬ 
persyndicators’  — 
firms  that  serve 
custom  bundles  of 
content,  applica¬ 
tions  and  com¬ 
merce,”  he  says. 
“Hypersyndicators 
will  effectively 
connect  providers 
and  distributors 


and  alter  the  economics  of 
content  distribution.” 

According  to  Victor  Petri,  an 
Internet  global  practice  leader 
at  PricewaterhouseCoopers 
in  Boston,  aggregation  also 
makes  sense  for  consumers  or 
businesspeople  who  are  trying 
to  get  information  from  the 
Internet. 

“How  many  Web  sites  do 
you  really  want  to  go  to?  Web 
sites  need  to  have  more  to  offer 
than  a  niche  application  or  a 
niche  service.  More  of  these 
Web  companies  will  have  to 
consolidate  their  content  and 
services,”  he  says. 

William  Sheehan,  an  analyst 
at  Giga  Information  Group  Inc. 
in  Cambridge,  Mass.,  says  ASP 
services  are  the  latest  type  to  be 
aggregated  online.  Sites  such  as 
Jamcracker  Inc.’s  Jamcracker.- 
com  aggregate  applications  that 
include  customer  relationship 
management  and  human  re¬ 
sources  management  systems. 

ASP  aggregators  aren’t  yet 
common  because  the  service 
provider  business  model  is  still 
emerging.  But  there  are  about 
10  ASP  aggregators,  including 
Sunnyvale,  Calif.-based  Jam- 
cracker.com,  that  target  firms 
demanding  the  wide  choice  of 
ASP  applications  that  aggrega¬ 
tion  provides. 

ASP  aggregators  should  sim¬ 
plify  the  process  of  choosing 
an  ASP  application  while  offer¬ 
ing  discounts  of  15%  to  20% 
compared  with  what  individ¬ 
ual  service  providers  would 
charge,  Sheehan  says. 

Web  aggregation  may  be 
slowed  by  low  consumer  de¬ 
mand,  says  Avivah  Litan,  an  an¬ 
alyst  at  Gartner  Group  Inc.  in 
Stamford,  Conn.  She  says  no 
more  than  1  million  consumers 
will  use  Web  sites  with  aggre¬ 
gated  information  to  help 
manage  their  personal  fi¬ 
nances  this  year,  because  it 
takes  too  much  effort. 

“The  technology  is  there, 
but  user  demand  and  user  abil¬ 
ity  to  absorb  the  technology 
[aren’t]  there  and  won’t  be  this 
year,”  Litan  says.  ► 


Alexander  is  a  freelance  writer 
in  Edina,  Minn. 


This  aggregated  Web  page  created  by  VerticalOne  shows 
how  consumer  financial  information  is  drawn  from  many  Web 
sources  and  presented  as  a  single  page.  Consumers  are  logged 
into  their  own  accounts  automatically  to  obtain  the  data  for  the 
Web  page. 
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View  Accounts 


Keep  up  with  your  personal  information  in  one  convenient  place / 

►  -  gives  you  Account  Details  and  Transaction  History. 

Quick  Login  -  goes  to  your  account's  website  and  logs  you  in. 
Link  -  goes  to  your  account's  website,  but  does  not  log  you  in. 
All  times  shown  are  EST/EDT. 
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this  service. 
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Will  a  $90  billion  server  market 
evaporate  before  your  eyes? 
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BUSINESSADVICE 


JOE  AUER/DRIVING  THE  DEAL 

Negotiators  should 
be  held  responsible 

ARE  YOU  FRUSTRATED  by  IT  colleagues  who  are  less  than 
motivated  to  do  a  really  good  business  deal  when  procuring 
expensive  IT  products  and  services?  If  so,  let  them  know  that 
doing  a  good  deal  is  a  good  thing  and  can  be  reflected  in  their 
job  performance  reviews. 


As  customers,  ideally,  we 
should  keep  the  shareholders 
in  mind  and  strive  to  do  the 
very  best  deals  by  obtaining 
the  best  value  for  the  money 
spent  and  by  minimizing  the 
risk  of  not  getting  what  we’re 
paying  for.  Fortunately,  the 
corporate  purchasing  depart¬ 
ment  is  functionally  focused 
on  these  objectives.  But 
much  of  the  time,  IT  profes¬ 
sionals  who  sit  in  on  negotia¬ 
tions  with  vendors  are  only 
concerned  about  the  techni¬ 
cal  issues. 

Aside  from  forming  a 
comprehensive,  cross-func¬ 
tional  team,  how  does  man¬ 
agement  spur  the  negotia¬ 
tors  from  IT  to  do  better 
business  deals? 

One  of  the  best  ways  is  to 
make  them  realize  that  the 
contract  with  the  vendor 


contains  keys  to  their  job 
success.  Do  they  want  to 
make  sure  they  get  their 
project  done  on  time  and 
within  budget?  Do  they  want 
a  product  that  works  and 
does  what  the  vendor  says  it 
will  do?  Everything  needs  to 
be  in  the  contract  in  order  to 
have  any  assurance  that  all 
of  that  will  happen. 

When  the  contract  is  done 
well,  it  can  help  guarantee 
that  the  IT  folks  get  what 
they  want  and  gives  them 
and  the  company  recourse  if 
they  don’t.  It  should  spell 
out  the  business  terms  of  the 
deal  and  who  is  responsible 
for  what. 

IT  contract  enlightenment 
doesn’t  happen  overnight. 
There’s  a  clear  education 
and  awareness  component 
here  that  management  must 


recognize  and  address.  The 
key  is  to  make  sure  IT  staf¬ 
fers  understand  that  if  it’s 
not  in  the  contract,  it’s  not 
part  of  the  deal  —  and  with¬ 
out  a  good  contract,  this 
deal  may  pose  real  risk  to 
their  projects  and  careers. 

Mail  Bag 

Mike,  an  IT  senior  vice 
president  and  director  of  sys¬ 
tems  operations  at  a  bank, 
wrote  to  me,  asking  about 
two  key  contract  issues. 

“I  have  seen  two  areas 
which  generally  take  up  a 
good  deal  of  time  in  our 
contract  negotiations.  One  is 
the  broad  issue  of  vendor 
limits  of  liability  —  either 
for  errors  in  their  systems 
and/or  for  intentional  acts 
on  the  part  of  their  employ¬ 


ees.  For  the  former,  it’s  hard 
to  get  them  to  step  up  to  the 
plate,  especially  if  the  soft¬ 
ware  is  relatively  inexpen¬ 
sive  in  comparison  to  the 
‘damage’  it  can  cause  if  it 
doesn’t  work  correctly.  They 
generally  try  to  limit  the 
damages  to  some 
factor  of  the 
price  of  the  soft¬ 
ware/hardware. 

As  for  intentional 
acts  of  employees 
(we  want  this  if 
we  have  contrac¬ 
tors  on-site),  they 
really  avoid  it 
like  the  plague. 

“The  second 
problematic  issue 
is  one  of  our  con¬ 
fidentiality  of  the 
vendor’s  trade  se¬ 
cret  features  and 
functionality  of 
its  software. 

They  are  very 
concerned  about 
these  getting  into  the  hands 
of  noncustomers.  We  use 
mostly  off-the-shelf  systems. 
As  with  a  lot  of  companies, 
integration  of  these  systems 
is  critical,  and  additionally, 
at  times,  we  use  contract  la¬ 
bor  to  perform  some  specif¬ 
ic  programming.  (This  could 
be  the  vendor  of  one  of  the 
systems  we’re  trying  to  inte¬ 
grate,  or  a  ‘disinterested’ 
third-party  contractor.)  Gen¬ 


erally,  the  base  contract  of 
the  licenser  will  try  to  make 
us  indemnify  them  for  confi¬ 
dentiality  no  matter  what  — 
even  if  we  get  a  third  party 
to  perform  some  program¬ 
ming.  We  generally  try  to 
negotiate  the  base  contract 
to  state  that  the 
external  parties 
work  out  confi¬ 
dentiality  with¬ 
out  us  (allowing 
the  vendors  to 
work  together 
again  for  a  differ¬ 
ent  client  with¬ 
out  another 
round  of  con¬ 
tract  negotia¬ 
tions). 

“Have  you 
seen  any  trends 
in  the  above  is¬ 
sues?” 

Thanks,  Mike. 
You’ve  hit  on  two 
of  the  important 
issues  where 
suppliers  try  to  allocate 
most,  if  not  all,  of  the  risk 
to  the  customer. 

We  normally  receive  a 
number  of  comments  from 
lawyers  and  lawyer  wanna¬ 
bes  in  response  to  issues  like 
these.  So  let’s  ask  them: 
What  trends  do  you  see  on 
these  issues,  and  what’s  your 
position  on  them  as  a  cus¬ 
tomer  or  vendor?  E-mail  me. 
Thanks!  ► 


joe  auer  is  president  of 
International  Computer 


Negotiations  Inc. 

( www. dobetterdeals.com), 
a  Winter  Park,  Fla., 
consultancy  that  edu¬ 
cates  users  on  high-tech 
procurement.  ICN  spon¬ 
sors  CAUCUS:  The  Asso¬ 
ciation  of  High  Tech  Ac¬ 
quisition  Professionals. 

Contact  him  at 
joea@dobetterdeals.com. 


Survey  Reveals 
Dot-com  Migration 


Thirty-two  percent  of  traditional 
U.S.  firms  have  lost  employees  to 
dot-coms,  according  to  a  survey  of 
3,400  executives  conducted  by  Bril- 
liantPeople.com,  the  online  recruit¬ 
ing  site  of  Management  Recruiters 
International  Inc.  in  Cleveland.  In 
New  England,  51.7%  of  firms  re¬ 
ported  employee  losses  to  Internet 
firms.  On  the  West  Coast,  44.8%  of 
firms  reported  losing  employees  to 
start-ups,  followed  by  the  Middle  At¬ 
lantic  r  egion,  with  42.7%.  The  Mid¬ 
west  arid  South  Central  regions  had 
the  lowest  employee  losses,  with 
78.2%  r-nd  86.8%,  respectively, 
saying  they  haven’t  lost  employees. 


HMO  Outsourcing 
Corporate  Apps 

Managed-care  company  Magellan 
Health  Services  Inc.  in  Columbia, 
Md.,  has  signed  up  application  ser¬ 
vice  provider  (ASP)  Concur  Tech¬ 
nologies  Inc.  in  Redmond,  Wash.,  to 
deliver  travel  and  expense  software 
to  its  12,500  employees.  Magellan 
said  that  by  using  an  ASP,  it  can  di¬ 
vert  information  technology  talent 
to  more  pressing  application  devel¬ 
opment  and  support. 

Online  ASP  Directory 
Available  From  ITAA 

Confused  about  who  does  what  in 
the  ASP  market?  You  probably 
aren’t  alone.  But  if  you’re  a  member 


of  the  Arlington,  Va.-based  Infor¬ 
mation  Technology  Association  of 
America,  you  can  access  an  online 
directory  of  more  than  1,250  ASPs. 
The  directory,  which  includes  ASP 
company  profiles  and  product  offer¬ 
ings,  is  managed  by  Alentis  Corp.  in 
Austin,  Texas. 

Flashline  to  Market 
Research  From  Meta 

Cleveland-based  online  component 
broker  Flashline.com  Inc.  has 
signed  an  agreement  with  Stam¬ 
ford,  Conn.-based  Meta  Group  Inc. 
to  market  Meta  research  about 
component  technology  and  applica¬ 
tion  development  on  its  site.  The 
two  companies  will  share  content, 
such  as  a  Meta  Group  report  on 
reusing  software  objects  that’s  cur¬ 
rently  available  on  Flashline.com. 


State  Pioneers  Web 
Address  on  Auto  Plates 

Pennsylvania  has  become  the  first 
state  to  post  its  Web  site  address  on 
vehicle  license  plates.  Pennsylvania 
is  replacing  its  old  moniker,  Key¬ 
stone  State,  with  the  address 
www.state.pa.us.  The  state  began 
phasing  out  the  old  plates  last  year 
and  hopes  to  complete  the  plate  mi¬ 
gration  by  2002. 


WWRE  Names  CEO 

The  Worldwide  Retail  Exchange 
(WWRE)  last  week  named  Colin  Dyer 
as  CEO.  Dyer  will  oversee  the  devel¬ 
opment  of  the  WWRE’s  e-commerce 
marketplace.  He  most  recently 
served  as  CEO  of  U.K.-based  Cour- 
taulds  Textiles  PLC,  an  international 


clothing  and  fabric  company  operat¬ 
ing  in  17  countries.  The  WWRE’s 
membership  includes  Albertson's 
Inc.,  CVS  Corp.,  J.  C.  Penney  Co., 
Kmart  Corp.,  Longs  Drug  Stores 
Corp.,  Rite  Aid  Corp.,  Safeway  Inc., 
Target  Corp.  and  Walgreen  Co. 

Survey:  Number  of 
Job  Seekers  Rising 

Search  firms  are  seeing  a  13.5%  in¬ 
crease  in  the  number  of  unsolicited 
r6sum6s  they  received  during  the 
past  year,  according  to  a  survey  of 
314  executive  search  firms  conduct¬ 
ed  by  ExecuNet  in  Norwalk,  Conn. 
The  increase  is  due  to  professionals 
taking  advantage  of  a  robust  econo¬ 
my  with  a  high  demand  for  employ¬ 
ees,  and  the  advent  of  electronic  me¬ 
dia  that  make  job  hunting  easier,  said 
Dave  Opton,  president  of  ExecuNet. 
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Understand  the  changing  world  of  personal  technology  and  devices, 
and  position  yourself  as  a  leader  in  this  evolving  market. 
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How  on  earth  can  you  make  e-applications  faster? 

Make  this  your  e-DBMS. 


For  your  new  e-application 
development,  make  Cache  your 
e-DBMS.  Compared  to  using 
an  RDBMS,  you'll  fly  through 
development  and  deployment. 

Cache  is  the  post-relational 
database  and  development 
platform  designed  for  the 
demands  of  Web  applications. 

Cache  object  technology 
provides  an  extremely  fast 
e-development  environment. 
Plus,  its  multidimensional 


data  server  and  application 
server  deliver  speed  and 
scalability  proven  to  outperform 
relational  databases.  And  Cache 
automatically  generates  both 
object  classes  and  relational 
tables  from  a  single  data 
definition! 

Cache  is  the  invention  of  J 
InterSystems,  a  specialist  in 
high-performance  database 
technology  for  over  twenty 
years  -  with  24x365  support, 


hundreds  of  application  part¬ 
ners,  and  3,500,000  licensed 
users.  Available  for  Windows, 
OpenVMS,  Linux  and  major 
Unix  systems. 

aJpU  "««»  devd«P»«' 
and  performance 

interSvste^^ 


Download  Cache  for  free  at  e-DBMS.com,  or  call  1-800-753-2571  for  a  free  CD. 
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BRIDGING 

CONTENT 

Content  Bridge,  an  alli¬ 
ance  announced  last 
month  by  a  group  of 
leading  Internet  firms, 
including  America  On¬ 
line,  Inktomi  and  Digital 
Island,  aims  to  establish  a 
mutually  beneficial  con¬ 
nection  between  content 
providers  and  access  pro¬ 
viders  on  the  Web. »  61 


MARKING  TIME 

Kyle  Duke,  a  senior  sys¬ 
tems  engineer  at  CHD 
Meridian  Healthcare, 
discovered  an  easy,  eco¬ 
nomical  way  to  make 
sure  application  time 
stamps  reflect  local  time 
zones,  using  Solution- 
Soft  Systems’  Time  Ma¬ 
chine  tool.  >  62 


FEEL  THE  MOUSE 

Logitech  has  announced 
two  new  “sensational” 
computer  mice  —  point¬ 
ing  devices  that  actually 
provide  tactile  feedback 
as  the  user  moves  the 
mouse  onto  objects  on 
the  desktop.  ►  63 


SECURITY 

JOURNAL 

Too  many  people  get  in¬ 
volved  when  a  business 
team  asks  to  receive 
supplier  data  via  the  In¬ 
ternet.  The  result  —  a 
complex  design  that’s 
too  expensive  to  imple¬ 
ment  —  gives  our  secu¬ 
rity  manager’s  group  a 
black  eye.  >  64 


RESTRICTED 

READING 

Microsoft’s  new  elec¬ 
tronic  book  reader  soft¬ 


ware  uses  copy  protec¬ 
tion  to  impose  stringent, 
unprecedented  restric¬ 
tions  on  which  comput¬ 
ers  can  be  used  and  how 
long  a  book  can  be  read. 
Reviews  editor  Russell 
Kay  wonders  if  this 
technically  excellent 
product  hasn’t  been 
seduced  by  the  dark 
side. » 66 


QUICKSTUDY 

Simple  Object  Access 
Protocol  (SOAP)  is  the 
glue  that  holds  XML- 
based  applications 
together,  enabling  the 
effective  interchange 
of  data,  regardless  of 
system.  Find  out  more 
about  SOAP  in  this 
week’s  one-stop  tuto¬ 
rial.  » 68 


FUTURE  WATCH 

Robots  are  being  devel¬ 
oped  with  sensory  and 
decision-making  capa¬ 
bilities  to  perform 
search-and-rescue  mis¬ 
sions  at  the  scene  of 
natural  and  man-made 
catastrophes. » 70 
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YOU  KNOW... 

AT&T  Labs  researchers 
are  working  on  new 
software  that  aims  to 
use  the  human  face  to 
help  you  track  your  “so¬ 
cial  network”  —  the 
people  who  help  you  do 
your  job  and  may  help 
find  your  next  one. »  74 


JOB  WATCH 

E-commerce  is  changing 
the  way  many  technolo¬ 
gists  do  their  jobs.  With 
these  changes  comes  a 
variety  of  new  job  titles. 
Understanding  what 
they  all  mean  can  be  a 
bit  challenging.  >  78 


SECURITY  IN  A 
WIRELESS  SPACE 

pioneers  IN  wireless  e-commerce  are  finding  that  it’s 
tough  to  ensure  the  security  of  wireless  transactions. 

It  can  be  done,  they  say.  But  first  you  have  to  overcome 
the  lack  of  end-to-end  encryption  in  today’s  wireless 
networks  and  spotty  authentication  in 
wireless  devices. 
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TECWObOGYINTERNET 


Web  Alliance  Offers  Fast 
Delivery,  Usage  Statistics 

Includes  major  providers  such  as  Inktomi  and  AOL 


BY  JAMES  COPE 

NTERNET  ACCESS  PROVIDERS  that 
freely  serve  up  information  that 
content  producers  use  to  make 
money  may  soon  have  a  system 
that  reimburses  them  for  their  ef¬ 
forts.  The  same  system  promises  to 
give  content  providers  —  companies 
that  create  commercial  Web  sites  —  a 
way  to  collect  usage  information  and 
increase  the  performance  of  their  sites. 

Last  month,  a  group  of  leading  Inter¬ 
net  firms  announced  Content  Bridge, 
an  organization  and  infrastructure  that 
functions  much  like  a  toll  road  system 


on  the  public  Internet. 

Scheduled  for  launch  this  fall,  the 
alliance  promises  a  faster  trip  and 
smoother  ride  for  Web  content. 

Alliance  members  include  Inktomi 
Corp.  in  Foster  City,  Calif.;  Exodus 
Communications  Inc.  in  Santa  Clara, 
Calif.;  American  Online  Inc.  in  Dulles, 
Va.;  and  San  Francisco-based  Digital 
Island  Inc.  Adero  Inc.  in  Boston  will 
manage  the  system. 

In  return  for  fees  that  participating 
Web  hosting  companies  will  pay  to 
Adero,  caching  companies  in  the 
alliance  will  provide  usage  information 


to  Web  hosting  firms,  which 
can  then  resell  that  information  to  their 
content  provider  customers. 

Adero  will  share  the  revenue  it  col¬ 
lects  with  caching  and  content  delivery 
companies  that  are  members  of  the  al¬ 
liance.  Those  firms  will  speed  delivery 
of  information  from  those  hosting  com¬ 
panies  to  Web  users. 

Details  of  how  much  Adero  will 
charge  for  its  services  haven’t  been 
worked  out,  officials  said,  but  will  be 
based  on  the  number  of  hits  to  a  site 
and  the  amount  of  content  served. 

Adero,  founded  in  1998,  has  raised 
$105  million  from  investors,  including 
Intel  Corp.,  Inktomi,  Microsoft  Corp. 
and  Reuters  America  Inc.  in  New  York. 

Adero  will  provide  network  control, 
usage  statistics  logging  and  payment 


settlement.  Digital  Island;  Madge  Net¬ 
works  NV  in  Amsterdam;  Genuity  Inc. 
in  Burlington,  Mass.;  Exodus;  and  Digi¬ 
tal  Island  will  all  provide  content  deliv¬ 
ery  and  caching. 

AOL  will  provide  Web  hosting,  Web 
access  and  caching,  while  Inktomi  will 
provide  underlying  caching  technology. 

Joel  Yaffe,  an  analyst  at  Giga  Informa¬ 
tion  Group  Inc.  in  Cambridge,  Mass., 
said,  “This  is  a  bona  fide  alliance  sys¬ 
tem  that  seeks  to  address  a  major  prob¬ 
lem:  compensating  the  different  parts 
of  the  Web  value  chain.” 

Moreover,  the  system  gives  content 
producers  as  much  control  over  site  in¬ 
formation  that  has  been  pushed  out  to 
the  caches  of  access  providers  as  they 
now  have  over  the  content  on  their  own 
origin  servers,  said  Adero  Senior  Vice 
President  A1  Fink.  When  information  is 
changed  on  the  origin  server,  it  will 
be  automatically  updated  on  all  of  the 
caches  of  the  access  provider  members, 
said  Fink. 

And  users  should  see  better  Web  per¬ 
formance  because  up-to-date  informa¬ 
tion  is  served  from  the  cache  farms  of 
nearby  access  providers,  Fink  said.  > 


How  Content  Bridge  Works 
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1.  Web  content  is  sent  to  a  hosting  provider 
that's  a  member  of  the  Content  Bridge  alliance. 

2.  The  hosting  provider  notifies  Adero,  the 
content  bridge  operator,  when  content  changes. 

3.  Adero  duplicates  content  in  the  origin 
server  on  the  caches  of  access  providers 
such  as  AOL  and  collects  usage  statistics 


from  access  provider  caches. 

4.  In  return  for  the  usage  statistics  and  constantly 
refreshing  content  on  the  access  provider  caches, 
Adero  charges  the  Web  hosting  provider  based  on 
number  of  hits  and  amount  of  content  served  and 
shares  the  proceeds  with  the  access  provider  that 
served  the  content. 


Visual  Studio  .Net 
To  Pair  With  Tool 

BY  LEE  COPELAND 

In  a  bid  to  boost  its  .Net  framework, 
Microsoft  Corp.  late  last  month  an¬ 
nounced  that  it  will  bundle  Seagate 
Software’s  popular  business  reporting 
tool  with  Visual  Studio  .Net. 

Microsoft’s  .Net  framework,  which 
was  announced  in  June,  is  based  on  a 
Web  service  infrastructure  that  allows 
Windows  applications  to  share  data 
and  functionality  with  other  applica¬ 
tions  over  the  Web.  The  product  is  due 
to  ship  sometime  next  year,  according 
to  Microsoft  officials. 


Mike  Schiff,  an  analyst  at  Current 
Analysis  Inc.  in  Sterling,  Va.,  said  the 
bundling  deal  with  Seagate  Software, 
a  subsidiary  of  Scotts  Valley,  Calif.- 
based  Seagate  Technology  Inc.,  is  an 
important  one  because  it  will  give 
developers  a  decision  analysis  tool 
for  building  Windows  and  .Net-based 
Web  applications. 

“The  whole  idea  of  ‘openness’  is 
based  on  the  number  of  vendors  using 
your  tools,”  said  Schiff. 

For  example,  a  report  application  de¬ 
veloped  for  the  .Net  framework  could 
contain  business  logic  to  query  stock 
or  401(k)  reports,  which  users  could 
refresh  in  real  time. 

So  far,  Crystal  Reports  is  the  only  tool 
slated  to  ship  with  Visual  Studio  .Net, 
and  Microsoft  officials  said  it  may  be 
the  last.  ► 


Technology  Corporation 


UIUIUJ. 


distributed  Server  Management^" 

I  Recess,  control,  operate  and  manage"" 
your  entire  network  (servers,  hubs,  routers, 
dumb  terminals)  from  any  number  of 
consoles,  ^comfortably  located  on 
your  network;' administrators' 

?  desks,  and  / even  'n  remote 
offices  over  *  <&  the  Internet. 


Ask  us  about  Key-View  and  XP4ooo,  ana^v 
join  other  Fortune  500  IT  managers  currently^ 
implementing  the  most  advanced  integrated 
network  management  solutions.  It 

gDD.B3fi.3  43  ft”  sill?  UL  P 


We  Buy  Used  Computer  Equipment 


PACE/butler 

CORPORATION 


PACE/BUTLER 

CORPORATION 


800-319-9355 

Fax:  405-755-1114 

http  -J  /  www.pace-butler.com 


1 3900  N.  Harvey  Ave. 
Edmond,  OK  73013-2431 


FAST  •  FAIR  •  FRIENDLY  •  Since  1987 


62  TECHNOLOGY 

Tool  Fixes  Time-Zone  Problem  for  Windows  Servers 


BY  JAMES  COPE 

Serving  up  applications  from  a  central 
data  center  to  terminals  at  remote  of¬ 
fices  is  standard  operating  procedure 


for  Kyle  Duke,  a  senior  systems  analyst 
at  CHD  Meridian  Healthcare  in  Nash¬ 
ville.  But  that  doesn’t  mean  it’s  painless. 
Using  what  Duke  describes  as  an  in- 


house  application  service  provider 
model,  software  such  as  the  practice- 
management  system  from  Physician 
Computer  Network  Inc.  in  Morris 
Plains,  N.J.,  is  centrally  managed  and 
piped  to  remote  office  terminals.  CHD 
Meridian’s  central  man¬ 
agement  is  accomplished 
with  Microsoft  Corp.’s 
Windows  NT  Terminal 
Server  and  terminal  ac¬ 
cess  software  from  Citrix 
Systems  Inc.  in  Fort  Laud¬ 
erdale,  Fla. 

Duke’s  problem:  The 
Windows  NT-based  appli¬ 
cation  servers  housed  in 
Nashville  that  pushed  ap¬ 
plications  to  CHD  Meridi¬ 
an  offices  throughout  the 
U.S.  couldn’t  recognize 
multiple  time  zones. 

For  CHD  Meridian,  that 
meant  offices  in  other 
time  zones  would  get  out- 
of-zone  time  stamps. 

Those  are  the  times  and 
dates  read  from  the  server 
system  clock  that  are  automatically  in¬ 
serted  in  database  files  or  stamped  on 
documents  by  applications.  In  CHD 
Meridian’s  case,  they’re  used  in  appli¬ 
cations  for  physician  scheduling,  med¬ 
ical  procedures  and  prescription  docu¬ 
mentation. 

“Applications  pushed  from  Windows 
NT  and  Windows  2000  servers  don’t 
automatically  know  what  time  zone  the 
user  is  in,”  said  David  Friedlander,  an 
analyst  at  Giga  Information  Group  Inc. 
in  Cambridge,  Mass.  The  date  issue  is 
an  annoyance  that  most  firms  that  host 
applications  from  a  central  data  center 
simply  put  up  with,  Friedlander  said. 

Microsoft  product  manager  Mark 
Aggar  said  his  company  is  aware  of  the 
time-zone  constraints  on  Windows  NT 
and  2000  Terminal  Servers. 

Duke  described  the  time-zone  issue  as 
“a  recurring  problem  that  kept  being 
pushed  aside  because  of  cost.”  But  when 
Meridian  Corporate  Healthcare  in  Nash¬ 
ville  merged  with  Corporate  Health  Di¬ 
mensions  in  Latham,  N.Y.,  last  October 
to  form  CHD  Meridian  Healthcare, 
Duke  saw  the  number  of  office  sites  in 
different  time  zones  double  overnight. 
He  said  the  newly  formed  company 
knew  then  that  it  really  “had  to  make  a 
move”  to  solve  the  date  problem. 

One  option  was  to  set  up  several 
server  farms,  with  one  farm  for  each 
time  zone,  but  that  would  have  been  ex¬ 
pensive.  Duke  said  that  buying  and  in¬ 
stalling  each  set  of  20  servers  would 
have  cost  about  $750,000. 

Fortunately  for  his  employer,  Duke 
routinely  browses  the  support  forums 
at  Citrix’s  Web  site. 

“I  ran  across  a  reference  to  a  product 
called  Time  Machine  on  one  of  the  fo- 
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rums,”  he  said.  “I  called  for  a  demo  and 
had  it  up  and  running  the  next  week. 

“We  installed  Time  Machine  on  each 
of  our  application  servers.  It  runs  in  the 
background.  Users  have  a  log-on  script 
configured  to  their  time  zone.  [Time 
Machine]  automatically  sets  the  ses¬ 
sion  to  their  time  zone  whenever  they 
log  on,”  Duke  explained. 

“We  were  totally  blown 
away  when  we  found  this,” 
Duke  said.  “We  installed 
it,  and  we  haven’t  looked 
back.” 

A  spokesman  for  San 
Jose-based  SolutionSoft 
Systems  Inc.,  which  devel¬ 
oped  Time  Machine,  said 
that  in  addition  to  NT  and 
2000  Terminal  Server,  the 
tool  also  runs  on  Unix.  But 
many  Unix-based  server 
systems  accommodate  mul¬ 
tiple  time  zones. 

Aggar  said  it’s  only  in 
recent  months  that  the 
time-zone  problem  has 
become  an  important  is¬ 
sue  with  customers.  Aggar 
wouldn’t  say  if  Microsoft 
is  working  on  its  own  time 
fix,  but  he  did  acknowledge  that  Micro¬ 
soft  recommends  Time  Machine  and 
said  it  may  be  the  only  commercial  util¬ 
ity  available  that  solves  the  problem. 

Duke  said  CHD  Meridian  paid  $3,000 
for  each  of  four  five-pack  licenses  cov¬ 
ering  five  servers,  so  the  company’s 
one-time  cost  for  the  time-stamp  cure 
was  $12,000. 1 


BRIEFS 


Mercury  Interactive  Offers 
Global  Stress-Testing 

Web  businesses  can  stress-test  their  servers 
and  networks  from  500  points  of  presence 
around  the  globe  using  the  latest  version  of 
Topaz  ActiveWatch  from  Mercury  Interactive 
Corp.  in  Sunnyvale,  Calif.  The  application-ser¬ 
vice-provider  (ASP)-delivered  service  can  de¬ 
termine  where  performance  bottlenecks  occur 
in  a  Web  environment  -  in  data  center  servers 
or  somewhere  on  the  Internet. 


NEC  Unveils  New  Monitor 

NEC-Mitsubishi  Electronics  Display  of  Ameri¬ 
ca  Inc.  has  announced  the  MultiSync 
LCD1800,  a  flat-panel  desktop  monitor  that 
will  cost  about  S2.499.  The  monitor  offers  an 
18.1-in.  viewable  image  area  and  1,280  by 
1,024  UXGA  resolution. 

It  was  designed  for  direct  analog  input,  al- . 
lowing  for  major  video-card  compatibility.  It 
also  offers  low  heat  and  radiation  emissions 
and  reduced  power  consumption.  It  weighs 
18.1  lb.  and  is  only  8.8  in.  deep. 


Just  a  reminder  that  there  are  a 
growing  number  of  reasons  to  host  your  Web  site 
on  a  Microsoft’ Windows*  2000  server. 


Since  its  recent 
release,  Windows  2000 
has  already  become 
more  popular  for  U.S. 
e-commerce  Web  sites 
than  Solaris  8,  IBM  AIX, 
MacOS,  IBM  AS/400  OS, 


UNIX,  and  HP-UX. 


■  data  from  Netcraft,  June  2000 
U.S.  E-commerce  Survey 


Microsoft 

Where  do  you  want  to  go  today? 
microsoft.com/windows2000 


"T>oratK;  r .  Ail  rights  reserved.  Microsoft,  Windows,  and  Where  do  you  want  to  go  today?  are  either  registered 
or  Microsoft  Corporation  In  the  United  States  and/or  other  countries.  The  names  of  actual  companies 
.  herein  may  be  the  trademarks  of  their  respective  owners,  www.netcraft.com. 


JUST  THE  FACTS 


Time 

Stamping 

CHD  Meridian  Health¬ 
care  is  using  a  product 
called  Time  Machine  to 
solve  its  time-zone 
problem: 

■  All  applications  are  served 
from  the  central  data  center 

■  More  than  100  sites  are 
served 

■  Time  stamping  occurs  for  all 
U.S.  time  zones 

■  The  system  is  ready  to  ac¬ 
commodate  time  zones  in 
Europe 
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Mice  May  Tickle  Users'  Fancies  With  Tactile  Feedback 


BY  RUSSELL  KAY 

Logitech  Inc.  has  announced  two  sensa¬ 
tional  computer  mice  —  and  that’s  not 
hype.  These  pointing  devices  actually 
provide  the  user  with  tactile  feedback, 
akin  to  vibration,  as  he  moves  the 
mouse  onto  an  object  such  as  an  icon, 
menu  selection  or  hyperlink. 

The  technology,  called  TouchSense 
and  licensed  from  Immersion  Corp.  in 
San  Jose,  uses  a  programmable,  motor¬ 
like  device  that  creates 
specific  sensations  as 
the  mouse  is  moved 
over  various  on-screen 
objects. 

A  variety  of  surface 
“textures”  can  be  em¬ 
ulated,  including  me¬ 
tallic,  spongy  and  rub¬ 
bery. 

LOGITECH’S  iFeel  mouse  can 
create  different  sensations  keyed 
to  on-screen  objects 

You  can,  for  example,  set  the 
mouse  for  a  crisp,  higher-frequency, 
highly  damped  response  to  icons  and  a 
rubbery  (i.e.,  mushier,  lower-frequency, 
slower  damping)  response  to  menu  se¬ 
lections. 

Software  that  comes  with  the  prod¬ 
ucts  lets  them  function  with  and  add 
their  tactile  feedback  to  all  Windows- 
based  software.  In  addition,  applica¬ 
tions  and  Web  sites  can  be  pro¬ 


grammed  to  add  additional  sensations. 

The  iFeel  mouse  uses  an  optical  tech¬ 
nology  for  sensing  movement,  offering 
a  high  degree  of  precision  while  requir¬ 
ing  no  cleaning.  This  also  permits  the 
overall  size  of  the  mouse  to  be  some¬ 
what  smaller  than  one  using  a  mouse 
ball.  It  also  makes  it  easier  to  incorpo¬ 
rate  the  TouchSense  mechanism. 

Sensation  Aids  Precision 

Using  a  prototype  mouse,  I  was 
pleasantly  surprised  at  the  precision 
this  new  element  added  to  mouse  nav¬ 
igation.  No  longer  did  I  miss  an 
icon  by  a  couple  of  pixels  and 
click  on  it  to  no  effect. 

With  the  Logitech  iFeel 
mouse,  it’s  immediately 
apparent  when  you 
are  on  target.  Al¬ 
though  the  new 
technology  is  being 
aimed  at  the  general 
user  population,  it 
should  be  especially 
welcomed  by  individu¬ 
als  who  have  vision  or  even  motor-con¬ 
trol  problems. 

“As  the  on-screen  landscape  becomes 
more  and  more  complex,  it  can  often 
be  challenging  to  home  in  on  Web  links 
or  accurately  seize  a  desired  appli¬ 
cation  or  tool  from  the  hierarchy  of  the 
start  menu,”  said  Wolfgang  Hausen,  se¬ 
nior  vice  president  and  general  manag¬ 
er  at  the  Control  Devices  Division 


DOE  Awards  Compaq  a 
Supercomputer  Contract 

The  U.S.  Department  of  Energy’s  National  Nu¬ 
clear  Security  Administration  (NNSA)  recently 
awarded  a  S200  million  contract  to  Compaq 
Computer  Corp.  to  build  a  30-teraFL0PS 
supercomputer.  The  computer,  which  will  be 
housed  at  the  NNSA’s  facilities  in  Los  Alamos, 
N.M.,  will  be  used  for  simulating  nuclear 
tests.  The  supercomputer,  code-named  Q,  will 
consist  initially  of  375  Compaq  AlphaServer 
GS320  systems  with  nearly  12,000  Alpha 
processors  running  on  the  vendor’s  Tru64 
Unix  operating  system.  It  will  occupy  an  area 
the  size  of  five  basketball  courts  and  support 
nearly  600  terabytes  of  storage  capacity.  Ini¬ 
tial  deliveries  will  begin  next  month,  and  the 
complete  system  is  expected  to  be  operational 
by  2002,  according  to  Compaq. 

Novell  Launches  E-Business 
Software  for  ASPs,  ISPs 

Novell  Inc.  has  announced  the  release  of  its 
OnDemand  Services  Software  last  week.  The 
software  was  designed  to  help  ASPs  and  In¬ 
ternet  service  providers  (ISP)  develop  an 


electronic-business  customer  base  by  provid¬ 
ing  access  to  software,  applications  and  con¬ 
tent  over  the  Web,  according  to  the  company. 
It  also  allows  businesses  to  manage  all  users 
and  accounts  from  a  single  location.  On- 
Demand  is  priced  at  S1.10  per  user  per  month. 

Logistics.com  to  Adopt 
WebMethods  B2Bi  Software 

Logistics.com  last  week  announced  that  it  will 
employ  the  B2Bi  technologies  of  Fairfax,  Va.- 
based  webMethods  Inc.  to  enhance  its  Digital 
Transportation  Marketplace  (DTM),  a  move 
aimed  at  making  it  easier  for  shippers  and 
transportation  providers  to  integrate  the 
DTM’s  business  processes  into  their  enter¬ 
prise  software. 

Burlington,  Mass.-based  Logistics.com 
helps  shippers  and  transportation  carriers 
manage,  optimize  and  procure  transportation 
services  worldwide  over  air,  land  and  water. 
WebMethods  makes  business-to-business  in¬ 
tegration  software.  The  webMethods  tech¬ 
nologies  will  let  Logistics.com  provide  its 
customers  with  a  fast,  dedicated  connection 
to  the  DTM,  providing  shippers  and  carriers 
with  seamless,  secure  connections  to  their 
business  partners  over  the  Internet,  the 
I  companies  said. 


of  Fremont,  Calif.-based  Logitech. 

“In  the  real  world,  we  rely  heavily  on 
our  sense  of  touch  to  orient  and  guide 
us,”  he  said.  “Why  not  use  it  to  enhance 


our  computing  experience  as  well?” 

The  $59.95  iFeel  MouseMan  has  a 
contoured  design  and  metallic  finish.  A 
$39.95  companion,  the  iFeel  Mouse,  has 
an  ambidextrous,  symmetrical  housing. 
Both  products  will  be  available  this 
month.  ► 


Just  a  reminder  the  next 
time  you’re  looking  for  a  new,  scalable, 
enterprise  database  solution. 


Microsoft*  SQL 
Server*  2000  Enterprise 
Edition  holds  the 
J.D.  Edwards*  OneWorld* 
record  with  more  than 
3,400  concurrent  users, 
surpassing  the  previous 
world  record  by  37%. 


Microsoft 

Where  do  you  v/ant  to  go  today? 
mierosoft.com/sql/wcrltfr8coriS 


The  benchmark  used  SQL  Server  2000  Enterprise  Edition  Beta  2  and  Microsoft  Windows  2C 
ProLiant  8500,  using  J.D.  Edwards  OneWorld.  ■©  2000  Microsoft  Corporation.  All  rights  reserv 
do  you  want  to  go  today?  are  either  registered  trademarks  or  trademarks  of  Microsoft  Corpc 
other  countries.  J.D.  Edwards  OneWorld  is  a  registered  trademark  of  J.D.  Edwards  Worto  Sou 
registered  trademark  of  J.D.  Edwards  &  Company.  The  names  of  actual  companies  and  prod 
trademarks  of  their  respective  owners. 
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Security  by  Committee: 

A  Lose/Lose  Proposition 

An  overengineered  design  derails  a  simple  user 

request,  but  Jude  gets  thumbs-up  for  smart  cards 


I  was  looking  through  the  Com- 
puterworld  Security  Watch  fo¬ 
rums  just  before  starting  my  col¬ 
umn  this  week  when  I  found  this 
post  from  Neil  Taylor:  “If  you 
want  an  effective  security  officer,  you 
have  to  make  damn  sure  [the  security 
officer  will]  treat  it  as  equally  impor¬ 
tant  to  get  information  to  those  that 
need  it  as  to  withhold  ac¬ 
cess  from  those  that  don’t.” 

Absolutely  spot  on,  Mr. 

Taylor.  I  agree  that  our  job 
is  not  to  get  in  people’s  way, 
but  to  help  them  achieve 
their  business  objectives  in 
a  secure  fashion.  Unfortu¬ 
nately,  it  doesn’t  always 
happen  that  way. 

Security’s  Split  Personality 

My  job  can  be  divided 
into  two  parts:  finding  ex¬ 
isting  or  potential  prob¬ 
lems,  and  fixing  those 
problems.  Despite  the  fact 
that  it  sometimes  takes  a 
great  deal  of  specialist 
knowledge  to  find  prob¬ 
lems,  I  believe  that  fixing  them  is  more 
difficult  by  far.  Finding  a  practical  solu¬ 
tion  that  balances  functionality  and 
control  —  and  then  actually  imple¬ 
menting  that  solution  —  always  seems 
to  be  a  much  more  difficult  process 
than  you  would  ever  imagine. 

Here’s  an  example:  One  of  our  busi¬ 
ness  teams  gets  regular  data  feeds  from 
an  external  supplier.  At  the  moment, 
the  supplier  sends  this  data  over  an  In¬ 
tegrated  Services  Digital  Network  line, 
but  for  reasons  of  convenience,  speed 
and  reliability,  the  team  wants  it  sent 
over  the  Internet. 

We  initiate  all  the  downloads  from 
our  end,  so  we  have  control  over  what 
gets  sent,  and  when  and  how  it  gets 
sent.  And  all  of  the  data  is  in  the  public 
domain,  so  we  really  don’t  care  if  some¬ 
one  eavesdrops.  This  should  make  it 
very  simple  to  secure. 

Unfortunately,  when  the  business 
team  sends  the  request  to  IT  audit  and 
global  IT  security  for  approval,  a  long 
e-mail  conversation  starts.  Gradually, 
every  person  who  might  have  the 
faintest  interest  in  the  outcome  —  and 


an  awful  lot  of  people  who  don’t  —  re¬ 
ceive  a  copy  of  the  message.  As  soon  as 
one  person  suggests  a  possible  solu¬ 
tion,  another  points  out  some  technical 
or  procedural  drawback  that  limits  the 
security. 

By  the  time  this  process  of  decision- 
by-committee  reaches  its  conclusion, 
the  solution  that  is  being  proposed  in¬ 
volves  changing  the  net¬ 
work  topology,  upgrading 
most  of  our  firewalls  and 
re-engineering  the  original 
application. 

The  resulting  design  is, 
admittedly,  quite  secure 
and  would  be  extensible  to 
similar  cases  in  the  future. 
But  because  it’s  so  com¬ 
plex  and  would  require  so 
many  resources,  it  would 
take  months  —  if  not  years 
—  to  implement,  even  if 
there  weren’t  a  long  list  of 
other  projects  that  take 
priority. 

In  the  meantime,  the 
business  team  that  re¬ 
quested  the  change  has 
given  up  on  the  whole  idea  on  the 
grounds  that  it  takes  so  much  effort  to 
get  a  straight  answer  out  of  the  security 
department  that  it  isn’t  worth  doing. 

Notan  Isolated  Problem 

This  is  a  classic  example  of  a  lose/ 
lose  situation.  The  business  unit  has 
lost  out  because  it  failed  to  get  the  im¬ 
proved  functionality  it  wanted.  The  se¬ 
curity  department  has  lost  out  because 
the  business  is  still  using  the  old,  inse¬ 
cure  solution. 

The  problem  doesn’t  seem  to  be  lim¬ 
ited  to  my  company.  I  had  a  similar  ex¬ 
perience  when  I  tried  to  view  my  Unit¬ 
ed  Air  Lines  frequent-flier  account  on 
the  Web.  I  opened  the  account  by  filling 
out  a  paper  form,  and  I  received  with 
my  new  account  number  an  invitation 
to  check  my  balance  on  the  company’s 
Web  site. 

However,  the  United  Web  site  de¬ 
manded  that  I  reregister  all  my  person¬ 
al  details  in  order  to  get  an  account  on 
the  company’s  servers,  and  it  included 
the  ominous  warning  that  if  I  already 
have  an  account,  all  the  personal  details 


I  register  on  the  Web  server  must  be 
identical  to  those  I  have  already  regis¬ 
tered  in  the  past. 

If  they’ve  already  got  my  personal  de¬ 
tails,  why  waste  my  time  typing  them  in 
again?  If  they  haven’t  yet,  how  are  they 
going  to  check  that  the  two  sets  are  the 
same? 

When  I  finally  reregistered,  I  found 
out  that  I  couldn’t  access  the  account 
until  United  mailed  me  an  access  code 
for  validating  the  password  that  I  had 
entered,  which  they  required  in  order 
to  verify  that  I’m  the  holder  of  the  ap¬ 
propriate  account  on  the  Web  site, 
which  must  be  the  same  as  the  account 
that  I  was  already  given.  Get  it?  To  cap 
it  all,  this  access  takes  up  to  five  weeks 
to  activate! 

I  can  almost  hear  the  security  guy 
who  dreamed  up  all  these  restrictions. 
I’m  sure  it’s  a  pretty  secure  approach. 
But  the  frequent-flier  scheme  was  de¬ 
signed  to  be  a  marketing  program  to  at¬ 
tract  and  retain  customers.  Putting  so 
many  obstructive  and  unhelpful  securi¬ 
ty  precautions  in  the  way  has  quite  the 
opposite  effect. 

Yes,  United  needs  security  to  prevent 
fraud,  but  that  security  should  support 
the  program’s  aims,  not  damage  them. 

A  Green  Light  for  Smart  Cards 

In  a  previous  column,  I  mentioned 
my  idea  to  use  a  smart  card  to  control 
access  to  both  our  buildings  and  each 
user’s  PC,  thus  removing  the  need  for 
those  annoying,  insecure  passwords. 

I  spent  a  fair  amount  of  time  this 
week  putting  some  flesh  on  the  bones 
of  the  idea,  writing  up  a  project  propos¬ 
al  and  pitching  it  to  management.  Every 
manager  I  spoke  with  liked  the  idea  and 
then  referred  it  upward,  so  I  ended  up 
pitching  it  to  the  global  chief  technolo¬ 
gy  officer,  about  five  management  lev¬ 
els  above  me.  He  was  enthusiastic,  so  I 
have  the  go-ahead  for  the  project. 

The  first  step  is  the  proof  of  concept. 
So  far,  I  have  only  verbal  assurances 
from  the  vendors  that  they  can  provide 
the  main  component:  a  proximity  card 
for  the  doors  to  the  building  and  a 
smart  card  for  the  PC  itself,  combined 
into  one  unit. 

Also,  I  have  only  limited  knowledge 
of  how  to  integrate  smart-card-based 
authentication  into  Windows  2000.  Be¬ 
fore  I  ask  anyone  to  commit  significant 
amounts  of  time,  effort  and  money,  I 
have  to  show  that  it  can  be  done. 

My  goal  for  the  next  three  months  is 


THISWEEK’SGLOSSARY 

Integrated  Services  Digital  Net¬ 
work  (ISDN):  A  dedicated  digital 
circuit  available  from  telephone  com¬ 
panies.  ISDN  provides  a  single  network 
connection  for  a  PC  or  other  network 
device.  Users  generally  pay  a  monthly 
fee  plus  usage  charges.  The  circuit  is 
relatively  secure  compared  with  run¬ 
ning  a  virtual  private  network  over  the 
Internet,  but  the  total  available  band¬ 
width  for  a  basic  circuit  caps  out  at 
128K  bit/sec. 

LINKS: 

The  following  are  some  of  the  resources 
Jude  is  using  as  he  researches  his 
smart-card  security  project: 

www.litronic.com/whitepaper/ 
index.html:  Irvine,  Calif.-based  Litron- 
ic  Inc.  is  a  provider  of  public-key  infra¬ 
structure  products  and  services.  This 
white  paper  overview  of  smart  cards  is 
refreshingly  clear  and  lucid  -  and  an  ex¬ 
cellent  place  to  start. 

www.microsoft.com/technet/ 
win2000/smtcard.asp:  Another 
white  paper,  at  the  TechNet  area  of 
Microsoft  Corp.'s  Web  site,  offers 
details  on  the  smart-card  support  in¬ 
cluded  in  Windows  NT  and  Windows 
2000  servers,  including  a  description  of 
related  application  programming  inter¬ 
faces  and  the  Smart  Card  Software  De¬ 
velopment  Kit.  It  also  lists  all  the  other 
members  of  the  International  Standards 
Organization's  PC/SC  working  group. 

www.wse.com:  Honeywell  Westing- 
house  Security  Electronics'  site  in¬ 
cludes  information  on  physical  access- 
control  products,  including  proximity 
card  systems,  which  use  card  readers 
and  other  devices  to  control  users’ 
physical  access  to  building  areas. 

www.lne.  com/ericm/ 
nable-threat-model.html:  Eric  Mur¬ 
ray,  an  independent  security  consultant, 
posted  this  academic  paper  on  smart- 
card  security  threats  on  his  personal 
Web  site.  The  paper  focuses  on  one 
specific  intelligent  card  reader  but  also 
includes  useful  information  on  security 
risks  inherent  in  different  smart-card 
models  and  how  to  plug  those  holes  to 
prevent  attacks. 


to  do  all  the  background  research,  then 
produce  one  card  that  will  give  me  ac¬ 
cess  to  one  Windows  PC  and  one  build¬ 
ing.  Now  I  need  to  get  my  hands  on 
some  real  hardware  and  software  and 
start  trying  to  make  something  work. 
Technical  work,  at  last!  I 


■  This  jouri  is  written  by  a  real  security  manager,  whose  name  and  employer  have  been  disguised  for  obvious  reasons.  It's  posted  weekly  at  www.computerworld.com  to  help  you  and  our  security  manager  -  let’s  call  him 
Jude  The  : : -us  -  better  solve  security  problems.  Contact  Jude  at  jude.t@lycos.com  or  click  on  Computerworld. corn's  Security  Watch  community  forum  to  participate  in  discussion  topics. 


Make  it  fast,  scalable  and  cost-efficient.  Teletron,  a  global  leader 

in  delivering  telecommunication  optimization  services  to  the  corporate  market,  wanted  to  expand  its  new 
Teletron.com  Internet-based  solution  into  consumer  and  small  business  markets  as  well.  AT&T  enabled  Teletron  with 
an  advanced  networking  solution  consisting  of  a  full  range  of  data  and  IP  services  including  unlimited  bandwidth 
and  dedicated  Web  hosting.  And  with  AT&T  Business  Network,  Teletron  integrated  its  voice  services  into 

one  contract,  one  monthly  bill  and  a  single  point  of  contact  for  customer  care  -  all  managed  online 

Teletron  is  now  poised  to  exceed  its  more  than  1 00%  annual  growth  rate  and  continue  its  expansion  into  new 
markets.  If  you  want  your  business  to  soar  to  new  heights  with  simplicity  and  power;  let  AT&T  take  you  there  -  now. 


Tim  Lybrook  -  Founder  &  CEO,  Teletron  Inc. 

"Because  we  stubbornly  hold  on  to  our 
independent  unbiased  analysis  of  the  entire 
telecom  industry,  many  people  ask,  ‘Who  is 
your  service  provider?'  So  here  it  is... AT&T" 


AT&T 


Business  Services  I  800  ATT- 3  1 99  www.att.com/business_services 
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peaked,  with  gleams  of  var- 


Copy  Protection: 
Just  Say  No 


Although  technically  excellent,  Microsoft’s  electronic- 
book  reader  enforces  some  highly  dubious  restrictions 
on  book  buyers,  including  a  kludgy  setup  procedure. 
All  told,  this  product  has  been  seduced  by  the  Dark 
Side.  By  Russell  Kay 
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ongtime  Computer- 
world  readers  will 
know  I  have  been 
fan  enthusiastic  sup- 
L— s®  porter  of  Microsoft 
Corp.’s  electronic-book  proj¬ 
ects,  including  its  ClearType 
font-rendering  technology  and 
Microsoft  Reader  software  on 
the  Pocket  PC.  Recently,  Mi¬ 
crosoft  released  Reader  mmmma 


for  the  PC  platform, 
and  for  the  first  time  I 
learned  the  details  of  the  com¬ 
pany’s  copy-protection  policy. 
ClearType’s  technological  bril¬ 
liance  has  been  overshadowed 
by  an  irrational  and  unprece¬ 
dented  set  of  restrictions  whose 
fairness  is  highly  questionable. 

After  a  simple  SMB  down¬ 
load,  nothing  else  is  straight¬ 
forward.  After  the  setup  finish¬ 
es,  you  have  to  “activate”  the 
program  before  you  can  pur¬ 
chase  electronic  books.  The  in- 


OPINION 


structions  say  it’s  a  “simple, 
one-click  process  that  only 
needs  to  be  done  once  for  each 
PC.”  Well,  to  use  the  program, 
you  need  an  account  with  Mi¬ 
crosoft  Passport,  so  I  created 
one.  In  five  minutes,  I  was  back 
to  Reader  Activation,  and  I 
made  that  single  click. 

This  brought  up  what  looked 
like  a  Reader  page  but 
was  really  a  browser 
window,  and  then  down¬ 
loaded  a  “Secure  Repository” 
and  an  encrypted  Activation 
Certificate  that  “certifies  your 
copy  of  Microsoft  Reader  as 
being  enabled  for  viewing  pro¬ 
tected  content.” 

Microsoft  then  loads  infor¬ 
mation  about  your  system,  in¬ 
cluding  a  computer  hardware 
identification  code.  Microsoft 
says  this  “respects  the  privacy 
of  information  about  your 
computer  hardware”  while  still 


giving  “access  to  many  premi¬ 
um  eBook  titles  that  have  been 
copy  protected.” 

That  seemed  to  be  innocent 
enough.  Then  I  saw  this  ques¬ 
tion:  “How  many  computers 
can  I  activate  Reader  on?”  Just 
two,  it  turns  out;  if  you  want 
more  than  that,  you  need  addi¬ 
tional  Passport  accounts.  Now, 
with  the  gloves  off,  the  iron  fist 
is  exposed:  “However,  if  you 
purchase  an  eBook  on  a  com¬ 
puter  where  you  activated  the 
Reader  with  your  first  Pass¬ 
port,  you  won’t  be  able  to  read 
that  title  on  a  computer  where 
the  Reader  was  activated  using 
your  second  Passport.” 

While  this  sort  of  limitation 
has  technically  been  a  part  of 
end-user  license  agreements 
for  years,  it  has  been  infeasible 
and  politically  difficult  to  en¬ 
force  such  constraints. 

Now  the  limit  can  indeed  be 


enforced  technologically,  and 
the  restrictions  are  far  more 
stringent.  They  don’t  even  pass 
the  commonsense  test.  This  is 
exactly  as  if  I  had  to  register 
my  CD  players  at  the  music 
store  and,  thereafter,  I  could 
play  my  discs  on  only  those 
two  players. 

What  happens  when  Com- 
puterworld  replaces  my  laptop 
or  I  buy  a  new  computer  or  re¬ 
place  a  hard  drive,  and  I  can’t 
read  the  books  I  paid  for? 

I  visited  http://ebooks.barnes 
andnoble.com/ms_reader  to  see 
how  electronic  books  were 
priced.  I  compared  prices  for 
paperback,  hardcover  and  elec¬ 
tronic  editions,  and  it  became 
clear  that  electronic  books 
won’t  save  readers  money.  One 
book  advertised  there,  Thomas 
Friedman’s  The  Lexus  and  the 
Olive  Tree  (Farrar,  Straus  & 
Giroux  Inc.,  1999),  is  cheaper 
in  print  ($10.50,  paperback) 
than  as  an  electronic  download 
($15  for  Microsoft  Reader,  $12 
or  $22  in  other  electronic-book 
formats).  In  fact,  the  $22  hard¬ 
cover  edition  is  no  more  ex¬ 
pensive  than  some  electronic 
formats,  though  obviously  it 
costs  the  publisher  far  more  to 
produce  and  the  seller  more  to 
handle.  Granted,  you  don’t  pay 
shipping  on  a  download,  but 
how  often  do  you  order  just 
one  book  when  there’s  a  ship¬ 
ping  charge? 


Recently,  I  was  at  a  dinner 
party  that  included  Richard 
Stallman,  founder  of  the  Free 
Software  Foundation,  which 
supports  the  proposition  that 
software  —  and  by  extension, 
many  other  forms  of  intellec¬ 
tual  property  —  should  be  free. 
Stallman  said  he  was  disturbed 
by  Microsoft’s  electronic-book 
initiative  and  its  copy  protec¬ 
tion.  I  didn’t  like  his  argument 
and  defended  the  software  on 
its  technical  merits. 

Now,  with  more  data,  I  see 
that  Stallman’s  concerns  were 
right  on  the  money.  In  my  judg¬ 
ment,  based  on  Microsoft’s 
own  explanation  of  its  restric¬ 
tions,  this  copy-protection 
scheme  is  conceptually  flawed 
and  will,  in  fact,  put  far  more 
contraints  on  one  who  buys  an 
electronic  book  than  someone 
who  buys  the  same  title  in 
print.  That’s  crazy,  which  may 
be  why  publishers  are  rushing 
to  jump  on  the  copy-protection 
bandwagon. 

During  the  early  days  of  PCs, 
copy  protection  enjoyed  a  brief 
prominence,  but  it  eventually 
failed;  the  market  wouldn’t 
stand  for  it.  Back  then,  most 
software  products  were  tools 
—  a  means  to  an  end  (e.g.,  a 
word  processor  or  spread¬ 
sheet)  —  not  the  users’  end 
products.  Books  are  different; 
they  are  the  end  product. 

A  Cautionary  Tale 

Alexx  Kay,  a  PC  game  de¬ 
signer  (and  yes,  my  son),  says 
he  has  seen  copy  protection  re¬ 
turn  to  his  industry  with  a 
vengeance.  Most  game  manu¬ 
facturers  now  use  some  form 
of  copy  protection.  This  cre¬ 
ates  all  the  classic  problems  we 
recall  from  the  1980s:  It  annoys 
most  users,  and  it  prevents 
many  users  with  nonstandard 
equipment  from  using  a  legiti¬ 
mately  purchased  copy.  Worst 
of  all,  copy  protection  doesn’t 
slow  piracy. 

PC  gamers  don’t  want  copy 
protection,  just  as  book  own¬ 
ers  and  libraries  don’t.  Alexx 
notes  that  many  game  develop¬ 
ers  also  don’t  want  it,  but  pub¬ 
lishers  universally  insist  on  it. 

This  could  happen  in  book 
.  (and  newspaper  and  maga¬ 
zine)  publishing  too,  and  that’s 
a  dismal,  frightening  prospect. 
I  sincerely  hope  that  Microsoft 
and  its  publishing  partners 
don’t  make  us  travel  down  that 
copy-protection  road  and  pay 
their  stiff  tolls.  For  now,  I 
would  rather  hitchhike.  I 
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Simple  Object 
Access  Protocol 


BY  PETE  LOSHIN 

Lets  say  that  you’re 
building  an  Internet 
application  sendee; 
customers  interact 
with  it  by  submitting 
information.  Your  senders  pro¬ 
cess  the  data  and  return  results 
to  the  customers.  What’s  the 
best  way  to  get  that  data  into 
and  out  of  your  systems? 

You  could  build  a  custom 
client/sen'er  application  and 
require  your  customers  to  use 
the  client  software  to  access 
your  sendee.  But  if  you’re  do¬ 
ing  business  over  the  Internet, 
you  have  to  build  the  client  to 
run  on  all  possible  client  plat¬ 
forms  —  Windows,  Macintosh, 
Unix,  Linux  and  more.  That’s  a 
lot  of  clients  to  write. 

How  about  using  the  Web? 
That  works,  but  you’re  still  tied 
to  browser  implementations, 
and  you  still  have  to  build  an 
infrastructure  to  send  and  re¬ 
ceive  input  and  output  and  to 
format  and  package  that  data 
for  transmission.  For  a  compli¬ 
cated  application,  you  may  opt 
for  Java  or  ActiveX  code,  but 
then  you  start  losing  users  to 
bandwidth  and  security7  issues. 

What’s  needed  is  a  simple 
protocol  that  makes  it  easy  to 
package  application  data  and 
send  it  back  and  forth  across 
the  Web,  using  the  content¬ 
tagging  language  XML  to  en¬ 
sure  that  both  the  sender  and 
the  recipient  can  easily  inter¬ 
pret  the  contents  of  any  mes¬ 
sages.  And  using  the  Web  pro¬ 
tocol  HTTP  as  the  transport 
would  eliminate  the  need  for 
more  firewall  holes. 

That  pretty  much  describes 
Simple  Object  Access  Protocol 
(SOAP)  —  a  simple  “glue” 
protocol  that  lets  nodes 
remotely  invoke  application 
objects  and  return  results. 
SOAP  presides  a  lowest  com¬ 
mon  denominator  for  applica¬ 
tions  to  transmit  messages:  A 
client  can  send  a  message  to  in¬ 
voke  some  program  object, 
and  a  server  can  return  the 


[DEFINITION 

Simple  Object  Access  Protocol  (SOAP)  is  an  XML-based 
protocol  that  defines  a  framework  for  passing 
messages  between  systems  over  the  Internet.  It’s 
typically  used  for  executing  remote  procedure  calls. 
SOAP  was  originally  intended  and  defined  for  use  on 
top  of  HTTP  to  make  SOAP  more  easily  incorporated 
into  Web-based  applications,  but  other  transport 
protocols,  such  as  SMTP,  can  also  be  used. 


A  SOAP  Sample 

►  The  fokrwing  example  flustrates  a  SOAP  request  called  QetLast  TradePnce.  which 
aXowsthedenttorequestthelasttrade  price  foraspecified  stock 


POST/StockQuote  HTTP/1.1 

Host;  viY.wstockquotes@ver.com 
Content-Type;  text/xmh  charset=‘utr8' 

Content-Length:  rtnnn 
SOAPAction:  -Some-URT 

<SOAP-ENV£nvek)pe 
xrr’Xris:SOAP-ENV='http//schermsj(misoap.org/soap/enve}ope/' 
S0AP-EhV:eiXodirgSfyle='http,//schernasj(nil3oap.(xg/soap/eocoding/”  > 
<SOAP-ENV:Body> 

<nrGetLastTradePrice  HTtem=’Some-URT  > 

<symbol>DIS</symbal> 

</nrGetLastTradePriee> 

</SOAP-ENV:Body> 

</S0AP-ENV  £nvetope> 


►  The  fast  five  lines,  part  of  the  HTTP  header,  indicate  the  type  of  message  (a  POST),  the 
host  content  type  and  length  and  the  SOAPAction  header,  wtiichgivestheintentofthe 
SOAP  request  The  SOAP  message  itself  is  an  XML  document  with  the  SOAP  envelope 
fast  then  an  XML  element  that  specifies  the  SOAP  name  space  and  attributes,  if  any.  The 
SOAP  envelope  may  indude  a  header  (though  not  here),  followed  by  a  SOAP  body.  In  this 
case,  the  body  specifies  the  GetLastTradePrice  request  and  the  stock  symbol  for  which 
the  last  trade  price  is  requested  A  response  to  this  SOAP  request  might  look  like  this: 


HTTP/1.1  200  OK 

Content-Type:  texi/xmt  charset^utHT 

Content-Length:  nnnn 

<S0AP-ENV:Envelope 

xmlns£OAP-ENV=‘http//sfremasjaTiisoap.org/soap/envelope/' 
SOAP-ENV:eTcodbgStyte=‘httc:,  schemasxmlsoap.org/soap/encoding/'A 
<S0AP-ENV:Body> 

<m.-GetL^tTradePriceResponse  xmins:m=‘Some-URr> 

<Pnce>34.5</Pnce> 

</nrGetLastTradePrjceRespoose> 

</S0AP-ENVfkxfy> 

</S0AP-ENV£nvelope> 


•■Again,  the  first  three  lines  are  part  of  the  HTTP  header  the  SOAP  message  itself 
consists  of  an  envelope  that  contains  the  response  to  the  original  request,  labeled 
GetLastTradePriceResponse.  and  includes  the  value  returned,  in  this  case  34.5. 


results  of  that  invocation. 

SOAP  is  pretty  simple:  Mes¬ 
sages  are  just  XML  documents 
that  contain  SOAP  instruc¬ 
tions.  Though  in  theory,  SOAP 
can  be  bound  to  any  applica¬ 
tion  transport  protocol,  it’s 
commonly  used  with  HTTP. 

Kennard  Scribner,  co-author 
of  Understanding  SOAP:  The 
Authoritative  Solution  (Mac¬ 
millan  USA,  2000),  explains 
that  SOAP  works  by  convert¬ 
ing  method-invocation  infor¬ 
mation  such  as  argument  data 
and  transaction  identifiers  into 
an  XML  format. 

The  data  is  encapsulated 
into  HTTP  or  some  other 
transport  protocol  and  sent  to 
its  destination,  which  is  usually 
a  server.  That  server  extracts 
the  SOAP  data,  does  the  re¬ 
quested  processing  and  returns 
the  results  in  a  SOAP  reply. 

Scribner  says,  “SOAP  acts  as 
a  remote-procedure  call  proto¬ 
col,  much  like  Java’s  Remote 
Method  Invocation  protocol  or 
the  CORBA’s  [Common  Object 
Request  Broker  Architecture] 
General  Inter-ORB  Protocol.” 

Scribner  says  that  because 
HTTP  and  XML  are  widely  im¬ 
plemented,  SOAP  is  “probably 
the  most  highly  scalable  [re- 
mote-procedure  call]  protocol 
yet  invented.”  And  yet,  he 
adds,  “SOAP  is  not  designed  to 
act  as  a  complete  object-based 
architecture.” 

SOAP  doesn’t  replace  Java’s 


Remote  Method  Invocation 
protocol,  Distributed  Compo¬ 
nent  Object  Model  and  COR- 
BA;  it  provides  a  framework 
for  using  any  of  those  models. 
SOAP  isn’t  a  complete  solu¬ 
tion:  It  doesn’t  handle  object 
activation  or  security.  Scribner 
says  the  SOAP  architects  “clear¬ 
ly  believed  you  would  add  that 
code  yourself,”  layering  it  on 
top  of  SOAP,  rather  than  mak¬ 
ing  it  a  part  of  the  protocol  it¬ 
self. 

The  illustration  at  left  in¬ 
cludes  an  example  taken  from 
the  SOAP  1.1  specification,  in 
which  a  host  requests  a  stock 
price  from  a  quote  service.  The 
SOAP  request  is  embedded  in 
an  HTTP  POST,  and  the  body 
of  the  request  indicates  the  re¬ 
quest  type  and  a  parameter  — 
the  stock  symbol.  The  re¬ 
sponse  is  also  an  XML  object 
encapsulated  in  an  HTTP  re¬ 
sponse,  with  a  single  returned 
value  —  34.5  in  this  case. 

What’s  Special  About  SOAP? 

With  SOAP,  developers  can 
roll  out  Web  services  as  quick¬ 
ly  as  they  can  build  SOAP  mes¬ 
sages  for  program  calls  to  ex¬ 
isting  applications  and  then 
embed  those  applications  in 
simple  Web  pages.  But  devel¬ 
opers  can  also  use  SOAP  calls 
in  dedicated  applications,  and 
they  can  build  applications  that 
can  be  dragged  onto  other  peo¬ 
ple’s  Web  pages  instead  of  re¬ 
quiring  time-consuming  and 
costly  development. 

Mark  Stiver,  co-author  of 
Understanding  SOAP,  says  that 
this  is  exactly  Microsoft’s  goal 
with  Microsoft  .Net.  Stiver  ex¬ 
plains,  “This  is  where  SOAP 
really  shines.  It  lets  developers 
make  sound  choices  about  how 
they  should  build  applications, 
without  having  to  worry  about 
incompatibilities.”  ► 


Pete  Loshin  (pete@Internet- 
Standard.com),  a  consultant, 
has  written  more  than  20  books 
about  the  Internet. 


■  :  ;  og~.es  or  issues  you  would  like  to  learn  about  in  QuickStudy?  Please  send  your  ideas  to  quickstudy@computenvorld.com. 
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Don't  be  mystified  by  SAN  solutions. 
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BROCADE 


Combining  award-winning  Fibre  Channel  switches  and  SAN  management 
software,  Brocade  solutions  provide  scalability,  centralized  SAN  fabric 
management,  system  interoperability,  and  high  performance.  Brocade  partners 
with  major  storage  and  systems  OEMs  and  Integrators  to  provide  SAN 
solutions  optimized  for  LAN-free  backup,  storage  and  server  consolidation, 
disaster  tolerance,  and  high-availability  applications.  It's  no  wonder  that 
Brocade  is  the  industry  leader — and  the  clear  choice — for  SAN  solutions. 

Keep  up  to  date  with  the  latest  news  on  SANs.  Sign  up  for  our  complimentary 
Common  Threads  newsletter  at  www.brocade.com  today. 
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TO  THE  RESCUE:  A  robot  takes  part  in  the  first  competition  for  search-and-rescue  robots,  held  July  30 
in  Austin,  Texas,  during  a  conference  of  the  American  Association  for  Artificial  Intelligence 


tile  and  thermal  cues  and  then 
determine  whether  they  origi¬ 
nate  from  humans  or  inani¬ 
mate  objects. 

That  collaborative  sensory 
conclusion  is  a  difficult  but 
necessary  leap  to  knowledge 
representation,  explains  Adam 
Jacoff,  a  mechanical  engineer 
in  the  Intelligent  Systems  Divi¬ 
sion  at  the  National  Institute  of 
Standards  and  Technology 
(NIST)  in  Washington.  Once 
robots  understand  what  they 
“feel”  or  “see,”  they  can  “plan.” 

The  bottom  line,  says  John 
Evans,  director  of  the  Intelli¬ 
gent  Systems  Division  at  the 
NIST,  is  that  robotic  rescuers 
must  be  able  to  “separate  sense 
perception  and  planning  from 
navigation.” 

The  next  goal  is  to  create  ro¬ 
bots  that  have  adjustable  au¬ 
tonomy  —  the  ability  to  pro¬ 
cess  data  and  make  decisions 
without  direction  from  a  hu¬ 
man  operator. 

“They  need  to  know  to  go 
further,  without  instruction, 
when  they  see  important  clues: 
it’s  a  school,  the  cafeteria  is  40 
feet  ahead  and  the  earthquake 
happened  at  lunchtime,”  says 
Jacoff. 

Robot  collaboration,  which 
is  the  ultimate  goal,  would  in¬ 
volve  specialization  and  infor¬ 
mation  sharing.  For  example, 
one  robot  would  find  a  blocked 
passage  and  relay  the  message 
to  other  robots.  Or  robot  teams 
could  apply  the  “marsupial  ap¬ 
proach,”  in  which  larger  units 
carry  smaller  ones  designed 
for  specific  tasks  such  as  locat¬ 
ing  people  trapped  in  shifting 
debris.  Others  could  deliver  ra¬ 
dios  and  water  to  victims. 

Standardized  measurements 
are  also  needed  to  create  smart 
machines. 

“Researchers  have  identified 
artificial  intelligence  in  the  ab¬ 
stract,”  says  Evans.  “But  like 
any  other  engineering  project, 
to  build  efficient  machines,  we 


have  to  have  quantitative  mea¬ 
surements.” 

The  NIST,  the  NRL  and 
DARPA  are  working  together 
to  address  that  problem.  NIST 
engineers  recently  built  the 
first  standardized  test  course, 
an  urban  disaster  scene,  to  es¬ 
tablish  performance  metrics 
that  would  allow  the  reuse  of 
algorithms  and  other  system 
components.  Researchers  have 
taken  the  portable  ruin  on  the 
road;  they  plan  to  share  ongo¬ 
ing  test  results  with  robotics 
teams  everywhere. 

Test  Course 

The  test  course,  which  is  ap¬ 
proximately  60  square  feet,  has 
three  increasingly  difficult 
modules,  each  a  maze  with 
“human”  targets.  Each  area  de¬ 
mands  increased  mobility, 
such  as  the  ability  to  climb 
piles  of  debris,  stairs  and 
ramps,  and  sensing  capabili¬ 
ties.  The  easiest  has  a  flat  sur¬ 
face,  pieces  of  overturned  fur¬ 
niture,  open  doors  and  jutting 
walls.  The  two-floor  interme¬ 
diate  stage  has  ramps,  stair¬ 
ways  and  holes  to  fall  through. 
Level  3  simulates  a  collapsed 
building  complete  with  a  sec¬ 
tion  of  floor  propped  perilous¬ 
ly  on  piles  of  debris  amid  jum¬ 
bles  of  boards  and  pipes. 

Creating  artificial  intelli¬ 
gence  is  the  carrot  for  these  re¬ 
searchers,  but  saving  human 
lives  is  the  true  goal.  The  1995 
earthquake  in  Kobe,  Japan, 
killed  more  than  5,000  people 
and  injured  another  35,000;  168 
died  in  the  1995  terrorist  bomb¬ 
ing  in  Oklahoma  City. 

“We  must  balance  between 
saving  people  and  putting  fully 
functioning  rescuers  in  harm’s 
way,”  says  Jacoff.  “We  can  send 
robots  into  the  most  dangerous 
and  confined  spaces.  They  are 
expendable.”  I 


Forster  is  a  freelance  writer  in 
Boston. 


IN  THE  RUBBLE:  A  robot  navigates  the  NIST’s  urban  disaster  test 
course  during  the  competition  in  Texas 


know  its  location.  But  for  a  ro¬ 
bot  to  determine  its  location,  it 
often  needs  a  map. 

The  answer  lies  in  program¬ 
ming  that  provides  localization 
capability  based  on  a  given  en¬ 
vironment  by  correcting  local¬ 
ization  estimates  incremental¬ 
ly  and  on  the  fly  instead  of 
waiting  until  an  unacceptable 
error  level  is  accumulated. 
Navy  researchers  say  the  er¬ 
rors  are  small,  so  fast  correc¬ 
tion  techniques  can  be  used. 

The  Global  Positioning  Sys¬ 
tem  is  also  part  of  the  action,  as 
are  inertial  measurements,  gy¬ 
roscopes  and  lasers.  “We  can 
fuse  six  or  seven  relatively 
cheap  sensors  together  to  buy 
us  reliability,”  says  Lt.  Col.  John 
Blitch,  program  manager  at  the 
Defense  Advanced  Research 
Projects  Agency’s  (DARPA) 
Advanced  Technology  Office 
in  Arlington,  Va. 

Nonexpert  End  Users 

Simplifying  techniques  to 
guide  robots  during  searches  is 
another  goal  because  opera¬ 
tors  will  be  search-and-rescue 
staff  rather  than  robotics  spe¬ 
cialists.  “We’d  like  to  have  one 
technician  working  with  10  ro¬ 
bots,”  says  Schultz.  “So  we 
need  to  be  careful  how  robots 
interface  with  workers.  It  can’t 
be  a  complicated  connection.” 
With  joysticks  and  keyboards 
ruled  out,  voice-recognition 
technology  and  touch  screens 
are  the  most  likely  options. 

Robots  must  have  humanlike 
sensory  functions  in  order  to 
recognize  visual,  acoustic,  tac- 


Robots  are  being  developed  to  per¬ 
form  search-and-rescue  missions  at 
the  scenes  of  natural  and  man-made 
catastrophes.  By  Barbara  Forster 


HE  NEXT  genera¬ 
tion  of  search- 
and-rescue  work¬ 
ers  looking  for 
victims  in  build¬ 
ings  that  collapsed  in  earth¬ 
quakes  or  explosions  will  slith¬ 
er  through  eight-inch  ducts, 
navigate  dark,  rubble-strewn 
corridors  and  be  tossed  into 
third-floor  windows.  They  will 
be  impervious  to  pain,  fire  and 
water.  They  will  be  robots  — 
autonomous  and  mobile. 

Industrial  robots  have  been 
used  successfully  for  decades, 
but  their  descendants  will  be  a 
relatively  new  breed  with  suf- 
ficient  intelligence  to  carry  out 
complex  tasks,  including  plan- 
.  v  and  decision-making  in 
u.  ructured  and  dynamic  en¬ 


vironments  where  missions 
are  time-critical. 

“They  won’t  be  Rosie  the 
Robot  generalists,”  says  Alan 
Schultz,  head  of  the  Intelligent 
Systems  Section  at  the  Wash¬ 
ington-based  Naval  Research 
Laboratory  (NRL),  referring  to 
the  character  from  The  Jetsons. 

But  whether  the  robots  are 
rumbling  Rosies,  snakelike  or 
rodent-size,  they  will  think 
and,  most  important,  relay  in¬ 
formation  to  human  rescuers. 
Researchers  have  already 
found  ways  to  create  the  nec¬ 
essary  artificial  intelligence. 

Take,  for  instance,  the  ability 
to  report  locations,  which  has 
been  a  robotic  catch-22:  In  or¬ 
der  for  a  robot  to  add  its  “per¬ 
ceptions”  to  a  map,  it  needs  to 
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Your  business  needs  you.  But  when  you’re  working  in  Internet  time, 
how  do  you  find  time  to  focus? 

NaviSite  is  the  answer.  Let  us  worry  about  everything  -  from  rapidly 
deploying  your  site  to  keeping  your  applications  up  and  running. 
And  by  taking  advantage  of  our  technology  and  people,  you  can 
eliminate  the  enormous  up-front  costs  in  time  and  resources. 
So  focus  on  what  you  do  best  -  building  a  successful  business. 


NaviSite 
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Sure,  it’s  tough  to  ensure 
the  security  of  wireless 
transactions.  But  it  can  be 
done  if  you  pay  attention 
to  authentication  and  end- 
to-end  data  encryption. 

By  Matt  Hamblen 


very  business  should  be 
lucky  enough  to  get  a  visit 
from  a  friendly  hacker  like 
Jeff  Schmidt. 

On  July  27,  Schmidt  tried 
out  a  brand-new  wireless 
LAN  card  on  his  laptop  at 
work.  He  didn’t  expect  anything  to  hap¬ 
pen,  because  his  organization’s  wireless 
LAN  wasn’t  up  and  running  yet.  But  to 
his  surprise,  he  was  able  to  connect 
without  any  trouble  to  the  network  of 
an  office  down  the  street. 

Oops. 

Rather  than  swipe  passwords  from 
the  other  office’s  domain  name  server, 
Schmidt  called  the  office  to  warn  it. 

It  shut  down  its  wireless  hub  shortly 
thereafter,  he  says. 

Schmidt,  a  network  engineer  at  the 
U.S.  Department  of  Agriculture  in  New 
Orleans,  provided  printouts  of  his  com¬ 
munications  with  the  other  office, 
which  he  declined  to  name. 

“Imagine  our  surprise  when  their 
hub  instantly  returned  my  signal,” 
Schmidt  says.  “Since  the  other  office 
was  still  using  the  factory  defaults  on 


its  wireless  hub,  I  connected  just  fine. 
No  hacking,  no  planning  —  just  plain, 
dumb  chance.” 

Chance  played  a  key  role  in  Schmidt’s 
penetration  of  an  outside  network,  but 
analysts  say  wireless  LANs  can  be  easily 
accessed  by  neighbors  —  friendly  or  not 
—  and  need  strong  protection. 

According  to  analysts,  information 
technology  managers  can  provide  ro¬ 
bust  security  by  making  sure  wireless 
users  are  authenticated,  preferably  with 
a  user  name  and  password  as  well  as  a 
token.  They  also  say  encryption  should 
be  used  end-to-end  in  a  connection. 

Security  can  even  be  made  strong 
enough  to  allow  purchases  or  money 
transfers  over  the  Web,  banks  and  re¬ 
tailers  say. 

SECURE  -  FOR  NOW 

“We  feel  very  comfortable  with  our 
wireless  security,  and  we  feel  our 
equipment  is  secure,”  says  Mark  Ebel, 
director  of  digital  communication  ser¬ 
vices  at  BestBuy.com,  a  division  of  Best 
Buy  Co.  in  Eden  Prairie,  Minn. 

“However,  we  do  believe  we  have  to 


get  better  at  security  than  today’s  ap¬ 
proach,  because  if  we  don’t  do  some¬ 
thing,  we  know  the  hackers  will  find 
ways  to  get  better,”  he  adds. 

BestBuy.com  is  about  to  launch 
wireless  purchasing  on  its  Web  site. 
The  system  has  worked  well  in  tests 
but  hasn’t  been  launched  yet  because 
the  company  has  been  tweaking  other 
features  of  the  site  that  aren’t  related 
to  security. 

Banks  such  as  Wachovia  Corp.  in 
Winston-Salem,  N.C.,  are  confident 
enough  about  wireless  security  to  plan 
a  rollout  of  banking  services  for  con¬ 
sumers  and  businesses  by  year’s  end 
[News,  July  17]. 

One  group  that  has  already  gone 
wireless  is  500  attorneys  at  Paul  Hast¬ 
ings  Janosky  and  Walker  LLP  in  Los 
Angeles.  The  lawyers  send  e-mail 
wirelessly  via  Research  in  Motion  Ltd. 
(RIM)  BlackBerry  personal  digital  as¬ 
sistants,  which  resemble  pagers  with 
small  keyboards.  They  started  using  the 
devices  last  October. 

“They  have  been  an  invaluable  tool 
for  the  lawyers,  and  a  lot  of  them  trav¬ 
el,”  says  Mary  Odson,  CIO  at  Paul 
Hastings.  “We  carefully  evaluated  the 
RIMs  and  the  network,  since  security 
with  legal  matters  was  one  of  the  most 
important  components.” 

BANKING  ON  WIRELESS 

Encrypting  connections  from  end  to 
end  requires  a  developer  to  consider 
every  device  used  to  access  a  network, 
users  and  analysts  say.  In  addition,  the 
security  standards  of  each  wireless 
network  carrier  must  be  understood. 

To  deal  with  this  complexity,  Wa¬ 
chovia  chose  724  Solutions  Inc.  in 
Toronto  to  help  it  develop  wireless 
banking  applications,  says  Lawrence 
Baxter,  head  of  e-business  at  Wachovia. 

But  when  Fidelity  Investments  in 
Boston  started  making  wireless  trans¬ 
actions  in  1998,  applications  had  to  be 


built  in-house  because  the  technology 
was  still  relatively  rare,  as  was  outside 
expertise  in  it,  says  Joe  Ferra,  senior 
vice  president  of  Fidelity  Online  Bro¬ 
kerage,  which  has  more  than  70,000 
wireless  users  on  various  devices. 

Ferra  says  that  as  a  result  of  internal 
evaluations  and  reports  in  the  security 
community,  Fidelity  doesn’t  trust  the 
current  Wireless  Application  Protocol 
(WAP)  standard,  known  as  WAP  1.1,  for 
wireless  transactions.  Instead,  Fidelity 
relies  on  encryption  and  authentication 
developed  using  the  Handheld  Device 
Markup  Language. 

Many  analysts  say  they  agree  that 
WAP  1.1  presents  problems,  because  a 
wireless  transmission  is  vulnerable  to 
a  hack  at  the  WAP  gateway  server. 
Under  the  current  standard,  the  WAP 
gateway  server  sits  inside  the  premises 
of  the  wireless  carrier. 

Three  analysts  —  John  Pescatore  at 
Gartner  Group  Inc.  in  Stamford,  Conn.; 
Alan  Paller,  director  of  research  at  the 
SANS  Institute  in  Bethesda,  Md.;  and 
Alan  Reiter  at  Wireless  Internet  and 
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Mobile  Computing  in  Chevy  Chase, 
Md.  —  say  there’s  a  small  but  real 
threat  that  a  sophisticated  hacker 
could  enter  a  WAP  gateway  server  to 
steal  data.  That’s  because  the  gateway 
server  decrypts  the  wireless  transmis¬ 
sion  for  a  moment  before  re-encrypt- 
ing  it  for  the  wired  network. 

However,  Phone.com  Inc.  in  Red¬ 
wood  City,  Calif.,  a  founding  member 
of  the  WAP  Forum,  argues  that  despite 
this  possibility,  the  level  of  security  is 
“really  quite  high,”  says  Roger  Snyder, 
senior  product  manager  at  Phone.com. 
It’s  high  enough,  he  notes,  for  the  Bank 
of  Montreal  in  Toronto,  Amazon.com 
Inc.  in  Seattle  and  others  to  have 
launched  wireless  transaction  services. 

Pescatore  and  other  analysts  say 
WAP  1.3,  which  is  scheduled  to  be 
available  next  year,  will  eliminate  the 
decryption  pause.  According  to  Sny¬ 
der,  a  WAP  proxy  server  in  a  bank  or 
other  business  will  tell  a  wireless  net¬ 
work  server  that  a  user  was  autho¬ 
rized  to  do  business  directly  with  the 
bank’s  server. 

Sabre  Holdings  Corp.  in  Fort  Worth, 


Texas,  announced  a  service  last  month 
that  will  give  travelers  wireless  access 
from  any  device,  says  Cindy  Groner,  di¬ 
rector  of  wireless  services  at  Sabre.  To 
avoid  problems  with  WAP  1.1  or  other 
vulnerabilities,  she  says,  none  of  the 
user’s  credit  information  is  passed 
over  the  wireless  network.  Instead,  it 
sits  on  the  Sabre  back  end. 

WIRELESS  REAL  ESTATE 

At  Colliers  Arnold  Commercial  In¬ 
vestment  Brokerage  in  Tampa,  Fla., 
testing  is  under  way  to  provide  agents 
with  wireless  access  to  proprietary  in¬ 
formation  on  commercial  real  estate 
properties,  says  CEO  Lee  Arnold. 

Colliers  Arnold  is  using  Palm  VII 
handhelds  operating  on  Santa  Clara, 
Calif. -based  Palm  Inc.’s  Palm.net  net¬ 
work,  which  uses  a  proprietary  algo¬ 
rithm  to  encrypt  data  throughout  the 
transaction,  Arnold  says. 

The  other  main  vulnerability  of 
wireless  transmissions,  analysts  say,  is 
the  lack  of  authentication  —  ensuring 
that  a  user  is  who  he  says  he  is. 

Analysts  say  they  worry  that  user 


names  and  passwords  don’t  provide 
sufficient  security,  especially  for  sensi¬ 
tive  information.  Analysts  and  custo¬ 
mers  considering  wireless  banking  say 
they’re  looking  forward  to  the  day 
when  smart  phones  come  equipped 
with  a  separate  token,  such  as  a  smart 
card,  to  authenticate  a  user’s  identity. 

So  far,  banks  aren’t  using  a  separate  to¬ 
ken  device  and  instead  are  depending 
on  digital  certificates  for  wireless  au¬ 
thentication,  analysts  say. 

Some  cell  phones  on  the  market  to¬ 
day  include  Subscriber  Identify  Mod¬ 
ules  (SIM),  which  will  work  with  later 
versions  of  the  WAP  specification  to 
create  what’s  called  a  Wireless  Identity 
Module  (WIM).  That  WIM  will  store  a 
digital  certificate  and  its  associated 
private  key. 

Visa  International  Inc.  in  Foster  City, 
Calif.,  is  working  with  phone  maker 
Nokia  Corp.  and  Meritanordbanken 
Group,  both  in  Finland,  on  a  phone 
that  includes  a  slot  for  a  SIM  identifi¬ 
cation  device. 

Pescatore  says  this  technology  is  of 
limited  use,  since  anyone  who  has  the 


We  feel  very 
comfortable  with 
our  wireless 
security,  and  we 
feel  our  equipment 
is  secure.  However, 
we  do  believe  we 
have  to  get  better 
at  security  than 
today’s  approach. 

MARK  EBEL, 

DIRECTOR  OF  DIGITAL 
COMMUNICATION  SERVICES, 
BESTBUY.COM 

phone  can  pretend  to  be  the  legitimate 
user  if  he  also  has  the  personal  identi¬ 
fication  number  (PIN)  to  activate  it. 

In  lieu  of  authentication  with  a  to¬ 
ken,  the  handhelds  from  RIM  in  Wa¬ 
terloo,  Ontario,  require  a  user  name 
and  new  password  at  set  intervals. 
Perhaps  a  more  important  protection, 
says  Odson  at  Paul  Hastings,  is  that 
employees  know  they  shouldn’t  be 
putting  confidential  information  in 
e-mail  messages  anyway. 

Analysts  say  authentication  will  im¬ 
prove  as  biometric  devices  such  as  fin¬ 
gerprint  readers  are  used  instead  of 
PINs,  but  such  devices  won’t  be  com¬ 
mon  before  2004. 

AVOIDING  TROUBLE 

Pescatore  says  the  absence  of  au¬ 
thentication  technology  means  IT 
managers  must  depend  on  user  names 
and  passwords.  Because  cell  phone 
keypads  make  it  hard  to  enter  alpha¬ 
betical  passwords,  IT  managers  should 
require  longer  numeric  sequences  than 
they’re  used  to  and  update  them  fre¬ 
quently,  analysts  say. 

Pescatore  urges  IT  managers  to  in¬ 
vest  in  intrusion-detection  software  for 
all  servers  exposed  to  wireless  applica¬ 
tions,  such  as  the  New  Orleans  network 
Schmidt  stumbled  into  with  his  wire¬ 
less  LAN  card.  Specifically,  the  office 
Schmidt  entered  should  have  put  its 
wireless  adapter  on  a  LAN  switch  on  a 
separate  segment  and  not  on  a  hub. 

But  even  some  companies  that  are 
moving  bravely  to  wireless  e-com- 
merce  realize  the  limitations  on  secur¬ 
ity.  “We  are  very  concerned  about  mo¬ 
bile  Internet  security,  period,”  says  Joe 
Chouinard,  vice  president  of  new 
e-commerce  channels  at  Visa.  I 
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Networks  don’t  end  within  a  compa¬ 
ny’s  walls:  Many  times,  individuals 
band  together  in  so-called  communi¬ 
ties  of  practice  —  collections  of  indi¬ 
viduals  doing  similar  jobs  in  different 
organizations  who  can  help  educate 
one  another,  find  one  another  jobs  and 
serve  as  impromptu  support  groups. 
These  communities  aren’t  confined  to 
the  workplace. 

At  least,  that’s  what  the  anthropolo¬ 
gists  found  when  they  studied  22  peo¬ 
ple  in  12  different  organizations  during 
the  past  two  years.  “People  said  they 
spent  a  lot  of  time  maintaining  their 
social  networks,”  says  Nardi.  In  today’s 
workplace,  “with  the  threat  of  reorga¬ 
nizations,  layoffs  and  business  failures, 
people  are  thrown  back  on  their  own 
resources”  to  succeed,  she  says. 

But  technology  was  making  that  in¬ 
creasingly  difficult,  researchers  found. 
Each  new  way  of  communicating 
seemed  to  add  another  layer  of  com¬ 
plexity  —  should  you  use  instant  mes¬ 
saging  or  someone’s  mobile  phone 
number?  At  the  same  time,  people 
were  driven  by  “the  need  to  keep  up” 
with  the  latest  technology,  says  Hein¬ 
rich  Schwarz,  an  MIT  graduate  student 
who  helped  conduct  the  research. 

Human-centric  Thinking 

The  research  turned  up  other  inter¬ 
esting  facts:  Even  after  years  of  using 
graphical  interfaces  on  Windows  and 
Macintosh  computers,  users  still  don’t 
think  about  their  information  in  terms 
of  files  and  folders,  notes  Whittaker. 

“If  you  talk  to  the  average  user  about 
how  they  do  all  their  work,  they  talk 
about  things  in  much  more  personal 
terms:  ‘So-and-so  sent  me  a  document; 
I  need  to  get  back  to  this  other  person; 

I  need  to  get  copies  to  this  other  per¬ 
son.’  There’s  this  very  human-centric 
way  of  thinking  about  information,” 
says  Whittaker. 

So  the  researchers  decided  that  Con- 
tactMap’s  principal  indexing  mecha¬ 
nism  wouldn’t  be  a  list  of  e-mails  or 
surnames  but  rather  groups  of  faces. 

The  idea  was  also  partly  driven  by 
biology. 

“A  huge  proportion  of  our  brains  is 
given  over  to  the  recognition  of  faces. 
There’s  research  that  shows  that  in¬ 
fants  a  few  hours  old  recognize  the 
face  as  a  distitict  object.  This  is  some¬ 
thing  that’s  quite  primitive,  but  there 
are  no  computational  systems  that  are 
organized  around  the  principle  of  peo¬ 
ple,”  says  Whittaker,  a  child  psychol¬ 
ogist  by  training. 

Why  don’t  more  contact  manage¬ 
ment  programs  use  pictures  of  people? 
Whittaker  says  that  until  recently,  im¬ 
age  file  sizes  and  processor  power 
made  it  difficult. 


Last  summer,  a  researcher  asked 
the  head  of  a  small  San  Francisco 
media  company  —  let’s  call  him 
Gary  —  a  simple  question:  “Who 
are  all  the  people  in  your  office 
space,  and  why  are  they  here?” 
Easy  question,  right?  Not  even  close. 
On  any  given  day,  there  were  12  full¬ 
time  employees,  two  new  freelancers, 
two  long-term  freelancers  and  one 
client  at  Gary’s  firm,  which  designs 
Web  pages  and  graphical  interfaces  for 
computer  games. 

The  client  came  in  at  the  start  of  a 
project  —  and  stayed.  He  used  one  of 
Gary’s  conference  rooms  to  hold  meet¬ 
ings  for  his  other  projects  so  he  could 
avoid  a  commute  —  and  his  boss,  Gary 
says  with  a  laugh. 

Others  on  Gary’s  staff  telecom¬ 
muted,  using  e-mail  to  keep  in  touch. 


One  animator  just  used  the  telephone 
and  surfaced  only  to  drop  off  drawings. 
Others  were  juggling  various  things  at 
once:  One  coordinator  was  taking  over 
information  systems,  and  a  freelancer 
valued  for  her  ink  and  paint  talents 
was  helping  with  project  coordination. 

If  this  sounds  maddening  for  every¬ 
one  to  track,  you’re  right.  If  tracking 
everyone  seems  necessary,  you’re  also 
right,  because  these  days,  your  social 
network  is  crucial  to  finding  new  em¬ 
ployees,  helping  you  keep  your  job  or 
finding  a  new  one. 

With  that  in  mind,  two  researchers 
at  Florham  Park,  N.J.-based  AT&T  Labs 
—  design  anthropologist  Bonnie  Nardi, 
who  works  in  Menlo  Park,  Calif.,  and 
interaction  designer  Steve  Whittaker, 
who  works  in  Florham  Park  —  are 
designing  software  to  help  individuals 


tame  their  social  networks. 

Dubbed  “ContactMap,”  the  planned 
software  will  be  part  alternative  com¬ 
puter  desktop,  giving  users  access  to 
various  types  of  communications,  and 
part  information  index,  for  recon¬ 
structing  previous  conversations, 
e-mails  and  swapped  information. 

If  successful,  the  software  will  dra¬ 
matically  reduce  the  effort  it  takes  to 
track  and  maintain  contact  with  a  so¬ 
cial  network.  The  current  prototype  is 
written  in  Java  and  runs  on  Windows. 
The  creators  are  hoping  for  a  full  pro¬ 
totype  by  December,  and  if  AT&T 
moves  forward  with  it,  the  software 
could  be  released  as  early  as  next  year. 

Welcome  to  the  New  Economy, 
where  skills  are  useful,  but  maintaining 
a  good  network  might  be  the  most  im¬ 
portant  skill  of  all. 


BONNIE  NARDI  AND  STEVE 
WHITTAKER,  researchers  at 
AT&T  Labs,  are  designing 
software  to  help  individuals 
manage  their  social  networks 
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“The  key  phrase  is  that  ContactMap 
is  people-centric,”  says  Nardi.  “Throw 
away  the  folders  and  bring  in  the 
people.” 

Face  to  Face 

The  current  prototype  of  the  Con¬ 
tactMap  desktop  has  two  frames. 

The  larger  frame  shows  a  number  of 
faces  broken  into  different  clusters  or 


groups  such  as  work,  family  or  PTA. 

Each  group  has  a  different  color 
background.  If  there  isn’t  a  picture  of  a 
person,  a  graphic  “node”  such  as  a  car¬ 
toon  image  of  a  person’s  face  can  be 
substituted. 

By  scrolling  a  smaller  frame  on  the 
side,  a  user  can  view  specific  informa¬ 
tion  for  each  contact,  such  as  addresses, 
telephone  numbers  and  titles.  That 


frame  has  a  search  capability  as  well  as 
a  list  of  all  the  groups  the  user  has  cre¬ 
ated.  Clicking  on  one  of  the  groups 
brings  up  the  faces  of  the  members  of 
that  group  in  the  main  frame. 

To  e-mail,  instant  message,  video- 
conference  or  phone  a  contact,  the 
user  clicks  on  that  person’s  face  and 
then  chooses  the  medium  through 
which  he  wants  to  be  connected. 


Another  view  yet  to  be  developed 
will  summarize  the  user’s  interaction 
with  a  person,  giving  a  list  of  e-mails, 
documents  swapped  and  date  and 
times  when  he  previously  used  Con¬ 
tactMap  to  call  someone  or  when  he 
received  calls. 


Technology  Hurdles 

This  assumes,  of  course,  a  level  of 
computer  telephony  and  software  inte¬ 
gration  higher  than  what  is  generally 
available.  That’s  only  one  of  the  signifi¬ 
cant  technology  hurdles  to  overcome. 

To  make  it  easy  for  users  to  start 
using  ContactMap,  Nardi  and  Whit¬ 
taker  say  they  want  the  program  to  im¬ 
port  information  from  existing  e-mail 
and  contact  management  programs 
and  suggest  which  groups  people 
should  belong  to.  But  that  feature  is  yet 
to  come. 

ContactMap  must  also  work  trans¬ 
parently  with  a  variety  of  operating 
systems  and  software  such  as  e-mail. 
Unfortunately,  many  vendors  don’t 
make  it  easy  to  interoperate  with  their 
software,  even  though  application  pro¬ 
gram  interfaces  are  theoretically  sup¬ 
posed  to  do  that. 

The  program  must  also  interface 
with  computer  telephony  and  video- 
conferencing.  “Anything  that  involves 
communication  and  computing  is  ex¬ 
traordinarily  complex,”  Whittaker  says. 

Without  proper  planning,  new  tech¬ 
nology  —  such  as  ContactMap  —  can 
also  have  detrimental  effects  on  its 
users,  as  Nardi  argued  with  co-author 
Vicki  O’Day  in  Information  Ecologies 
(MIT  Press,  1999). 

For  instance,  at  one  hospital  profiled 
in  the  book,  neurophysiologists  had 
microphones  and  video  cameras  in¬ 
stalled  in  operating  rooms  so  they 
could  remotely  monitor  several  neuro¬ 
surgeries  at  once,  since  their  physical 
presence  wasn’t  always  required. 

Though  it  made  their  jobs  easier,  it 
also  created  privacy  concerns  among 
the  doctors  and  technicians,  who  used 
jokes  and  off-color  banter  to  ease  the 
stress  of  the  delicate  operations,  which 
could  last  up  to  24  hours. 

So,  too,  will  there  be  privacy  and 
security  concerns  with  ContactMap,  as 
Nardi  readily  acknowledges.  “Once 
you  have  your  map,  it’s  very  revealing, 
very  visual,  and  people  can  come  into 
your  office  and  look  at  a  glance.  It  tells 
a  lot  about  you,”  she  says. 

To  be  really  effective,  a  Web  version 
(which  is  planned)  will  be  necessary 
for  users  to  access  their  social  network 
at  anytime  over  any  device. 

But  this  raises  the  question  of  who 
gets  to  see  what  information.  “You 
want  to  be  able  to  share  some  stuff,” 
but  not  everything,  says  Nardi.  How  do 
you  tell  the  program  which  things  to 
share,  such  as  pictures,  and  with 
whom?  “We  have  to  work  through 
those  issues,”  she  says,  t 
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NetScaler  Makes  Fast 
Server  Connections 

Start-up  tweaks  TCP/IP  for  faster, 

more  efficient  server  performance 


BY  AMY  HELEN  JOHNSON 

T  CASHSURFERS 
Inc.,  a  Bakersfield, 
Calif. -based  com¬ 
pany  that  rewards 
Internet  surfers  for 
looking  at  banner  ads,  the  serv¬ 
er  farm  delivers  1  billion  ban¬ 
ners  per  month  to  registered 
users.  In  order  to  expand  the 
server  farm’s  capacity  without 
building  a  monster  pool  of 
computers,  Chief  Technology 
Officer  Noah  Mapstead  turned 
to  the  WebScaler  Internet  ac¬ 
celerator  from  NetScaler  Inc. 
in  Santa  Clara,  Calif. 

NetScaler  is  the  first  compa¬ 
ny  to  market  a  new  kind  of  ac¬ 
celeration  technology,  says 
Michael  Hoch,  a  research  ana¬ 
lyst  at  Aberdeen  Group  Inc.  in 
Boston.  WebScaler  takes  on 
the  TCP/IP  overhead  that  re¬ 
sults  from  the  housekeeping 
tasks  needed  to  open  and  close 
individual  client  sessions,  free¬ 
ing  Web  servers  to  deliver  the 
requested  content. 

A  Step  Ahead 

CEO  Michael  Susai  says  Net¬ 
Scaler  has  a  big  head  start  on 
other  companies  that  might 
want  to  take  this  approach  to 
Internet  acceleration.  “We  be¬ 
lieve  that  we  are  at  least  two 
years  ahead  [of  the  competi¬ 
tion],”  he  says.  He  cites  Exodus 
Communications  Inc.  in  Santa 
Clara,  Calif.,  and  any  large 
switch  maker,  like  Cisco  Sys¬ 
tems  Inc.  in  San  Jose,  as  possi¬ 
ble  entrants  to  this  market. 

One  key  benefit  NetScaler 
gives  its  customers  is  the  abili¬ 
ty  to  cost-effectively  scale 
their  Web  sites.  Since  Web¬ 
Scaler  went  online  at  Cash- 
Surfers  in  January,  the  server 
farm  has  doubled  its  capacity 
from  about  20,000  to  40,000 
concurrent  connections,  with¬ 
out  any  additional  server  hard¬ 
ware,  says  Mapstead. 

He  says  he  figures  he  has 
saved  at  least  $35,000  on  hard¬ 
ware  alone,  plus  the  additional 
fees  he  would  have  paid  to  the 
company’s  co-location  service 


provider.  CashSurfers  runs  its 
site  on  rack-mounted  dual-pro¬ 
cessor  Intel  Pentium  III  550- 
MHz  machines  with  512MB  of 
RAM,  running  Windows  2000. 

CashSurfers’  Web  site  is  a 
good  candidate  for  WebScaler, 
Mapstead  says,  because  it 
serves  the  same  small  piece  of 
data  over  and  over.  “It’s  a  large 
number  of  requests,  but  it’s  a 


NetScaler  Inc. 

Location:  4800  Great  America 
Parkway,  #305,  Santa  Clara,  Calif. 
95054 

Telephone:  (408)330-9200 

Web:  www.netscaler.com 

Niche:  Software  accelerates  Web 
site  performance  by  making  TCP/IP 
connections  more  efficient. 

Why  it’s  worth  watching:  In 

some  cases,  Web  site  administra¬ 
tors  can  increase  traffic  without 
adding  hardware. 

Company  officer: 

•  Michael  Susai,  founder,  president 
and  CEO 

Milestones: 

•  December  1997:  Founded 

•  May  2000:  WebScaler  debuted 

Employees:  70: 100%  annual 


small  request,”  he  explains. 
That  means  the  Web  servers 
spend  a  proportionally  large 
amount  of  time  creating  and 
destroying  connections,  which 
is  an  expensive  process. 

In  short,  WebScaler  gives 
CashSurfers  more  bang  for  the 
buck  from  its  servers,  says 
Mapstead. 

WebScaler  also  works  well 
on  problems  such  as  building 
capacity  for  usage  spikes,  says 
Hoch.  A  WebScaler  installa¬ 
tion  eliminates  the  need  to 
build  a  largely  underused  serv¬ 


Burn  money:  $15  million  from 
Gabriel  Venture  Partners  and  Credit 
Suisse  First  Boston 

Product/pricing:  WebScaler: 
$40,000  per  server  or  dual-server 
redundant  configuration 

Customers:  Bargain  America 
Corp.,  CashSurfers  Inc.  and  March- 
First  Inc. 

Partners:  GlobalCenter  Group, 
SiteSmith  Inc.  and  ServerVault  Inc. 

Red  flags  for  IT: 

•  Sites  with  high  traffic  growth 
should  expect  to  invest  in  load¬ 
balancing  hardware  as  well. 

•  Performance  benefits  don't  extend 
to  streaming  media. 


er  farm  just  to  ensure  service 
during  short  periods  of  time 
when  traffic  peaks,  he  says. 

One  type  of  Web  content  that 
WebScaler  won’t  help,  says 
Hoch,  is  streaming  media.  Static 
content  that  needs  to  be  deliv¬ 
ered  quickly  is  its  forte.  With 
dynamic  pages  —  ones  that  are 
created  on  the  fly  from  ele¬ 
ments  stored  in  databases  — 
WebScaler  makes  delivery 
more  reliable  but  doesn’t  neces¬ 
sarily  enable  the  site  to  serve 
the  pages  to  more  users,  he  says. 

It’s  difficult  to  compare 
NetScaler  to  its  competitors, 
says  Hoch,  because  the  compa¬ 
ny  has  come  up  with  a  true 
technical  innovation.  There 
are  other  types  of  Internet  ac¬ 
celerators,  though,  that  take  a 
different  approach.  A  common 
strategy  is  to  use  a  load  bal¬ 
ancer,  which  parcels  out  client 
requests  evenly  over  a  server 
farm,  making  sure  no  machine 
becomes  overwhelmed. 

But  a  load  balancer  doesn’t 
have  to  be  an  alternative  to 
WebScaler,  points  out  Map¬ 
stead.  His  infrastructure  also 
includes  a  load  balancer  — 
Web  Server  Director  Pro  Plus 
from  Radware  Ltd.  in  Tel  Aviv. 

Mapstead  says  he  would  like 
to  see  a  product  that  combines 
the  features  of  a  load  balancer 
and  a  transaction  manager.  Al¬ 
though  WebScaler  has  worked 
flawlessly  in  combination  with 
the  Radware  load  balancer, 
Mapstead  says  he  would  prefer 
to  simplify  his  architecture. 

That’s  a  valid  goal,  says  Pe¬ 
ter  Firstbrook,  a  research 
analyst  at  Meta  Group 
Inc.  in  Stamford, 
Conn.  The  more  de¬ 
vices  a  company 
strings  together,  the 
greater  the  chances  of 
failure,  he  says.  Plus,  to¬ 
day’s  load  balancers  have 
better  management  consoles, 
administration  features  and  re¬ 
porting  functions  than  Web¬ 
Scaler,  he  says. 

Susai  says  WebScaler’s  re¬ 
dundant  architecture  protects 
against  a  catastrophic  failure. 
But  he  acknowledges  the  value 
of  a  combined  WebScaler  and 
load  balancer,  which  is  in  the 
works,  he  says. 

NetScaler  is  operating  in  the 
red  but  plans  to  be  profitable 
within  two  years.  Susai  de¬ 
clined  to  release  revenue  fig¬ 
ures,  but  the  company  has  con¬ 
vinced  investors  that  it  will 
succeed:  It  has  received  $15 
million  in  venture  funding.  ► 


MICHAEL  SUSAI,  president  and  CEO,  claims  that  NetScaler’s  Web 
accelerator  technology  gives  a  two-year  lead  over  competitors  u  Te» 
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growth  rate  projected 

Profitability  date:  An¬ 
ticipated  within  two  years 
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It’s  All  in  the 
Connection 


Web  site  managers  use  three  different 
strategies  to  speed  up  their  sites  or  add 
more  capacity,  says  Peter  Firstbrook,  a 
research  analyst  at  Meta  Group  Inc.: 
They’re  adding  hardware, doing  load  bal¬ 
ancing  or  tuning  servers.  The  first  is  the 
brute-force  method  of  expanding  ca¬ 
pacity,  while  load  balancing  and  server 
tuning  improve  the  performance  of  ex¬ 
isting  resources.  WebScaler  falls  into 
the  latter  category.  It  boosts  connection 
speed,  which  is  an  approach  no  other 
product  takes  today,  says  Firstbrook. 

NetScaler  calls  its  underlying  technol¬ 
ogy,  which  exploits  the  nature  of  TCP/IP, 
Web  Transaction  Management  (WTM). 
Each  time  two  computers  decide  to  com¬ 
municate,  TCP/IP  dictates  that  they  first 
must  send  several  messages  back  and 
forth  to  identify  themselves  and  agree  to 
the  data  transfer.  TCP/IP  requires  a  simi¬ 
lar  set  of  messages  to  close  the  connec¬ 
tion.  WTM  processes  these  handshak¬ 
ing  messages. 

Web  Legacy 

Handshaking  overhead  is  the  legacy 
from  the  early  years  of  the  Internet,  then 
called  the  Arpanet,  says  NetScaler  CEO 
Michael  Susai.  TCP/IP  was  designed  to 
be  a  “connectionless”  protocol;  the 
handshaking  phase  established  tempo¬ 
rary  links  for  the  time  period  during 
which  the  computers  needed  to  com¬ 
municate.  Because  Arpanet  traffic  con¬ 
sisted  mainly  of  large  data  files,  the  over¬ 
head  was  insignificant. 

But  today’s  Internet  traffic  consists  of 
numerous,  small  data  transfers,  says 
Susai,  and  a  single  Web  page  -  with  a 
banner  ad,  navigation  box,  text,  graphics 
and  so  forth  -  can  generate  a  dozen  or 
more  connections  and  a  lot  of  hand¬ 
shaking  overhead. 

The  WebScaler  server  sits  in  front  of 
the  Web  server  and  establishes  a  per¬ 
manent  connection  to  it.  It  goes  through 
the  handshaking  phase  once  and  then 
maintains  the  connection.  When  page 
requests  come  in,  it  combines  them  and 
passes  them  to  the  Web  server,  which 
can  devote  CPU  cycles  to  delivering 
Web  content  rather  than  to  opening  and 
closing  connections. 

“It’s  a  bit  of  a  kluge,  but  it  does  work," 
says  Firstbrook.  The  idea  behind  WTM  is 
the  same  as  the  one  used  in  databases, 
he  points  out,  when  a  connection  is  kept 
open  and  multiple  SQL  requests  are  fed 
into  it.  Applying  it  to  the  presentation  tier 
of  a  Web  site  is  a  logical  extension  of 
current  Internet  architectures,  he  says. 

-  Amy  Helen  Johnson 


An  OLTP  database  might  work  for  data  warehousing, 
if  you  don’t  have  over  five  simultaneous  users. 

But  is  there  growth  in  your  company’s  future? 


Growth.  It’s  not  always  a  blessing.  Let’s  say  you’re  using  an  OLTP 
database  for  data  warehousing.  Fine,  if  your  business  stays  small.  But 

what  if  your  business  grows?  You  could  find  out  (the  hard  way)  that  a  u  ™  ®  ~  ■  ■ 

Introducing  Relationship  Technology"  Solutions  from  NCR. 


database  designed  for  transaction  processing  grinds  to  a  halt  when 
forced  to  perform  as  a  data  warehouse.  Time  for  a  Teradata -  Active 
Data  Warehouse  from  NCR.  It  can  handle  the  increasing  volume  and 
complexity  of  your  data,  planned  and  ad  hoc  queries,  data  integrated 
from  all  channels,  in-depth  analysis,  and  as  many  users  as  you’ll  ever 
need  -  all  without  sacrificing  response  time.  To  learn  more  about  how 
we  can  enhance  your  OLTP  environment  with  a  data  warehouse  that 
delivers  a  competitive  advantage,  visit  www.teradata.com/FindOutHow. 
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E-commerce  is  producing  a  variety  of  new  IT  jobs,  espe¬ 
cially  at  consulting  firms  and  dot-coms.  But  just  what  do 
these  new  titles  mean?  By  Zachary  Tobias 


HAT’S  IN  A 
name?  It’s  be¬ 
coming  hard 
to  tell.  Just  as 
information 
technology  continues  to  rev¬ 
olutionize  how  companies  do 
business,  it  also  affects  the 
way  they  divide  responsibili¬ 
ties  among  their  employees. 

While  some  companies  keep 
traditional  IT  job  titles  even 
though  the  tasks  attached  to 
them  have  changed,  others  are 
creating  new  roles  altogether. 

To  fill  them,  managers  are 
now  seeking  candidates  who 
command  both  technical  and 
nontechnical  skills.  “Business 


acumen  and  communication 
skills  are  becoming  increasing¬ 
ly  important,”  says  Heinz  Bar- 
tesch,  director  of  recruiting  at 
Professional  Consulting  Net¬ 
work  Inc.  in  San  Francisco.  “It’s 
rarely  enough  just  to  be  able  to 
sit  down  and  code.” 

Here’s  a  look  at  some  new 
positions  that  require  a  mix  of 
skills,  and  some  insights  from 
the  people  who  have  them. 

Chief  Knowledge  Officer 

FutureNext  Consulting  Inc. 

“What’s  really  important  to  a 
business?  I  think  it’s  knowl¬ 
edge,”  says  Bill  Sheleg,  chief 
knowledge  officer  at  McLean, 


Va. -based  FutureNext,  a  400- 
employee  e-commerce  con¬ 
sulting  firm. 

As  chief  knowledge  officer, 
Sheleg  ensures  that  his  entire 
company  benefits  from  the 
experiences  of  its  individual 
parts  and  that  FutureNext’s 
consultants  work  with  clients 
according  to  a  standard  set  of 
best  practices. 

To  do  this,  he  leads  monthly 
meetings  and  uses  video  and 
Internet  conferencing  to  con¬ 
nect  co-workers  whose  offices 
are  spread  out  nationwide. 

Sheleg  also  administers  Fu¬ 
tureNext’s  knowledge  manage¬ 
ment  system,  KnowledgeNext, 


a  database  that  allows  employ¬ 
ees  to  share  reports. 

Approximately  25  years  in 
IT  consulting  have  given  She¬ 
leg  plenty  of  technical  know¬ 
how.  But  he  stresses  the  impor¬ 
tance  of  “understanding  busi¬ 
ness  processes  and  how  to  doc¬ 
ument  them  and  make  them 
repeatable.” 

Exchange  Director 

IQ4hire  Inc. 

IQ4hire  in  Chicago  matches 
companies  that  want  to  buy  IT 
systems  with  those  that  sell 
them.  As  exchange  director, 
says  Todd  Schreiner,  his  role 
is  to  “remove  the  pain  points” 
of  the  process.  He  makes 
sure  buyers  understand  what 
they’re  buying  and  how  to  use 
it  and  helps  sellers  tailor  their 
products  to  their  buyers’  needs. 

A  typical  day  for  Schreiner 
might  involve  visiting  a  compa¬ 
ny  that  has  just  bought  a  system 
or  facilitating  a  conference  call 
between  buyers  and  sellers. 

The  job  requires  communi¬ 
cation  skills  and  “someone 
who  has  a  significant  amount 
of  seasoning  in  both  IT  and 
business,”  Schreiner  explains. 
Eight  years  as  an  IT  consultant 
at  Chicago-based  Andersen 
Consulting  gave  him  such  a 
combination. 

One  of  the  rewards  of  his  po¬ 
sition,  he  says,  is  being  able  to 
bridge  the  communication  gaps 
he  encountered  as  a  consul¬ 
tant.  The  job  “allows  me  to 
help  solve  a  problem  I  once 
had  to  deal  with  on  the  back 
end,”  Schreiner  says. 

Chief  Privacy  Officer 

Doubleclick  Inc. 

Last  year,  New  York-based 
Internet  advertising  firm  Dou¬ 
bleclick  came  under  scrutiny 
from  consumer  groups  and  the 
Federal  Trade  Commission 
when  it  made  plans  to  match 
Internet  user  profiles  with 
names  and  street  addresses  in 
an  off-line  marketing  database. 

In  March,  the  firm  backed 
off  from  those  plans  and  hired 
New  York  consumer  affairs 
commissioner  Jules  Polonet- 
sky  to  fill  the  newly  created 
position  of  chief  privacy  offi¬ 
cer.  However,  the  role  isn’t 
unique  to  Doubleclick. 

“There  [is]  an  increasingly 
wide  range  of  companies  that 
need  to  make  decisions  about 
privacy,”  says  Polonetsky,  not¬ 
ing  that  both  large  corpora¬ 
tions  and  small  start-ups  are 
creating  positions  like  his. 


As  chief  privacy  officer,  Pol¬ 
onetsky  makes  sure  Double- 
Click  lives  up  to  its  own  pri¬ 
vacy  standards,  by  reviewing 
the  company’s  major  transac¬ 
tions.  He  also  responds  to  con¬ 
sumer  concerns  and  the  media 
and  represents  Doubleclick 
in  meetings  with  government 
officials  to  set  new  privacy 
standards. 

“To  bring  consumer  sensi¬ 
bilities  [to  the  job]  is  incredi¬ 
bly  useful,”  says  Polonetsky. 
“The  key  is  that  it  is  a  person 
who  communicates  with  cus¬ 
tomers,  even  for  a  business-to- 
business  company.”  In  order  to 
“translate  bits  and  bytes  to 
laws  and  language,”  technolog¬ 
ical  aptitude  is  also  a  must,  he 
says,  though  he  had  no  prior  IT 
experience. 

“You  need  to  be  able  to  move 
fast  and  to  think  fast,”  Polonet¬ 
sky  says,  since  “every  new 
[technological]  model  raises 
different  [privacy]  issues  that  a 
business  needs  to  address.” 

Director  of  XML  Technology 

Bowstreet  Inc. 

Bowstreet  is  a  provider  of 
infrastructure  for  business-to- 
business  Web  marketplaces. 
The  Portsmouth,  N.H.-based 
company’s  Web  Exchange  is  an 
Internet  community  where 
businesses  can  exchange  Web 
services  and,  with  Bowstreet’s 
Web  Factory,  customize  those 
services  for  their  own  needs. 

Since  the  infrastructure  is 
XML-based,  it’s  essential  that 
Bowstreet’s  employees,  as  well 
as  its  partners  and  clients,  have 
up-to-date  knowledge  of  the 
content-tagging  language.  So 
Bowstreet  hired  James  Tauber 
to  serve  as  director  of  XML 
technology.  Tauber  has  been 
involved  in  developing  XML 
since  he  taught  Web  develop¬ 
ment  to  university  students  in 
the  mid-1990s. 

Now,  Tauber  trains  every¬ 
one,  from  engineers  at  the 
company  to  customers  who 
have  no  computer  background. 
He  also  does  tactical  research 
on  XML-related  technologies 
and  advises  Bowstreet’s  prod¬ 
uct  development  and  market¬ 
ing  teams. 

Tauber  says  communication 
skills  and  “being  able  to  jump 
back  and  forth  very  quickly  be¬ 
tween  technical  and  business- 
oriented  types  of  activities” 
are  crucial  to  his  job.  I 


Tobias  is  a  freelance  writer  in 
Santa  Cruz,  Calif. 


Advertising  Supplement 


IT  Careers  in 

Washington, 


Stretched  around  the  Beltway  of 
Washington,  DC  is  an  information 
technology  corridor.  While  it  offers 
some  of  the  best  challenges  in  the 
new  e-conomy,  it  also  provides  IT 
professionals  with  access  to 
Washington,  Baltimore,  Annapolis 
and  the  culture-rich  rural  hills  of 
northern  Virginia. 

The  career  challenges  are  many, 
from  the  basics  of  creating  the  IT 
infrastructure  that  runs  the  country 
to  the  latest  in  web-enabled 
developments. 


Advanced  Technology  Systems,  Inc. 

McLean,  VA 

For  more  than  20  years,  Advanced  Technology  Systems  has 
introduced  new  technologies  and  installed  them  for  federal 
government  agencies. 

"The  technology  has  changed  constantly  over  the  years," 
says  Leon  Perry,  corporate  vice  president.  "The  technology 
improves  and  new  tools  are  created.  We  have  seen  the 
government  shift  away  from  pure  application  development 
to  buying  commercial  off-the-shelf  packages  and  integrat¬ 
ing  them  into  their  infrastructure.  Today,  we're  working  to 
web-enable  applications  and  make  them  available  to  gov¬ 
ernment  business  partners  via  the  Internet." 

ATS  is  creating  new  web  sites,  establishing  mechanisms  to 
provide  data  from  old  legacy  systems  to  users  that  may  be 
anywhere  in  the  world.  "To  accomplish  this,  we  need  peo¬ 
ple  to  develop  web  applications,  who  have  expertise  with 
products  like  Cold  Fusion,  who  have  worked  with  Active 
Server  Pages,  HTML,  Visual  Basic  and  other  web  develop¬ 
ment  tools,"  adds  Perry. 

Employees  constantly  upgrade  their  skills  through  technical 
training  opportunities,  tuition  reimbursement  and  work 
alongside  senior  technical  people  who  are  considered 
experts  in  their  fields.  During  the  first  six  months  of  employ¬ 
ment,  successful  applicants  are  assigned  to  project  teams 
and  receive  up  to  40  hours  of  training  specific  to  the  pro¬ 
jects  that  they  have  been  assigned. 

"Our  rate  of  attrition  is  well  below  the  industry  average," 
says  Perry.  "We  emphasize  the  role  employees  have  in 
making  decisions  that  effect  the  business  and  the  individ¬ 
ual.  The  ATS  culture  makes  this  a  good  place  to  work,  and 
we  strive  for  everyone  to  have  a  balance  between  their 
work  and  personal  lives.” 


The  Arbitron  Company 
Columbia,  MD 

For  five  decades,  Arbitron  has  been  helping  the  broadcast 
industry  understand  who's  watching/listening,  when  and  to 
what.  "We  are  the  media  information  services  company  for 
the  broadcast  industry,"  explains  Tony  Cochal,  senior  organi¬ 
zation  effectiveness  consultant.  We  provide  the  data  that 
helps  in  constructing  the  buy/sell  of  advertising  time." 

The  company  is  quickly  moving  from  a  paper-based  method 
of  collecting  data  and  then  crunching  it  to  electronically 
monitoring,  listening  and  viewing  habits,  downloading  data, 
crunching  it  and  providing  it  to  customers  electronically. 

"The  biggest  challenge  we  have  is  hiring  highly  skilled 
people  to  help  us  with  this  expansion,"  says  Gochal. 

"We're  developing  new  survey  instruments,  a  webcast 
rating  system  to  examine  how  people  are  interacting  with 
streaming  media,  and  handling  huge  databases." 

Arbitron  needs  people  who  have  worked  with  databases, 

data  warehousing  and  data  mining.  The 
company  also  needs  highly  skilled  sys¬ 
tem  architects.  "These  are  big  systems 
with  big  databases,"  Gochal  says.  "We're 
developing  all  new  tools,  such  as  the 
portable  people  meter,  a  small  device 
similar  in  appearance  to  a  pager,  which 
helps  track  your  interactions  with 
media.  This  passive  type  of  measure¬ 
ment  is  heavily  reliant  on  software." 

Gochal  looks  on  resumes  for  a  mix  of  experiences,  knowledge 
of  UNIX,  Oracle,  C++,  object-oriented  design  and  Java,  as  well 
as  Internet  development.  "We  are  a  team-oriented  organiza¬ 
tion,  where  employees  are  involved  in  development  and  inter¬ 
acting  with  the  user  community,  testing  and  documentation." 

Arbitron  uses  some  simple  factors  to  attract  and  keep 
employees.  "Your  experience  at  Arbitron  is  based  on  results," 
says  Gochal.  "It's  a  friendly  place  to  work,  where  you'll  be 
adding  skills  and  experiences  to  your  resume,  and  where 
people  hired  for  experience  and  knowledge  are  rewarded 
for  applying  them." 


NetEffect  Corporation 

Reston,  VA 

In  just  24  months,  NetEffect  has  grown  to  more  than  330 
employees  and  nearly  100  clients,  providing  services  in 
architecture  and  infrastructure,  converged  applications,  and 
management/measurement.  The  company  offers  engineers 
the  opportunity  to  cross  all  three  business  areas  with  cus¬ 
tomers  such  as  ICG  Communications,  AT&T  Solutions,  AT&T, 
MCl/Worldcom  and  Nextel  Communications. 

NetEffect  works  with  companies  to  bring  together  the  varied 
technologies  that  support  ATM  and  voice  over.  In  addition 
to  setting  up  computer  telephony,  interactive  voice  and 
web-enabled  call  centers,  NetEffect  assesses  needs,  designs 
infrastructures,  installs  them,  and  performs  capacity  plan¬ 
ning,  modeling  and  simulation.  As  a  Cisco  Professional 
Services  Partner,  NetEffect  frequently  is  called  upon  to  par¬ 
ticipate  in  Cisco  engagements. 

"We  look  for  Cisco-certified  engineers,  voice  engineers  and 
people  who  have  experience  in  project  management  and 
analysis,"  says  Lisa  Gaulding,  recruiting  manager.  "We  are 


configuring  backbone  systems  for  converged  technologies. 
For  instance,  in  our  converged  applications  we're  combining 
computer  telephony  with  interactive  voice,  PBC  and  web- 
enabled  call  centers."  Consulting  skills  are  critical  for  employ¬ 
ees.  "We  work  in  a  client  environment,"  says  Gaulding. 

"One  of  our  differentiators  is  our  state-of-the-art  Netcenter 
at  our  Atlanta  headquarters.  Our  Netcenter  boasts  of  oper¬ 
ability  and  verification  labs,  demo  labs  for  all  lines  of  busi¬ 
ness  and  in-house  training  courses.  Having  the  opportunity 
to  work  with  and  train  on  the  latest  technologies  is  a  great 
development  tool  for  building  your  career,"  Gaulding  says. 


thinkXML,  Inc. 

Rockville,  MD 

Founded  in  1995,  thinkXML  has  made  the  transformation 
from  an  IT  software  development  and  consulting  firm  to 
an  XML  software  products  company. 

"We  provide  XML  software  products  that  enable  XML 
business-to-business  systems  to  communicate  with  the 
entire  marketplace.  Our  products  connect  diverse 
front-end  browsers  and  IP  devices  with  diverse 
back-end  enterprise  systems,"  explains  Kimberly  Dillard, 
thinkXML's  marketing  manager. 

In  July  the  company  rolled  out  its  new  product, 
thinkXML2000®,  version  1.5.  "We  use  open  standards 
and  incorporate  leading-edge  technologies  into  all  of  our 
products,"  Dillard  explains.  "We're  changing  the  way 
companies  do  business  online  and  the  way  online 
business  transactions  occur." 

With  the  launch  of  its  new  products,  recruitment  has 
become  a  major  initiative  within  the  company.  "We  are 
hiring  VB,  Java  and  XML  developers,  sales,  business  develop¬ 
ment  and  marketing  people,"  says  Naomi  Pollard,  director  of 
administration  and  human  resources.  The  company  currently 
has  45  employees  and  plans  to  hire  an  additional  50  people 
this  year.  "We  offer  all  the  standard  benefits,  stock  options, 
and  cutting-edge  technologies,"  adds  Pollard.  "The  basics  are 
a  given,  but  you  also  get  a  great  culture.  We've  made  a  huge 
commitment  to  education  by  hiring  top  master  trainers  and 
creating  a  collaborative  learning  environment.  Seminars  are 
held  once  a  month  to  teach  emerging  technologies." 

Pollard  says  thinkXML  also  offers  a  sabbatical  program.  "If 
you've  been  with  the  company  for  three  years,  you  get  30 
days  off,  paid  with  full  benefits.  It  demonstrates  the  com¬ 
pany's  interest  in  your  interests.  We  believe  smart  people 
have  many  endeavors  so  we  want  them  to  go  out,  learn 
something  new,  experience  something  different,  and 
bring  the  knowledge  back,"  she  explains.  At  five  years, 
employees  get  a  90-day  sabbatical,  and  at  seven  years  a 
180  day  sabbatical. 

For  more  job  opportunities  in  Washington,  DC 
turn  to  the  pages  of  IT  Careers. 

If  you'd  like  to  take  part  in  an  upcoming 
IT  Careers  feature,  contact  Janis  Crowley, 
650.312.0607 

or  janis_crowley@itcareers.net. 

Produced  by  Carole  R.  Hedden 
Designed  by  Aldebaran  Graphic  Solutions 
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Careers  in  Portland 


Best  known  for  its  ads,  athletic  footwear 
and  apparel,  Nike  boasts  of  more  than  its 
contract  with  Tiger  Woods.  Nike,  with  its 
distribution  of  products  and  affiliations  with 
contract  manufacturers  around  the  world, 
has  an  extensive  information  technology 
architecture  that  serves  as  the  enabler  of 
its  business  operations. 


“We  don’t  talk  about  an  individual  profile  for  Nike  or  about  whether  people  ‘fit’. 
We  want  people  who  can  contribute,  who  are  energetic  and  bright  and  who 
want  to  participate  in  a  team  environment,”  adds  Flaherty.  “We  strive  for  excel¬ 
lence,  provide  a  one-of-a-kind  campus  environment,  and  provide  the  tools 
you’ll  need  to  challenge  yourself,  support  your  work  and  be  successful.” 


Tektronix,  Inc. 
Portland,  OR 


While  the  Internet,  connectivity  and  the  fastest  growing  technologies  in  the 
planet  converge,  Tektronix  is  providing  the  test  and  measurement  tools  that 
monitor  and  access  every  electronic  signal  and  its  path. 


“We  provide  the  measurement  and 
monitoring  tools  for  high  speed  data  and 
electrical/optical  signals,”  explains  Janet 
Britton,  Tektronix  vice  president  of  human 
resources.  Among  the  company’s  most  well 
known  products  is  the  oscilloscope,  which 
verifies  electronic  signal  integrity. 


“As  with  most  companies,  our  biggest  chal¬ 
lenge  is  attracting  top  talent,”  adds  Britton. 
“We  are  growing  and  offer  exciting  projects 
to  work  on.  We’ve  been  very  successful  in 
growing  the  past  12  months  and  must  sus¬ 
tain  those  growth  expectations.  A  key  part  to 
doing  so  is  attracting  and  keeping  top 
employees.” 


St’s  one  of  the  corners  of  the  country  where  people  believe 
they  can  have  it  all.  High  tech  companies  line  the  roadways, 
offering  a  range  of  opportunities  to  IT  professionals.  There’s 
the  outdoors,  skiing,  the  beach  -  all  nearby.  The  ballet,  the 
symphony  and  the  arts  scene  put  the  finishing  strokes  on  this 
perfect  painting.  It’s  Portland,  where  companies  tout  the 
lifestyle  as  much  as  the  professional  opportunity.  The  city 
itself  is  a  model  for  urban  development,  where  green  space  is 
preserved  and  boundaries  are 
placed  on  how  and  where  the 
community  will  grow. 


Nike,  Inc. 
Beaverton,  OR 


“Nike  is  in  the  midst  of  a  multi-year  project  to  shift  from  legacy  systems  to 
application  systems,  particularly  in  the  Nike  supply  chain  (NSC)  group,” 
explains  Ed  Flaherty,  NSC  IT  recruiter.  “We  go  live  with  our  first  country, 
Canada,  in  November.” 


Patty  Nelson,  manager  of  university  relations,  points  out  that  many  of  the  tools 
developed  by  Tektronix  are  software-based.  “Our  boxes  look  like  hardware, 
but  inside  is  the  very  sophisticated  software  that  leverages  our  ability  to  help 
customers  monitor  and  maintain  their  service.” 


The  NSC  group,  which  at  one  time  was  decentralized  around  various  business 
units,  is  a  business  entity  itself,  demonstrating  the  important  role  the  supply 
chain  will  play  in  the  future.  Nike  is  moving  more  than  $800  million  in  product 
every  month,  relying  on  its  supply  chain  to  meet  customer  product  delivery 
deadlines  and  increasing  demand.  In  addition,  the  company  has  established 
Nike.com,  providing  yet  another  IT  venue  for  those  looking  for  a  challenge. 

“We’re  looking  for  people  who  have  experience  in  large  projects,  particularly 
with  implementation  of  SAP,  Siebel  and  i2,”  says  Flaherty.  “We’re  working  to 
implement  an  array  of  application  modules  while  making  sure  that  everything  is 
talking  together  and  need  people  with  technical  skill,  energy  and  ideas.  The 
beauty  is  that  our  new  architecture  is  a  living,  breathing  entity  -  we’ll  continue 
to  move  forward,  keeping  it  current  and  apace  with  the  technology  available.” 

Flaherty  says  he’ll  hire  about  50  more  IT  professionals  by  year-end,  a  marked 
contrast  to  past  years  when  Nike  relied  heavily  on  contract  IT  professionals. 
“We’ve  changed  our  philosophy  and  want  full-time  people.  Over  the  long  term, 
the  supply  chain  is  a  critical  component  to  how  our  business  operates.  We 
can’t  afford  the  brain  drain  that  occurs  when  a  contractor  leaves.” 

To  assure  that  employees  remain  with  Nike,  the  company  has  its  Coaching  for 
Excellence  program.  “Twice  a  year,  every  employee  sits  with  the  person  he  or 
she  reports  to  discuss  where  you  are,  what  you  want  to  do  and  what  you  want  to 
learn.  We  then  help  you  get  there,”  he  says.  “Employees  take  part  in  workshops 
and  seminars,  certification  workshops  and  courses.” 


Tektronix  currently  has  4,200  employees  in  26  different  countries.  “In  2000 
we  need  to  hire  about  500  more  people,”  says  Britton.  “The  majority  of  IT  work 
is  done  here  in  Portland,  but  we  also  have  software  engineers  in  India, 

Germany  and  Italy.  You’ll  continue  to  learn,  gaining  new  skills  and  knowledge 
through  what  you  do  on  the  job,  through  job  rotation,  global  assignments  and 
an  opportunity  to  grow  in  the  IT  field  or  into  management.” 

In  addition,  Tektronix  offers  telecommuting  and  flex  hours.  “You’ll  have  the 
chance  to  work  on  cutting-edge  kinds  of  work  with  world-renowned  experts  - 
the  people  who  hold  the  patents  on  developing  these  technologies.  We 
encourage  this  continued  discovery. 

“People  come  and  stay  with  Tektronix,”  adds  Nelson.  “In  the  scheme  of  things, 
you  will  be  a  significant  player.  The  work  sells  itself,  as  does  the  area  and  the 
environment.  We’re  big  enough  to  offer  advantages,  but  small  enough  that  you 
will  be  a  needed  part  of  the  business.” 


Interested  in  IT  Careers? 


For  more  job  opportunities  in  Portland,  turn  to  the  pages  of  IT  Careers. 

If  you'd  like  to  take  part  in  an  upcoming 
IT  Careers  feature,  contact  Janis  Crowley,  650.312.0607 
or  janis_crowley@itcareers.net. 
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And  you  know  how  to  turn 

breakthrough  technologies 

into  breakout  ideas. 

—I  That's  very  Verizon. 


We’ve  already  created  one  of  the  world’s  premier  communications  companies 
by  merging  Bell  Atlantic  with  GTE.  Now  we  want  to  merge  our  extraordinarily 
impressive  resources  with  your  equally  impressive  talents.  After  all,  ideas 
aren’t  the  only  things  we  help  break  out. 

Currently,  we  are  seeking  talented  individuals  for  the  following  positions: 

•Senior  Internet  Developers/Technical  Leads 
•Internet  Center  Software  Development  Managers 
•E-Commerce  DBA 

•COBOL,  DB2,  Software  Developers/Team  Leads 
•Requirements/Business  Analysts 
•Quality  Assurance/Release  Managers 
•Sr.  Production  Support  Managers 
•Smalltalk  Developers,  Team  Leads  and  Architects 
•Implementation  Managers 
•Project  Owners/Managers 
•Sr.  Analysts-Software  Configuration/Deployment 
•Software  Metrics  and  Process  Improvement 
Analysts 

•BroadVision  Developers  &  Leads 
•Legacy  Data  Architects-Sybase/Oracle 
•e-Business  Oracle  Data  Modelers 


•C,  UNIX, 

Sybase,  Tuxedo, 

HTML  Developers 
&  Team  Leads 
•CORBA,  00,  JAVA,  C++ 

Team  Leads 
and  Developers 
•Online  Software  and  Performance  Testers 
•Sr.  Telecom  Software  Requirements  Analysts 
•UNIX  Administrators 
•AMA  Specialists 
•Performance  Tuners 
•Support  Engineers/Team  Leads 
•EDI  Specialists 


Insightful. 

insigh  tful. 


To  find  out  more  about  information  technology  opportunities  with 
Verizon,  visit  our  web  site  at  www.verizon.com.  Or,  if  you  prefer,  send  your 
resume,  indicating  Source  Code,  to:  is.staffing4@verizon.com,  or  mail  to: 

Verizon  Communications,  HR-IS  Staffing,  1310  North  Court  House  Road, 
9th  Floor,  Arlington,  VA  22201. 

Verizon  Communications  is  an  equal  opportunity/affirmative  action  employer 
supporting  workforce  diversity,  m/f/d/v 

www.verizon.com 
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Choice.  In  today's  job  market,  it’s  pretty  much  all  yours.  But  finding  the  right  project  can  be  a  job  in  itself.  We  can  help.  Tap  into  our  exclusive 
network  of  hot  start-ups,  service  firms  and  Fortune  1000  companies.  Select  projects  matched  to  your  unique  skills  and  experience.  Take  advantage 
of  powerful  Internet-based  tools  designed  to  help  you  run  your  business  better.  And  do  if  all  from  the  comfort  of  wherever  you  damn  well  please. 


(Wj  SkillsVillage.com™ 


A  new  force  at  work. 


ATTENTION  IS/IT  PROFESSIONALS! 


Your  dream 
IT  job  is  just  a 
career  fair  away. 
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Plan  to  attend  the... 


NAACP  Diversity  &  High-Tech 


CAREER  FAIR 


‘  The  #1  Diversity  Career  Fair  In  The  Nation  ” 

.'jmEEMBmnm 

National  Sponsor 


Regional  Sponsors 

M  MERCK 


United  Defense 


‘  Findings  are  the  result  of  a  1999  national  survey  of  2,000  registered  NAACP  Career  Fair  attendees. 


2000  UPCOMING  SCHEDULE  OF  EVENTS 


HOUSTON,  TX 

Tuesday,  October  1 7 

Houston  Astsooome  USA 


PHILADELPHIA,  PA 

LOS  ANGELES,  CA 

DALLAS,  TX 

Tuesday,  September  12 

Monday,  September  25 

Tuesday,  October  3 

Loews  Phiudeuwa  Horn 

LAX  Sheraton  Gateway  Horn 

HYAn/UNiON  Station 

NEW  YORK,  NY 

CHICAGO,  IL 

DETROIT,  Ml 

Tuesday,  September  19 

Tuesday,  September  26 

Tuesday,  October  1 7 

Maoism  Souare  Garofn  bn  Cbtih 

ta  Pier 

Soman  Civic  Center  Paviuon 

WASHINGTON,  DC 

Wednesday,  October  1 8 

McLean  Hiuok  Horn 


CALL  1-800-562-7469  FOR  INFORMATION  ON  EXHIBITING  OR  ATTENDING! 

If  you  can't  make  it  to  the  events,  submit  your  resume  ot  BestDiversityEmployers.com. 
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The  NAACF  Owe  sir/  &  High-Tech  Career  Fair  is  produced  ond  managed  by  Shomex  Productions 

2601  Oceo  ’ 1  ’  "  I'f-void,  Suite  200  •  Santa  Monica,  (A  90405  •  (310)  450-8831  •  www.noocpcareerfoir.com 


The  City  of  Daly  City  seeks  motivated,  Information 
Technology  professionals  to  manage  and  administer 
the  City's  computer  network  and  information  equipment 
Competitive  salary  package,  excellent  benefits  and  CA  PERS. 


INFORMATION  SERVICES  MANAGER 


At-Will,  40  hrs/week 
$6,615  to  $8,041  monthly 

Req's  BS/BA  in  IS,  Computer  Science,  Business  Administration 
or  directly  related,  six  (6)  years  of  progressively 
responsible,  managerial  experience  in  a  data  processing 
or  IS  environment,  and  a  valid  CDL  Equiv.  combined 
exp.,  educ.,  and/or  training  may  be  substituted.  MA  desirable. 


NETWORK  ADMINISTRATOR 


At-Will,  40  hrs/week 
$5,189  to  $6,310  monthly 

Req's:  HS  grad,  or  equiv,  three  (3)  years  of  increasingly 
responsible  network  administration,  and  a  valid  CDL. 
BA/BS  degree  with  computer  science,  IT  or  related 
and  current  Network  Engineer  Certification  is  desirable. 

Final  Filing  Date:  September  22,  2000 

City  of  Daly  City  Human  Resources 

(650)  99 1  -8028,  M-F,  8:30  am  to  5:00  pm. 

295  89th  Street  Suite  #  1 03,  Daly  City  CA  940 1 5. 
Resumes  will  not  be  accepted  in  lieu  of  completed  applications 
Women  and  Minorities  are  urged  to  apply.  EOE 


For  High  Tech  Jobs  go  to  www.dice.com 

s0Hice.com 

xitf  High  tech  jobs  online 


NASDAQ:  EWBX 


AN  EARTHWEB  SERVICE 


CTET2S 

Network  Service  Solutions 


NET2S  is  a  leading  International  Consulting  and  Engineering  firm 
specializing  in  networking  and  communications  technologies.  As  an 
industry  leader  we  seek  to  provide  our  Global  500  clientele  with 
creative  people  who  implement  innovative  technological  solutions.  Our 
goal  is  to  offer  unparalleled  Professional  Services  on  mission  critical 
systems  and  networks.  We  are  capable  of  facilitating  all  phases  of  the 
systems  and  engineering  life  cycle:  Planning,  Architecture  and  Design, 
Deployment  and  Integration  as  well  as  Technical  Operations. 
Presently  we  are  seeking  qualified  networking  and  systems  engineers 
to  our  team.  If  you  possess  skills  in  the  following  areas  please  apply: 

•  Sr.  Network  Engineers  (Cisco,  Nortel) 

•  Sr.  Unix  Administrator 

•  TIBCO  Engineer 

•  Network  Security  Specialist 

•  Telecom.  Engineer 

All  positions  require  BS/MS  degree  with  a  minimum  of  2  to  3  years  of 
experience  in  the  field.  Must  possess  excellent  communication  skills 
as  well. 

NET2S  offers  a  competitive  salary,  with  an  excellent  benefits  package 
including  medical,  dental  and  401  (k).  Relocation  assistance  may  be 
provided.  For  immediate  consideration,  please  send  your  resume  to: 
NET2S,  1  West  34th  Street,  Suite  302,  New  York,  NY  10001 ;  Fax:  (212) 
279-  1960;  Phone  (212)  279-6565;  or  Email:  jobus-ny@net2s.com 
We  are  an  equal  opportunity  employer. 


Programmer/Analyst: 

Design  and  develop  conversion 
packages  using  PL/SQL  to 
migrate  data  from  SQL 
Server/Informix  to  Oracle  data¬ 
base.  Design  audit  reporting 
module  and  user  friendly  data 
entry  query  screens  using 
Developer  2000  and  Oracle  8.0. 
Test  and  SQL  tune  procedures 
and  packages.  Rds.  BS,  Sc/rel 
field  and  two  years  experience  in 
developing  software  packages. 
$67,000/p.a,;  Travel  required. 
Send  resume  to  R.  Gude 
Software  Solutions  Group,  3300 
Buckeye  Road  #555,  Atlanta, 
GA  30341 .  Fax  (770)  455-6463, 
Phone  (770)  455-9009 


Opportunities  with 
ThinkSpark 

We're  always  looking  for  experi¬ 
enced  database  administrators, 
enterprise  application  consul¬ 
tants,  developers,  designers  and 
instructors.  We  hire  self-motivat¬ 
ed  team  players  that  have  strong 
communication  skills,  technical 
expertise  and  leadership  poten¬ 
tial. 

We  have  offices  in  Albuquerque, 
Atlanta,  Austin,  Cleveland,  Day- 
ton,  Dallas,  Fort  Worth,  Houston, 
Las  Vegas,  Oklahoma  City,  Om¬ 
aha,  San  Antonio  and  Tulsa.  Re¬ 
location  and  some  travel  may  be 
required. 

Call  us  at  (888)  511-7837  or 
send  us  an  e-mail  at 
careers  @  thinkspark.com. 

www.thinkspark.com 


CW00090.N2 


Computerworld  •  InfoWorld  •  Network  World  •  September  4, 2000 


1 1  1 

yi 


02 

^  Vit%‘.-"  /rti-L 4,1 

o_  i\iels*baKi 


o 


KAISER  PERMANENTE 


Tomorrow:  Sk 
Today:  the  IT  infrastr 


What  matters  most?  Your  family,  your  work.  Your  health.  Today,  everywhere  you  look,  technology  is  making  the  difference  in  all  these  areas. 
At  Kaiser  Permanente,  we're  dedicated  to  enhancing  health  care  delivery  through  state  of  the  art  information  tools.  And  the  3,500  experts 
at  Kaiser  Permanente  IT  are  at  the  heart  of  that  mission.  Getting  life  saving  information  where  it  needs  to  go.  Talk  about  mission  critical, 
target  Kaiser  IT. 

Bring  your  expertise  to  Kaiser  Permanente  today  in  one  of  the  following  disciplines.  Become  involved  in  exciting  initiatives  such  as  Web 
development,  extranet,  intranet,  enterprise  data  security  solutions,  network  planning,  client/server-based  projects,  network  infrastructure, 
project  management  and  technology  planning. 

Position  Locations: 

California,  Colorado,  Georgia,  Hawaii,  Maryland, 

Ohio,  Oregon,  and  Washington  D.C. 


PC  LAN 

Seeking  field  technicians,  administrators,  desktop  support  specialists, 
LAN  consultants  and  analysts  with  expertise  in  NT,  Novell,  TCP/Ik 
Lotus  Notes,  MS  Exchange/Messaging,  e-mail,  LAN  and  WAN. 

NETWORKING 

Seeking  administrators,  consultants,  WAN  engineers,  network  design 
analysts  and  security  consultants  with  expertise  in  UNIX®,  Cisco  hubs, 
routers,  bridges,  switches,  Fast  Ethernet,  Token  Ring,  Frame  Relay, 
ATM,  AVR  and  Telephony. 

TELECOMMUNICATIONS 

Seeking  analysts,  consultants,  software  technical  specialists  and  project 
managers  with  expertise  in  UNIX,  Cisco  hubs,  routers,  bridges, 
switches,  voice,  data,  IVR,  CTI,  ACD,  PBX,  Nortel  Passport,  ATM, 
Frame  Relay  and  Call  Center. 

DATABASE  ADMINISTRATION 

Seeking  professionals  with  experience  in  a  large,  complex  multi-vendor 
database  environment  who  possess  skills  in  any  of  the  following: 
Oracle,  DB2,  Sybase,  IMS,  physical  database  design,  DBMS  utilities  in 
UNIX  or  MVS  environments;  0-0  methods  preferred. 

DATA  ANALYSIS 

Seeking  professionals  with  experience  in  logical  database  design,  data 
modeling/Entity-Relationship  diagramming,  meta-data  management 
and  ERWin/Platinum;  0-0  methods  preferred. 

DATA  WAREHOUSING 

Seeking  professionals  with  experience  in  Oracle,  Essbase,  Business 
Objects  (Sequent  a  plus),  data  warehouse  design  and  data  transforma¬ 
tion/extraction. 

APPLICATIONS  DEVELOPMENT 

Seeking  programmer  analysts,  systems  programmers,  systems  analysts, 
application  developers,  group  leads  and  operations  specialists  with 
expertise  in  PowerBuilder,  C++,  C,  Visual  Basic,  Sybase,  Oracle,  UNIX, 
IEF/Composer,  COOL:Gen,  ADS  Plus,  MUMPS,  SAS,  EDI,  MQ,  OBDC, 
OCC,  Corba,  COBOL,  COBOL  II,  JCL,  MVS,  DB2,  CICS,  Model  204, 
IMS,  MANTIS,  Pega  Systems,  Tandem,  TAL,  DEC/VAX/VMS, 
PeopleSoft  and  Tesseract. 


BUSINESS  ANALYSIS/ 

PROJECT  MANAGEMENT 

Seeking  analysts,  consultants  and  project  managers  to  oversee  projects 
utilizing  MS  Project  with  expertise  in  planning  and  implementation 
within  an  IT  environment. 

WEB  DEVELOPMENT 

Seeking  senior  Web  developers  to  develop  Web  applications  using 
Java",  application  servers,  and  Oracle  in  a  UNIX  environment. 

SOFTWARE  ENGINEERING/ 

SYSTEMS  ARCHITECTURE 

Seeking  expertise  in  emerging  technologies  for  enterprise  systems  on 
an  object-oriented  or  UNIX  platform. 

LOTUS  NOTES 

ADMINISTRATION/DEVELOPMENT 

Seeking  administrators  with  experience  in  large-scale  Notes 
infrastructure.  Experience  with  R5,  Domino  4.X  or  higher,  hands-on 
administration,  troubleshooting,  replication,  mail  routing,  calendar  and 
scheduling  problems.  Development  candidates  should  possess  strong 
Lotus  Script  and  NT  expertise. 

TECH  WRITING/INSTRUCTIONAL  DESIGN 

Seeking  experts  in  Adobe  Illustrator®,  Microsoft  Office  Suite,  HTML 
and  Visio. 

UNIX  SYSTEM  ADMINISTRATORS 

Seeking  UNIX  System  Administrators  with  at  least  3  years  of  system 
administration  experience  in  AIX  and/or  Solaris'”. 

Find  out  more  about  Kaiser  Permanente  Information  Technology  by 
visiting  ww'w.kp.org/jobs;  click  on  “IT  Division”  tab.  Submit  one 
resume  only,  referencing  Job  Code:  PAD-CWD900,  preferably  by 
e-mail  to:  kpitjobs@kp.org,  or  fax  to:  1-800-839-5140.  The  tangible  and 
intangible  benefits  of  working  for  an  organization  of  our  size  and  scope 
will  change  your  career  perspective  in  a  healthy  way.  Affirmative 
Action/Equal  Opportunity  Employer.  All  trademarks  lxlong  lo  ihcir  n-speclivr 


www.kp.org/jobs 
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IT  CAREERS 


Imagine  an  IT  job  in 
your  dream  city  with  a 
boss  who  wants  you  to  have 
a  life  outside  the  office. 


Or  go  to 
dice.com  and 
actually  find  one. 

0  tiice.com 

High  tech  jobs  online 


1 70,000  high  tech  jobs,  including  your  next  one. 


Everything  exciting  in  technolo¬ 
gy  today  begins  with  the  manu¬ 
facturing  systems  and  process¬ 
es  Applied  Materials  has 
pioneered.  The  semiconductors 
that  help  enable  the  information 
age  are  powered  by  our  innova¬ 
tions.  And  they  are  invented,  per¬ 
fected  and  supported  by  people 
like  you.  If  you  want  to  make  an 
impact  on  all  that's  happening  in 
the  world  of  technology,  it's  time 
to  join  Applied  Materials.  We  en¬ 
courage  candidates  with  both 
BS  and  MS  degrees  to  apply. 
We  have  openings  at  our  Santa 
Clara,  CA  site  as  well  as  our  sub¬ 
sidiaries,  Applied  Komatsu  Tech¬ 
nology  in  Santa  Clara,  CA, 
ETEC  Systems,  Inc.  in  Hayward, 
CAand  Consilium,  Inc.  in  Moun¬ 
tain  View,  CA  and  at  various  lo¬ 
cations  nationwide  for: 

Customer  Engineers 
Demo  Engineers 
Electrical  Engineers 
Field  Process  Engineers 
Industrial  Engineers 
Manufacturing  Engineers 
Mechanical  Engineers 
Process  Engineers 
Product  Marketing  Engineers 
Quality  Engineers 
Reliability  Engineers 
Software  Engineers 
Technical  Support  Engineers 
Engineering  Managers 
Marketing  Program  Managers 
Product  Marketing  Managers 
Program  Managers 
Project  Manager 
Technical  Ops.  Managers 
Technical  Support  Managers 
Buyers 

Bus.  Product  Dev.  Analysts 
Financial  Analysts 
Market  Analysts 
Programmer  Analysts 
Senior  Financial  Analysts 
User  Systems  Analysts 
Planners 
Technical  Trainer 
Manufacturing  Technologists 

To  apply,  please  indicate  Job 
Code:  TIW904MK,  and  mail  to: 
Professional  Staffing,  Applied 
Materials,  3050  Bowers  Ave., 
MS  1826,  Santa  Clara,  CA 
95054;  e-mail  to: 

staffing@amat.com;  or  fax  to: 
1-800-656-2629.  EEO/AA. 


NASDAQ:  EWBX 


MAN  EARTHWEB  SERVICE 


Call  your 
ITcareers  Sales 
Representative 
or  Janis  Crowley 

1-800-762-2977 


The  World 
Of  Work  Is 
Changing 
Every  Week. 


V 
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Luckily,  We 
Are  Too! 

For  the  most  up  to 
date  opportunities  and 
coverage,  stay  tuned 
in  with  us. 

ITcareers 

where  the  best  get  better 
1-80B-7B2-2977 


IR  Software  Systems 
Engineer 

Use  experience  with 
UNIX/Solar,  C/Java 
programming,  system 
administration,  Perl/Shell 
scripts,  and  SQL  to  maintain 
and  enhance  the  tools  and 
processes  related  to  the 
security  and  protection  of 
internal  electronic  property; 
including  tool  analysis  and 
development,  network 
security  administration, 
consulting  and  investigation 
for  internal  usage  within 
global-wide  area  network. 
MINIMUM:  MS  or  foreign 
degree  equivalent  in  CS/EE 
and  2  years  of  experience* 
(*will  accept  BS  or  foreign 
degree  equivalent  in  CS/EE 
and  5  years  of  experience  in 
lieu  of  MS  CS/EE  &  2 
years’  exp.).  SALARY: 
$67,200.  JOB  SITE: 
Broomfield,  CO.  Mail 
resumes  to:  Colorado 
Department  of  I  xlixtr 
and  Employment, 
Employment  Programs, 
Attn:  Jim  Shimada,  Two 
Park  Central,  Suite  400, 
151 5  Arapahoe  Street, 
Denver,  CO  80202-2117, 
and  refer  to  order  number 
C04675379.  EOE. 


IMPACT  Systems  Consultant, 
Atlanta:  Provide  consulting  ser¬ 
vices  iro  financial  &  business 
based  softwre  systs:  install,  inte¬ 
grate,  document,  maintain  & 
support  IMPACT  software  systs; 
perform  troubleshooting  ops; 
train  end  users.  Requ:  Bach,  de¬ 
gree  (or  foreign  degree  equiv.  or 
equiv.  in  experience  or  any  corn- 
bin.  of  education  and/or  experi¬ 
ence)  in  Mngmnt  Info.  Sys¬ 
tems/related  field  plus  3  yrs.  exp. 
in  job  offered  or  as  IMPACT  Sys¬ 
tems  Manager;  Fax  resume  to 
770  951-9627. 


If  you’re  in  the  market  for  a  new  career  challenge,  make  some  key  connections 
during  the  Networld  &  Interop  Conference  in  Atlanta. 

Top  employers  from  across  the  US  will  join  Network  World  Magazine  in  this 
three-day  Job  Fair.  Look  for  our  signs  or  make  a  note  to  join  us  in  rooms  216, 
217  and  218. 


Tuesday 

Wednesday 

Thursday 


September  26 
September  27 
September  28 


10AM  -6PM 
10AM  -6PM 
10AM  -4PM 


NElWiRLD 
+ INTEROP 


fflSM 


. 


CW0009OvN4 


Computerworld  •  InfoWorld  •  Network  World  •  September  4,  2000 


Technology  drives  the  world  and 
the  people  who  create  it. 


This  is  your  chance  to  develop  new 
wireless  applications.  Influence  an 
industry  leading  web  site.  And 
support  a  global  flight  network 
utilizing  the  most  advanced  airline 
technology  in  the  world.  Step  inside  a 
technical  career  at  United  -  and  you’ll 
go  far.  More  importantly,  with  solution 
centers  in  Chicago,  Denver,  Los 
Angeles  and  San  Francisco,  you  can 
work  in  a  location  that’s  perfect  for 
you.  We  currently  have  opportunities 
available  at  the  Master’s  level  in  the 
relevant  Computer,  Engineering,  or 
Physical  Science  fields,  and  at  the 
Bachelor’s  level,  with  professional 
experience  where  required.  We  have 
positions  for  Staff  Analysts, 
Programmer  Analysts,  Research 
Analysts,  System  Design  Analysts, 
Production  Analysts,  Operations 
Research  Analysts,  Industrial 
Engineers,  E-Commerce  Project 
Managers,  Call  Center  Automation 
Specialists,  Web  Developers,  UNIX 
System  Developers,  and  Business 
Analysts.  Applicants  must  have 
experience  with  one  or  more  of  the 
following:  C,  C++,  JAVA,  TUXEDO, 
UNIX,  Operations  Research, 
FORTRAN,  SAS,  VAX/VM,  DBMS, 
TCP/IP,  HP/UX,  ORACLE  8,  COBOL, 
CICS,  DB2,  or  JCL. 

Visit  our  web  site  to  learn  more  about 
the  opportunities  with  the  world’s  #1 
rated  airline  -  United.  Please  forward 
your  resume,  indicating  position  of 
interest,  to:  United  Airlines,  Executive 
and  Professional  Staffing,  WHQEJ, 
P.O.  Box  66100,  Chicago,  IL 
60666-0100. 

E-mail:  ualads@isearch.com.  Refer 
to  code  XHXCW900.  EOE  M/F/D/V. 


www.united.com/jobs 


join  A  SYSTEMS  TEAM 

THAT  HAS  REVOLUTIONIZED 
AN  ENTIRE  INDUSTRY. 


Fidelity  Investments  maintains  the  industry's  most  advanced  technology  infrastructure. 
Last  year  alone,  we  spent  half  a  billion  dollars  on  the  latest  systems  developments  and 
applications  available.  But  it's  our  people  who  are  our  most  important  asset.  Our  systems 
professionals  are  among  the  best  and  brightest  in  the  field.  They  thrive  on  our  unyielding 
commitment  to  technology,  creating  a  culture  of  continuous  improvement  and  significant 
achievement.  If  you'd  like  to  be  part  of  it,  invest  in  a  systems  career  at  Fidelity  today. 


OPPORTUNITIES  AVAILABLE  IN  COVINGTON,  KY;  BOSTON  AND  MARLBOROUGH,  MA; 
MERRIMACK,  NH;  SMITHFIELD,  Rl;  DALLAS,  TX;  AND  SALT  LAKE  CITY,  UT 


Some  of  the  Positions  Available: 

•  Web  Developers  — Job  Code:  CL823 

•  Client/Server  Developers  — Job  Code:  CL824 

•  Consultant/Principal  Software  Engineers  — Job  Code:  CL825 

•  Lead  Software  Engineers/Project  Managers  — Job  Code:  CL826 

•  Oracle/Sybase  Administrators/Analysts/Developers  — Job  Code:  CL827 

•  Analysts  -  Systems/Security/Business  — Job  Code:  CL828 

•  SQA  Engineers  — Job  Code:  CL829 

•  Network  Engineers  — Job  Code:  CL830 

•  Systems  Administrators  (NT  and/or  UNIX)  — Job  Code:  CL831 

HOWTO  RESPOND:  For  best  response,  apply  online  by  visiting  our  Web  site  at  fidelity.com/jobs  and  creating 
a  personal  profile  in  Job  Finder.  Or,  paste  your  resume  into  an  e-mail  message,  indicating  Job  Code,  and  send 
it  to:  resumes@fidelity.com.  No  attachments,  please.  Or,  mail  your  resume  to:  Fidelity  Investments,  Resume  Central 
(Indicate  Job  Code),  82  Devonshire  Street,  Mail  Zone  Z2F2,  Boston,  MA  02109. 

BENEFITS:  Three-part  capital  accumulation  plan  with  40 1  (k)  •  Comprehensive  health/dental  insurance  •  Emergency 
backup  childcare  •  Life  insurance  program  with  investment  options  •  Company-paid  pension  plan  •  Programs 
for  working  families  •  Tuition  reimbursement 


For  additional  opportunities  nationwide,  please  visit  our  Web  site  at: 


WE  HELP  YOU  INVEST  RESPONSIBLY” 

EOE 


Software  Engineers  (multiple 
openings)  needed  for  NJ  IT  Co. 
Mast  Deg  w/exp  or  Bach  Deg 
w/5  yrs  exp  reqd.  Exp  must  in¬ 
clude  combo  of  Java,  EJB, 
Servlets,  JSP,  C++,  C,  Oracle, 
ASP,  COM,  DCOM,  VB,  MS- 
SQL  Server,  MS-Access,  TIB- 
CO,  Netscape  Applic  Server  & 
BEA  Web  Logic.  Send  resumes 
to  HRD,  Advent  Business  Solu¬ 
tions,  295  Horizon  Dr,  Edison, 
NJ  08817. 


Programmer  Analyst  want¬ 
ed  by  New  Jersey  based 
S/ware  Dev  &  Comp  Con¬ 
sulting  Co  for  job  loc  in  Mel¬ 
bourne,  FL.  Must  have 
Bach  in  Production  Engg, 
Comp  Eng,  related  or  equiv 
&  2  yrs  exp  analyzing,  ds- 
gng,  dvlpg,  testing  &  im- 
plmtg  s/ware  systems.  Re¬ 
spond  to:  HR  Dept,  Zeal 
Consulting  Corp,  7700  4th 
Ave,  North  Bergen,  NJ 
07047. 


Computer  Professionals 

Shell  Soft,  a  small  but  fast  grow¬ 
ing  company,  has  many  open¬ 
ings  for  both  entry  and  experi¬ 
enced  level  Programmer/ 
System  Analysts,  Software/Pro¬ 
ject  Engineers,  DBA  with  any  of 
the  following  skills;  Informix 
Unix,  SQL/SQL  Server,  GUI, 
DB2,  CICS,  COBOL,  C/C++,  Or¬ 
acle  or  Sybase,  Powerbuilder, 
etc.  Req.  MS  or  BS  with  exp.  At¬ 
tractive  salary  with  excellent 
benefits.  Send  resumes  to:  800- 
992-1276  or  visit  our  web  at 
www.shellsoftinc.com 


Senior  Software  Engineer 
wanted  by  Co  involved  in 
computer  consulting  &  de¬ 
sign  in  e-commerce  in  Nor¬ 
walk,  CT.  Must  have  Bach  in 
Comp  Sci  or  related  sub¬ 
jects  &  2  yrs  exp  research¬ 
ing,  dsgng  &  dvlpg  comp 
s/ware  systems.  Respond 
to:  HR  Dept,  Peachisland 
Engineering,  LLC,  247 
West  Norwalk  Rd,  Norwalk, 
CT  06850. 


Systems  Analyst  wanted  by 
Travel  Agency  in  Miami,  FL. 
Must  have  Bach  in  Systems 
Engg  &  1  yr  exp.  Respond 
to:  HR  Dept,  Sol  Way,  169 
East  Flagler,  Ste  1521,  Mi¬ 
ami,  FL  33131. 


Software  Engineer  wanted 
by  Computer  Consulting  Co 
in  New  York,  NY.  Must  have 
Bach  in  Comp  Sci,  Engg  or 
Math  &  1  yr  exp  as  software 
engineer.  Respond  to:  HR 
Dept,  Vitech  Systems 
Group,  Inc.,  404  Park  Ave 
South,  New  York,  NY 
10016. 


Senior  Network  Administra¬ 
tor  needed  to  design,  de¬ 
velop,  and  maintain  large 
secure  web  servers  and 
communications  functions. 
Must  supervise  technical 
support  staff.  Must  have 
M  S.  in  Comp.  Sci.  +  2 
years  relevant  exp.  Reply 
to:  Srini  Nemani,  Princetec, 
Inc.,  4365  Rte.  1  South, 
Princeton,  NJ  08540. 


Systems  Analyst  -  analyze 
&  implement  new  technolo¬ 
gies  for  company  projects 
using  C/C++,  SQL,  ActiveX, 
J2EE,  &  Web  Application 
Servers.  Bachelors  degree 
in  related  field  +  3  yrs  exp. 
req.  Comp.  sal.  Send  re¬ 
sume  to  Vested  Develop¬ 
ment:  info@vestedev.com, 
attn:  Brian  Phelps  or  fax 
781-938-5951. 


Technical  Solutions  Director 

Direct  staff  of  Data  Engineering 
practice  in  the  creation  of  soft¬ 
ware  solutions  for  business 
clients.  Utilize  knowledge  of  sci¬ 
entific  analysis,  mathematical 
modeling,  and  software  engi¬ 
neering  expertise  to  produce 
technology  solutions  that  meet 
client  business  needs.  Must 
have  Master’s  degree  in  Engi¬ 
neering  or  Computer  Science 
and  at  least  2  yrs.  of  Business 
Technology  consulting  experi¬ 
ence.  40  hrs/week,  $115,000/yr. 
Please  respond  to  Michele  Jose, 
Human  Resources,  DiaLogos, 
Inc.,  12  Farnsworth  St., Boston, 
MA.  617-357-4722. 


Software  Engineer:  N.  Haven, 
CT.  Dsgn,  dvlp  &  implmt  CIS 
based  customer  service/pro¬ 
cessing  systms  utilizing  Oracle 
&  Sybase  RDBMS.  Engage  in 
tech  &  systm  dsgn,  prgm  dvlpmt, 
tuning,  implmtn  &  user  training. 
Utilize  h/ware  such  as  HP9000  & 
VAX  &  OS  such  as  MS-DOS, 
Unix  &  WinNT.  Dsgn  &  dvlp 
s/ware  systms  utilizing  VB,  Visu¬ 
al  C++,  Syscero  ‘C’,  Dvlpr2000, 
Filenet,  Visual  Workflow,  Crystal 
Report  Writer,  SQL'Plus, 
SQL’Loader,  Pro'C  &  Turbo  An¬ 
alyst.  Prep  structured  charts, 
build  data  flow  diagrams  &  use 
Q+E  Multilink  ODBC  to  connect 
to  Oracle  d/base.  Prep  user  & 
systm  manuals  &  troubleshoot  & 
tune  performance  of  systm.  Req: 
Masters  in  Comp  Sci  or  applies 
or  Engg  +  1  yr  exp  in  job  offd. 
$81K/yr,  9a-5:30p.  40  hrs/wk. 
Applicants  mail  or  fax  resume  & 
cover  Itr  to  Attn:  JO  #4032590, 
Prgm  Support-3rd  FI,  CT  Dept 
of  Labor,  200  Folly  Brook  Blvd, 
Wethersfield,  CT  06109,  Fax: 
(860)263-6028.  Applicants  to 
present  proof  of  legal  auth  to 
work  in  US. 


Database  Administrator:  NC;  In¬ 
stall,  configure,  maintain  and  up¬ 
grade  DB2  and  Sybase  under 
AIX  environment;  Design  and 
Implement  system  security  man¬ 
agement  procedures  and  con¬ 
duct  performance  tuning  of  the 
Databases  using  Visual  C++  and 
PowerBuilder  GUI  tools;  Req  BS 
Engg.  or  equivalent  in  Electron¬ 
ics/Communication  and  two 
years  exp  in  Database  adminis¬ 
tration  under  Sybase  and  DB2 
using  Visual  C++  and  Power¬ 
Builder  GUI  tools;  Salary 
$80,000  per  year  (Mon-Fri 
8.00am-5.00pm)  40  hours  per 
week.  Please  apply  to  the  near¬ 
est  job  service  office,  or  submit 
a  resume  to  Job  Service  1105 
Briggs  Avenue,  Durham,  NC 
27703.  Resume  must  include 
applicant's  social  security  num¬ 
ber  and  job  order  number 
NC3014719  and  DOT  code 
039  162.010 


Principal  Software  Engineer: 
Provide  technical  leadership  in 
the  architecture,  design  and  im¬ 
plementation  of  networking  soft¬ 
ware  that  can  support  thousands 
of  virtual  private  network  con¬ 
nections.  Participate  in  the  de¬ 
sign  and  development  of  very- 
high  throughput  data  routers 
including  design  and  verification 
of  ASICs  that  are  the  controlled 
and  data  elements  of  the 
routers.  Requires:  7  years  expe¬ 
rience  in  embedded  telecom  de¬ 
velopment.  Working  knowledge 
of  IP  Protocol  suite  including  IP, 
UDP,  TCP,  ICMP,  ATM  software 
and  hardware,  SNMP  and  net¬ 
work  management  applications, 
and  testing  and  debugging  for 
tracing  and  analyzing  tools  for 
Ethernet  and  ATM.  Demonstrat¬ 
ed  skills  in  C,  C++  and  PowerPC 
assembly.  40  hrs/wk  (9  to  5); 
$110, 000/year.  Send  two  re¬ 
sumes/responses  to  Case  No. 
20001983,  Labor  Exchange  Of¬ 
fice,  19  Staniford  Street,  1st 
Floor,  Boston,  MA02114. 


SOFTWARE  ENGINEER:  Ex¬ 
perience  in  Configuring  and 
Maintaining  Critical  Production 
Oracle  Databases  in  Real-Time 
Client-Server  environment.  Ex¬ 
pertise  in  Oracle  performance 
and  Recovery  Management. 
Knowledge  of  Distributed  Data¬ 
bases  and  its  functioning.  Ex¬ 
perience  in  smooth  handling  of 
crucial  database  upgrades  from 
version  to  version.  The  job  in¬ 
volves  working  in  Oracle  data¬ 
base  and  skills  in  SQL  and 
PL/SQL  code  writing.  The  du¬ 
ties  include  exporting  and  im¬ 
porting  databases  for  backups 
and  also  for  creation  of  addition¬ 
al  databases.  Manage  multiple 
databases  connected  via  DB 
links  and  snapshots.  Requires 
Bachelor's  in  Computer  Science 
with  5  years  experience  in  soft¬ 
ware  development.  40  hours 
per  week  at  $84,000  per  year. 
Please  send  2  copies  of  resume 
to  Case  #  20002599,  Labor  Ex¬ 
change  Office,  19  Staniford  St, 
1st  Floor,  Boston,  MA  02114. 


Software  co.,  Boston  requires 
professionals  w/following  skills 
lor  senior/junior  positions: 

Sybase  D/base  Administrator  & 
Developers; 

Oracle  D/base  Administrator  & 
Developers; 

Developers  in  VBA,  MS  Office, 
Web  Technologies; 

PB  Developer  with  Exp  in  Ora¬ 
cle,  SQL&  Web  Technologies; 

Java  Developers  with  broad  Vi¬ 
sion; 

Reqd.  MS  or  equiv.  in  educ  & 
exp.  in  Electronics/computer  sci¬ 
ence  or  in  related  field  for  senior 
positions  and  BS  in  Electron¬ 
ics/comp.  Science  or  related 
field  plus  2  years  exp  for  junior 
positions,  competitive  salary  and 
benefits. 

Send/fax  resumes  to:  508-351- 
9122  or  E-mail: 

yescomhr@aol.com 


Project  Manager  wanted  by 
Technical  &  Product  Data 
Mgmt  Co  in  Beverly,  MA. 
Must  have  Bach  in  Comp 
Sci  or  equiv  &  5  yrs  s/ware 
exp.  Respond  to:  HR  Dept, 
SmarTeam,  Inc.,  900  Cum¬ 
mings  Center,  Ste  307T, 
Beverly,  MA  01915. 


SYSTEMS  ANALYST  (Manhat¬ 
tan)  Software  consulting  co. 
seeks  Systems  Analyst  exp.  in 
complete  software  development 
life  cycle  to  design,  develop  & 
deploy  both  client  server  &  Web 
Centric  business  applications 
using  JAVA,  HTML, ASP  &  Net¬ 
work  programming.  Successful 
applicants  must  possess  Bach¬ 
elor's  degree  in  Computer  Sci¬ 
ence  &  at  least  6  mos.  exp. 
Salary  commensurate  w/exp. 
Mail  resume  to:  K2S  Group,  Inc. 
304  Park  Ave.  South,  11th 
Floor, NY, NY  10010,  attn:  Mr. 
Vakil. 


Information  Systems  Ad¬ 
ministrator  wanted  by  Insur¬ 
ance  Agency  &  Third  Party 
Administrating  Co  in  Fair¬ 
fax,  VA.  Must  have  Bach  or 
equiv  in  Comp  Sci,  Mgmt 
Info  Systms  &  2  yrs  exp. 
Respond  to:  John  Shaney, 
Dir.  of  Op.,  Worldwide  In¬ 
surance  Services,  Inc., 
8326  Professional  Hill  Dr, 
Fairfax,  VA  22031 . 


Programmer  Analyst  want¬ 
ed  by  Co  involved  in  dvlpt  & 
sales  of  integrated  time- 
share  resort  prgms  in  Mia¬ 
mi,  FL.  Must  have  Bach  in 
Mgmt  Info  Systms  &  2  yrs 
exp  planning,  dvlpg,  testing 
&  documenting  comp 
prgms  for  timeshare  resort 
industries.  Respond  to:  F. 
Vails,  Systems  Products  In¬ 
ternational,  Inc.,  2937  S.W. 
27th  Ave,  Ste  101,  Miami, 
FL  33133. 


User  Support  Analyst  wanted  by 
New  York  based  Co  offering 
complete  services  &  training  for 
day  traders  in  stock  market  for 
job  loc  in  New  York,  NY.  Must 
have  BS  in  Comp  related  or 
equiv  &  2  yrs  comp  exp.  Re¬ 
spond  to:  Andover  Brokerage, 
LLC,  Attn:  Michael  Picozzi  III, 
Chief  Executive  Officer,  111 
Great  Neck  Road,  Great  Neck, 
NY  11021. 


Computer  Programmer  wanted 
by  Co  involved  in  comp  s/ware 
for  govt  agencies  in  Arlington,  VA 
for  job  location  in  Baltimore, 
MD..  Must  have  BS  in  Software 
Engg.  Respond  to:  HR  Dept, 
ROH,  Inc.,  2611  Jefferson  Davis 
Highway,  Ste  700,  Arlington,  VA 
22202-4016. 


Advance  Systems, 

Lebanon,  NJ  seeks  Sr.  Sys¬ 
tems  Analyst.  Analyze  busi¬ 
ness,  scientific,  technical 
problems  &  user  reqmts  for 
applic  to  electronic  data  pro¬ 
cessing  systms.  Successful 
candidates  should  possess 
min.  BS  +  5  yrs  relevant 
work  exp  or  equiv;  strong 
skills  in  C,  C++  &  SUN  So¬ 
laris.  Please  send  resume 
w/salary  reqmts  to  HR  Mgr, 
Advance  Systems  &  Con¬ 
cepts,  Inc,  3  Eicke  Lane, 
Lebanon,  NJ  08833. 


Senior  Computer  Scientist  want¬ 
ed  by  Commercial  Bank  in  New 
York,  NY.  Must  have  Masters  in 
Comp  Sci  &  3  yrs  exp  defining, 
dsgng,  dvlpg,  managing  &  doc¬ 
umenting  complex  computer 
projects  &  project  elements.  Re¬ 
spond  to:  HR  Dept,  HSBC  Bank 
USA,  452  Fifth  Ave,  New  York, 
NY  10018. 


Programmer  Analyst  want¬ 
ed  by  Info  Technology  Firm 
in  Union,  NJ.  Must  have  MS 
in  Comp  Sci  &  3  yrs  exp. 
Programmer  Analyst  to  en¬ 
gage  in  Oracle  Database 
development  using  PL/SQL 
&  PRO*C  Development. 
Experience  in  pharmaceuti¬ 
cal  industry  a  plus.  Re¬ 
spond  to:  HR  Dept,  Patel 
Consultants  Corp,  1525 
Morris  Ave,  Union,  NJ 
07083. 


Software  Engineers  (multi¬ 
ple  openings)  needed  for 
NJ  IT  Co.  Bach  Deg  w/exp 
reqd.  Exp  must  include 
combo  of  Java,  EJB, 
Servlets,  JSP,  C++,  C,  Ora¬ 
cle,  ASP,  COM,  DCOM,  VB, 
MS-SQL  Server,  MS-Ac- 
cess,  TIBCO,  Netscape  Ap¬ 
plic  Server  &  BEA  Web  Log¬ 
ic.  Send  resumes  to  HRD, 
Advent  Business  Solutions, 
295  Horizon  Dr,  Edison,  NJ 
08817. 
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Msys,  Inc. 

Excellent  Opportunities 

Msys.  Inc.  is  a  North  Carolina 
based  company  providing  con¬ 
sulting  service  in  Information 
Technology  since  last  six  years. 
We  are  one  of  the  leading  soft¬ 
ware  consulting  providers  in  e- 
commerce  technology. 

CONTRACT  CONSULTING 

•  Data  Base  Administrator-Ora¬ 
cle  with  at  least  3  years  experi¬ 
ence  in  designing,  developing 
and  maintaining  Oracle  Data¬ 
bases.  Candidate  should  have 
excellent  communication  and  in¬ 
terpersonal  skills.  Strong  in 
UNIX/Shell  Scripting,  PL/SQL 
and  Stored  Procedures  is  a 
must.  At  least  one  year  of  repli¬ 
cation  experience  is  required. 
Oracle  DBA  Certification  and  ex¬ 
perience  in  Informatica  is  a  big 
plus. 

•  Software  Engineer-Three 
years  of  experience  in 
PL/SQL/Developer  2000/C/Unix 
is  required.  Must  have  at  least 
one  year  of  Java/ 
HTML/JSP/Servlet. 

•  Programmer  Analysts-Min.  two 
years  of  web  development  ex¬ 
perience;  must  have  strong 
background  in  OO  technologies. 
At  least  two  years  of  strong  ex¬ 
perience  in  Java / 
JSP/Servlet/EJB/HTMLVXML/Ja 
va  Script/CG I/Perl  and  UNIX; 
must  have  good  knowledge  of 
C/C++;  Experience  in  CORBA 
and  Java  certification  is  a  big 
plus. 

•  E-commerce  Programmers/ 
Analyst-Must  have  one  year  of 
experience  in  BroadVision/Vi- 
gnette/Ariba  WEB  applications; 
At  least  two  years  of  strong  ex¬ 
perience  in  HTML/ 
XML/Java/Server  side  Java 
Script/TCL/UNIX;  must  have 
good  knowledge  of  C/C++;  Ex¬ 
perience  in  CORBA,  Mi¬ 
crosoft/Java  certification  is  a  big 
plus. 

•  Siebel  Programmers-At  least 
one  year  of  Siebel  (Siebel  eBusi¬ 
ness,  Seibel  99/2000,  Siebel  99 
tools,  Siebel  Visual  Basic,  Siebel 
COM  Interfaces)  Implementa¬ 
tion  experience  is  a  must;  Min. 
two  years  of  strong  experience 
in  Visual  Basic/  ASP/ 
HTML/NT/UNIX  is  required.  Mi¬ 
crosoft  Certification  is  a  big  plus. 

•  Visual  Basic  Programmers- 
Min.  two  year  of  web  develop¬ 
ment  experience;  At  least  two 
years  of  strong  experience  in 
VB/ASP/COM/DCOM/HTML/X 
ML;  must  have  good  working 
knowledge  of  SQL  Server/Ora¬ 
cle.  Microsoft  and  SQL  Server 
certification  is  a  big  plus. 

Contact  Msys,  Inc.  at: 

Fax:  (919)  380-9105, 

info  @  msysinc.com 

140  Iowa  Lane,  Suite  #201, 
Cary,  NC  27511. 


SOFTWARE  ENGINEERS  (8 
positions):  require  Bachelor's  in 
Engineering/Computer  Sci¬ 
ence/Mathematics/Science  or 
closely  related  field  with  experi¬ 
ence  providing  skills  in  de¬ 
scribed  duties,  at  $60,000  per 
year;  Senior  Software  Engineers 
(8  positions)  with  Master's  and 
two  years  experience,  at 
$65,000  per  year.  Provide  on¬ 
site  consulting  in  design,  analy¬ 
sis  and  development  of  software 
applications  for  legacy  systems 
in  IBM  mainframe  environment; 
development  and  administration 
in  Oracle,  DB2,  SQL  Server  and 
Sybase;  e-commerce  and  web 
applications  development  in  Mi¬ 
crosoft,  Java  and  related  tech¬ 
nologies;  network  management 
systems  development  with 
Netscape  Server  and  related 
tools;  SAP  R/3  applications  on 
Windows  with  DOS  and  ABAP/4 
and  related  modules.  40%  trav¬ 
el  to  client  sites  in  e  United 
States.  Mail  resumes  to:  YASH 
Technologies,  Inc.,  Human  Re¬ 
sources,  605 1 7th  Avenue,  Suite 
1 ,  East  Moline.  IL  61244. 
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Senior  Software  Engineer-Perform  complex  design  and  development 
of  advanced  statistical  software  in  Windows/UNIX  environment  in  C, 
C++,  Java  and  FORTRAN.  Develop  SAS  PROCS,  Engines  and  func¬ 
tions  using  the  SAS  toolkit  on  Windows,  HP  and  Solaris  operating  sys¬ 
tems.  Implement  and  maintain  license  management  software  for  sin¬ 
gle  and  multi-user  products  on  Windows,  Windows-NT  Server,  and 
UNIX  platforms.  Use  advanced  object  oriented  programming,  Microsoft 
Visual  Basic,  Visual  C++,  MFC  and  COM  to  design,  develop  and  en¬ 
hance  component  based  Windows  applications.  Address  customer 
questions  about  software,  including  SAS  PROCS.  on  different  operat¬ 
ing  systems.  Requirements  include  a  Master  of  Science  degree  or 
equivalent  in  Computer  Science,  Electrical  or  Electronics  Engineering, 
or  related  field,  plus  three  years  of  experience  in  software  engineering, 
or  a  Bachelor’s  degree  or  equivalent  plus  five  years  of  progressively 
responsible  experience.  Experience  must  include  developing  SAS 
PROCS,  engines,  and  functions  using  SAS  toolkit  on  Windows,  HP/UX 
and  Solaris  platforms.  Salary  $72, 441/year.  40  hours/wk.  Applicants 
must  have  unrestricted  authorization  to  work  in  the  United  States.  Re¬ 
spond  with  two  copies  of  resume  to  Case  #20002036,  Labor  Exchange 
Office,  19  Staniford  Street,  1st  Floor,  Boston,  MA02114. 


SYSTEMS  ANALYST 

Utilize  knowledge  of  all  stages  of  Sys.  Dvlpmt.  Life  Cycle  to  analyze 
user  rqmts,  procedures  &  problems  to  automate  processing  or  to  im¬ 
prove  existing  sys.  Duties:  read  &  interpret  design  &  file  specs.;  dvlp. 
designs  based  on  user  specs;  analyze,  evaluate  &  modify  existing  or 
proposed  procedures;  test  software/sys.  using  various  methods  &  us¬ 
ing  test  plans  created  for  this  purpose;  document  program  dvlpmt.  in¬ 
clude  user  instructions;  &  dvlp.,  initiate  &  carry  out  studies  of  existing 
systems  as  well  as  studies  of  operational  procedures,  user  needs  & 
program  functions.  B.S.  in  Comp.  Sci.,  Engrg.,  Business  or  Math  plus 
1  yr.  exp.  in  either  job  offered  or  as  Software  Engr.  or  Consultant  rqd. 
Must  have  exp.  utilizing  SAP  R/3  (HR  module),  ABAP/4,  VB  Script,  ASP, 
Microsoft  Transaction  Server  (MTS)  &  Internet  Information  Server  (IIS). 
High  mobility  preferred.  40  hrs/wk,  8  a.m.  -5  p.m.,  $70,000/yr.  Qual¬ 
ified  applicants  report/submit  resume  to:  Thomas  Dembosky,  Mgr.,  In¬ 
diana  Job  Ctr„  350  North  Fourth  St.,  Indiana,  PA,  15701-2000.  Refer 
to  Job  Order  No.  WEB1 1 8822. 


Computer-McFadyen  Consulting, 
a  leading  IT  Consulting  firm,  is 
seeking  qualified  computer 
professionals  possessing  the 
following  skills:  Web  Application 
Servers  from  ATG,  NovaSoft, 
Java,  Oracle,  HTML,  XML.VB 
and  IDEs,  UML,  SQL,  Visual 
BASIC,  ASP,  C++,  XML,  GUI 
Tools,  "user  experience"  design¬ 
ing  and  site  structuring,  and  web 
technologies  HTML,  JavaScript, 
DHTML,  and  CSS,  Java 
JavaBeans,  Servlets,  EJB,  OO 
UML,  case  tools,  3  tier,  H/W, 
S/W,  UNIX,  NT  Network  config¬ 
uration  TCP/IP,  web  servers, 
SQL,  installation,  tablespaces, 
SQLnet.  All  positions  require 
MS/BS  degree  with  1  or  2  years 
of  experience  in  the  field.  Must 
be  willing  to  travel  to  client  sites 
throughout  the  USA.  McFadyen 
Consulting  pays  competitive 
salary,  with  an  excellent  benefits 
package,  including  medical, 
dental,  vision,  and  401  (K). 
Relocation  assistance  may  be 
provided.  For  immediate  consid¬ 
eration  please  send  resumes  to: 
Director,  Human  Resources 
McFadyen  Consulting,  8150 
Leesburg  Pike,  7th  FI.,  Vienna, 
VA  22182;  Fax:  413-208-6501; 
Phone:  703-827-2900,  or  e-  mail: 
humanresources  @  mcfadyen.  com. 
EOE.  Please  visit  our  Website  at 
www.mcfadyen.com 


Senior  Consultant*  works  with 
management  and  users  to  ana¬ 
lyze,  specify  and  design  busi¬ 
ness  applications.  Develops  de¬ 
tailed  functional  system  and 
program  specifications  using 
structured  design  methodologies 
and  computer-aided  software 
engineering  tools.  Develops  and 
implements  software  systems, 
applying  computer  science, 
mathematical  analysis  and  engi¬ 
neering  using  Oracle  RDBMS, 
Oracle  Financials,  Oracle  Gen¬ 
eral  Ledger  and  Oracle  Project 
Accounting.  Must  have  a  Bach¬ 
elor’s  degree  is  one  of  several 
limited  fields:  Business,  mathe¬ 
matics,  engineering,  physics  or 
computer  science.  Must  have  5 
years  of  experience  with  Oracle 
RDBMS  and  3  years  of  experi¬ 
ence  with  Oracle  Financials,  Or¬ 
acle  General  Ledger  and  Oracle 
Project  Accounting.  Must  have 
at  least  three  years  of  experi¬ 
ence  managing  junior  consul¬ 
tants.  4  hrs./wk,  M-F,  9:00-5:00. 
$67,5000/yr.  Please  submit  re¬ 
sumes  to  Walton  Dawson,  Se- 
gundo,  LLC,  2010  Corporate 
Ridge,  Suite  700,  McLean,  VA 
22102. 


♦ 


Software  Co  in  NJ  req  prof'ls 
w/following  skills  for  Sr/Jr  posi¬ 
tions: 

C/C++,  UNIX/Programmers 

VC++  Developers 

SOL  Server  D/base  Admin  & 
Dvlprs 

VB  Dvlpr  w/exp  in  Oracle,  SQL 
&  Web  Technologies 

Oracle  D/base  Admin  &  Dvlprs 
Dvlprs  in  VBA,  MS  Office,  Web 
Tech 

Java/ASP/HTML/PERL  Dvlprs 
w/  internet  tech 

Req  MS  or  equiv  in  educ  &  exp 
in  Electronics/Comp  Sci  or  in  re¬ 
lated  field  +  1  yr  exp  for  Sr  posi¬ 
tions  &  BS  in  Electronics/Comp 
Sci  or  related  field  +  2  yrs  exp  for 
Jr  postions.  Competitive  sal  & 
benefits.  Send/fax  resumes  to 
Training  Plus  Plus.  180  Centen¬ 
nial  Ave,  Piscataway,  NJ  08854. 
Fax:  (732)  457-8710. 

Email: 

Malir@trainingplusplus.com 


Software  Engineer,  40  hrs/wk, 
8:30-5:00,  M-F,  $65,604/yr.  De¬ 
sign  &  develop  computer  appli¬ 
cations.  including  using  Object 
Oriented  Methodologies  in  inter¬ 
net  applications  development; 
evaluate  interface  between 
hardware  &  software;  develop 
software  testing  procedures;  & 
use  JAVA,  VC++,  TCP/IP  Sock¬ 
ets  &  HTML.  Reqs:  Master's  (or 
foreign  equiv.)  in  Computer  En- 
g’g,  Comp.  Science,  Electrical 
Eng’g  or  Electronic  Eng'g  or 
equiv.  in  edu.  &  exp.  &  3  yrs.  exp. 
in  job  offered  or  in  related  occup. 
such  as  Sys.  Analyst,  Consul¬ 
tant,  Sys.  Eng'r,  Assoc.  Pro¬ 
gram/Analyst,  Teaching  Assis¬ 
tant,  Lecturer,  or  any  other 
computer  related  occupation. 
Related  exp.  must  have  includ¬ 
ed  at  least  1  yr.  exp.  in  job  of¬ 
fered.  Will  accept  Bach,  (or  for¬ 
eign  equiv.),  followed  by  at  least 
5  yrs.  of  progressive  exp.  in  the 
specialty,  in  lieu  of  req.  edu.  & 
exp.  Employer  Pd.  Ad.  Mail  2 
copies  of  resume  &  copy  of  ad  to 
Dept,  of  Labor,  Licensing  &  Reg¬ 
ulation,  1100  North  Eutaw 
Street,  Room  #201 .  Baltimore, 
MD  21201,  JOb  Order  No. 
9686094.  Job  Location:  Ger¬ 
mantown,  MD 


Hot  Jobs.  Cool  Company. 
Great  Benefits. 


Arbitron  is  a  leading  media  information  service  company  providing  internet  based  software  solutions  that  will  shape  the  future 
of  the  broadcasting  industry.  We  offer  a  challenging,  dynamic  environment  where  you  can  be  creative,  express  yourself  and 
enjoy  personal  and  professional  growth. 

We're  seeking  senior  level  people  to  complete  our  development  and  design  teams  at  our  Columbia,  MD  location.  We're 
hiring  for  talent,  so  if  you've  got  it,  we  want  it! 

Current  projects  include  designing,  creating  and  maintaining  software  that  helps  advertisers  decide  how  to  spend  their 
money  based  on  the  consumer  and  media  data  we  gather.  Visit  our  website  to  learn  more  about  how  we're  revolutionizing 
the  media  measurement  industry,  and  how  we  can  help  you  put  your  career  into  high  gear! 

Lots  ot  database  design  or  data  warehousing  experience?  We  need  big  picture’  Enterprise  Developers  to  piece 
together  project  puzzles  and  use  their  concrete  implementation  experience  to  lay  the  foundation  for  our  most  cutting  edge 
software  projects.  Experience  with  Designer  2000  necessary;  00  technology,  and  ETL  tools  is  a  plus!! 

Is  software  EVOLUTION  more  your  style?  New  and  current  products  require  several  skilled  mid  and  senior  level 
Software  Developers  who  have  developed  business  applications  to  work  with  teams  to  analyze  and  solve  complex 
business  issues. 

•  Visual  C++  Programmers  with  MFC  and  ORACLE  -  with  some  JAVA  and  UNIX  -  are  a  big  PLUS 

•  Programmers  with  ORACLE  Forms  4.5  or  higher,  PL/SQL.  SQL  -  with  some  JAVA,  UNIX,  PRO-C  or  other 
languages  -  are  a  big  PLUS 

•  COBOL  Programmers  with  either  UNIX  or  ORACLE  -  both  skills  are  a  plus-with  some  JAVA  and  C++  -  an  even 
bigger  PLUS 

•  JAVA  Programmers  with  UNIX  and  ORACLE  -  with  C++  is  a  plus!! 

•  Visual  Basic  Developers  with  6  +  yrs  VB  or  Visual  FoxPro  or  Visual  C++  with  00  design 

Are  you  a  software  ARTIST?  New  business  ventures  require  several  senior  level 
Software  Designers  with  the  communication,  software  and  organizational  skills  and  the  ability  to 
translate  user  requirements  into  reality.  If  you've  got  expertise  with  large  projects,  multiple  systems 
and  database  design  experience,  this  job  is  for  you!  If  you've  got  DCOM,  COM,  or  CORBA 
experience,  that's  a  PLUS! 

Streaming  media  whiz?  We  re  looking  for  a  Streaming  Media  Analyst  lo  help  us  use  and 

improve  our  service  which  measures  streaming  media.  If  you  have  experience  encoding  content  for 
streaming  over  the  internet,  we  need  you! 

Arbitron  offers  a  comprehensive  employment  package,  including  competitive  compensation,  excellent  dental,  medical  and 
vision  care  plans,  401  (k)  matching,  tuition  assistance,  stock  purchase  and  a  series  of  work/family  resources.  Send  your 
resume  to:  The  Arbitron  Company,  Attn:  Organization  Effectiveness,  9705  Patuxent  Woods  Drive, 

Columbia,  MD  20146,  Fax:  410-312-8607;  E-mail:  itjobs@arbitron.com 

Arbitron  is  a  Ceridian  company,  an  Equal  Opportunity  Employer  and  a  winner  ot  the  1998  James  W.  Rouse  Diversity  Award. 
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www.arbitron.com/jobs.htm 


Coordinator  of  Web 
Computer  Programming 

Responsible  for  Internet  & 
Intranet  websites  design, 
coding,  &  management.  Con¬ 
sults  w/  managerial  &  systems 
analysis  personnel  to  prescribe 
standards  &  technical  architec¬ 
ture  of  websites. Develops 
security  measures  and  web  con¬ 
tent  that  fit  clients’  needs.  Makes 
necessary  programming 
changes.  Prepares  usability  re¬ 
ports.  Stays  abreast  of  industry 
trends  &  all  applicable  technolo¬ 
gies.  Coordinates  and  review 
works  of  other  employees’ 
website  development.  Provides 
technical  support  and  training. 
Collaborates  with  external.orga- 
nizations  on  specific  design 
projects.  Must  have  M.S.  in 
Information/Computer  Science 
and  1  yr.  exp.  in  above  pos.  or  1 
yr.  as  Information  System  Tech¬ 
nician  at  a  Law  Enforcement 
Agency  or  related  pos.  w /  ability 
to  use  HTML,  Java,  CGI.  and 
recommend  solutions  to  com¬ 
plex  web  and  Internet  related 
issues.  40.0  hr/wk, 
$47,250.00/yr.  8-5.  Send  resume 
to:  Mr.  B.  Buckley  Institute  for 
Intergovernmental  Research, 
2050  Center  Pointe  Blvd.,  Suite 
200,  Tallahassee,  FL  32308. 


Manhattan  Associates,  Inc.,  a  worldwide  leader  in  supply  chain  synchronization  systems  is  looking  for  ana¬ 
lysts  and  developers  to  join  our  team  at  our  Atlanta  &  Raleigh  locations.  $50K  and  up.  Current  openings  in¬ 
clude: 

PKMS  Implementation  Specialists.  Use  knowledge  of  management  practices  to  coordinate  client  projects  & 
interact  with  all  levels  of  client  org.  to  implement  &  optimize  PkMS  supply  chain  software  on  mult,  platforms. 
Advise  &  design  sys  test  plans.  Facilitate  development  of  proposals  &  supports  for  sales  presentations.  Req. 
MS  in  comp,  sci,  engg,  or  related  tech,  field  or  management  field. 

PKMS  Implementation  Consultants  Coordinate  client  projects  &  interact  with  client  org.  Evaluate  client  bus. 
operations  &  sys  environments  to  implement  client  proprietary  software  sys.  Advise  &  design  sys  test  plans 
Assist  in  development  of  test  &  production  environ,  at  client  sites.  Assist  in  develop,  of  proposals  &  supports 
for  sales  presentations.  BS  in  comp,  sci,  engg,  or  related  tech,  field.  Substantial  travel  req. 

Software  Developers.  Assist  in  defining  sys  scope  &  requirements,  analyze  use  of  existing  sys  requirements. 
&  design  &  develop  sys  in  light  of  future  directions  in  hardware  &  software  growth.  Develop  &  direct  design  of 
software  sys.  MS  in  comp,  sci,  engg.  or  related  tech,  field.  Technical  knowledge  of:  RPG/400,  or  C++  &  COR¬ 
BA  on  a  Unix  or  NT  platform  with  an  Oracle  database  utilizing  class  design  &  class  implementation,  or  Micro- 
Focus  Cobol  on  a  Unix  platform  with  an  Oracle  database,  or  PowerBuilder  or  COM/VC++/Visual  Basic  demon¬ 
strated  through  edu.  or  exp. 

Software  Analysts.  Design,  develop,  code,  test  &  debug  software  applications.  Req.  BS  in  comp,  sci,  engg, 
or  related  tech,  field.  Exp.  to  include  6  mths  using  RPG/400,  MF  Cobol,  PowerBuilder  ,or  C++,  or  COM/VC++AX- 
sual  Basic. 

Senior  Software  Engineers.  Develop  &  direct  software  programming,  documentation  &  sys  testing  proce¬ 
dures  for  software  program  applications.  Req.  MS  in  technical  field  (comp,  sci,  IT,  math,  engineering,  physics 
etc)  &  3  yrs  exp  in  programming,  analysis,  design,  development  or  tech  leader  or  a  BS  in  a  technical  field  &  5 
yrs  exp  in  programming,  analysis,  design,  development  or  tech  leader.  Exp.  to  include  at  least  6  mths  with  full 
life  cycle  development  using  C++,  PowerBuilder,  MF  Cobol,  RPG/400  UNIX/COBOL  or  COM/VC++/Visual  Ba¬ 
sic. 

Product  Consultant  Product  consultant  for  user  configurable  warehouse  software  package  on  AS'400  plat¬ 
form;  assure  usability  for  clients,  release  documentation,  functional  document  specifications  and  other  quality 
and  usability  issues.  Develop  functional  product  expertise  and  articulate  complex  software  functionality  fea¬ 
tures  and  issues  to  customers  and  development,  training  and  consulting  team  members.  Requires  BS  techni¬ 
cal  field  and  1  yr  exp.  in  logistics  or  warehousing  industry. 

Resumes  to:  J.  Lurey,  Manhattan  Associates,  2300  Windy  Ridge  Pkwy,  7th  FI.  North,  Atlanta.  Georgia  30339 


Trusted  by  more  hiring  managers  than  any  IT  space  in  the  world. 
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For  more  than  100  years,  health  care  providers  worldwide  have  relied  on  GE 
Medical  Systems  for  high  quality  medical  technology,  services,  and  productivity 
solutions. 


The  Positions 

LEAD  PROGRAM  INTEGRATOR 

Lead  cross-functional  team  in  defining  and  executing  programs,  supervise  software 
engineers,  and  work  with  Marketing,  Engineering,  Service,  and  Manufacturing  to 
dev  elop  road  map  for  applications.  Qualifications  include  solid  communication 
skills  along  with  a  graduate  degree  in  engineering  (or  related  discipline)  or  a  BS 
plus  5  years'  experience.  Job  code:  GEMS/223232/AN030 

SOFTWARE  RELIABILITY  ENGINEER 

Verify  and  validate  software  designs  and  implementations  that  meet  established 
quality  standards,  including  internal  and  external  customer  requirements  and 
expectations.  Participate  in  software  requirements  and  design  reviews  to  establish 
clear  reliability  standards  and  guarantee  functional  testability  of  products.  Other 
responsibilities  include  software  test  plans,  subsystem  evaluations,  and  evaluation 
reports.  The  ideal  applicant  has  a  graduate  technical  degree  or  BS  with  2  years’ 
software  development  and/ or  medical  testing  experience.  Other  requirements 
include  time  in  software  design,  knowledge  of  FDA  Medical  Device  QSRs/design 
techniques,  and  training  in  web  based  automated  test  tools.  Sybase  database 
experience  preferred.  Job  code:  GEMS/167824/AN030 

WEB  DEVELOPER 

Assess  project  requirements  and  design  according  to  these  requirements,  conduct 
alpha/beta  testing,  explore  and  test  new  technologies,  and  deploy  new  systems  while 
older  legacy  systems  migrate  to  decommissioned  status.  Qualifications  include  a  BS 
in  computer  science  (or  related  discipline),  1-3  years'  experience  with  Internet- 
based  applications,  proven  web  development  capabilities,  and  knowledge  of  HTML 
production  and  operating  systems  like  Windows  NT  and  UNIX.  Experience  with 
server-side  Java  script  also  a  must.  Job  code:  GEMS/2 18759/AN030 

To  Apply 

We  offer  excellent  compensation  with  an  outstanding  benefits  package  and  diverse 
career  opportunities.  Wlren  applying  to  the  above  position  please  send  your  ASCII 
text  resume  to:  opportunities@gecareers.com  and  refer  to  the  appropriate  job  code 
in  the  subject  of  your  email.  A  confirmation  will  be  sent  upon  receipt  of  your 
resume  into  our  electronic  database.  Add  your  skills  to  ours  and  make  a  difference 
in  people's  lives.  An  Equal  Opportunity  Employer. 


GE  Medical  Systems 


We  bring  good  things  to  life. 


Systems  Analyst:  Design,  develop  and  analyze  manufacturing 
applications  for  IBM  AS/400  computer  using  RPG/400 
language  and  AS/400  application  tools;  evaluate  operational 
systems  and  recommend  improvements  or  replacements;  develop 
system  testing  and  conversion  procedures;  prepare 
specifications  for  systems  and  programming. 

B.S.  degree  in  Computer  Science  or  Engineering  required.  2 
years  experience  in  the  position  or  2  years  as  an  Analyst  &/or 
Project  Manager  required.  Experience  in  related  occupation 
must  include  the  design  and  development  of  applications 
using  AS/400,  RPG/400  and  AS/400  tools. 

40  hrs./wk;  9:00  a.m.  -  5:00  p.m.;  $58. 850/year.  Must  have  proof 
of  legal  authority  to  work  permanently  in  the  U.S. 

Send  2  copies  of  both  resume  and  cover  letter  to  Illinois  Department  of 
Employment  Security,  401  South  State  Street  -  7  North,  Chicago, 
Illinois  60605.  Attn:  Leonard  Boksa,  Ref#  V-IL-23260-B. 
NO  CALLS.  AN  EMPLOYER  PAID  AD. 


Webmaster  full  time  position  for  motivated,  team  orientated  professional 
with  excellent  customer  service  &  communication  skills.  Leads  orga¬ 
nization  to  determine  direction  for  Web-portal  development,  including 
programming,  design,  maintenance  and  administration.  Works  with 
Network  Engineer  in  the  administration  of  local  &  wide  area  network 
hardware  and  software.  Two  to  five  years  experience  in  web  develop¬ 
ment,  programming  and  administration  required.  Bachelors  degree  in 
Computer  Science  preferred  or  equivalent  work  experience  in  lieu  of. 
We  are  a  206  bed-acute  care  facility  located  in  Wenatchee,  WA  at  the 
foothills  of  the  Cascade  Mountains  with  four  distinct  seasons,  variety 
of  outdoor  activities,  excellent  quality  of  life  features.  Starting  salary 
with  applicable  experience  mid  $50,000.  Excellent  benefits,  interview 
and  relocation  allowance,  contact  Jo  Wavra,  Human  Resource  De¬ 
partment,  1-800-365-6428,  ext.  2724,  fax  resume  509-665-6032,  e- 
mail  Jwavra@cwhs.com,  EOE. 


Intellisys  Technology  Inc.  is  a  fast 
growing  Chicago  based  IT 
consulting  group  working  with 
clients  all  over  the  USA  in 
leading  edge  areas  such  as 
eCommerce,  ERP,  Automated 
Testing  and  Client  Server 
MultiTier  Systems.  Intellysis  is 
looking  for  Programmer/Ana¬ 
lysts,  Software  Consultants 
and  Software  Engineers  with 
experience  in  one  or  more  of  the 
following  skills. 

•  C++,  C,  Visual  al  C++ 

•  Powerbuilder 

•  Java/Java  Web  Server,  Java 

Script 

•  Visual  Basic  VB  Script,  ASAP, 
ActivateX,  COM,  DCOM 

•  CGI,  Servlets,  CORBA,  Perl 

•  VJ++ 

•  HTML,  DHTML. XML 

•  JAVA  APPLETS 

•  COLD  FUSION,  HTTP 

•  SEGUE/RADVIEW  TOOLS 

•  Oracle,  Informix,  Sybase  or 
DB2  Database 

•  Developer  2000,  Designer 
2000 

•  IBM  Mainframe,  DB2,  CICS, 
COBOL 

•  Large  Scale  System  Design 
/Architecture  Testing 
Experience 

Multiple  positions  exist  across 
the  United  States. 

If  you  are  interested,  please 
mail,  fax  or  email  your  resume, 
clearly  mentioning  refrence 
number-w090400  to: 

Resource  Department,  Intellisys 
Technology  Inc.,  801,  N.  Cass 
Avenue,  Westmont,  IL  60559; 
fax:  (630)  455-1333;  email: 
recruit@7hillsys.com 


SENIOR  SAP  CONSULTING 
MANAGER.  Multiple  openings 
for  full-time  Senior  SAP  Consult¬ 
ing  Manager.  Responsibilities 
include:  manage  design,  devel¬ 
opment,  implementation  and 
customization  of  SAP  software 
systems  and  SAP  R/3;  manage 
the  planning  and  coordination  of 
activities  for  projects  to  ensure 
that  goals  and  objectives  are  met 
within  specified  time  frame  and 
budget;  manage  the  production 
and  negotiation  of  new  project 
proposals  to  determine  time 
frame,  funding,  implementation 
procedures  and  staffing  require¬ 
ments;  manage  the  preparation 
and  analysis  of  reports  on  SAP 
systems;  manage  the  recruit¬ 
ment,  hiring,  firing  and  assign¬ 
ment  of  professionals  and 
support  personnel;  manage  the 
development  of  work  plans 
detailing  specific  duties,  respon¬ 
sibilities  and  procedures  for 
implementing  SAP  software 
systems;  and  serve  as  corporate 
liaison  with  client.  Travel  as 
required  to  client  sites  through¬ 
out  the  United  States  Monday  - 
Friday.  Must  have  a  Master's 
degree  or  foreign  equivalent  in 
computer  science,  accounting, 
business  administration,  engi¬ 
neering,  or  a  related  field  and 
three  (3)  years  of  progressive 
experience  in  SAP  systems 
analysis,  or  a  Bachelor’s  degree 
or  foreign  equivalent  in  comput¬ 
er  science,  accounting,  business 
administration,  engineering  or 
a  related  field  and  five  (5)  years 
of  progressive  experience 
in  SAP  systems  analysis.  Salary 
Range:  $70,000  and  up, 
commensurate  with  experience. 
Must  have  proof  of  legal  author¬ 
ity  to  work  in  the  United  States. 
If  interested,  submit  resume  to: 

Ms.  Lynn  Moser 
Prescient  Consulting 
Five  Concourse  Parkway 
Suite  925 
Atlanta,  GA  30328 


ART  DIRECTOR  -  req:  BA  in 
Computer  Sci  or  Software  Eng.; 
3  yrs  exp.  or  3  titles  exp.  (games 
industry);  fluency  in  3D  Studio 
Max  TECHNICAL  DIRECTOR  - 
req:  BA  in  Computer  Sci  or 
Software  Eng.;  5  yrs  exp.  in  job 
or  3  yrs  as  Software  Eng  (games 
industry);  fluency  in  “C"  &  MIPS' 
exp.  with  2D  and  3D  prog.  Send 
resume  to  Lucky  Chicken 
Games  ,  321  Santa  Monica  Bl, 
3rd  FI.  Santa  Monica,  CA  91401 


SENIOR  SAP  CONSULTANT. 

Multiple  openings  for  full-time 
Senior  SAP  Consultant. 
Responsibilities  include:  consult 
with  our  clients  regarding  the 
management  of  their  SAP 
business  systems;  consult 
regarding:  design,  development, 
and  implementation  of  customer 
specific  software  and  multina¬ 
tional  information  systems; 
customization  of  SAP  R/3  for 
clients;  and  configuration  and 
application  of  SAP  software  for 
all  areas  of  corporate  operations 
on  a  fully-integrated,  real-time 
online  basis.  Travel  as  required 
to  client  sites  throughout  the 
United  States  Monday  -  Friday. 
Must  have  a  Bachelor's  degree 
or  equivalent  in  engineering, 
computer  science,  or  a  related 
field  and  five  (5)  years  of 
progressive  experience  in 
systems  analysis,  engineering, 
or  a  related  field,  or  a  Master’s 
degree  or  equivalent  in 
engineering,  computer  science, 
or  a  related  field  and  three  (3) 
years  of  progressive  experience 
in  systems  analysis,  engineer¬ 
ing,  or  a  related  field.  Salary 
Range:  $66,789  and  up, 
commensurate  with  experience. 
Must  have  proof  of  legal 
authority  to  work  in  the  United 
States.  If  interested,  submit 
resume  to: 

Ms.  Lynn  Moser 
Prescient  Consulting 
Five  Concourse  Parkway 
Suite  925 
Atlanta,  GA  30328 


Think  Big! 
Think  SAGA 

SAGA  SOFTWARE,  Inc.  is  a 
world-class  software  company 
delivering  enterprise-class  soft¬ 
ware  products  and  services.  So 
join  our  team  of  top  professionals 
and  help  us  set  our  clients'  infor¬ 
mation  and  their  business  free. 
We  are  recruiting  for  all  types  of 
Systems  Analysis  Consultants, 
Staff  Consultants,  Project  Manag¬ 
ers/Leaders,  System/Software 
Engineers,  Programmer/Analysts, 
and  other  computer  science  pro¬ 
fessionals. 

Openings  throughout  the  U.S. 
including:  Reston,  VA;  Atlanta; 
Chicago;  Dallas;  Philadelphia; 
Sacramento  and  Irvine,  CA; 
Denver;  Fort  Lee,  NJ;  and 
Bloomington,  MN. 

We  offer  competitive  salaries  and 
comprehensive  benefits.  Please 
send  your  resume  to; 

SAGA  SOFTWARE,  Inc.,  ATTN: 
Human  Resources,  Computer- 
world  Ad,  11190  Sunrise  Valley 
Drive,  Reston,  VA  201 91 . 

Fax:  (703)  391-8340.  E-mail: 
SALNA@sagasoftware.com.  For 
additional  opportunities,  see  our 
ads  under  Computer  or  visit  our 
Web  site:  www.saqafyi.com. 

iOGH 


PROJECT  DIRECTOR  OF 
OPERATIONAL  SUPPORT 
Provide  functional  expertise  and 
perform  supervisory  functions 
for  assigned  projects  and 
staff;  interpret  users  needs 
and  translate  these  to 
project  definition  documents 
defining  scope,  system 
requirements,  and  estimated 
effort  requirements;  develop 
implementation  plans  for 
software  projects;  act  as  the 
coordinating  contact  point  for  the 
user  community;  and  manage 
and  interface  with  external 
and  internal  resources. 
Five  years  experience  in 
job  offered,  experience  in 
the  insurance/reinsurance 
industry,  including  P/390, 

AS/400  and  Enterprise 

Application  Integration  software 
applications.  Bachelor’s  in 
Business  Adminsitration, 
Accounting,  Computer  Sciences 
or  equivalent  required  with  a 
minimum  3. 0/4.0  GPA. 
We  offer  a  competitive  salary, 
bonus  and  an  outstanding 
non-contributory  fringe  benefit 
package,  including  major 
medical  dental,  disability, 

life,  pension,  profit-sharing 
(ESOP),  and  a  smoke-free 
work  environment.  For 
confidential  consideration,  send 
a  resume  and  salary 
history  to:  RLI  Insurance 
Company  Attn:  Senior  Personnel 
Administrator  9025  N.  Lindbergh 
Drive  Peoria,  IL  61615 


CHIEF  PROGRAMMER/ 
Object-Oriented  Investment 
Software 

Computer  Aided  Decisions, 
Inc.,  a  small  Boston-area  com¬ 
pany  engaged  in  the  design  and 
development  of  sophisticated 
software-based  investment  sys¬ 
tems,  seeks  to  fill  a  Chief  Pro- 
grammer/Object-Oriented  In¬ 
vestment  Software  position. 
This  position  will  be  responsible 
for  managing  in-house  and  con¬ 
tract  software  teams  developing 
highly  sophisticated,  large-scale 
applications  for  portfolio  man¬ 
agement,  trading,  and  invest¬ 
ment  research. 

Requirements  include  a  Mas¬ 
ter’s  degree  in  C/S  or  other 
quantitative  /engineering  field, 
and  three  (3)  years  experience 
involving  object-oriented  soft¬ 
ware  projects,  inclusive  of  large- 
scale  development  for  invest¬ 
ment  applications.  A  Bachelor's 
degree  or  academic  equivalent, 
and  five  (5)  years  progressive 
experience,  will  substitute  for 
Master’s  and  3  years  of  such  ex¬ 
perience.  Starting  salary  from 
$90,000  -  $1 1 0,000,  three  weeks 
paid  vacation,  medical  insur¬ 
ance,  and  other  industry  com¬ 
petitive  benefits. 

Respond  with  resume  only  to: 
Ms.  Pam  Tapia,  Computer  Aided 
Decisions,  Inc.,  21  Custom 
House  Street,  Boston,  MA 
02110. 

Fax:  (617)  428-3606.  An  EOE. 

Visit:  www.cadinvest.com 


Programmer  Analyst  to  analyze 
user  requirements,  procedures 
and  problems  to  automate 
processing  or  improve  existing 
computer  system. 

The  candidate  should  be  well 
versed  in  all  phases  of  software 
development  life  cycle,  able  to 
design  and  develop  commercial 
applications  adhering  to  object 
oriented  methodologies,  design 
patterns  and  UML. 

Should  be  technically  sound 
with  hands  on  experience  in 
building  Internet  applications 
and  distributed  applications 
using,  SQL  Server,  C++. 

Requirement:  A  Bachelor's 
degree  in  computer  science 
engineering  or  closely  related 
field  and  two  years  of  experience 
Send  Resume  to  Sarla  Software 
LLC,  699  Fall  River  Ave., 
Seekonk,  MA  02771. 


Newbridge  Networks  is  an  inter¬ 
national  company  specializing  in 
state-of-the-art  digital  network¬ 
ing  communications  systems. 
We’ve  been  designing,  develop¬ 
ing  and  delivering  these  systems 
for  13  years  to  customers 
throughout  the  U.S.  and  the 
world. 

We  are  recruiting  for  all  types  of 
professionals,  including:  soft¬ 
ware  engineers;  design  engi¬ 
neers;  systems  engineers;  prin¬ 
cipal  engineers;  support 
engineers;  field  support  engi¬ 
neers;  senior  field  engineers; 
new  product  introduction  engi¬ 
neers;  test  engineers;  product 
support  software  engineers;  soft¬ 
ware  engineering  specialists;  ap¬ 
plication  systems  specialists;  se¬ 
nior  engineering  specialists; 
firmware  engineering  special¬ 
ists;  training  managers;  senior 
and  other  members-technical 
staff;  product  marketing  man¬ 
agers. 

We  have  openings  throughout 
the  U.S.  including:  Chantilly,  VA; 
Andover,  MA;  Chicago;  Dallas 
and  Houston;  Miami;  Philadel¬ 
phia;  San  Ramon,  Santa  Clara 
and  Sunnyvale,  CA;  Denver;  and 
Bloomington,  MN. 

We  offer  competitive  salaries 
and  comprehensive  benefits. 
Please  send  your  resume  to  : 
Newbridge  Networks  Inc.,  HR- 
Resumes,  Dept.  CW,  15036 
Conference  Center  Drive,  Chan¬ 
tilly,  VA  20151 

Email:  hrnsa@newbridge.com. 
Fax:703-679-5114.  EOE 


♦ 


The  Mead  Corporation  is  looking 
for  the  following  positions: 

Database  Design 

Analysts 

Position  duties  include:  evalua¬ 
tion  and  design  existing  or 
proposed  computer  systems  to 
structure  and  access  databases; 
utilizing  database  design 
techniques  to  migrate  data  from 
Legacy  system  to  SAP  systems; 
and  designing  databases  for 
utilization  in  conjunction  with  the 
company’s  web  based  applica¬ 
tions  for  both  consumers  and 
other  business.  The  incumbent 
will  use  Access,  Oracle  UNIX, 
HTML,  Javascript,  Frontage, 
VMS,  and  Windows  NT  to 
accomplish  duties. 

Applicants  must  have,  at  least  a 
Masters  degree  in  Computer 
Science,  Engineering  ,  Mathe¬ 
matics,  or  Business  and  2  yrs 
exp  in  any  computer  related 
occupation,  exp  must  include 
design  of  databases  and  use  of 
Access,  UNIX,  and  VMS. 

Resume  and  cover  letter  should 
be  sent  to:  Mead  Corporation, 
1100  Circle  75  Pkwy,  Ste  500, 
Atlanta,  GA  3  0  3  3  9  ;  Attn.: 
Human  Resources  Department 

MEAD 

Corporation 


♦ 


Mitel  is  a  world  leader  in  the  des¬ 
ign,  manufacturing,  and  market¬ 
ing  of  messaging  products,  swit¬ 
ches,  semiconductors,  sub-syst¬ 
ems,  and  systems  for  the  commu¬ 
nications  industries.  We  offer  you 
an  open  line  to  success. 

We  have  positions  throughout  the 
U.S.,  including  Herndon,  VA; 
Washington,  D.C.;  San  Jose, 
Santa  Clara  and  Irvine,  CA;  New 
York;  Dallas;  and  Boston.  If  you 
are  skilled  in  one  of  the  areas  be¬ 
low,  we'd  like  to  hear  from  you. 

Software  Dev.  Engineers 
Software  Managers 
Test  Engineers 
Release  Engineers 
Technical  Support  Engineers 
Systems/Design/Sales  Engineers 
Design  Managers 
Network  Administrators 
Engineers 

Engineering  Lab  Managers 
Field  Engineers 
Account  Managers 
Human  Resources  Reps 
Prod.  Marketing  Managers 

Mitel  offers  a  competitive  salary 
and  benefits  package.  Interested 
candidates  can  either  apply  on¬ 
line  at  our  website:  www.mitel. 
com/careers  or  submit  resumes 
to:  Job  Code  GE,  P.O.  Box  8255, 
Gaithersburg.  MD  20898.  e-mail: 
mitel@alexus.com.  EOE,  M/F / 
DA/. 
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IT  CAREERS  MS 


Talent  is  the  fuel 
of  the  new  economy. 
Fill  up  with  ITcareers. 

ITcareers  and  ITcareers.com  can  put  your 
message  in  front  of  2/3  of  all  US  IT  profes¬ 
sionals.  If  you  want  to  make  hires,  make 


SOFTWARE  ENGINEER 
to  design,  develop,  test, 
and  implement  web-based 
application  software  using  C++, 
Visual  Basic  Script,  HTML. 
DHTML,  Java  Script,  ASP.  IIS, 
COM/DCOM,  SQL  Server  and 
OLAP  Server.  Require:  M.S. 
degree  in  Computer  Science,  or 
a  closley  related  field,  with  2 
years  of  experience  in  the  job 
offered  or  as  a  programmer. 
Salary:  $65,500  per  year,  8:00 
am  to  5:00  pm.  M-F.  Apply  by 
resume  to:  Subhashis  Ghosh, 
Prpject  Manager,  Infoquest  Inc. 
3865  Lawrenceville  Highway, 
Suite  102,  Lawrenceville,  GA 
30044:  Attn:  Job  MP 


Twinhead  Corp.  is  seeking  IT 
Administrator:  planning,  imple¬ 
ment  and  maintain  Novell,  UNIX 
&  NT.  Disaster  recovery,  securi¬ 
ty  adminstration,  procurement 
and  technology  planning.  Req: 
B.S.  in  computer  technology,  2yr. 
exp.  Operation  Systems 
Programmer:  converting  data 
from  project  specifications  and 
statements  of  problems  and 
procedures  to  create  or  modify 
computer  programs.  Work  with 
Notebook  computer  operations, 
products  specs  and  service, 
Req:  2yr.  exp.  relational  DBMS' 
(Oracle,  SQL,  Access),  C++  & 
VB,  B.S.  in  C.S.  40  hr/wk.  Send 
resumes  to  48295  Fremont  Blvd, 
Fremont  CA  94538  Attn:  H.R. 


your  way  into  our  pages. 

For  advertising  information, 
call  Janis  Crowley  at  1-800-762-2977 


IT 


cai 

.com 

Software  Engineer 
Design,  engineer,  develop  and 
implement  customized  software 
system  for  Government  Public 
Safety  application.  Apply 
client/server,  database  and  web 
related  programming  skills  to 
provide  software  solutions  using 
VB,  SQL  Server.  ASP,  C/C++ 
and  Java.  Requires  master’s  de¬ 
gree  in  computer  science,  engi¬ 
neering  or  related  area.  Fax  re¬ 
sume  to  Jefferson  Associates, 
Inc.  (281)286-1048. 


Computer  Analyst  to  define  and 
update  detailed  specification 
for  HR  product  on  the  Internet. 
Define  exact  specs  for  Employ¬ 
ee  Self  Service  HR  product. 
Analyze  competition  customer 
needs  and  give  exact  specs. 
Plan  development,  QA  and 
deployment  on  the  Internet. 
Perform  testing.  Bach.  Degree  in 
Information  Systems  and  1  yr. 
Relevant  experience.  Send 
Resume  to  iSarla  Inc,  699  Fall 
River  Ave.,  1st  Floor,  Seekonk, 
MA  02771 


#. 

hrf  Your  intern 
mte  a  bigger  salaiy 

than  you. 

In  today's  hot  IT 

job  market,  "paying  your  dues"  can  mean  working  for  less  than 
six  figures.  And  that's  not  only  good  for  IT  newcomers.  It's  great 
for  you,  too.  Because  right  now,  your  IT  experience  has  never  been 
worth  more.  Want  proof?  Sign  up  for  free  Job  Alerts  from 
ITcareers.com.  We  have  tens  of  thousands  of  serious  IT  opportuni¬ 
ties  at  some  of  the  world's  best-paying  and  best-run  companies. 
When  one  of  our  posted  positions  matches  your  profile,  we'll  alert 
you  right  away.  ITcareers.com  is  a  service  of  the  ITworld.com  net¬ 
work,  the  industry's  most  trusted  resource  for  all  the  latest  IT  news, 
products,  job  listings  and  more.  To  start  your  search,  visit 


ca 


www.ITcareers.com. 


International  Programming  & 
Systems,  Inc.  has  employment 
opportunities  for  DBA’s,  Sys¬ 
tems  Analysts,  Engineers  or  Ar¬ 
chitects  with  any  of  the  following 
skills:  e-commerce,  Java,  Unix, 
VB,  Oracle,  C++,  Mark  IV,  Tera- 
data.  Positions  are  available 
throughout  the  United  States. 
IPS  also  has  openings  for  Sales 
and  Recruiting  staff  in  our  San 
Francisco,  Los  Angeles  and  At¬ 
lanta  offices.  Electronic  respons¬ 
es  are  encouraged,  to: 
cflavell  @  ispamerica.com  or  mail 
resume  to  IPS,  1875  So.  Grant 
Street,  #300,  San  Mateo,  CA 
94402  (Fax)  650-572-8679.  Prin¬ 
cipals  only  please. 


PROGRAMMER/ANALYSTS/ 
SYSTEMS  ANALYSTS 

-COBOL,  CICS,  IMS  or  DB2 
-Visual  Basic,  Lotus  Script 
-Oracle,  Win  NT,  OS/2 
-OO  Technologies  (Visual  C++, 
JAVA,  CGI,  HTML,  Perl) 
-eCommerce  on-line/Internet/ 
Intranet  technologies 
-UNIX,  C/C++,  Sun  Solaris 
-Powerbuilder,  SQL 
-Natural/Adabas 
-Lotus  Notes 

Send  resume  to:  G.  Aponte 
Broadreach  Consulting,  Inc. 

676  E.  Swedesford  Rd.,  #200 
Wayne,  PA  19087 


_ SKTI  .1  .SOFT 

PEOPLE  WITH  THE  FOLLOW¬ 
ING  SKILLS  NEEDED  FOR 
ASSIGNMENTS  THROUGH¬ 
OUT  THE  USA.  ORACLE,  SY¬ 
BASE,  POWERBUILDER,  AS- 
400,  PROGRESS,  UNIX  SYS 
ADMIN,  NATURAL,  SQL/SER¬ 
VER,  JAVA,  INGRES.  PLEASE 
MAIL  RESUME  TO  DIR.  RE¬ 
CRUITING,  Skillsoft  Incorporated, 
20283  State  Road  7,  Suite  300, 
Boca  Raton,  FL  33498,  U.S.A. 
www.skillsoftusa.com 


Software  Quality  Control 
Engineer  to  develop  QA 
strategies  with  documented 
policies,  procedures,  to  support 
the  software  process  improve¬ 
ment  initiative  and  apply  Quality 
concepts. 

Bachelor's  Degree  and  five 
years  of  experience  in  Quality 
Assurance  Management  field. 

Send  Resume  to  iSarla  Inc,  699 
Fall  River  Ave.,  1st  Floor, 
Seekonk,  MA  02771 . 


Software  Engineer 
Define,  design,  develop.  &  test 
software  solutions  for  the  finan¬ 
cial  services  industry'  solve  busi¬ 
ness  problems  for  the  financial 
services  industry;  define  the 
overall  software  design  of  the 
software  &  manage  the  interac¬ 
tion  between  the  various  soft¬ 
ware  components.  Must  have  a 
B.S.  in  Computer  Science  &  1  yr 
exp.  as  Software  Eng.  or  related 
w/  ability  to  use:  Languages: 
Java,  JavaScript,  Smalltalk, 
C++,  SQL,  VbScript;  Technolo¬ 
gy:  Servlet/JSP,  ASP/SQL, 
JOBC;  Databases:  Gemstone, 
Oracle,  MS  SQL.  Exp.  may  be 
concurrent  with  education. 
Positions  Available:  Multiple. 
40.0  hr/wk.  $60,200.00/yr.  8:00 
AM-5:00  PM. 

Applicants  send  resume  to:  Mr. 
Vijay  Sankaran,  President,  Ex- 
peditrix  Corporation,  1101  S. 
Capital  ofTexas  Hwy.,  Suite  105- 
H,  Austin,  TX  78746. 


Programmer  Analyst.  Analyze 
and  implement  software  appli¬ 
cations  on  multiple  platforms  us¬ 
ing  tools  such  as  Informix,  Shell 
Scripts,  Perl.  Work  with  analysis 
and  implementation  systems 
testing,  data  flow  analysis. 
Demonstrated  ability  program¬ 
ming  software  applications  using 
Informix,  C,  Shell  Scripts  and 
Perl.  Demonstrated  ability  work¬ 
ing  on  SUN  SPARC  server  with 
SUNOS  (Unix)  operating  sys¬ 
tem.  $56,000/yr.  40  hr/wk.  9  a.m. 
-  5  p.m.  Must  have  1  year  exp. 
and  B.S.  in  Comp.  Sci.,  Eng.,  rel. 
field/equiv.  Send  2  resumes: 
Case  #20002451,  Labor  Ex¬ 
change  Office,  19  Staniford 
Street,  1st.  FL,  Boston,  MA 
02114. 


SOFTWARE  ENGINEER  to 
design,  develop,  test,  implement 
and  maintain  application  soft¬ 
ware  for  high-volume  financial 
services  in  a  client/server  envi¬ 
ronment  using  Oracle  RDBMS, 
Informix,  SQL,  PL/SQL,  Pro*C, 
C,  Shell,  AWK,  SQL  'Forms  and 
SQL  'Loader  on  Unix  platform; 
Perform  Oracle  database  design 
and  performance  tuning. 
Require:  B.S.  degree  in  Comput¬ 
er  Science,  an  Engineering 
discipline,  or  a  closely  related 
field  with  five  years  of 
progressively  responsible 
experience  in  the  job  offered  or 
as  a  Software  Consultant, 
Programmer/Systems  Analyst. 
Salary:  $65,035  per  year,  8  am 
to  5  pm,  M-F.  Send  resume  to: 
Debra  L.  Crow,  Asst.  V.P.,  Human 
Resources,  Citibank,  4-3-C720. 
8787  Baypine  Road, 
Jacksonville,  FL  32256;  Attn.  Job 
MS. 


Sun  Technical  Consultant- 
Forsythe  Technology,  Parsippany, 
NJ-lnstallation,  maintenance 
and  management  of  Sun 
Microsystems  equipment. 
Administration,  installation  and 
configuration  of  Sun  Microsystems 
using  SunOS,  Solaris,  Sun 
Sparc,  Sun  Ultra  and  Sun  Ultra 
Enterprise.  Writing  shell  and  Perl 
scripts.  Development  of  propos¬ 
als  and  technical  presentations. 
M.S.  in  Computer  Engineering 
and  2  years  experience  as  a 
Systems  Administrator  required. 
Sun  Microsystems 
Competency  2000 Certification 
required.  Fax  resume  to  Travis 
Hudgins  at  847-675-8017.  No 
calls  please. 


Software  Engineer  focusing  on 
core  MFG/PRO  ERP  system,  in 
conjunction  with  multiple  hard¬ 
ware  platforms.  Must  have  ex¬ 
tensive  development  experience 
in  Progress  4GL  and  ERP  soft¬ 
ware.  Respond  to  Vice-Presi¬ 
dent  of  Human  Resources.  At¬ 
lantis  Plastics.  Inc.,  1870  The 
Exchange,  Ste.  200,  Atlanta,  GA 
30339.  Refer  to  Job  Code  SE01 


SENIOR  SOFTWARE  ENGINEER 
to  design,  develop,  implement, 
test,  maintain  and  support 
complex  application  software 
and  architecture  for  Java  2 
Enterprise  Edition  platform  using 
Rational  Rose,  Oracle,  HTML. 
Java  Servlets,  Java  Server 
Pages,  Enterprise  Java  Beans, 
Java  Remote  Method  Invocation, 
Java  Messaging  Service,  C++. 
JNI,  XML,  TCP/IP,  Perl.  Korn 
Shell,  CMVC.  Roguewave  class 
libraries,  COBRA  and  Apache 
on  Windows  NT  and  Sun  Solaris 
platforms.  Require:  B.S.  degree 
in  Computer  Science,  Engineer¬ 
ing,  or  a  closely  related  field  with 
five  years  of  progressively 
responsible  experience  in  the  job 
offered  or  as  a  Programmer 
Analyst/Programmer.  Salary: 
$80,000  per  year,  8:00  am  to 
5:00  pm,  M-F.  Apply  by  resume 
to:  Vishy  Dasari.  President, 
Objectnet  Technologies,  Inc., 
1117  Perimeter  Center  W., 
N-402,  Atlanta.  GA  30338;  Attn. 
Job  RV. 


♦ 


Software  Engineer  to 
research,  design  and  develop 
computer  software  systems  in 
conjunction  with  hardware 
product  development.  Develop 
and  direct  software  system 
testing  procedures,  program¬ 
ming  and  documentation  The 
candidate  should  be  well  versed 
in  all  phases  of  software 
development  life  cycle,  able  to 
design  and  develop  commercial 
applications  using  object-orient¬ 
ed  GUI  development  tools. 
Should  be  technically  sound  with 
hands  on  experience  in  building 
Client-Server  applications  and 
distributed  applications  using 
Visual  Basic.  Oracle  &  SQL 
Server  on  Windows  NT/95/98 
and/or  UNIX  platforms. 

Requirement:  A  Bachelor's 
degree  in  Computer  Science, 
engineering  or  closely  related 
field  and  five  years  of 
experience. 

Send  Resume  to  Sarla  Software 
LLC,  699  Fall  River  Ave., 
Seekonk,  MA  02771 . 


♦ 


SPL  World 
Group  is  an 
Internation- 
worlogroup  al  builder  of 
business  solutions.  We  are  cur¬ 
rently  looking  for  individuals  with 
Natural/DB2.  Natural/Oracle. 
Natural/Construct.  Natural/Ad¬ 
abas,  Visual  Basic,  Smalltalk, 
C++,  Java,  Cobol,  OO  skills  to 
work  in  our  development  centers 
in  California,  New  Jersey  and 
Chicago  as: 

Programmer/Analysts 
Software  Engineers 
Systems  Analysts 
Project  Leaders 
Designers  •  Architects 
Email,  fax  or  mail  your  resume  to: 

SPL  WorldGroup 
75  Hawthorne  Plaza  Suite  2000 
San  Francisco,  CA  941 05 
Attn:  Jos  Barnett 
Fax:  415-541-0224.  EOE 
E-mail:Jos_Bamett@splwg.com 


www.splwg.com 


♦ 


SENIOR  SOFTWARE  ENGI¬ 
NEER  to  design,  develop,  imple¬ 
ment  and  maintain  various  client 
server/Web  based  applications 
using  object-oriented  tech¬ 
niques,  ActiveX,  COM.  Visual  In- 
terdev,  ASP,  HTML,  Visual  Basic, 
RDBMS,  SQL  Server  and  Crys¬ 
tal  Reports  on  Windows 
95/98/NT  operating  systems. 
Require:  M.S.  degree  in  Com¬ 
puter  Science,  an  Engineering 
discipline,  or  a  closely  related 
field,  with  two  years  of  experi¬ 
ence  in  the  job  offered  or  as  a 
Programmer/Analyst.  Extensive 
travel  on  assignments  to  various 
client  sites  within  the  U  S.  is  re¬ 
quired.  Salary:  $70,000  per  year, 
8:00  am  to  5:00  pm.  M-F.  Apply 
by  resume  to:  Vishy  Dasari, 
President,  Objectnet  Technolo¬ 
gies,  1117  Perimeter  Center 
West.  Suite  N402,  Atlanta.  GA 
30328;  Attn:  Job  AP 
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Web  Content  Delivery 
Competition  Increases 


Inktomi ,  Cisco  set  up 

separate  alliances 

BY  JAMES  COPE 

ENSING  AN  OPPORTUNITY  to 
profit  from  caching,  Web  con¬ 
tent  management  vendor  Ink¬ 
tomi  Corp.  [Nasdaq:INKT] 
and  a  group  of  other  informa¬ 
tion  distribution  companies  have  an¬ 
nounced  an  alliance  designed 
to  speed  the  delivery  of  Web 
content  by  pushing  it  closer  to 
end  users. 

The  alliance,  called  Content 
Bridge,  aims  to  create  an  approach 
whereby  producers  and  hosters  of  in¬ 
formation  and  e-commerce  functions 
can  pay  a  single  intermediary  —  Adero 
Inc.  in  Boston  —  and  have  their  content 
pushed  to  the  caching  servers  of  large 
Internet  hosting,  content  delivery  and 
access  providers.  These  providers, 
which  are  also  members  of  the  alliance, 
include  San  Francisco-based  Digital  Is¬ 
land  Inc.  [Nasdaq:ISLD],  Exodus  Com¬ 
munications  Inc.  [Nasdaq:EXDS]  in 
Santa  Clara,  Calif.,  and  America  Online 
Inc.  [NYSE:AOL]  in  Dulles,  Va. 

Following  the  announcement,  Inkto- 
mi’s  stock  price  jumped  nine  points  to 
close  at  120.75  per  share,  then  surged 
to  128  just  before  the  market  closed 
Aug.  30. 

The  success  of  Content  Bridge  will 
hinge  on  the  pricing  and  integration  of 
the  various  services,  says  analyst  Mar¬ 
tin  Pyykkonen  at  CIBC  World  Markets 
in  New  York. 

Foster  City,  Calif.-based  Inktomi  is 
the  catalyst  of  the  group,  Web  infra¬ 
structure  provider  Adero  does  the 
grunt  work  and  content  delivery  com¬ 


panies  like  Digital  Island  are  trying 
to  figure  out  what  kinds  of  value- 
added  services  they  can  offer,  Pyykko¬ 
nen  notes. 

The  alliance  is  a  bold  move,  but  it 
will  take  a  while  to  really  integrate  the 
capabilities  of  the  group’s  members, 
predicts  analyst  Robert  Fagin  at  Bear, 
Stearns  &  Co.  in  New  York. 

Fagin  says  Content  Bridge  could 
compete  with  leading  content  distribu¬ 
tion  vendor  Akamai  Technologies 
Inc.  [Nasdaq:AKAM]  in  Cam¬ 
bridge,  Mass.  Akamai  colo¬ 
cates  its  special  caching 
servers  in  the  facilities  of  225 
large  Internet  service  pro¬ 
viders  in  50  countries  and  sells  the  con¬ 
tent  delivery  function  as  a  service  to 
Web  hosting  companies. 

Akamai’s  stock  price  dropped  four 
points  to  close  at  65.19  per  share  Aug. 
24,  the  day  after  the  Inktomi  announce¬ 
ment.  But  it  moved  back  up  to  72.50  in 
late  trading  Aug.  30. 

“I  don’t  see  any  near-term  threat  [by 
Content  Bridge]  to  Akamai,”  Fagin  says. 

The  week  after  Inktomi’s  announce¬ 
ment,  San  Jose-based  Cisco  Systems 
Inc.  [Nasdaq:CSCO]  also  jumped  on 
the  bandwagon  with  an  organization 
called  Content  Alliance  that,  interest¬ 
ingly  enough,  includes  one  of  Akamai’s 
biggest  customers,  PSINet  Inc.  [Nas- 
daq:PSIX]  in  Ashburn,  Va.,  as  well  as 
Digital  Island  and  Genuity  Inc.  [Nas- 
daq:GENU]  in  Burlington,  Mass. 

Cisco  spokeswoman  Erica  Schroeder 
says  Content  Alliance  will  focus  on  cre¬ 
ating  a  set  of  open  standards  for  con¬ 
tent  delivery  and  reporting,  which  it 
hopes  to  submit  to  the  Internet  Engi¬ 
neering  Task  Force  in  December. 

Content  Bridge’s  focus  is  on  building 
a  content  merchandising  system.  A 
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32.50 

5.00 

18.2 

PIXR 

50.37 

31.31 

Pixar 

33.81 

1.06 

3.2 

RATL 

129.50 

26.37 

Rational  Software  Corp.  (H) 

124.94 

14.94 

13.6 

RHAT 

151.31 

7.00 

Red  Hat  Inc. 

26.81 

2  94 

12.3 

QSFT 

98.12 

7.00 

Quest  Software 

56.75 

3.50 

6.6 

SAP 

85.93 

29.37 

SAP  AG 

67.38 

5.00 

8.0 

SCUR 

29.62 

2.50 

Secure  Computing  Corp. 

24.94 

2.38 

10.5 

SDRC 

19.00 

8.81 

Structural  Dynamics  Research 

15.94 

0.56 

3.7 

SYBS 

31.00 

9.62 

Sybase  Inc. 

27.13 

2.25 

9.0 

SYMC 

81.62 

25.37 

Symantec  Corp. 

50.13 

0.75 

1.5 

SNPS 

75.62 

25.93 

Synopsis 

38.00 

3.63 

10.5 

SCTC 

28.37 

10.00 

Systems  &  Computer  Technology  18.06 

0.19 

1.0 

TIBX 

147.00 

6.58 

Tibco  Software  Inc. 

106.38 

11.19 

11.8 

TSAI 

48.12 

11.37 

Transaction  Sys.  Architects 

18.63 

0.38 

2.1 

VRTS 

174.00 

21.22 

Veritas  Software  Corp. 

121.63 

5.19 

4.5 

WIND 

66.12 

13.37 

Wind  River  Systems  Inc. 

43.56 

3.56 

8.9 

TELECOMMUNICATIONS  CARRIERS  UP  0  7% 

AT 

91.81 

48.75 

Alltel  Corp.  (L) 

48.75 

-2.75 

-5.3 

ANDW 

42.06 

11.18 

Andrew  Corp. 

29.94 

0.13 

0.4 

T 

61.00 

29.62 

AT&T 

31.63 

0.63 

2.0 

BCE 

137.50 

21.06 

BCE  Inc. 

22.63 

0.19 

0.8 

BLS 

53.50 

34.93 

Bell  South 

38.13 

1.13 

3.0 

BRW 

41.06 

16.31 

Cincinnati  Bell  Inc. 

29.81 

4.06 

15.8 

CMCSK 

57.68 

27.87 

Comcast 

37.88 

-0.44 

-1.1 

COX 

58.37 

34.25 

Cox  Communications  Inc. 

36.31 

0.63 

1.8 

6STRF 

53.75 

5.81 

Globalstar  Telecom.  Ltd. 

9.69 

-1.00 

-9.4 

NXTL 

82.93 

22.68 

Nextel  Communications 

53.44 

1.81 

3.5 

SPOT 

74.25 

28.25 

Panamsat 

33.63 

1.00 

3.1 

QCOM 

200.00 

33.96 

Qualcomm 

58.75 

0.31 

0.5 

SBC 

59.87 

34.81 

SBC  Communications 

42.56 

2.00 

4.9 

FON 

75.93 

30.25 

Sprint  Corp. 

31.63 

-0.75 

-2.3 

TDS 

137.00 

65.81 

Telephone  and  Data  Systems 

117.63 

0.25 

0.2 

VIA 

76.06 

38.43 

Viacom 

68.94 

-0.19 

-0.3 

WCII 

66.50 

24.00 

Winstar  Communications  Inc. 

27.75 

-2.69 

-8.8 

WCOM 

61.33 

32.56 

MCI  WorldCom  Inc. 

37.19 

1.25 

3.5 

SERVICES  UP  0.7% 

ACXM 

35.93 

14.56 

Acxiom  Corp. 

26.81 

1.31 

5.1 

ACS 

49.87 

31.00 

Affiliated  Computer  Servs 

46.31 

-0.63 

-1.3 

AMSY 

44.37 

14.00 

American  Mgt.  Systems 

19.19 

3.56 

22.8 

AUD 

60.68 

37.37 

Automatic  Data  Processing  (H) 

60.56 

2.13 

3.6 

BSYS 

75.31 

41.37 

Bisys  Group  Inc.  (H) 

72.69 

1.69 

2.4 

CATP 

27.00 

5.66 

Cambridge  Technology  Ptnrs  (L)  5.66 

-2.09 

-27.0 

CEN 

29.93 

14.75 

Ceridian 

24.56 

-0.31 

-1.3 

CBR 

29.81 

9.50 

Ciber  Inc. 

10.00 

-0.13 

-1.2 

CDO 

57.25 

17.43 

Comdisco 

25.38 

1.88 

8.0 

CHRZ 

27.12 

9.37 

Computer  Horizons  Corp.  (L) 

9.44 

-0.38 

-3.8 

CSC 

99.87 

57.93 

Computer  Sciences 

75.63 

0.19 

0.2 

DST 

100.25 

51.18 

Dst  Systems  Inc. 

94.25 

3.44 

3.8 

EDS 

76.68 

38.37 

Electronic  Data  Systems 

49.31 

-1.25 

-2.5 

FDC 

57.68 

38.93 

First  Data  Group 

46.25 

-0.63 

-1.3 

FISV 

57.00 

24.12 

Flserv 

52.88 

2.81 

5.6 

IT 

23.12 

9.56 

Gartner  Group 

13.44 

0.31 

24 

KEA 

35.00 

16.75 

Keane 

17.06 

-0.56 

-3.2 

NDC 

43.00 

20.75 

National  Data 

29  44 

0.00 

0.0 

PAYX 

47,62 

15.70 

Paychex  Inc. 

43  44 

0.38 

0.9 

PER 

27.93 

8.87 

Perot  Systems  Corp. 

10.25 

-0.44 

-4.1 

REGI 

9.75 

1.25 

Renaissance  Worldwide 

1.56 

0.03 

2.0 

REY 

33.00 

15.93 

Reynolds  &  Reynolds 

18.31 

0.69 

3.9 

SFE 

99.00 

15.85 

Safegard  Scientifics 

29.75 

3.19 

12.0 

SAPE 

75:59 

13.12 

Sapient  Corp.  (L) 

45.00 

-11.31 

201 

SDS 

40.00 

16  87 

Sungard  Data  Systems 

35.63 

0.25 

0.7 

SYNT 

20.93 

7.87 

Syntel  Inc. 

9.31 

-0  06 

•0.7 

TECD 

53.63 

18.00 

Tech  Data  (H) 

53.63 

6.75 

14.4 

TENF 

76.87 

6.62 

TenFold  Corp.  (L) 

7.00 

0.00 

0.0 

TSS 

20.62 

14.12 

Total  System  Services  Inc 

16.50 

-0.38 

-2.2 

TSAI 

48.12 

11.37 

Transaction  Sys.  Architects 

18.63 

0.38 

2.1 

NETWORK  UP  6.0% 

COMS 

119.75 

12.50 

3Com  Corp. 

16  94 

0.00 

0.0 

ADCT 

49  00 

8.59 

ADC  Telecommunications  Inc. 

39  94 

244 

6.5 

ANTC 

6125 

23.25 

Antec 

34  63 

-2.75 

-7.4 

CS 

52.75 

11.12 

Cabletron  Systems 

37.06 

0.38 

1.0 

CNEBF 

6  43 

1.43 

Call-Net  Enterprises 

1.88 

0.13 

-6.3 

CSCO 

82.00 

28.07 

Cisco  Systems  Inc. 

68.88 

2.44 

3.7 

ECU 

39.87 

23.75 

ECI  Telecom 

30.31 

1  56 

-4.9 

ENTU 

150  00 

18.31 

Entrust  Technologies  Inc 

31.13 

613 

24.5 

EPRE 

40  56 

6.06 

ePresence  Inc. 

8  00 

1.06 

15.3 

HRS 

39  37 

15.50 

Harris  Corp. 

30  94 

169 

5.8 

GMH 

46  66 

16  25 

Hughes  Electronics/GM 

34.50 

0.75 

2.2 

ERICY 

26.31 

7.21 

LM  Ericsson 

20.94 

100 

5.0 

JNPR 

218.75 

24.33 

Juniper  Networks  Inc.  (H) 

218.75 

31.00 

16  5 

LU 

84  18 

39.62 

Lucent  Technologies 

43.19 

2.25 

5.5 

MADGF 

17.37 

143 

Madge  Networks 

3.81 

081 

27.1 

NCDI 

962 

1.03 

Network  Computing  Dev 

1.34 

0.06 

4  9 

NWK 

14  81 

731 

Network  Equipment  Tech 

11.63 

0.44 

3.9 

NOK 

62.50 

19.26 

Nokia  Corp 

46  88 

5.13 

123 

NT 

86  00 

19.90 

Northern  Telecom  Ltd 

83.00 

0.19 

0.2 

PCTL 

15.21 

187 

Picturetel 

897 

2  69 

428 

SFA 

94.00 

16.90 

Scientific  Atlanta 

74  75 

350 

•45 
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WKHET 

WKPCT 

EXCH 

WEEK 

RANGE 

2PM  1 

:hange 

CHANGE 

TLAB 

77  25 

41.81 

Teltabs  Inc. 

57.75 

056 

-1.0 

VRLK 

22.00 

1.81 

Verilink 

8.00 

025 

3.2 

WSTL 

40.75 

6.43 

Westell  Technology  Inc. 

15.25 

•2.00 

-11.6 

SEMICONDUCTORS  CHIPS  &  EQUIPMENT  UP  2  5% 

A0PT 

63  56 

15.37 

Adaptec  Inc. 

27.13 

4.94 

22.3 

AMD 

48.50 

7.81 

Advanced  Micro  Devices 

37.13 

3.25 

9.6 

ALTR 

65.68 

17.53 

Altera 

63.94 

0.19 

0.3 

ADI 

102.87 

20.81 

Analog  Devices  (H) 

101  56 

8.31 

8.9 

AMAT 

115.00 

31.12 

Applied  Materials 

84.25 

088 

1.0 

ASML 

50.25 

17.83 

ASM  Lithography  Holding 

41.25 

1.75 

4.4 

FCS 

49.50 

18.50 

Fairchild  Semiconductor  Corp. 

39.69 

-0.81 

-2.0 

HRS 

39.37 

15.50 

Harris  Corp 

30.94 

1.69 

5.8 

INTC 

75.81 

32.50 

Intel  Corp.  (H) 

74  69 

1.31 

1.8 

KLAC 

97.75 

29.90 

Kla  Instruments 

65.06 

6.09 

10.3 

LLTC 

74.75 

27.62 

Linear  Technology 

72.75 

4.13 

6.0 

LSI 

90  37 

21.56 

LSI  Loqic 

35.06 

•2.81 

7.4 

MXIM 

88  00 

30.31 

Maxim  Integrated  Products  (H) 

87.63 

4.13 

4.9 

MU 

97.50 

27.53 

Micron  Technology 

78.63 

11.00 

-12.3 

MOT 

61.54 

27.33 

Motorola 

35.88 

0,31 

0.9 

NSM 

85.93 

22.06 

National  Semiconductor 

44.06 

1.44 

3.4 

STM 

73.87 

21.27 

SGS-Thomson  Microelectronics 

63.00 

2,88 

4.8 

SLR 

49.50 

28.25 

Solectron  Corp. 

46  19 

1.44 

3.2 

TER 

115.43 

26.93 

Teradyne 

64.38 

-3.25 

•4.8 

TXN 

99.78 

33.78 

Texas  Instruments 

66.69 

-0  81 

-1.2 

JDSU 

153.42 

20.25 

Uniphase 

123.38 

-1.94 

-1.5 

VTSS 

115.68 

31.37 

Vitesse  Semiconductor  Corp 

87.69 

-0.94 

-1.1 

XLNX 

98.31 

30.06 

Xilinx 

91.63 

1.13 

1.2 

COMPUTER  SYSTEMS  UP  5.6% 


AAPL 

75.18 

26.06 

Apple  Computer  Inc. 

62,25 

5.38 

9.5 

ASPX 

19.00 

3.87 

Auspex  Systems 

8.25 

-0.63 

-7.0 

BEOS 

39.56 

3.28 

Be  Inc. 

-  5.34 

0.75 

16.3 

CPQ 

34.87 

18.25 

Compaq  (H) 

34.00 

0.25 

0.7 

DELL 

59.68 

35.00 

Dell  Computer  Corp. 

43.13 

4.31 

11.1 

GTW 

84.00 

36.56 

Gateway  2000  Inc. 

67.00 

0.44 

0.7 

HWP 

155.50 

67.00 

Hewlett-Packard  Co. 

125.81 

6.88 

5.8 

HIT 

164.50 

92,00 

Hitachi  Ltd. 

119.63 

-3.13 

-2.5 

IBM 

137.68 

89.00 

IBM 

134.00 

5.63 

4.4 

MUEI 

20.68 

8.18 

Micron 

14.06 

2.63 

23.0 

MOT 

61.54 

27.33 

Motorola 

35.88 

0.31 

0.9 

NATI 

59.50 

25.50 

National  Instruments  Corp. 

44.25 

0.19 

0.4 

NCR 

47.00 

26.68 

NCR 

40.50 

1.69 

4.3 

NIPNY 

162.00 

72.62 

NEC 

149.50 

0.63 

0.4 

PRCM 

89.75 

5.62 

Procom  Tech  Inc. 

46.94 

0.94 

2.0 

SGI 

17.68 

3.06 

Silicon  Graphics  Inc. 

4.75 

-0.06 

-1.3 

SNE 

157.37 

59.00 

Sony 

115.31 

11.19 

10.7 

SUNW 

128.62 

32.93 

Sun  Microsystems 

127.63 

2.06 

1.6 

TRCD 

23.37 

2.75 

Tricord  Systems 

13.56 

1.44 

11.9 

UIS 

49.68 

9.12 

Unisys 

12.88 

2.00 

18.4 

INTERNET  UP  3.5% 


AMZN 

113.00 

27.87 

Amazon.com 

41.94 

3.00 

7.7 

AOL 

95.81 

38.46 

America  Online 

57.38 

-2.94 

-4.9 

ATHM 

59.75 

12.87 

@home  Corp. 

14.44 

0.56 

4.1 

CKFR 

125.62 

23.12 

Checkfree 

52.13 

4.13 

8.6 

CYCH 

16.00 

3.62 

Cybercash  Inc. 

5.53 

0.34 

6  6 

EBAY 

127.50 

35.14 

eBay  Inc, 

62.63 

0.38 

0.6 

ETYS 

86.00 

3.87 

eToys  Inc. 

4.69 

0.56 

13.6 

EGRP 

40.00 

13.12 

ETrade  Group  Inc. 

18.00 

1.00 

5.9 

LC0S 

93.62 

28.56 

Lycos  Inc. 

74.69 

10.19 

15.8 

0MKT 

65.50 

6.00 

Open  Market  Inc. 

8.69 

0.94 

12.1 

OTEX 

60.62 

9.50 

Open  Text  Corp. 

25.88 

-288 

-10.0 

PCLN 

104.25 

22.62 

Priceline.com  Inc. 

26.13 

-0.19 

-0.7 

PRGY 

35.43 

6.37 

Prodigy  Communications 

7.41 

-0.22 

-2.9 

PSIX 

60.93 

14.00 

PSINet  Inc. 

17.38 

-0.50 

-2.8 

RSAS 

93.06 

15.87 

Security  Dynamics 

59.06 

-2.06 

-3.4 

WINK 

75.00 

6.00 

Wink  Communications  Inc. 

16.50 

3.38 

25.7 

YH00 

250.06 

55.00 

Yahoo  Inc. 

113.44 

-23  44 

-17.1 

STORAGE  &  PERIPHERALS  UP  6.8% 

ADPT 

63.56 

15.37 

Adaptec  Inc. 

27.13 

4.94 

22.3 

APCC 

48.84 

16.00 

American  Power  Conversion 

23.44 

0.06 

0.3 

CANNY 

51.75 

25.75 

Canon  Inc. 

45  63 

1.00 

2.2 

DBD 

32.87 

19.68 

Diebold  Inc. 

27.94 

-1.19 

-4.1 

EK 

78.28 

53.18 

Eastman  Kodak  Co. 

63.25 

-2.31 

-3.5 

EMC 

99.18 

26.25 

EMC  (H) 

97.44 

5.63 

6.1 

I0M 

6.37 

2.87 

Iomega 

4.31 

0.75 

21.1 

MXTR 

14.81 

4.81 

Maxtor  Corp. 

7.94 

0.47 

6.3 

NTAP 

124.00 

12.43 

Network  Applinace  Inc. 

116.00 

15.81 

15.8 

LXK 

135.87 

43.15 

Lexmark  International  Group  Nc 

70.38 

14.25 

25.4 

SEG 

75.43 

26.37 

Seagate  Technology 

59.50 

1.69 

29 

STK 

23.93 

10.00 

Storage  Technology 

15.69 

-0.06 

-0.4 

TEK 

87.31 

28.37 

Tektronix 

76.31 

3.50 

4.8 

XRX 

51.37 

14.56 

Xerox 

15.88 

-0.69 

-4.2 

KEY:  (H)  =  New  annual  high  reached  in  period 
(L)  =  New  annual  low  reached  in  period 
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IT  Leaders  Give  Online 
Universities  High  Marks 


Harcourt  accreditation  sparks  debate 

about  the  quality  of  Web  learning 


BY  JULEKHA  DASH 

arcourt  Gen¬ 
eral  Inc.’s  newly 
accredited  on¬ 
line  university 
has  prompted 
questions  from  analysts  about 
whether  a  Web-based  school 
can  capture  the  most  critical 
element  of  a  physical  class¬ 
room  —  lively  debate  among 
students.  But  some  informa¬ 
tion  technology  professionals 


argued  that  there  is  little  dif¬ 
ference  between  getting  a  de¬ 
gree  on  campus  or  over  the 
Web. 

IT  leaders  applauded  the 
Massachusetts  Board  of  Edu¬ 
cation’s  decision  last  week  to 
accredit  Harcourt  Higher  Edu¬ 
cation  (HHE),  a  division  of 
Chestnut  Hill,  Mass.-based 
publisher  Harcourt  General, 
saying  the  trend  toward  online 
education  offers  students  a 


more  convenient  means  of  ob¬ 
taining  degrees. 

“The  more  sources  [of  edu¬ 
cation]  we  have,  the  better,” 
said  Robert  Baker,  a  systems 
consultant  at  Emergent  Infor¬ 
mation  Technologies  Inc.  in 
Newport  Beach,  Calif. 

Harcourt  isn’t  the  only  col¬ 
lege  offering  online  degrees. 
Accredited  last  year,  Jones  In¬ 
ternational  University  (JIU)  — 
a  division  of  JonesKnowledge.- 
com  Inc.,  an  online  learning 
products  and  software  compa¬ 
ny  in  Englewood,  Colo.  —  of¬ 
fers  several  online  degrees,  in¬ 
cluding  an  MBA  for  about 


$10,000.  Several  traditional  col¬ 
leges,  including  the  University 
of  Chicago  and  Stanford  Uni¬ 
versity,  have  moved  into  the  on¬ 
line  world  as  well. 

Baker  said  taking  online 
courses  in  global  communica¬ 
tions  at  JIU  helped  him  inte¬ 
grate  learning  into  his  hectic 
work  schedule,  which  includes 
frequent  travel. 

Baker  said  he  has  wasted 
thousands  of  dollars  on  cours¬ 
es  that  he  had  to  drop  because 
of  sudden  work-related  travel. 

“I  can’t  turn  down  an  assign¬ 
ment  because  I’m  taking  a 
course  at  UCLA,”  he  said. 


Continued  from  page  1 

Wireless  LANs 

basic  fixed-cost  issues,  accord¬ 
ing  to  Gartner  Group  Inc.  in 
Stamford,  Conn. 

At  Wake  Forest  this  year,  the 
650  freshmen  received  a  wire¬ 
less  Ethernet  card  with  their 
notebook  PCs,  which  are  in¬ 
cluded  in  their  tuition.  “It’s  re¬ 
ally  cool,”  Holly  Shankle,  a 
freshman  from  Hamlet,  N.C., 
said  last  week.  “I  logged  on  to 
the  network  outside  on  one  of 
the  benches.  And  on  the  first 
day  of  Spanish  class,  I  logged 
on  from  there,  too.” 

The  wireless  rollout  started 
earlier  this  year,  when  Jay 
Dominick,  assistant  vice  presi¬ 
dent  of  information  systems  at 
the  university,  chose  a  2M 
bit/sec.  system  instead  of  the 
emerging  11M  wireless  stan¬ 
dard  because  the  faster  speed 
was  fairly  new  at  the  time.  But 
he’s  now  looking  down  the 
road  at  high-speed  wireless 
technologies  that  promise 
wirelike  speeds  of  up  to  100M 
bit/sec. 

“We  expect  to  see  that  in 
about  18  months,”  Dominick 
said,  “and  we’ll  look  toward 
rolling  out  faster  wireless 
when  the  technology  becomes 
commercially  available.” 


This  fall,  Carnegie  Mellon 
University’s  wireless  network 
has  400  antennae  connected 
into  the  campus’s  wired  back¬ 
bone  to  provide  11M  bit/sec. 
wireless  access,  said  Traci 
Futhey,  the  university’s  CIO. 
Roughly  1,500  of  the  school’s 
10,000  students  have  pur¬ 
chased  wireless  LAN  cards 
from  the  Pittsburgh-based  uni¬ 
versity  for  about  $150  to  access 
the  network,  Futhey  added. 

“To  talk  about  ubiquitous 
computing  without  a  ubiqui¬ 
tous  network  is  a  misnomer,” 
Futhey  said. 

Despite  the  broad  coverage 
of  the  wireless  network,  Car¬ 
negie  Mellon  still  supports  and 
operates  an  extensive  wired 
LAN,  with  drops  in  every  dor¬ 
mitory  and  classroom.  The 
campus  backbone  is  connected 
to  the  outside  world  through  a 
30M  bit/sec.  pipe. 

Joan  Kuperstein,  an  educa¬ 
tional  technology  consultant  at 
Castle  Technology  Consul¬ 
tants  Inc.  in  Chicago,  said  she 
believes  future  campus  net¬ 
works  will  be  “a  hybrid  mix  of 
wired  and  wireless,”  with  wire¬ 
less  enabling  schools  to  add 
access  quickly  and  cheaply. 
Wireless  mitigates  some  key 
concerns  that  educational  in¬ 
formation  technology  person¬ 
nel  face  when  trying  to  extend 
the  reach  of  their  networks. 


STUDENTS  ARE  USING  wireless 
Ethernet  cards  like  these 


For  instance,  many  school 
buildings  are  old,  are  insulated 
with  asbestos  and  have  con¬ 
crete  walls  that  make  installing 
wiring  a  messy  and  hazardous 
prospect. 

But  wireless  also  allows  edu¬ 
cators  to  take  computers  out  of 
the  lab  and  put  them  into  the 
hands  of  students  and  teachers 
in  classrooms,  Kuperstein  said. 
“Schools  need  to  integrate  this 
technology  directly  into  the 
classroom.  Going  to  a  lab  is  a 
waste  of  time,”  she  said. 

Southeast  Technical  Insti¬ 
tute  in  Sioux  Falls,  S.D.,  opted 
for  a  wireless  network  to  alle¬ 
viate  a  space  problem,  said  Pat 
Walker,  IT  director  at  the 
state-supported  school.  “The 
amount  of  space  needed  for 
the  labs  exceeded  the  space  we 
had  available,”  Walker  said. 

Other  schools  have  decided 
to  roll  out  wireless  slowly  to 
meet  specific  requirements. 
For  example,  driven  by  its  fac¬ 


ulty’s  demand  for  more  com¬ 
puter  labs,  Duquesne  Universi¬ 
ty  in  Pittsburgh  elected  to  cre¬ 
ate  a  mobile  unit.  A  rolling  cart 
includes  a  wireless  hub,  wire¬ 
less  network  cards  and  20  iMac 
notebook  computers  from  Ap¬ 
ple  Computer  Inc.  Cynthia 
Golden,  executive  director  of 
computer  services  and  tech¬ 
nology  at  Duquesne,  said  the 
cart  can  simply  be  rolled  into  a 
classroom  and  computers  dis¬ 
tributed  to  students  when  a 
faculty  member  wants  to  use 
them  in  conjunction  with  les¬ 
sons  presented  through  course¬ 
ware,  such  as  that  from  WebCT 
Inc.  in  Peabody,  Mass. 

Although  many  universities 
and  their  students  are  excited 
at  the  prospect  of  anywhere, 
anytime  wireless  connectivity, 
Larry  Rapagnani  is  looking  at 
what  he  calls  “some  of  the  me¬ 
chanical  issues”  before  doing 
large-scale  deployment  of 
wireless.  Rapagnani,  assistant 
provost  for  IT  at  the  Universi¬ 
ty  of  Notre  Dame  in  Notre 
Dame,  Ind.,  said  one  issue  is  se¬ 
curity.  “If  you  can  walk  into  a 
classroom  with  a  notebook  PC, 
you  can  also  walk  out  the  door 
with  one,”  he  said.  There  are 
also  basic  issues  like  battery 
life  that  Rapagnani  said  require 
some  thought.  I 

Next  week:  Elementary  and 
high  schools  join  the  act. 


AT  A  GLANCE 


Distance 

Learning 

Details  about  Harcourt  Higher 
Education: 

m  Will  open  virtual  classroom  in  November 

■  Will  offer  bachelor's  and  associate  de¬ 
grees  in  business,  health  and  IT 

■  IT  education  will  include  certification  pro¬ 
grams  in  project  management,  network 
systems  integration  and  e-commerce 

■  Will  charge  $900  per  three-credit  course 


Gerry  Giesler,  a  senior  vice 
president  at  The  Chubb  Corp., 
an  insurance  firm  in  Warren, 
N.J.,  said  a  degree  from  an  on¬ 
line  school  would  neither  help 
nor  hurt  an  applicant.  Putting 
too  much  emphasis  on  any  de¬ 
gree  —  online  or  not  —  means 
you  might  not  get  the  best  per¬ 
son  for  the  job,  said  Giesler, 
whose  responsibilities  include 
IT  professional  development. 

But  some  observers  ques¬ 
tion  whether  a  university  can 
offer  coursework  and  tests  on¬ 
line  and  ensure  that  students 
are  actually  doing  the  work 
themselves. 

Cheating  Happens 

HHE  President  Robert  An- 
tonucci  said  the  school  has 
done  as  much  as  it  can  to  en¬ 
force  security  measures,  but 
he  acknowledged  that  online 
schools  can’t  do  much  to  pre¬ 
vent  cheating. 

“If  someone  wants  to  beat 
the  system,  they  probably  can,” 
he  said. 

However,  Antonucci  said, 
HHE  attracts  mostly  older 
adults  who  take  classes  be¬ 
cause  they  want  to  learn,  so  it’s 
unlikely  they  would  cheat. 

One  disadvantage  of  online 
degree  programs  is  that  they 
have  yet  to  establish  brand 
names  or  allow  the  same  level 
of  networking  among  students 
and  professors  as  brick-and- 
mortar  schools,  said  Mike 
Brennan,  an  analyst  at  Interna¬ 
tional  Data  Corp.  in  Framing¬ 
ham,  Mass. 

But  Baker  dismissed  con¬ 
cerns  that  online  coursework  is 
isolating,  saying  that  online 
discussion  boards  enabled  him 
to  get  to  know  fellow  students 
as  well  as  an  instructor  who 
taught  from  Helsinki,  Finland.  > 
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FRANK  HAYES/FRANKLY  SPEAKING 


Dirty  little  secrets 

'HAT  WERE  THE  PEOPLE  at  Sun  Microsystems 
thinking?  OK,  we  know  what  they  were  probably 
thinking:  Their  hottest  servers,  including  the 
ones  that  are  supposed  to  be  replacing  main¬ 
frames,  were  crashing.  No  one  was  quite  sure 
why  Best  to  keep  a  tight  lid  on  this  so  nobody  panics  before  it’s 
fixed.  So  Sun  asked  the  customers  hit  by  a  faulty  memory  cache  to 
sign  agreements  not  to  talk  about  the  problem.  Sun  even  told  them 
that  the  gag  agreement  would  strengthen  Sun’s  commitment  to 
solving  the  problem  quickly  [Page  One,  Aug.  28]. 


I’d  like  to  think  they  really  meant  it,  that  con¬ 
cern  for  customers  prompted  the  gag  strategy. 
But  how  disconnected  from  reality  would  any¬ 
one  have  to  be  to  believe  that  kind  of  secrecy  is 
a  good  idea? 

We’d  have  to  assume  that  the  engineers  who 
created  the  problem  are  the  only  ones  who  can 
fix  it. 

We’d  have  to  trust  that  customers  aren’t  qual¬ 
ified  to  make  decisions  about 
whether  to  repair  or  replace  de¬ 
fective  products,  even  if  they 
have  the  most  complete  informa¬ 
tion  available  —  especially  if  they 
have  the  most  complete  informa¬ 
tion  available. 

We’d  have  to  believe  that  every 
customer  who  experienced  the 
glitch  recognized  it  as  a  hardware 
problem  and  contacted  the  ven¬ 
dor,  instead  of  writing  it  off  as 
operator  error  or  a  software 
problem. 

We’d  have  to  pretend  that  pub¬ 
licity  wouldn’t  put  pressure  on 
the  vendor  to  throw  more  re¬ 
sources  at  finding  a  fix.  And  that 
having  more  people  who  know 
about  the  problem  wouldn’t  pro¬ 
duce  more  strategies  for  dealing 
with  it.  And  that  everything  we 
know  about  how  competition 
spurs  quality  is  wrong. 

OK,  let’s  assume  all  that  stuff. 

What’s  the  result,  after  18  months 
of  secrecy  since  the  problem  was  first  reported? 
Sun’s  fix  is  to  replace  the  processor  module  and 
recommend  that  customers  rearrange  the  com¬ 
puter  room  so  the  server  gets  more  air  condi¬ 
tioning. 

In  other  words,  there  is  no  fix,  just  a  work¬ 
around. 

Pretty  sad,  huh?  And  the  situation’s  even  sor¬ 
rier  for  customers  who  switched  to  Sun  over 
the  past  year  and  a  half,  while  the  gag  strategy 
kept  them  from  finding  out  about  the  problem. 


They’re  stuck  with  lemons. 

You’d  think  with  all  the  hoo-hah  over  Linux 
and  open-source  software,  where  every  discov¬ 
ered  bug  and  proposed  fix  is  documented  in 
open  forums,  that  at  least  the  principle  of  full 
disclosure  would  be  the  order  of  the  day  in  IT. 

But  it’s  not.  Sun’s  not  alone.  Intel  did  its  best 
to  bury  recent  Pentium  III  problems.  Microsoft, 
SAP,  IBM  —  the  whole  IT  industry’s  reaction  to 
a  bug  or  quality  problem  is  to 
deny,  minimize  and  publicly  in¬ 
sist  there’s  nothing  wrong. 

Why?  Because  bad  news  is  bad 
for  stock  prices.  Because  high- 
profile  emergency  efforts  to  fix  a 
problem  pull  resources  from  oth¬ 
er  projects,  blowing  budgets  and 
screwing  up  schedules.  Because 
admitting  anything  might  trigger 
lawsuits. 

But  mostly  because  we  let 
them  do  it. 

We’ve  got  no  real  excuse. 
There  are  more  sources  of  infor¬ 
mation  for  IT  professionals  and 
more  forums  for  swapping  intel¬ 
ligence  with  other  users  than 
ever  before  —  user  groups,  Web 
sites,  Usenet  discussions.  We  can 
share  more  problems,  fixes, 
work-arounds  and  recommenda¬ 
tions  with  our  peers,  faster  and 
more  accurately,  than  at  any  time 
in  history.  .= 

But  we  put  up  with  nonsensi¬ 
cal  public  pronouncements  from  vendors.  We 
accept  nonexplanations  and  sign  gag  agree¬ 
ments.  In  short,  we  roll  over  —  and  vendors  roll 
over  us. 

So  what  were  the  people  at  Sun  thinking? 

Maybe  they  were  thinking  customers  would 
let  them  get  away  with  it.  ► 


Hayes,  Computerworld’s  senior  news  columnist,  has 
covered  IT  for  more  than  20  years.  Contact  him  at 
frank_hayes@computerworld.com. 


There  is  no 
fix,  just  a 
work-around 


GOVERNMENT  AGENCY  pilot 
fish  finds  a  colleague’s  software 
model  that  does  almost  exactly 
what  the  fish’s  shop  needs.  Bet¬ 
ter  yet,  it’s  written  in  an  ad¬ 
vanced  modeling  language  that 
accepts  data  in  most  common 
forms,  without  a  lot  of  instruc¬ 
tions,  and  automatically  pro¬ 
duces  reasonable-looking  output 

-  no  format  statements  required. 
Perfect,  the  fish  thinks  -  until  the 
boss  weighs  in:  “First  thing  I 
want  you  to  do,”  he  says,  “is 
rewrite  this  model  into  Fortran  so 
I  can  understand  how  it  works." 

DEVELOPMENT  MANAGER 

for  a  real-time,  mission-critical 
system  makes  sure  he’s  got  a 
50%  resource  margin,  just  like 
the  best  practices  say.  That 
holds  down  both  risks  and  costs 

-  until  he  mentions  it  to  a  budget 
guy.  “Next  thing  I  know,  our 
hardware  budget  is  cut  by  50%, 
since  we  obviously  didn’t  need 
it,”  The  fish  says.  Upshot:  Devel¬ 
opment  costs  skyrocket.  “I  got 
ulcers,”  the  fish  grumbles.  “The 
budgeteer  got  a  bonus.” 

MANUFACTURING  COMPANY 

gets  spanking-new  offices  where 
the  cubicle  walls  and  desks  are 
bolted  to  the  floor.  Desktop  pub¬ 
lishing  workstations  are  right 
next  to  outside  windows,  with 
the  sun  hitting  their  screens  all 
day.  “Glare  city,"  says  a  pilot  fish. 
“Move  the  desk?  Can’t.  Move  the 


PCs?  Can't.  Buy  blinds  for  the 
windows?  Can’t.”  Eventual  solu¬ 
tion:  “Buy  ’em  a  bigger  monitor.” 

SECURITY-MINDED  pilot  fish 
rolls  out  Lotus  Notes  and  gives 
users  cryptic  passwords.  Uses 
complain  about  remembering 
“78fon51"  and  “321zr9a,”  but  the 
fish  is  adamant  -  and  no  sticking 
’em  up  on  the  monitor  with  Post- 
its,  either.  Then  one  day,  trou¬ 
bleshooting  a  user’s  PC,  the  fish 
spots  the  Notes  icon  on  the 
desktop  -  renamed  "78fon51." 

SOFTWARE  START-UP’S 

CEO  takes  the  finance  VP  aside 
to  explain  that  he’s  about  to 
slash  the  veep’s  pay  by  50%. 
They  need  the  money  for  a  hot- 
shot  Java  programmer  who 
wants  a  big  raise,  says  the  big 
boss.  Outraged  VP  packs  up  his 
stuff  and  is  escorted  out  by  the 
CEO  and  HR  manager  -  but  offi¬ 
cial  word  is  that  he’s  just  “on  va¬ 
cation."  Uh-huh.  Word  gets 
around,  and  a  week  later,  Mr. 
Java  Hotshot  walks  in  and  an¬ 
nounces,  “Guess  what?  I’m  go¬ 
ing  on  vacation  too!” 

Summer’s  over  -  no  more  vaca¬ 
tions  (or  “vacations”)  at  Sharky’s 
shop.  What  about  yours? 

Tell  me  about  it:  sharky® 
computerworld.com.  You  get 
a  Shark  shirt  if  your  story  prints  - 
or  turns  up  in  the  daily  feed  at 
compute  rworld.  com/sharky. 


The  5th  Wave 


“’Give  him  air.1  Give  him  air  l  He'll  be  okag.  He's  just 
been  exposed  to  some  raw  HTKL  code.  It  must  have 
accidently  flashed  across  his  semen,  from  the  server." 


^Tsual  Devbicraeht  Team 


E-mail  richtennant@the5thwave.com 
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WHY  FINNAIR  IS  GOING  WITH  OUR  E-BUSINESS  SOLUTIONS 


FOR  THE 


LONG  HAUL 


When  Finland's  national  airline  was 
looking  to  lift  long-distance  cargo  sales, 
it  looked  to  e-business  technology.  And 
that  meant  Unisys.  Our  solution?  The 
Unisys  e-@ction  Internet  Commerce 
Enabler;,  A  unique  application  that 


- 


allows  Finnair's  partners  and  clients  to 
place  orders  and  track  cargo  status  and 
location  via  the  Internet.  What's  more,  we 
integrated  this  e-business  solution  into 
Finnair's  existing  systems.  So  the  airline's 
Web-enabled  cargo  operation  could  be 
up  and  flying  quickly  and  economically. 
All  of  which  puts  Finnair  miles  ahead  of 
the  competition.  But  that's  what  you'd 
expect  from  the  people  who  are  always 
ready  to  go  the  distance  for  their  clients. 
www.unisys.com 


UNiSYS 

We  eat,  sleep  and  drink  this  stuff. 
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